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A Story, a Moral and the Facts, for 


Business Men 


boy Once 


Here’s how a 


and Their Bookkeepers 


re forced a | alat ( 


He had some grist in the bottom end of ‘k ! dance cross his choulder carri ' 
at the other end 
He could have divided his grist, and ] me end of the Pr Ce er ¢ 
But he said Thi Wii\ Wal FC J CTIOU 1) | 11 (41 dad “> O i ¢ t ( 
And there are a few busine men wi ne thing re just al ic 
For instance 
In some of 
are still doing the 
with pencil and pape 
We're told, they’ 
way “That what 
os on ee “A Better Day’s Work’’—- Free 
what b 
ing?’ 
Maybe a busin 
out an adding mac 
Business men could get 
cago-New Y< 18 
40 hour trains 
But, fors I 
conclusions, and looking 
squarely in the fa we 
That, while | kkee ij 
their work out 
roughs | b 
worl verworr' ; 
While, « “ 
\ ition disel ' 
| \ 


Burroughs Adding Machine Company 
39 Burroughs Block, Detroit, Michigan, U. S. A. 
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Typewriter Papers and Manuscript Covers 


@ These papers are bound to satisfy the customer who wants absolutely the best; the cus- 
tomer who wants a good paper and the customer who wants a good appearing paper of 
medium quality. 

@ STRATHMORE PARCHMENT is one of the grades and is the finest Bond paper made; 
ALEXIS BOND is another and is as good as many mills can make; SAXON BOND is the 
third grade and it looks better 

@ STRATHMORE MANUSCRIPT COVERS are in four pleasing colors, deckle edges and 
made from pure rag stock 

@ Ask us or your wholesaler for a sample book showing the complete line together with 


lee 





trade discount. 


MITTINEAGUE, MASS, U. S. A. 


MITTINEAGUE PAPER COMPANY, tiesrearamore quaurry” sane 
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Don’t look a gift 
horse in the mouth 
but when you are 
offered “a 3-year- 
old, sound in every 
limb, a thoro-bred 
for $75” it 1s wise to 
make examination 
for blind staggers. 





RAMER'S 
REBUILT MACHINES 


RAMER’S REBUILT TYPEWRITERS ar 





rfiorm . = 
4 ew l he 
" Every old or w and new ‘‘Now there are second-hand type- 
lace. 7 writers and second-hand typewriters— 
a ( some of them are comparatively new 
machines traded in. Properly rebuilt 
they go again on the market at a rea- 


We ave ast K an ariet that ¢ 1Dlies the dealer - 
’ sonable price that makes them a good 


= a eae iis etnehdeen ane uli d purchase. Then there are the others— 
worn out, not worth the rebuilding—the 
flotsam and jetsam on the great type- 
writer sea, cast up to land upon the 
junk bank. In between are those which 








WHOLESALE 


neans that we do not cor 


We ell to the Trade Only 


, ‘ 
e users Qur goods and out 


; 
o-operate with us get the best 


TO THE 
W. W. RAMER, President 


YPEWRITER CO., 108-110 Duane St. N. Y. 


are in fair condition but which require 
considerable expense to rebuild. All 
are carefully graded by the different re- 
builders before being passed into the 
workshops. Only those that pass the 
: Bg critical eye of the examining chief have 
trad ev entry to the workshop. When they 
emerge they are no longer ‘“‘second- 
hand in the generally accepted sense 
of the term, but are rebuilt machines 
: having an intrinsic value represented 
TRADE ONLY by materials and labor cost. They 
London Address, The Sanctuary, Cor. Little George occupy a different position on the 
Street, Parliament Squarc, Westminster market. Office Appliances Dec., 1908 
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THE PRINTOGRAPH IS DIFFERENT 


[It produces REAL imitation typewritten letters, differing in this respect from all other 
office printing machines, which produce imitation typewritten letters only. Other machines 
print through a typewriter ribbon, but there the similarity ends, for they print from the top to 
ich no typewriter does, The Printograph prints one character at 


the bottom of the page, wl 
the time by means of metal type and typewriter platen through a typewriter ribbon, the 
pression element passing from left to right on the page, making the process identical with that 


im- 


of the typewriter 
Office printing machines which print a line at a time instead of a letter at a time 


7 


and which print from top to bottom of the page instead of from left to right, cannot produce 


typewritten letters, and every line is evidence that the work was done upon a printing device 
instead of a typewriter. Printograph letters are not imitations, They are the “real thing.’ 
1,000 Printographed letters will bring exa¢ tly the same returns that 1,000 typewritten letters 
iv be printed wit! 


would. Besides printing typewritten letters, office forms, circulars. etc.. mi 


printers type electrotvpes, wood cuts or zinc etchings 


Typesetting and 
Line Unit Cases 


By means of Line Unit-Cases and 
Printograph type it is possible to set up 
and distribute a letter in less time than by 
any other method now in use in connection 
with office printing machines. Line Unit 
Cases may be described as brass type 
holders. Each case holds one line. By 
means of a locking device each line of type 
is locked with a uniform pressure, so that 
there is no tendency for the spaces or jus 
tifiers to work up. Each line being a unit 
it is possible to remove any part of th 
form to make corrections without disturb 
ing the balance. The use of line unit-cases 
and Printograph type obviates all possi 
bility of spilling the type. 

Samples of Printograph letters car 


be had by writing the following dealers: 





Hawkinson, Quinn & Co., 41 State St., Chicag 
W. M. Edmont Co., Duluth, Minr 
W.O. Cullen, 1109 Market St., Chattanooga, Tenr 
Texas Office Appliance Co., San Antor Lexa 
Elmer S. Lieber, 70 Barth BI | Denvet 
Cramer-Krasselt ¢ Mil ike¢ 


Price of Complete Outfit, $216.00 


rocnimer” -"-"-"."-".. "8 Ppintograph Company 


30 Lbs. Printograph type - - - 24.00 : 
30 Line Unit-Cases - - - - - 9.00 Corn Exchange Bldg. - Minneapolis, Minn. 
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Offering all of the ad- | 


van tages of previous 
models, together with 
sixteen new features 
including Column Find. 
er and Paragrapher Right 
and Left Carriage Re- 
lease Levers, Universal 
Line Spacer, Back Space 
Lever, Easy Erasing fel 
— tttes and Visible Writing. 


Write for complete description 


The Smith Premier Typewriter Co. Inc. 
Syracuse.NY. USA. 













O OFFICE APPLIANCES 





Get in Line i 
Increased Sales 
@ We know that the 


majority of you have 
responded and given 
us your hearty co-oper- 


Ke 
* 
se 
 d 
d 
ation in this great cam- ge 
* 
* 
* 
* 
* 


BRAND 







paign, from your re- 
eated orders we know that you 
oo been well repaid with a 
steadily increasing business and 
more profits, but it is to those 
dealers who have not yet stocked 
up on our brands that this adver- 
tisement is directed. 


@ Our advertisement in last month’s issue of the publication 
gave you some idea of the extent of our advertising campaign, 
a campaign solely for your benefit. 
@ Every dollar’s worth of Webster’s Star Brand Ribbons and 
Multi-Kopy Carbons are sold through the dealer, every adver- 
tisement sends the customer to the dealer. Can you supply 
him or notP 

@ It is not necessary here to dwell upon the superior qualities 
and selling features of Webster goods, our advertising has al- 
ready educated the public to the advantages and an apprecia- 
tion of the non-filling features of our ribbons and the distinct 
multi-kopy qualities of our carbons and we will continue to 
keep the Webster Brands before the public by means of red 
hot advertising and keep sending the buyers to your stores. 


@ Our orders have increased by leaps and bounds, but there is 
territory not yet covered and profits not yet reaped, which we 
want you to help us gather and share. Don’t delay any longer 
and fail to get your share of the increased business and profits 
which our ive wire advertising is sending your way. 

@ We are running the greatest campaign ever conducted for 
the exploitations of carbons and ribbons, all for your benefit, 
and you should take advantage of it. Do so by writing to-day 
for special offer to the dealers. 
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F. S. WEBSTER COMPANY, BOSTON, MASS. 
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Another Unique, Exclusive Secor Feature 





By reason oft iving a ren I 


movable escapement on the pecor Standard Visible 
Writing and Billing Machine, it is possible t e ty tyles of spacing instantly, 
vith no other inge than the replacing of the removable escapement. 
An Elite type machine fitted with a apement giving Elite spacing between 
e letters, can be changed instantly to a pica spacing, simply by setting in a pica 
spacing escapement It takes less than o1 1ute to effect the change. 


This is the different effect 
A reproduction of Secor Elite type with Elite spacing. 


A reproduction of Secor Elite type with Pica spacing. 


This instant 


e is not possible with any ot writing machine. 
Che featur it value where long documents are to be written and where 
is desired to gi iS ] page For ordinary correspond- 
e the pica spacing for Elite type ike { ndsome letter, and is greatly 
hye preterre d tT the E it¢ spa i” 
Che Secor 1 el lav revealing ne possibilities in typewriter service. 
It is a fact to be r e Secor gives a wider and more 
tensive variet f uses than could be ice every model of every 
nake of ty pewriter 1 a ( s not heretofore possibie 
a writing and billing machine that 


ice can only be meas- 
1 by the Se 


Secor Type- 


299 Housatonic Ave, 


writer Co. 
Derby, Conn., U.S. A. 
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“De Laney’s Typewriter Matrix Paper” 


Enables the Ordinary Typewriter to Do the Work of a Typesetting Machine, 
and Constitutes the Only Successful Duplicating Process which 
Quickly Produces Perfect Facsimile Copies of Real 
Typewriting which Cannot be Distinguished 
from Original Typewritten Matter 


THE COPIES 


bear all the characteristics and individuality of the typewriter and operator b 


THE MATRIX PAPER 
is made in any size for typewriting; the sizes are the same as the standard sizes of typev papers (S4 x 11 


84 x 14 inches), but special sizes can be made to order. Besides for reproducing typewritins n be used for makins 


book and newspaper matrices instantly by impression; thus the old-fashioned, tedious methods of “build 
up’’ a composite matrix sheet are eliminated, with great saving of time and expense Cuts, electros, drawings 
photoglyptic plates, shorthand, handwriting and signatures, etc., can also be impressed upon the matrix, to 1! 
trate and eomplete the text 
THE TYPEWRITING 
is done on the matrix paper with the bare type of any typewriter, and a printer's matrix thus immediatel) 
duced from which a 
PRINTING PLATE 
can be cast in type metal in a few moments, by any stereotyper, or by an office boy (in at tice) using ‘‘De Lane 
Printing Plate Composition 
DE LANEY’S PRINTING PLATE COMPOSITION 
is cheap, and is a cold process, for use in any office; it simply has to be mixed and poured into the casting frat 
The mixing requires but a moment 
DE LANEY’S ADJUSTABLE CASTING FRAME 
casts any size of printing plate, up to legal size (S84 x 14 inches), and turns out the printing plate (in 
nes now used in oft 


fifteen minutes) blocked and ready to be put upon the printing press or the various ma 


for duplicating typewriting Setting up type by hand for these machines is too slow for m: office requireme 
: y ul | | 


De Laney's process saves the time necessary to set type for use on these machines and does the work quicke 


better. Any stereotyper who is equipped for making curved plates can also cast printit fro 
matrix suitable for use in cylinder duplicating machines or printing presse 
THE PRINTING 
is done direct from the type plate or through an inked mbbon, within a tew minutes 
° - ’ . . y 7 ~ , - ~ 
Prints Any Number of Copies Any Number of Pages At the Cost of a Few Cents 
Every up-to-date stenographer should know how to use “De Laney's Typewriter Matrix Paper,” et 


thus increase his or her usefulness 


Send $1.00 for 4 Sample Sheets of the Matrix Paper, Letter Size, 
or 3 Sample Sheets of Legal Size, and Instructions How to Use It. 


Enterprising agents and dealers wanted, everywhere, throughout the world 


C. C. H. DE LANEY, Inventor and Manufacturer 


504 East 79th Street, New York, N. Y., U.S. A. 
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PROSPERITY 


1908 has been a banner year in the history of the Underwood Typewriter, in 
spite of tight money and business depression. 

1909, coming with a wave of prosperity and renewed confidence, seems . 
destined to entirely eclipse 1908. There is an upward trend to business all along | “ 
the line, and we are ready to handle the increase. 

One of our newest productions, the 


UNDERWOOD 
CHECK WRITER 


has already become a necessity to the well-equipped office. More business of necessity | P 
demands a greater number of checks. The Underwood check-writer will enable you to 
handle a much greater volume of business without adding to your office force. Check, * 
stub and voucher are written at the same time. The writing is plain and clean-cut. 
Perforating type make check-raising difficult. 


UNDERWOOD TYPEWRITER CO. Incorporated 


ANYWHERE 
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No 
Carbon 









Copies the mail in one-tenth the time. 

Operates with either Letter-Book or Loose Leaf Devices. 

Produces perfect copies containing signature and final corrections quick- 
er than the carbon method---cheaper and better. 


Cannot smudge or mutilate the letters. 
Cuts copies‘automatically, 1 or 50 at a time. 


MAKE US PROVE IT 


THE FYONES company 


332 Broadway. New York 














115 Stair Building, 
TORONTO 


30 Summer Street, 
BOSTON 
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Remington 


Every merit that Remington Typewriters have always had. 
Have Every merit that any typewriter has ever had. 
——_ New and revolutionary improvements that no typewriter has ever had. 


Model 10, with Column Selector. Model 11, with Built-in Tabulator. 











Remington Typewriter Company, New York and Everywhere 


Incorporated 
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A Place for Men 


@ Men of push, men of pull, men of purpose, men of power, 
men who know how to sell and want something worthy of their 
energies, profitable in proportion to their sales. Men who know 
something about office methods and who can convince business 


men of the saving which the 


Elliott-Fisher Standard Writing-Adding Machine 


can bring about in a business office for 1909. 























@ Business men can't doubt or guess about cost of goods, manufacturing operations 
fixed charges and selling expense—they must know and know at onc 

@ Accountants can't waste time to-day looking for yesterday's or last week's errors 
@ Successful men insist on definite facts and figures all the time——-to-day—to-morrow 
won't do—successful men won't wait until the 7th or 17th of next month to know what 
the factory made this month or how much the sales force sold or how collections were 
Successful men know what ts going on all the time-—when the last item is posted for 
the month, the answer for the whole month is ready and the statements can go out 
then—successful men don’t expect results any other way and because they don’t is one 
of the reasons why they are successful—accurate knowledge makes for success and 
guess work spells failure. 

@ Business men of to-day must have definite knowledge punctually to get positive results 


@ Elliott-Fisher is the means for making toil easier and the way of definite 
knowledge—it gives positive results—it stands in a class by itself—there is 
nothing like it —it has no competitors—few dare to attempt imitation. The 
Elliott-Fisher writes, adds, subtracts, manifolds and tabulates in one opera- 
tion—it writes on loose sheets or in bound books. There is some of this kind 
of work in every office that can be done better, easier, faster and more econo- 
mically on the Elliott-Fisher Standard Writing-Adding Machine than it can be 
done any other way. 

q If you are a high-grade salesman and desire a territory where you can make 


a good income—if you want to get with a company where merit counts and 


worth is appreciated, address the 


Elliott-Fisher Co., ‘sic Harrisburg, Pa. 
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Characteristic 
Talks 










SAS 


























By W. H. BEARDSLEY 









Characterograph No. 5—Rebuilts are Reliable 


@ Loss of trade in any line of business inva- @ A very large rebuilder, whose bank ac- 











riably ensues from substitution of an inf sunt is in his vest pocket and factories in 
rior article for the genuine. That articl is bed room, with a corporate name like 

which a dealer substitutes or endeavors to that of a financial octopus, may cut the 
impose upon his trade as being ‘‘just as price $0.99, and get away with the dough 
good as the genuine’ is invariably a1 ind al the doughee) with patch-work- 
ttempt to foist a eaper article to the isual-repairing, striping and transfers, 
financial advantage of the dealer upon the nd finishing which looks like ‘Willie’s t 
trusting patron, and discovered, stamps tl first lesson in drawing’’ which he finds it 

lealer as untrustworthy and unworthy the necessary to label ‘This is a bull,” but 


onfidence of the public before whom every this discourages the dealers. There i is the 














lealer poses, and should endeavor to estal right place, the right house and the right 
lish himself, as reliable and worthy of thi goods, and you can find it, and get the 
onfidence which he solicits goods Domestic dealers should not be 
liscouraged in dealing at a distance, nor 
@ A hurry up call, a patch, a paste, a ‘“‘sv eign dealers be made distrustful because 
of oily rag and a1 | } ope , he leaves towt if the already too many ‘“‘sousings”’ they 
tonight’’ may bring an immediate sale but ave received from American so-called 
kills the customer and produces eventuall, Wholesalers,’ they should reach the 
well deserved di sastrous result ht | 
@ The best friend of the legitimate dealer to- 
@ Leave the man alone who is ‘‘on the job lav is the legitimate wholesaler and re- 
the rebuilder is ‘‘onto his job’’;a repairmat builder Sometimes the Rebuilder feels ‘ 
nav bea good one and not a rebuilde: ard at losing orders to some vest pocket " 
The rebuilder requires departments taking roker and tempted to “‘go and do like- y) 
ach’item of the work to ‘‘the man on th wise’’ and to ‘‘ soak him one also,’’ but he 
iob.”’ and it takes capital. experience and ees farther into the future and grins and LR 
nvestment as well as room to handle item bears it, knowing the day is at hand when 
through specialists ite line will win the day. 


TRY OUR REBUILTS 
EACH OF OUR THREE GRADES ARE Al 


We Know What It Means—We Have It 
GENERAL TYPEWRITER EXCHANGE 


21 Murray Street 3 $3 NEW YORK 
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Dealers 


for all duplicate type writ- 
ten work, forms, etc. 


SELL THE 
Underwood 


wee — 


FOR THESE REASONS: 
It Does Better Work | eee ore eae Se ower he wows Equil- 


( \ 
curate pressure ud) ustment l d 1istm Hand f 
printing at extrem op or bottom of j per o1 rd. Ite worl 1 c i ty vinal ex 
cept by « x pe rt Diffe nt cylinders wit liff links mav — o— 
It Does Bidder Work aor shonell sancihiete, , . 7 ane it wi 
printing surface 17 x é 


It Costs Less t Run R 


this machine 1 ‘ t 1 t f pert i yy struct 
"pro duce d at fron » B00 to 3 
iS adiust y 


make t unnece ry t } I ny t , ! I l I NO LICENSI RES] RI] IONS 


IT LASTS LONGEST 


All Parts are 
Interchange- 
able 


Gp 


The machine that gives best satisfaction to users will give the best satisfaction and greatest pro’ to the dealer 
WRITE FOR OUR INTERESTING DEALERS PROPOSITION 


UNDERWOOD TYPEWRITER CO. 


ERS OF THE UNDERWOOD 


STANDARD VISIBLE TYPEWRITER Duplicator Dept., 3 PARK PLACE, N. Y. 

















—____!| Worth Saving 
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IS FROM 
25% TO 75% 
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If you think so—get our prices on ‘‘Rebuilt, Ready to Use” and “In the 
Rough” typewriters before buying. Every make of machine is in our stock. 
You could not have a larger variety to select from if you had the representa- 
tive of every factory in the United States call upon you with a machine. 
And unless you have had long experience you would find it difficult to dis- 
tinzuish a first grade ‘‘American’”’ Rebuilt from the new typewriter. A great 
many persons can’t tell the difference. 


The Machine You Like Best is in Our Stock in Any Quantity 





Oliver, Monarch, Densmore, Remington, L. C. Smith, Under- 
wood. Smith Premier, New Century, 
Hammond, Yost, Etc. 


Dealers who handle our line are equipped to get the business and make a 
profit that insures success. The machines are put out under our guarantee. 
They are rebuilt by a standard that affords the same degree of satisfaction 
to the user that is secured through new typewriters. 


WHOLESALE AND RETAIL 


And We Save You From 25 to 75% 


American Writing Machine Co. 


345 Broadway, New York, U. S. A. 





~ 
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1 50,000 Business Men 


@ This number, which is an under estimate of the attendance, will visit 
the Business Show in Chicago, between February 27th and March 6th 


inclusive. 





@ Among them will be dealers from every section of the surrounding 
territory and many from a long distance. 


@ Annually these men come to the shows. They come to see the new 
things and to secure the agencies. They are bent on business. 


@ Besides these dealers there will be buyers from a large percentage of 
the business houses of Chicago and vicinity. They want to see new 
ideas---learn new systems and put them into effect. 


@ A SINGLE SALE---sometimes to user---sometimes to dealer, has 


given many anexhibitor his entire investment back with big profit besides. 





SECURE YOUR SPACE NOW ~x 
WRITE FOR DIAGRAM 











The National Trade Show Co. 


Long Distance Phone Randolph 1498 
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@ This number of manufacturers will take advantage of the opportunity 
afforded by the Chicago Show. The advance sale of space has broken 
all records. 


@ Many of these manufacturers have exhibited at the previous shows--- © 


some signed for space before the last show was over. They know it pays. 


@ Why shouldn’t it pay. The buyer comes to the manufacturer--- 
seeks him out in receptive mood for purchase. It is direct personal 
contact. 


@ It brings the buyer to your office---putting his time at your disposal--- 
expressing his willingness to meet you more than half way. 


@ It is more than a mail campaign, better than sending a representative 
at a time when the busy man may have little time to’spare. 





~ SECURE YOUR SPACE NOW ~x 
WRITE FOR DIAGRAM 











1112 Hartford Bldg., Chicago, Il. 


Long Distance Phone Randolph 1498 


) 
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(Trade Mark 
.* . ad * 
Is the Registered Name of Addressing Machines Built by 
rhe distinguishing feature the Addressograph are all the « nt i. perfect addressing machine 
The average business man is familiar with the Addressogra He has felt 
its progressive influence on n lern business meth S ar knows it t e the The Addressograph prints from dhphgae 
most practicable device of its kind for addressing and handling a mailing t A PI RI ECT ADDRI SSING MACHINI so s rat 
His conception of the machine is—an apparatus that prints addresses ata ‘ 
oe 4 | fast rate ; ‘4 Be PE RF ECI ADDRE SSING MACHINI 1 have low 
before he has used am addressing machine, should you ask him the dis- an st be nake cha tions t 
tinct features of advantage of the Addressograph over other addressing ma and easily 
ines he could not tell you. That is why only 89 out of every 100 addressing With the Addressog: System - 
machines sold last year were Addressographs—severa 1yers thought that they wn office The mater need over & neta Wambe 
ee oye ee ’ \ PERFECT ADDRESSING MACHINE should have a 
1 buyers would keep in min i the fact that all addressing ma es art retaining the list thus fa tating its up-keep 
not Addressographs there would be more Addressographs in use and fewer I Addressograt rir rames are filed awa ely t lrawer 
chasers would have cause for reg pret = fashion and fur: +} h.dividing tabs of any reauired nat 
An addressing machine is practicable and profitable in exact asure Wit . nin tic rame ha as with sufficient room for specialj notations 
its adaptability to all classes of ad jressing ar ts durat y " a ard . ‘ ra sed to. 
a. nee Dur 
or years we have been talking of the economical reasons why you s There are _ : sons why _ — — 
use the Addressograph. Now we call] your attention to the mecha al reasor ther machines i , Os eee 
Our experience in = ad dressing machine field has taught that alt b More than 30.000 Addr raphs are me , neo ‘ 
apes is a fundamental principle it is not the main essential which convit hat ne > tall toe * old o . ‘ 
PERFECT ADDRE SSING MACHINE should produce perfect work: viz; pay ut what get for what you pay at is the t f a bargair 
port. that look like typewriting. Mail r r addressed by a ragged stencil Pie teed ond rywhere handle t A ddressograt 
offends the refined nuemes ess man and usu ally reaches the waste — 
An office boy, with t Addressograph, can do the work of twent lerks 
Add ressograph Co., 234 W.Van Buren St. Chicago 
te a e 
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VISIBLE TYPEWRITER 


A Business Builder for You 


Sixty-five dollars for a standard visible typewriter looks 


too good to be true—doesn't it ? 


The Royal Standard Visible Typewriter is in every re- 
spect the equal and in Many respects the superior ot any 
$100 machine on the market. In material, workmanship 
and mechanical correctness it has no superior. 

Simple of mechanism simple of operation durable and com- 


pact. For teady hi h grade work, at low cost of mainte- 
nance, compare it with any mac! ine, no matter w hat the price. 


If you re a dealer, you wont sidestep this opportunity. 
You know that if you can get a standard typewriter that 
you can sell for $65 you can doa bigger typewriter busi- 
ness than you ve ever done before. 


WRITE TODAY 


ROYAL TYPEWRITER CO. 


253 Broadway, New York City 
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Distinctive Features 


Why You Should Handle this Machine. 





Wide bearing pivoted type bars 
Straight pull from key lever to type bar 
Swinging ribbon movement 

Locating segment under plate: 
Interchangeable roller bearing carriages 


soy (fe 


Margin and tabulator stops 








Remington -Sholes Co., 


- 127 Rees St., Chicago 
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(STILL WORTH REMEMBERING) 


“I expect to pass through this world but once 
—any good thing therefore that I can do— 
any kindness that I can show to any fellow 
being, let me do it now. Let me not neglect it 


nor defer it for I shall not pass this way again.” 
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Maintaining Typewriter Individuality 


How the Quotation of Prices Too Ear- 


AS the typewriter any type ly in the Deal Affects the Individ- = 60, Chere scarcely is any thought 


writer—an individuality : It has, uality of the Typewriter. that a huge selling cost, either through 
an a strong one—the ma dealers or through branches, besides a 
hine that has stood the test. The in manufacturing and incidental expendi- 


lividualitv is as strong and telling as | called again to ‘see’ the ture, all of which gives only the com- 
the individuality of anything else new Chey invited me to bring pany a fair margin of profit after all. 
things animate or inanjmate. Forthe jn my machine and they would tak Typewriter companies, unlike some 
reason that all its better qualities—the 4 look. I did so. They liked it from Commercial institutions, do not put the 
things that stand out foremost—are the start I knew it was not time te price on to take off. And some sales- 
ts selling features. When a prospec- close. as I could read them through men have failed to press home that 
ive buyer looks at a machine—it does and through [They pressed me for [act. The user gets the impression 
ot matter which—there are certain pric I knew with whom I had te that because there are prices based on 
ngs that instinctively appeal to him teal I refused them | told them What is known as a “school contract,” 
may be just the visible writing fea~ the price I might ask might be $150, ©° Where a certain number of machines 
ure; it may be its general makeup, or and they would immediately order the @t¢ bought a certain discount will be 
ouch, or action of type bars or cat riter out being too high. I said allowed, that the same can and will be 
iage. There is a somethingness about | offered it for $50, they would snap ‘one in their case as individuals. It 
+ ment w] speaks loudly me up quicklv: that neither $1so or therefore becomes necessary for the 
[he salesman has his talking points. $50 was the price, but that my price ‘Salesman to hammer home that it is 
He marshals them together and uses as somewhere between: that | would the machine and not the price that cuts 
hem as the occasion requires, but all be down some time next week and he figure—that closes the deal. 
he selling talk will do no gor nd as com lose with them at mv company s pri lo quote the price early is to admit 
, with the wa the mechanical nd they would then know what kit the impression above alluded to. Sut 
— veitie typewriter the as, after not to quote it until the right moment, 
> hey had used it a bit s merely to prove that if the machine 
The Chief Point. ianeitliiaianiena’. Ht lil als Se cael a s what the sane: wants, he is willing 
Wihew « etleemens eaekee « dea » witha dkiear, Menai ge pay the price. A large per cent of 
an tee ahd thaws Giek te tds. a Raced sg ee peas ypewriter users buy because they 
nd that his machine has an individ A RR ‘es the ae she” want a certain kind of typewriter. One 
ivcweven & aecennaie Stk wae Rae epee lee 5 ETE ee Se Re ind appeals to them more than some 
idee cute the koccee im tile Ieee sian Tt halk chal cee a ae ther and that they purchase. But if 
if fas teneiten tite acces GANiN shies nuk ao dha D Aes the price were told them early in the 
helo him great Siete i . they no doubt would get the idea 
: eae hat it were price and not merit that 
ee One of the things he salesman was endeavoring to bring 
it afte is 1 tion is the au Keeping the Individuality ut more. 
. e price early in the deal oa ae Cindi steianen That is one of the ways—perhaps 
he moment the price is given to the bt. among typewrite: i Ries RRS the best—of maintaining the individu- 
ospective buyer, if not at the right ut it telle a oretty bie story inst 1 lity ot your machine. It has one, and 
ycholog moment. the me and Goints o meee. If the anles y all means stand by it to the last 
oug s planted in the mind of the man above quoted had gone ahead an point. There are some salesmen who 
buyer that price is more important told them the price. all that firm woul ever mention the price until forced to 
the machine Here is an experi . thought of would have beet vy repeated questions. They evade 
e that Wl illustrate the point the nrice There would have been 1 nd evade, because of the above fact 
4 salesman for one of the large com neentive to think of the au | f they can hold the prospect off and 
ies was making 7 [ called ntally What the salesman it eep pressing the machine and_ its 
ncern im mv territory’ renned most was the wachine ualities, they know, by experience if 
‘mmediately machine—was worth just at ti by no other means, that they wilk make 
aoe he 0 ilk as aes moany asked for—a $100 or $<o more lasting effect on the mind of 
ad just | hased a new me other price lhe thing w € prospect. 

\ KBAR of arcument would mant an institutior nnot get Che ability to impress the individu- 
me CS one through their heads ty of your machine, Mr. Salesman, 
in use. this nv typewriter company as r it | enhance the force of your individu- 

° from machine is the real price tio tv. The combination of the two 

So.’s ag of course. < a s so and s t be make the sale pretty sure, if the 

; he tn thie the opportunity en 1 pect really wants to buy. 
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A VERY man, it matters 
not whether his vearly turnover! 
walt . . 


is figured in the hundreds, ¢ 


business 


thousands or the hundred thousands 
recognizes that a most important tac 


tor in his business is the keeping ot 
accurate records of each day's transa 





THE RONEO 


tions. Not alone must he have a re 
cord of the goods received and distrib 
uted and money paid out and received 
but it is essential that an exact re 
cord of all correspondence passing out 
his applies par 


| 


of the place be kept. 
made, advices 


quotations 
out, 


ticularly to 
of shipments 
and other important matters. I[t is ob 
vious that these must be ab 
solutely dependable What better 
method of keeping them, then, can be 
devised than the one which keeps an 
exact copy of all matters of such na 


Statements 


«ry «YF 
gvomne 


records 


ture that are put in the mail or sent 
out of the office 
(granted that the retention of exac 
copres (not duplicates) of all outgo 
ng correspondence ts most desirable, 
the business man naturally seeks thx 
juickest, safest and most econor l 
means of obtaining these copies Chis 
es us to the story of the RONEO 
achine ependable, that is util 
s “othcial copier by mn 
é < l over the wi RON] ) 
ume tamuiliar t thes ! 
- every { 
\ Che history rf 


The Machine, The Organization, The 


Achievement. 

' ' } ' } 1 ‘ 
and the organization through which 1 
is marketed makes interesting reading 

Origin of Letter Copying. 
letter copying lates back a rreatl 
manv vears. Books containing letters 


copied in long hand can be tound to 


day among the records of English 
firms that have been in business halt a 
century or more This method, al 
though many words were abbreviated, 
necessitated a great deal ot labor and 
delayed the dispatching iportant 


letters, oftentimes to a serious degree. 


It was improved by the invention of 
thin tissue paper, copying ink and the 
copying press, which obviated the nec 
essity of writing letters twice. Follow 
ing this came the use of pencil carbon, 
by means of which letters were copied 
dinectly on the pages of the letter hook 
When typewriters were first intro 
duced the use of tissue paper was 
found impracticable for copying pur 

was so difficult to get just 


poses as it 
the proper degree of moisture on it to 
take a clear impression in the copying 
press. The use of wet cloths which af 


forded an even distribution of moisture 


in connection with the copying press, 
was then introduced and this method is 
still used in many offices. ‘his was 
followed by the invention of carbon 


paper which has come into almost uni 

While the carbon affords 
duplicate of an 
made 


versal use 
an exact 


corrections art¢ 


original, if 
must 
W hile 
for ordinary usage the signature is not 
essential in the duplicate, it is some 
times necessary for legal purposes that 
the signature of the writer of a letter 
is shown in the copy, and this is best 
accomplished by taking the copy after 
the letter been written and pro 


perly signed. 


any they 


also be made in the duplicate 


has 


by use of the older type of presses 
\s an advance in th et] there 
ime machines for copving etters 
without the use of the copying press 
Che tissu copying s ts, are 
aSSe iutomaticalls i water 
ba Phes« sider 
ne 
e success 
\ irkal ‘ e fel 
~ the Ri neo l \ h D 


Chis was formerly done 


oo 


( 


The Roneo. 


ins of the Ror (Copvit 
ying 
I ( lay s 11) \ 
ncerns can be ple <actly 
s into envelopes fo uiling 
minutes. Phe 


me 1s SO 


office boy can 1 


fed in on one S 
_ ] 
roilers along wi : \ 
hbre paper \s Ss 70 
: ‘ 
an be copied \\ - g 
hin th ava r 
11h Nien t is \ SSary 
mo enough t S ni 
ng n 12 In 
1 ‘ 
nicn Ope ( t 
in be cut off sep v he 
Dut generaliv « nb 





through and a 
s are of uniform s 


nierl advantage 
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claim that its method combines all the 
essential features of other means of 
copying. 

The special fibre paper used with the 
Roneo is supplied in rolls from which 
about 400 letters can be copied. ‘The 
copies run to a roll at the side of the 
machine. When 70 copies have been 
run off a bell rings warning the opera 
tor and a knife attached to the machine 
is swung around cutting off the whole 
70 letters at a uniform length ready for 
filing. Of course the cutting may be 
done when one or any number of let 
ters up to 70 have been copied. Any 
number of copies of a letter may be 
obtained by running the letter throug! 
the machine over and over again. The 
machine is operated at good speed and 
several hundred letters can be copied 
in a few minutes, 

The RONEO copier is made for op 
erating by hand or electricity. The 
latter model has a speed controlling 
device which permits the operator to 
turn the copies out as slowly or rapidly 
Every part of each ma- 
chine made of material best suited 
for the purpose. For instance, the roll 
ers that do the copying are not both 
made of rubber as in most copying ma- 


as desired. 


1S 


chines ()ne roller is metal and the 
other rubber. for the reason that this 
combination is found to wear better 


and give clearer copies. All parts of 
RONEQO are carefully tested 
before leaving the factory and a strong 
with each machine. 


copiers 


guarantee 1s given 


Its Features. 


(Of the many advantages claimed tor 
the RONEO copying method the most 
exploited are that it requires no water, 
no carbon and no preparation. Copies 
obtained automatically, without 
or blurring, in the smallest 


are 


creasing 
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fraction of time. The cost of the copy- 
ing paper used in the RONEO reduces 
the expense to minimum. A strong 


Sex ni , — Fi! 
point for the RONEO is that all its gt a i/ | 
Li ~~ =a | 











copies can be used in vertical filing 
loose leaf books, or bound letter books 
Chere is therefore no necessity for 

firm installing the RONEO copier t 
change its existing system of keeping 
copies. The oft given excuse for no! 
putting in a new machine because “i 
entails too much trouble and expenss 
in altering our present system” 
not go with the RONEO salesman. He 
proceeds to show how it is simply a 
question of the buyer continuing his 
old system at less expense, with less 
trouble and in much less time. He us- 
ually tells the prospect | takes 





dk es 








how it 
but 4 minutes to copy a hundred let- 
ters with the RONEO. \nother 
RONEO advantage is that it requires 
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- 
is not either a Roneo branch off 
4) i. Roneo agency. In North and Sout 
: ‘ \merica the Company handles only 
Ron Letter Copiers, but I] 1¢ 
countries both copiers and rs 
re s 
Che main factory of the ¢ pany is 
at Romford, England, where some go 
hands are employed. The At al 
plant is at Canastota, N. \ Othe 
ti Ss are maintained in rent 
parts of the world \t preset new 
plant is being erected in Cal 
dia, and another in Cairo, Egypt. Thess 
will be used chiefly for tl 
supplies. 
Founder of the Business. 
While not by any means a 
ma oncern the RONEO success has 
ina very large measure been due to the 
extraordinary ability and tireless en 
ergy the founder of the business, A 
no preparation before using nor “clean D. Klaber, who in less tl 20 years 
ing up” after the letters are copied. has built up this enormous business 
Original letters are turned out clean that reaches from pole 
and dry and copies are always com \. D. Klaber, president a1 fanag 
plete, the automatic cutter doing away ¢ Director, is a native of Eneland 
with the cutting off of address, signa aving been born there some 47 yea! 
ture or any part of the copy ag When quite young he exhibit 
In view of the fact that the RONEO an unusual interest in metl ls f re 
copier has been on_ the \merican lucing letters, and has t listit 
market less than two years it is prob- tion of being one of the first men wh 
ably not generally known on this side me interested in the duplicat 
of the Atlantic that back of this lettet ing machine business as eans « 
copying machine is one of the strong earning a livelihood. M er 
est organizations in the office appli first venture in the dup ting \ 
ance industry. RONEO is a word in 1883 when he ops ned as New 
now well known in every civilized Chis of course was ( 
country in the world [The word, by | tior f the present Ror pal 
the way, is taken from Rotary Neo- although it probably was 
style, which machine is controlled by even the highest Ss f +t} 
the Roneo organization in all countries founder to look forwa y 
but North and South America Today business as far reac _ wt 
there are few cities of any portance g o be. The little « yy 
anywhere in the world in which there tus sl] op was placed or ox bas 
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almost at the very start, and as soon 
as the owner felt he could make it pay 
he moved to larger quarters. Every 
successive move has been made with 
the determination that it would be 
profitable. No new move is ever made 
by the Roneo Company unless there is 
every assurance that it will pay from 
the beginning To this policy more 
than anything else it may be said the 
wonderful success of A. D Klaber is 
due. Having built up a prosperous 
business in the United States Mr. 
Klaber in 1899 delegated A. S. New- 
wark to go over to London and inves- 
tigate the possibilities for his line in 
England. Satisfied that he could make 
more rapid progress abroad Mr. 
Klaber sold part of his interest in his 
\merican business and took up head 
quarters in London in 1899. The de 
velopment of the business was rapid 
but not so much so as to detract from 
the character and stability of the great 
organization which was continually be- 
ing augmented. One by one branches 
were opened but always that unvary- 
ing rule, that the business must pay 
from the start, was applied. Every 
branch manager was given to under- 
stand at the outset that expenses must 
be paid from sales. Never did a branch 
fail to meet this demand on it and us 
ually the head office was in receipt of 
reports of net profits soon after the 
branch had been established. It was 
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well known that if the branch failed to 
meet its expenses from its own sales it 

summarily closed. There 
was no room for a weak one on this 
team, no leaning of the weak on the 
Each man was to play his po 


would be 


strong. 
sition to advantage or be replaced. It 
is therefore not to be wondered at that 
the RONEO Company boasts of every 

maintained today being self 
supporting. 

It might be inferred from the fore 
eoing that the sole ambition of the Ro- 
neo Company is to make a profit out 
of every member of the organization 
While it is a fact that there is probably 
not a member of the company’s staff 
who is not turning in a profit on each 
day’s work it is due not to the exacting 
demands of the company but to the 
pleasure and satisfaction derived there 
from. The RONEO’S growth has been 
along cooperative lines. All employees 
are given an opportunity to share in 
the Company’s success. There appears 
to be a feeling throughout the RONEO 
organization, from branch managers to 
office boys and factory employees that 
anything done for the advancement of 
the RONEO is also for their own good 
and any one who knows A. D. Klabet 
can understand why this is so. He has 
the rare faculty of being able to mak« 
every one in his employ feel that he 


branch 


1 


working with him, not for 
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The Offices. 

The principal of the Roneo Company 
makes his headquarters at the main 
office of Roneo, Ltd., 26 Holborn Via- 
duct, London, England. From here he 
directs the work of the entire Roneo 
organization which includes affiliated 
companies in France, Germany, Aus- 
tralia, Italy, the United States, and 
Canada. Roneo Ltd. of London is capi- 
talized at £175,000. 

In France the Cie, Fse. Du Roneo 
takes care of the business, with head 
office at 24 Boulevard des Italiens, 
Paris. Branches are maintained at 23 
\llees de Tournay, Bordeaux; 23 Par- 
vis St. Maurice, Lille; 34 Passage de 
|'Hotel Dieu, Lyon; Chambre de Com- 
merce, Nancy and 3 Quai I’Ile Glori- 
etta, Nantes. A branch office at 12 
Ronda de La Universidad, Barcelona, 
takes care of the business in Spain. 
lhe German Company, Roneo G. M. 
8. H. has its head office at 32 Koch- 
Berlin, with branches at 20 
Under Goldschmied, Cologne; I9 
Burgwall, Dortmund; 78 Grupello- 
strasse, Dusseldorf; 78 Barnhofstrasse, 
Elberfeld; 75 Schillerstrasse, Essen; 

Weserstrasse, Frankfort; 70 to 74 


Strasse, 


Neuerwall, Hamburg and 29 Kaiser- 


strasse, Madgeburg. Roneo (Conti- 
nental Ltd., operates from 10 Via 
Dante, Milan. The Roneo Company of 
\ustralasia has its head office at 21 
Hunter Street, Sidney, and a branch at 
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\lelbourns 


72> 


272 Little 
A branch 
Zumbul 

where | 

manager, is in charge 
erated in Great Britain 
17 Martineau St., Birmingham; 5-6 
Bristol Bridge, Bristol; 127 West But: 
St., Cardiff; 167 Hope St., Glasgow ; 3 
Fast Parade, Leeds: 47 North John 


Collins Street, 

office is 
Funnel Pera, Constantinopl 
Richard, brother of the Varis 
Branches op 
located a 


; 


are 


St., Liverpool; 37 Moseley St., Man 
chester; 2-4 Grey St., Newcastle and 
28 Chang \lley, Sheffheld (other 
branches of the company are main 


tained at 37 Raadhuspladsen, Copen 
hay Denmark; 2 lLorvet, Christi 
ania, Norway 18 Drottninggatan 
Stockholm, 
Rotterdam 
62 Place cd 
Rue Neuve, 
Bathoryuteza, 


ren, 


Hy 
POOTMpPTEes 
Holland; 


and 7&8 


Sweden $O 
and Amster: 
Meir, Antwerp 
brussels, Belgium; 1 \ 
Budapest s Klizabet 
strasse, Prague: and 14 Via Della San 
ita, Trieste, Austr 
Kasr EI-Nil, Cairo, Egypt: (3-15 
ernment Place, East, 
43a Singapore 
Settlement 107 Ito Machi 


and 242 Yokohama, Yokohama, Japat 


Some of Staff. 


ial, 


ia-Hungarv; Sharia 
(aOV 
Lombay, India 
Rattles lace “straits 


and Nobe 


States busmess 1s con 
the 
organized 


New \ ork 
Klabet 


nited 
undet 


L he ( 
ducted 
( ompany al 
der the 
\.D 
ice-president 


and | 


the Roneo 


corporation 


name ot 
laws of the State of 
Klaber is president, | \ 
and 


genera Mmanacel 


(sreenberg Is treasur©ret | \ 


Klaber is a son of the tounder of the 
Roneo Company and “a chip oft the o 
block He Is ! tull harg ot the 
\merican business at s had expert 
nce which has qualihed him tor T 
mportant duties involved He spent 
some vears at tl in ofhce of tl 
present company in London and tor a 
me was t ( h ( 
pany H - vss yre 1 
teres < e { 1) 
nd whet . some Wo 
years go ch é 
L'nited st + I Klabe . 
cnosen image cs j t 
ly if t he ‘ 1 ‘ \ 


on Billing Typewrnte 


Reaungt 


maintained at 12 
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denced by the tact that in this sh 
time a tactory with a 
machines a month is working full time 
it Canastota, N. \ EKven 
big the New York 


been for several months unable to fill 


capacity of 400 


with this 
office has 


output 


all orders \Ir. Klaber is making a 
name tor RONEQ in America whicl 


bids fair to rival that made abroad. He 


is gathering around him some of the 
most successful men in his line and 


through his superintendent of agen 


cies |. IT. Whitehead, is establishing 
agencies in every city of imp ince 
throughout the United States Mr 
Whitehead is now on the road and wi 
over the entire country returning to 
the New York office with a st of 
RONEQO agents that will contain the 
names of the most progressive dealers 
n office appliances in this country. Mr 
Whitehead was emploved in this same 
capacity by the Neostvle | n\ - 
several vears He fifst met | \ 
Klaber when the latter was 1 arg 
f the Campagnie Francaise, Paris, 
in the summer of 1906. He joined the 
RONEO reanization s few 
ionths ig 
J. S. Kaskel has been with the New 
York office of the Roneo Company 
since it was opened on Apr 1stl 
1go7, and was recently appoint ul 
iger Ol New York sales \lr KNask 
is had remarkable success with the 
Lop having sold several machines 
CT veek his tT rit vy ¢ ‘ S11 h 
tarted 
|. Barman is in charge ‘ 
boston mee or the Rone { in 
hich was recently opened 20 SS 
ner st He has charge ell 
New England territory at s esta 
lishu ,¥ agen es in the 1) es 
\ir. Barman was associat 1) 
Vlaber New York severa > ago 
mit for thre past ten Vear©rs - l 
h irre I 14 Ne \ | WE 1 ( 
\ a | { 1 na | ~ 
vreat R hustias 
= ( 4 = = i 
( I irg 1 < 1 
has 
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1} i Nice Oo! the \ anadlal 
mpany suild 


H. R. Wood, th 


years experienc 


g 
in the ofhce apphance business and e 

ts to uu his kr a ay ise 
pects ) se nIs KnoOwiledy< n S inte 
to g advantage in torwarding the 
business of the Roneo Company Ltd 


e land ot the maple leat 
e Roneo as a system in itself in 
e office has come to be fixed in many 
ways. Its many uses as a copying de 





perforce an instrument 
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a ‘ 
here hundreds of <¢ l { 
shat 1d ‘ 
\V ¢ ( tna Would Ta e! \ 
+ . ¢ ' 
out t mice help than é vit 
) 
out rmoneo copiel | ¢ é ~ S 
nat ~ e it is adapt Ss \ ( 
1 he is without la n 
, 
pile i ‘> 
+ } ] 
| Ss sma wondel: I 
s rkable omece sp < 
] > 
‘ such permanent ] 
fie hee equipme! 
1 t 
‘ er thre cel 
‘ 
tire ( rners of ] 
iT ] Casula 
7 
Imag It 1 tOOK a dé 
) d the Coneo 
cation 
7 
sonne t the Roneo | 
co appear s p 
ong the Captalil 
t \ { { | wholly ] t ~ 
bus! en, thev deserve t é ( 
? ‘ ‘ I ryite ? + 
| W ¢ Ol litiath 
(30 e Harrimans, the R Ss al 
| 
trie 
Neg as gent in the held mice 
, , 
CY t. they must ever De j 
e | 
e toremost leaders \! 
te vell teel proud rT su met 
Fs +] -* , 
i ri I mst ‘ _ 
wit t nas to conte - l 
en vVard skepticism in the pract 
va f office devices 
> 
( Roneo appilances 
> ] no the 
2 
v nn te c ( 
re P 


AVeOaT ae SE ate tatters ish 


AR TSA 











© A RK HOW T TR HOW THE < : 
(AT THE NEW YORK S ONS AT THE LONDON SHOW ©Y*) AT THE PARIS SHOW ©) 








OFFICE APPLIANCES 29 











~*~ \Ai bby —_ 
parade ‘ SELLING THE RONES 
eae 9 iN In SINGAPORE. 



































Sie . _ ee aoe - 
— THE RONES IN INDIA f A 
“RR 


SOME OF THE KONE©”° OFFICES ABROAD. 


























l is not the object of this article on 
India, which includes not onlv that 


also 


but Burma, Ceylon 


country, 
Settlements, to deal with 


and Strait 
these respective countries as to what 
extent they have proved in the past as 
consumers for office appliances, nor 
with lines that have already found a 


field here, although mention is made of 


some of them, but to bring to the at 
tention of manufacturers of office ap 
pliances in America the possibility ot 
introducing their this 
market and the proper methods of ac 
complishing same. It is the writer's 
experience through a considerable cor 
respondence with various American 
manufacturers to have it brought force 
ibly before him the ignorance that pre 
vails in the American mind as to con 
ditions throughout this extensive sec 
tion of the world. India has for many 
vears been associated with the past 
and little brought to the attention of 
the Western people except in its in 
terests as associated with bygone ages 


products in 


and for its possibilities asa sight Set 
ing country 


India as a Field. 


Let it be stated in the beginning 
that in many lines of office appliances 
India offers but a scant field, and in 
some few none whatever, but in gen 
eral office equipment it gives an ex 
ceptionally large feld and one that is 
just ripening into a future, the extent 
of which cannot be foretold. 
the opening of schools and commer! 
not 


(One sees 


cial institutions for the teaching 
only of bookkeeping and kindred lines, 
but also for all modern advanced ideas, 
such as open ledger bookkeeping and 
modern card system indexing, and the 
vouth of today in India takes with 
avidity and great interest the study of 
all such modern ideas, while night 
schools in all larger cities have 
stant full attendance. The average na 
tive is employed throughout the full 
dav and acquires advanced commercial 
education through the evening classes 
\ few cities of Bom 
bav and Calcutta, it was almost impos 


sible to have the assistance of a short 


con 


vears back, in the 


hand typist, and it was customary even 
amongst the very 
do all letters by hand with the atten 
dance of the 
Now in all the European offices short 


methods of 


large institutions to 


ancient copying press 


hand typists, advanced 
ing correspondence and card systems 
radually | 


P t 


which are also g 


ire seen 


; 


taken up bv many 


mo 
~ 


NDIA AS A F 
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BRYANT 


stood that ingmost European firms na- 
tive assistants and clerks are employed 
and some show great aptitude and ex 
cellence in their work. 

The drawback to the rapid introduc- 
tion of modern office appliance in In- 
dia can easily be attributed to the asso- 
ciation of ancient also the 
cheapness of labor in Oriental markets 
and the long time consumed in teach 
ing assistance in such modern 
In other words, the youth ot 
generation was taught in 
while those of today are 
the modern and, as before 


showing great 


customs, 


ideas 
the last 
the old 


school, being 
tutored in 


stated, are 


iptitus _ SO 


that one can see in the neat ture 
these seeds being sown throughout all 
the centres of this large country. This 
idea is also being promulgated by the 


English Government, who ar 
t the 1 lern 


and most ot 


brought to India in so 


ers of many 


adaptations 


much as they control the posts and 
telegraphs of the government offices 
medical institutions and institutions of 
commerce, colleges and institutions o 
research and agriculture throughout 
his entire country. Besides, these be 
ng under their direct control are also 
all the large railway systems and it is 
through their offices that modern ideas 
will be absorbed on a greater scaie, as 
;O per cent of thetr emp! \ Ss 

| ! ] S ims es ‘ I 
idopt by these gover ( nces 

iginates in England, ar S l 
ay Gre Se +] Ene ’ 


a “7 
IELD. <« ws. # 
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lv by Americans entering thei 
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that ideas will be gradually apy 
similar conditions here In t 
words, the writer wishes to emphasiz¢ 
that the direct influence of America! 
contact on the native people is almost 


y, it only appearing 
ited number of lines, such as 
ers \l 
Burma and 
new agencies for other makers a 
ing created very rapidly. The India 
took up the typewriter wit! 


a nonenity, 


"VT 


prominent makes 
Ceylon and Stra 


public 


readiness, and although one sees f 
as good experts on machines as 1 
\merica, their numbers ar lim 


ited, but the prospects are very bright 


for a rapid increase. In a perso 


tour through the commercial instit 
tions of Bombay full evening iSS¢ 
of both sexes were seen and on 

not but note the deep interest the 
evinced in, acquiring shorthand at 


tvpewriting work and also a full c 


mand of the English language which ts 
taught in all colleges and schools. Th: 


+ 


1 
schools throug 


India is being 


creating of more 


the interior parts of 
taken up extensively by the Englis! 
(,overnment. 


Method of Doing Business. 


writer wishes to impress that 


a 
ie 


the methods of doing business in th 
country and with this country ar 
together different to what they ar: 
\merica, and although it is not the 


of this article to state in detail 
hat respects they differ, it is 
to impress upon 
America that great 
must be exercised in dealing wit 


es of this country as regat 


wish of the writer 


turers of 


the natn 


their commercial standing [t is 
breach of business principles 
plish an end by not paying your 
debtors, nor does the party t such art 

rangement feel any bad action on his 
consciencs [It is strongly advised that 
n alings with this market tha 
the incial responsibilities of the ] 
chaser to be fully assur 
shipments of goods are consig1 
\merican Exporter of New \ 

_ e considerahb! 
ae — . oe a 

= n he y 
s la position ft £ 
matior Che 
son] man 
It bee 
' ( 
i 








worth a reply postage stamp. It 
that many young natives in 
usiness houses and other commercial 
acquainted with 
e names of the various manufactur 
rs through America and send them a 


irect letter as regards agencies, sam- 


seems 


become 


stt ' , 
= Lui ons 


les, et whereas these purchasers 
re only clerks and have no financial 
standing whatever, and the _ write 


again advises the extreme 
caution in closing any deal 
In respect to the division of terri 
is suggested that 


the following 


taking of 
1 


tory for agencies, 
the 
would be most applicable 

For the Bombay Presidency § an 
agent should be appointed at Bombay 

For the Bengal Presidency an agent 
should be appointed at Calcutta. 

For the Madras Presidency an 
ugent should be appointed at Madras 

For and Upper Provinces an 
gent should be appointed at Karachi. 


igre 
agent 


ror most ol! ines 


“* ’ 
sSInd 
Ji 


For Burma Province an 
appointed at Rangoon. 
For Ceylon an agent should be ap 
pointed at Colombo 
For Straits Settlements an agent 


be appointed at Singapore. 


should be 


should 
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ILAN IS th 


mercial city in Italy; it has a 


principal com 


M 


ing’ a 


600,000, show 
over the cen 
ago and indicating 
the rapid growth of the city. The 
people are very energetic and it is fre 
quently stated that as an aggregation 
oft “hustlers” the Milanese rank at 
fourth among the populations of 
foreign It is much easier to 
onvince the executive of any business 


population of 
marvelous increase 


sus ot fiftv vears 


east 


cities 


ere of the value of modern office de- 
vices as labor and time savers than it 


is to convince the average English 
business man; neither are there any 
tradit s to break down nor any pub 
lic accountants to combat or concil 
ate more with the 


he difficulty is 
| file, speaking gener 
illy, are not anxious to learn new 


vays things—believing it op 
Se eir best interests. A fev 
schools stenography exist, but 
stenogra S generally know! 
tis a mmon sight to see heads 


lepartments first draughting thei: 


s nghan id then typewrit 
fe personally on the machine 
\ few adding machines have appeare 
= , wor! e 
vy eC - 18) expensive ) 
. S blv be 
. he e me ther t] 
erie to demonstr 
es ib rr Savers 


Italian g 
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mercha othces 


\s a rule, 


Bombay very little bu 


the Calcutta side, 


have siness on 
with the 


concerns who 


exception 

. 

erv large have ot 
es in both these cities when the com 

plete territory is worked through ons 

Coli Ss¢ 

would advise having 


write! 


S¢ parate 


gencies for each of the above divi 
With this article, a list of the pe 
nanent merchants of these various 


t1eS 18 given, who are ot soo0d 
ial responsibility. This list is on fil 


with Office Appliances The write! 
does not advocate the methods to s« 


ure business adopted by some manu 
facturers of flooding the country with 


atalogues and circulars, as this sys 
tem has proved very inaffective. D1 


rect representation of the manufactut 
rs’ own travelers produces the best 
results. Where this is not possible, it 
is best to secure an agent on the field, 
vho has samples of the manutacturers 


and is in. direct contact with con 
summers 

\merican office devices, providing 
they meet our requirements, will al- 


SUGGESTIONS on THE ITALIAN MARKETS = 


By W. A. SMITH 
by no means so severe 
as those of other countries in refet 
ence to the use of importation of cards, 
ledger pages, vertical files, leat 
etc The laws do require 
however, that every letter be copied 1! 
a letter book which has been certified 
to by the local authorities and they 
furthermore. require that a 
journal shall be kept, giving the de 
tails of transaction from the 
time it takes place from day to day 
debit and credit, sales and purchases 
and this journal must be kept solely 
for government purposes—to be in 


ernment are 


le ose 


devices, 


special 


every 


whenever the government d 
Che wonder is that with so lit 
tle restriction put upon 
should be 


secure an adequate supply of cards 


Spe ( ted 


\merican of 


' 1 ] 
fice devices it so dificuit to 


“- f Q ; , 
ose leaf ledgers, order binders, cab 
ts. et | have been oblice rit 
, : : 
London to get sampies imcient t 
) mice Oo! facto ot 1 cle 
I h been ( 17 | , = 
ir the same purpos 
| ( ( OU 10,01 { 
1 
nts in and | 
: I 
t lorou t 
tN) ré ne ’ 
~ la . 
‘ 
t rs O \ ' 
Té a lé ( ( 
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. but in the majority of cases, the 
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sure of a welcome in this 
country, especially as time goes on and 
improvements are being made in the 
methods of conducting office work 
Our people are progressive, 
realize the value of a new device 
promptly and are not. prejudiced 
against American inventions as are 
some other countries. The Indian, 
especially those who have had the ad- 
vantage of collegiate or better train- 
ing, are remarkably quick in perceiv- 
ing the advantages of modern appli- 
ances and devices for office use and are 
easily taught the proper methods of 
operation. 

Commercial schools where typewrit- 
ing is taught as well as private schools 
which make this a branch of their cur- 
riculum are aiding greatly in the intro- 
duction of the modern office appliance 
in India and the Indian merchant, 
manufacturer and banker is quick to 
introduce labor saving devices into his 
store and office when once their merits 
have been demonstrated to him, and 
the time is coming and soon, when the 
offices here will be fully equipped with 
every modern device. 


Ways be 


here. 


the Italian customs authorities in Mi- 
lan about the importation of office 
furniture. No two appraisers will as- 
sess the same duty on the same arti- 
cle; it may be either 13 or 40 or 8o lires 
per 100 kilos, according as the fancy 
strikes him. Generally speaking, 
wooden office furniture without metal 
parts, rods, label holders, etc., pays 
13 lire per 100 kilos—otherwise any- 
where from 40 to 8o lires. Cards un- 
punched are admitted at a very nomi- 
nal rate of duty; but being punched 
they are classed in the same category 
as furniture and are considered as 
part and parcel of the “registratore.” 
\ll articles of metal manufacture, such 


as time clocks, numbering machines, 


pencil sharpeners and the like are sub- 
ect to but a very small duty. 

[here are many typewriter manu- 
facturing concerns here—the Under- 
vood, Yost, Remington and Ham- 

ond being prominent. The National 


Cash Register Company has a thriving 


business on a prominent thoroughfare. 
lhe Roneo copier has just opened an 


attractive store close to them and say 


hey are doing a good business. 
lo sum up, Milan appears to have 
ery bright future. The climate in 
immer is warm, but cooler than that 
New York, and it is never oppres- 
of nights; living is not cheap and 
h comfort as is found in New York 
not to be found here for the money. 
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WELTI 


HENRI 


MONG the European states that 

have shown a progressive spirit 

in adopting American devices 
Switzerland, the little mountain repub 
lic in the Alps, deserves prominent 
mention Under the form of 
government as this the United States, 
the Swiss have always shown a par 
tiality towards American inventions of 
late years 


Sammie 


every description, but in 
they have especially shown great in 
terest in American office devices. 

The Swiss business man is aware ol 
the fact that a modern, practical office 
organization means a saving of much 
time and labor; besides this he realizes 
that typewriters, duplicators, adding 
and calculating machines and similat 
devices have become a necessity for 
progress in the mercantile field lo 
illustrate the progressive spirit in this 
regard it may be mentioned that all ot! 
the devices referred to have long been 
in use in the Swiss commercial schools, 
mercantile societies, etc 

Market for Typewriters. 

Notwithstanding the increasing Get 
man trade in typewriters American 
machines are preferred. The standard 
Remington—said to be the first type 
writer introduced into Switzerland, the 
general agency for which is managed 
by Anton Waltisbuhl, Zurich, has been 
very successful here, as has also been 
the Underwood standard, the agency 
for which is held by J. G. Mugli, Zur 
ich, and the Smith-Premier, the latte: 
company having opened branch offices 
in Basle, Bern, Zurich, Lausanne and 
Geneva; its machines very popu 
The Monarch agency, in charge 
Phister & Frick, Zurich, 


are 


lar. 
of Messrs. 
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has been very successful, having placed 
a large number of machines on the 
local market within the last few years. 
The Yost, Densmore, Caligraph and 
Hammond machines are also well rep- 
resented here, each being a favorite in 
its particular field. 

The demand for visible writing ma- 
chines has made itself felt here to 
some extent and the Remington Com 
pany is to be commended for its enter- 
prise in introducing its new visible 
models 10 and I1 to meet this demand. 
he Yost Visible and L. C. Smith Vis 
ible writing machines have made a 
good impression and the sales of these 
machines will now depend entirely 
upon their quality and on the ability of 
the representatives handling them 

\mong the less expensive hand dup 
licating machines the Edison Mimeo 
graph and Ellams’ duplicators are well 
known. The Roneo as well as the 
Gestetner Rotary Cyclostyle have suc 
cessful agencies in Switzerland. There 
will doubtless be a good market here 
for the new style of duplicators or set 
ting machines as soon as their method 
of operation is understood. There is 
some hesitancy now on account of the 
higher price of these machines and the 


lack of knowledge of how to operate 
them. There is a good demand for 
duplicators with automatic setting. | 


believe the manufacturers of such ma- 
chines as the Gammeter Multigraph, 
the Writerpress, the Prudograph, etc., 
would do well to select a capable rep 
\ flat tvpe duplica 
*" with auto- 
handled by 
appear in 


resentative here. 
tor, the “Redressograph,’ 
matic setting attachment 
an English firm—will 
the local market. 


The Different Devices. 
Though there is a good demand for 
and machines, Ameri 
an adding machines are coming into 
favor rapidly. The Burroughs machine 
has developed a good business here as 
have also the Universal, Pike, 
graph, Wales and other machines « 
\merican manufacture, though the de 
mand for the more expensive machines 
course somewhat limited on ac 

count of the size of the country 
Under competent cood 
market for addressing machines can be 
developed here. \W hile 
have not prospered the field is a 
one and can be made to yield 
some results. Among other machines 


SO)0OOT) 


(;serman Swiss 


{ ompto 
f 


1s ot 


agents a 


makes 


T¢ rtile 


SOT 


, , 
and 


the \ddressograph has found ready 
acceptance here, and is handled by 
myself 
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he introduction of loose leaf book 
keeping systems has made the intro 
duction of the machines above named 


an easy matter and among other ma 
chines the Elliott-Fisher is becoming 
popular. Under competent agents a 


; 


good business ought to be developed 
in this line 

While card index systems are in 
general use, they are mostly of Euro 
pean manufacture as the high duty 
rates make the importation of these 
devices unprofitable, the rate being 50 


francs per 100 kilos. In addition t 
this the German manufacturers offer 
their systems at very low prices s 


that the outlook is not a promising 
one for American devices of this de 
scription. Furthermore, this class of 
goods is manufactured to a large ex 
tent by Swiss firms. 

excellent business has 
copying machines for 
are in use in nearly 


Though an 
been done in 
years and they 
every big office, they are all of German 
manufacture 

About Competition. 

With the increasing use of typewrit 
ers there has been a growing demand 
for typewriting paper, with a strong 


preference for English makes, though 
the German competition is. strong 
| good dé 


There is no reason why 
mand for this article should not be de 
veloped, however, and when properly 
introduced it would doubtless meet 
with success 


a 2OO 


Unlike some of the other Europear 
countries, where more or less pre 
udice exists against goods of Ameri 
can manufacture, the Swiss merchant 
and manufacturer’ regards iges 
which save him time and money fron 
the standpoint of utility alone and 


adaptability alone, and is governed by 
so-called 
While preferring a device of Swiss 


no false patriotic standards 


vention if sold at the same pr s the 
foreign one, he exercises no prejudice 
against an equally good ( 


1 


\merican or continental make 


Situated as Switzerland is, in the 
heart of Europe, traversed by mpet 
ing representatives of evéry prominent 
firm in Europe and with only a lim 
ited amount of territory, the field is 
one which will repay the manufacturer 


who is willing to sell at a reasonabl: 
margin and to compete with countries 
Switzerland for the bus: 
The needs of the country 


the ear + 


ist 1m 


adjacent to 
ness here 
ascertained as 


point. 


must be 


portal ; 
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THE OPPORTUNITIES 
IN HUNGARY 


By T. EDGAR 



















[INCE its introduction into Hur lifferent machines entering het 
gary the typewriter business has be estimated at from 15 to 20 per cent 
been carried on very successfully yearly | estimate the number of ma 
ere and the present situation is good chines now in this country at 40,000 
is the trade continues to progress and computing the population of Hut 
Che future is looked forward to with gary to be 22,000,000 it would mean 
hope. Competition among the differ one typewriter to every 5600 persons 
ent makers has had but little bad et [he importance of cultivating th 
fect, rather serving to stimulate the above market will be obvious to type 
rade without injuring any particular writer manufacturers on consideru 
make f machine This strenuous’ the above statement. 
ympetition causes the general agents , With reference to adding machines 
o push the sale of typewriters, the this market is slow in accepting then 
work of introducing the machines hav Possibly the reasons for this may be T. EDGAR 
been somewhat reduced by the et the Hungarian laws, which prohibit 
forts f travelet igents and sub loose leaf bookkeeping systems and ; 
agents, so that in reality about 8o pet good adding machine is too expensiv: however, both favorable prices and 
ent of the machines which have beet for our market. Doubtless there will terms can be arranged and the success 
for are disposed of. he a time when such machines will b: ff the arrangement assured. It is im- 
‘ more popular than is now the case Si possible for one firm, unless it is a 
Making the Market. far as addressing machines are co! very large one with branches in all of 
' s countrv no one feels the need cerned. thev are almost unknown here the principal cities, to handle the busi- 
‘fa typewriter until he owns one, after at present, or in other words there are "ess properly and as a consequence 
which it becomes a necessity, and the very few machines of this character business entrusted to firms who have 
business of a capable salesman here is or [he high prices demanded by not such facilities is neglected, as the 
to make it a necessity While the manufacturers on introducing thet business position of a subagent for 
prices obtained for machines here are into countries where their good qual such firms is not deemed a desirable 
high the expenses of the salesman are ties are not yet known may be respot one, and little effort is made to obtain 
xcessi \s an instance of this I cjble for this. However. under proper business under such conditions. I have 
have computed the entire expenses at conditions there is nothing to interfere tried personally to acquire the sole 
tached to the sale of a machine here at with the sales of such machines her agency for Hu gary for certain ar- 
$55 to $60, this sum including all nd at reasonable prices they mav be ticles but after a long correspondence 
harge s such as dut freight, commis introduced soon and manufacturers relative to terms I ascertained that the 
sion, advertisements and other trade will not be obliged to wait years be agency desired was in the hands of 
x<penses. Only after the deduction of fore starting a business of importanc: two or three European representatives 
he foregoing charges and the actual In fact anv kind of modern office ds and when terms for a direct agency 
ost of t machi in the agent com vice can be placed in our market if were obtained they were so exorbitant 
pute his commission, which, it will be placed in the right hands. a matter that unless he knew the territory to be 
seen, becomes a verv small item. The feti h of course depends upon the fa an important one no honest man would 
heavy expenses i! nnection with the ‘lities of the manufacturers for intr sign such a contract. I believe it is of 
sale of typewriters here is due to som: lucing such devices importance to the maker, before mak- 
ent to the frequent handling and ing a proposition to an agent to know 
many firms through which _ the Suggestions of Sale the importance of the district for 
pments must pass before they reach rom experience 1 would suggest which such agent wishes to contract 
narket, which it will be seen re that the \ mericat manufacturer and to make terms in accordance. 
sults in an excessive price for the ma- should not turn over the rights of sa lhe importance of ascertaining the 
hines. If we had direct entry of the for his product to any particular fir population, government regulations, 
goods from the American market to for the whole of Europe for subdiv listances between principal cities, 
hats untry the situation would of sion to other agents, but should rath points of shipping, principal seaports 
irse be different, but considering the assign agents to particular strips of and traffic facilities cannot be too 
XCESSI general expenses and the territory or regions Lhe torm strongly impressed upon the American . 
overcharged goods paid for by the method results in the agent’s order |! shipper if he is to make a success of ) 
general agent the business is not a _ ing handled by four different agencies his venture. To entrust a valuable ) 
fitable one to t lealer assuming’ before it reaches the manufacturers 11 igency to a big general concern which 
nonsibilitv and risks \merica. In dealing direct with an will again appoint sub-agents is on the ) 
More than twenty different makes of gent for a limited territory, howevet vhole wrong. In most cases these 


writers ente1 ir market at the matters can be speedily har d, al oncerns they cannot give the requisite 
and the number of ma- direct correspondence prevents errot ittention, push the device and be on 


' 


hines imported from America by our nd saves time—a very important mat- the spot to solicit sales and look after 


gents is approximated at between ter in deals between Europe and Amet susiness as the single responsible 
3,500 and 4,000 annually \bout 20 ica Of course, frequent indir igent covering a given strip of terri- 
per cent of the machines coming into through many different agencies ma} tory can. 

his country are of German manufac- the cost of the article excessiv [t Hungary offers many striking oppor- 


and the increase in the number of treating directly with the makers tunities to-day. 











EDITOR’S NOTE.—The following inte: 
esting article is by Count Mannerheim, a 
nobleman of national reputation in his own 
country and proprietor of Count Manner- 
heim’s Kontor, one of the foremost office ap 


pliance houses in northern Europe. Count 
Mannerheim is an enthusiast in regard to 
American devices for office use, and _ has 
shown great enterprise in introducing and 


furthering the sale of American office appli- 
ances in Finland, whose business men have 
shown singular enterprise and modern spirit 
in adopting improved methods for handling 
office work 


HANKS to the energy of pion- 

eers in developing the market 

for office appliances of Ameri- 
can manufacture are now known and 
appreciated in the remotest parts of 
this country. My own establishment 
has been instrumental, to a large ex- 
tent in making known their merits, 
and among typewriters, especially the 
Smith Premier and other well known 
makes, are known and appreciated 
even in the remotest parts of this 
country; the Smith Premier having 
penetrated as far north as Rovaniemi 
on the very polar circle. Other im- 
proved devices for facilitating office 
work, such as adding machines, etc., 
are no longer rare in the provinces, 
the Burroughs and other machines of 
this character being in use in the prin 
cipal banks, merchant's offices, and in- 
dustrial establishments. The Finnish 
government has bought a great num 
ber of Burroughs machines. 


American Devices. 


[-have recently had the good for 
tune to associate with me in business 
V. Haataja, who has during a six 


years’ stay in America acquired a 
practical knowledge of American 
methods of accounting and a thorough 
knowledge of the loose leaf and card 
index systems. Mr. Haataja is an en 
thusiastic admirer of everything 
American. Besides my own establish- 
ment there are several other concerns 
here which sell office furniture and ap 
pliances of German and Swedish ori 
gin, as well as of American manufac 
ture. With a few exceptions these 
concerns import their supplies through 
Swedish and Russian established 


agents whose territory includes Fin 


land. This arrangement, which shows 
a lack of knowledge concerning local 
conditions on the part of the manu 
facturers, is impracticable Finland, 


though united to the Russian empire, 
is a state enjoying political autonomy 
has its own financial administra 
its own 1 it 


customs an its 
Firms establi 


and 


wn 
OW 


money 


she d im OW eden 
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COUNT 


MANNERHEIM 


or Russia cannot operate successfully 
in Finland where the agents naturally 
do business under less advantageous 


conditions than the direct importers 
with whom they have to compete. At 
certain periods political events may 


occur when both Swedish and Russian 
firms can only do business in Finland 
under great difficulty. Goods may be 
shipped to Finland either through 
Hull or Copenhagen, which two places 
are in direct communication with Hel- 
singfors as well as with Hango, which 
port is open throughout the winter 
My interest in American office devices 
and my desire to progressive 
American business systems adopted in 
my country are shown in the follow 


see 


ing article, which I wrote for one of 
our own newspapers. 
“Nowadays, almost every office in 


Europe of importance is being organ- 
ized along American principles; ant 
quated methods and bureaucratic rou- 
modern 1d 


1decas. 


tine have given way to 
\lso in Finland the need of up-to-date 


office appliances has been felt and has 


caused the establishment of agencies 
which make a specialty of modern of 
fice appliances My own conc 
known as Count Mannerheim’s Kon 
tor in Helsingfors deals only in Am« 
ican devices of the first qua \ S 
agency Was founded 11 ISS7 i { 
vhen ¢ letter hles I 1) la 
es were unknown 1 . , 
; Since the: . hy 


F 
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firm has increased steadily 


line after another has been add 


“My establishment, know 
Mannerheim’s Kontor,’ r 


~ 


among other concerns, the 









I) as ‘G 
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mier Typewriter Company, the Globe 
Wernicke Company and the Johnson 
Chair Company, and is sole agent in 
Finland for the Burroughs Adding 
Machine, manufactured for Euro 
pean market at Nottingham Eng 
land. 

“Unprejudiced and advanced Amer 
icans have long ago abandoned the 
antiquated method of office \ in 
use in Europe and adopted ved 
systems In Finland many of the 
banks, industrial establishments and 
great countinghouses hav: ypted 
modern methods. 

Various Lines. 

“On entering one of these dern 
offices the first features that attracts 
attention is the modern office furni 
ture. The heavy cabinets erly 
used for keeping documents, corre 
spondence, books, etc., have been re 


placed by neat and practical 


sectional 


cabinets consisting of units placed 
above and alongside of each other and 
adapted for different uses pur 
poses; each cabinet having special se 
tions for letters, documents cata 
logues, maps and drawings rd 
cals, books ot reference, index ards 
electrotypes, etc., all of which erent 
units form a whole. Such office furni 
ture can, of course, be arranged in 
various ways according to space and 
convenience; it can also be extended 
ad infinitum American des} used 
all over the world, are so well 1iowNn 
and esteemed on account of t! pra 
tical construction as to need 1 rther 
description. The big desk fac 
turing companies are constantly add 
ing improvements’ while lesks 
made in Europe are mor Su 
cess imitations of anti et 
ican models. The tender: rds 
specialization in Ameri lly 
educates specialists in ever ites 
sion chair factory es 
only chairs, and this s e s 
plies » other articles i 
manufacture It is indee as 
d comfortable to sit ( 

icatr fhee chair constru 
ialists | | neg experienc 
thorough knowledg« 
How often ha er 
| : ypere sthetica ¢ 

S¢ the ey b ssly 

r parts of 





deserve a more respectful treatment. 

“In American offices our unmanage- 
able bulky account books are no longer 
used; they have been replaced either 
by books in which the leaves can be 
inserted or taken out as required, or 
by cabinets with loose cards arranged 


in a vertical position—the so-called 
card system. This arrangement, by 
which the ‘dead’ material which al- 


ways remains in the old style account 
books is eliminated naturally means 
an immense saving of time and labor 
It has been said that the American 
card system is ‘one of the greatest 
business educators of this commercial! 
period.’ The system which is simply 
a mechanical picking out and chang- 
ing of loose cards on which all notes 
are made, is invaluable fgr the book 
keeping and all of its details for the 
minute knowledge of the customer, his 
psychology as being also important in 
cluded, for the following up of busi 
ness connections or the survey of the 
stock and the turn over, for the statis 
tics, etc. Unprofitable branches of the 
business are easily discovered by the 
card system enabling the owner to dis- 
continue such at once, so that the en 
terprise, freed from injurious growths 
can be carried on with greater success. 

‘Nowhere is human labor so greatly 
facilitated by the use of machinery as 
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in the United States. The greater 
part of the work in American offices is 
done by machines. Nearly all writing, 
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including that done on the loose leaf 
system books is done with typewrit- 
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ers, a trained typewriter operator eas- 
ily handling the work formerly requir- 
ing three copying clerks. merican 
children are taught stenography and 
typewriting in the public schools. 
How different with us where these 
subjects are not even taught in all of 
the commercial schools, few of our 
schools being able to afford the luxury 

“Although the manufacture of type- 
writers has taken a great impetus in 
Germany, the United States with its 
enormous factories, employing thou- 
sands of workmen doubtless still leads 
in the manufacture of writing ma- 
chines. American typewriters seem- 
ingly have reached perfection, and it 
appears impossible to improve them 
further, though the leading manufac- 
turers are still working towards this 
end. Mathematical work in the offices 
is now to a great extent, also per- 
formed by machines. An ingenious 
invention is the registering machines, 
by means of which the figures are put 
down with unfailing certainty and the 
items added up by a simple mechani- 
cal device. A number of these ma- 
chines are already in use here. Six- 


teen Burroughs adding machines were 
bought by the government last year 
for the counting of the votes at the 
proportional elections to the first Fin- 
nish Parliament.” 
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N consequence of the ever-growing 
| progress that has been made during 

the last ten years in the province 
of office furniture, and the importance 
now given to the installation of prac- 
tical and hygienic furniture, the Union 
of Austrian Typewriter dealers has 
decided to arrange an exhibition of 
Office Appliances that will take place 


in April, 1909, being open from April 
3-14 in the rooms of the K. K. Gar 
tenbaugesellschaft in Vienna. This 


exhibition will give the general public 


as well as the trade an opportunity 
of seeing the great progress that has 
been made in this branch and of ex 


amining the improvements and inven 
tions that have been introduced of late 
years 

Especial weight will be laid on the 
arrangement of the office, considered 
d from a hygienic 


from a 
point of 


practical 

view. 
lo write at any length on the great 

usefulness and practical worth of such 


an exhibition, in which all the prod 


ucts of modern industry—more espe- 
cially typewriters, calculating ma- 
chines of various systems, money 


counting machines, machines, 
duplicating machines and various fit 
tings that can be attached to them to 
facilitate work, as well as up-to-date 


copy Ing 


registries—would be a waste of words. 
We must bring to the recollection 


of our readers in this connection that 
an exhibition of Office Appliances is 
held annually in Berlin and that the 
exhibition opened last year on the 
24th inst. 

The exhibition that takes place in 
Vienna in April, 1909, is the first of 
the kind that ever took place in Aus 
tria, and to judge by the num- 
ber of exhibitors that have already se 


large 


cured stands it will excite great in 
terest It is quite certain that large 
numbers of visitors will flock to the 


exhibition, and that it is likely to be 
followed by a rush to introduce many 
much needed reforms into offices of 


all classes in this country, where thi 


public offices, as well as private con 
cerns, are in many cases quite behind 
the times as regards the use of labor 
saving devices. It is to be expected 
that having seen the machines prac 
tically demonstrated, there ill be a 


disposition to introduce them as soon 
as possible. 

All these facts combine to make this 
exhibition of the greatest interest to 
all dealers and everyone connected 
with the trade, not only does it offer 
the chance of discovering new mar- 
kets, but gives the visitor a valuable 
opportunity of studying new methods 
and is likely to do a great work in 
forwarding the commercial, social and 
mercantile interests of the entire trade. 

The Union of Austrian Typewriter 
Dealers has already formed a working 
committee, which has made consider- 
able progress in the preparations for 
the exhibition. 

The office of the exhibition is at 
Lowengasse, No. 29 Vienna III. Fur- 
ther details of the exhibition will be 
given in the next number of our paper. 


ON TO CHICAGO! The manufacturer 
hould remember, in the matter of the Chi- 
‘ago Business Show, that the assembling of 

large number of lines is the key to trade; 
because thousands of people will see and be- 


ieve whereas otherwise only a few do. 
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HE office appliances market in 

this city grows slowly, but it 

grows. Typewriters have been 
in the field, of course, for a good many 
years, and the Remington, the Smith 
Premier, the Underwood, the Yost, 
the Oliver, the Fox and a few others 
are well known and appreciated. But 
the adding machine is new to us, and 
the addressing machine hardly gets a 
look in, while all those smart little 
labor-savers with which, we imagine, 
the American business man surrounds 
himself, are but dreams of the futur 
The Calcutta business man sits at a 
big flat “four-post’’ table under an 
electric fan in the centre of a 
room and signs things, and when he 
wants any of those little things don 
that your American would turn a han 
dle for, he touches a bell, and the im 
memorial east arises before him in the 
shape of the “bearer,” or the “duttry 
(bookbinder), and he “hook 
um’ (an order) 


Filing Cabinets and Loose Leaf. 
We The 


! » 
iargee 


Issues a 


are waking up, however. 


vertical fle and the card index are in 
a dozen of the best offices, the loos« 
leat ledger, in spite of conservative 
auditors, is making its way into the 
best and biggest offices. Give us time 

ten years or so—and they will be 
indispensible in every office 

\ word about those ledgers. Nickel 


is no use, so give us white metal or 
everything outside with 
leather, like the Warriston, or stick to 
leather, canvas and wood, like the 


Kalamazoo. Inwardly our throats and 


brass, covet 


our tempers may be like tinder, but 
for manv months in the vear our fin 
ger prints are fluid, more or less 

And about filing cabinets and sup 


\merican pattern cabinets ar 
that does not help the 
American dealer much, for prefer 
our teak wood, 
indigeous carpenters are cheap and 

\nd a Taturn punch in 


Pood 


plies 
plentiful, but 
we 
and 


our 


indigenous 


enough 


the shop of the Calcutta General 
Printing Company (The Edinburg! 
Press) turns out nearly all that Cal 
cutta seems to want just now the 
shape of folders and index tabs an 


ledger leaves 
g 
It is not only the preference for t 


wood, however, that keeps out the 
American dealer. U.S. A. is very fat 


away, and the Calcutta buyer wants 
special ruling and_ special printing 
more often than not, and he wants it 
as soon as he thinks of it. The ledge: 

stock size, is nearlv alwavs too 


page, 
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IN FAR AWAY CALCUTTA 


By D L. MUNRO 
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narrow, somehow, and we have done 
some trade lately with mechanical 
parts (supplied by a_ well known 
\merican house who keep stock in 


London) made up with special boards. 


[ suppose it suits your home trade 
to make up ledgers for all those quaint 
sizes that will not cut 
out of fcap and post, and 
to 


it does 


; 


without 
medium and 
vour 
Suit 
away 


waste 


want 
special papers. But 
Indian dealer 
mills where 


roval, et you put in 
not 
your who is far 
from the the 


tough ledger papers are made 


nice pliant 


As to Shipping. 


\ word about shipping [ think 
vour dealers pack strongly and care 
fullv, but | wish we had a more direct 
means of transport 

\ New Yerk man explained to me 
once what he called “the usual way we 


lo business in New York,” whereat | 
greatly wondered I had ordered cer 
machine w h | 


tain extra parts fora 


had procured through anothe vent 
I told him I intended to write to th 
makers, and would ment 1) le 

‘Don't do that he sa ey 
won't be able to get vou good terms 

“Why.” | asked Oh he said | 
don't sav that would « t, but 
if vour agents sent an orfler to some 
firms for such-and-such a machine 
they would put up the price tremen 
douslv.”” So thev just begin bv writ 








ing that they have an 
machine similar to the maker's N 


Mmiquiry iOTr a 


and ask them to quote. They think 
that your inquiry has gone round, and 
of course they cut the price down l 
came to the conclusion that prices 


must be rather jumpy in U. S. A 


| got that machinery out after I9 
months [ found out afterwards that 
all the exports of that particular ma 
chine were “controlled” by an x<port 
firm in New York, and that firm was 
not the one with which [| |] at 
tempted to deal. What a tug of wat 
there must have been in New York 


over that poor little shipment 


iy 


Is there any particular advantage to 
vour manufacturers in this 
idea | want to know. 

| have indicated some of the difficul 


ties that stand in the way of American 
trade with Calcutta. As time goes on, 
and as modern methods catch on, som: 


of these will disappear. Meantime, | 
think the advantage lies with those of 
your manufacturers who have [Lon 
don house carrying stock, and | sup 
pose the new Patents Act in (Great 
Britain means that this will not help 
the actual American producers mucl 

You are all right with the typewrit 
ers, of course—we haven't. started 
building those vet Roneo ré 
doing good business with their dupl 


metal cabu 
Export & 


also in 
York 
established her 

a good deal of business, I belie \ 
have also some smart New 
ho come here with an 


catol and 
The Vew 


{(ompany are 


le rs \\ 


M 
lect on ot samples (from pertut! 
| 

| I 

] 


awn mowers), and a library 

ists which goes still further, but non 
of them show very much in tl vi 
of office appliances 


TO TEACH STENOGRAPHY BY 
MAIL. 

( MecGurrit 

, \ di 
ened 

1 ] MieGr 
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N New Zealand today practically 
every office device that is on the 


American market is represented 
in some way. For a country of a bars 
million inhabitants, the purchasing 
power of the people is remarkable. 


Formerly the greatest difficulty in get 


ting articles properly introduced was 
the lack of communication between 
the four principal towns, which are 


geographically about equal distances 
from each other, extending from 
Auckland on the north to Dunedin on 
the south This has in a measure, 
however, been overcome by the com- 


pletion of the main trunk railway, 
which affords direct communication 
between Auckland, the largest citv in 
the dominion, and Wellington, the 
capital. Two days are required to 
make this journey, but this trip will 


not be an unprofitable one in the fu 
ture, as small townships are springing 
up all along the route and in the fu- 
ture the trip will prove more profitable 
for the salesman than heretofore. The 
rapid increase in population and the 
development of the country will make 
it a better field for the American man- 
ufacturer than has heretofore been the 
case. Recently a preferential duty has 
been passed by the dominion in favor 
of Great Britain and this will to a cer 
tain extent stop the sale of American 
goods, such as roll top desks, mimeo- 
graphs and the smaller lines of office 
equipment, including paper. It is un- 
derstood here that the new patent laws 
in England have resulted in starting 
several new typewriter plants in that 
country Doubtless this will 
or later result in the imposition of a 
duty on typewriters which are at the 
present time admitted free. 
Representation of Various Devices. 
Auckland, Wellington, Christchurch 
and Dunedin have practically the same 
areas behind them, and the three last 
mentioned have about the same popu 
lation, the only exception being Auck 
land, the population of which‘is 20,000 


sooner 


larger than that of other three. With 
the exception that about 10 per cent 
more goods and equipment of Ameri 
can manufacture is handled in Auck 


than in the other three cities, the 


land 
conditions with reference to trade op 
portunities are practically the same, so 
that the American manufacturer can 
judge of conditions in Wellington, 
hurch thos 
existent at 
+h 


and 
Auckland, which are out 
7 


Christe Dunedin by 


lined in is article 
well 


nie arly 


introduced on 
every stand 


Typewriters are 


P : 
the mca 


market, 
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ard make being sold here. The Un 
derwood, Remington, Monarch, Yost, 
Fox and Oliver, Barlock, Densmore, 
New Century Blick and Hammond are 
all represented. ‘The field is fully cov 
ered, and there appears to be but lit 
tle chance for any new, developments 
in the line of trade unless something 
remarkable in the way of improve 
ments or a heavy cut in price should 
be placed upon the local market. So 
far the only cash register which has 
been well represented throughout the 
dominion is the National, no 
competition being encountered by that 
machine. A locally manufactured ma 
chine has recently appeared on the lo 
cal market adaptable for the cheaper 
class of business and its sale is being 
market 


Zea 


serious 


strongly pushed. There is a 
for another cash register in New 


land, and any manufacturer having 
such an article would do well to send 
prices and catalogues to the United 
States consul general, whose head 


1 Arcade, Aucl 


quarters are at Victori: 


and 

\merican desks and ofhce furniture 

popular throughout the entire 
Mmnion \mong other makes are the 
Cutler, Derbv and Gunn The duty 
of 22 1-2 per cent on these goods has 
lately been increased 10 per cent in 
favor of Great Britain he best. way 
for shipping these goods is by direct 
steamer from New York, which leave 
about every five weeks Verv few of 








the big firms in the United States 
manufacturing office furniture have 
gone after local trade, which is sur- 
prising, as an excellent business could 
be done in these lines if the business 
is gone after in an energetic manner. 
The only difficulty in selling from 
catalogue is that it takes fully six 
months for the completion of orders. 
lt is also better, in shipping desks to 
pack each desk separately, rather than 
to ship in knock down style to be put 
together after arrival here. 

The only adding machine sold here 
has been the Burroughs and but half 
a dozen, it is estimated, have been sold 
in the entire dominion. There is a 
good market here for a medium priced 
adding machine to add in pounds, 
shillings and pence and the first ma- 
chine of that character to enter the 
local market will reap an abundant 
harvest. 

Other Office Specialties. 

Nearly all the printers handle card 
ledgers and binders and so far their 
efforts have been fairly successful, ar 
increasing number of the larger con- 
cerns adopting these time savers. The 
market for card ledgers is still in its 
infancy, and the market is a good one. 
Card cabinets, office ticklers, trays, 
etc., are made here by a large furni- 
ture manufacturing concern, but 
American devices in this line are very 
popular and are being sold by the 
three stationers here. This line of 
\merican manufacture could*be devel- 
oped far more here, as these goods are 
being used in increasing quantities, 
and the field is widening every day. 
\ll of the typewriter concerns handle 
office supplies, and there is a steady 
demand for good ribbons, carbon pa- 
pers, typewriter paper, fountain pens 
and general American stationery of 
all kinds. Catalogues sent to the type- 
writer agencies will be favorably re- 
ceived and satisfactory results will 
doubtless follow. 

As a rule New Zealanders are very 
progressive and follow with interest 
everything new in the line of Ameri- 
can office appliances and the adver- 
tiser who wishes to get in touch with 
the buyers cannot adopt a better meth- 
od than by advertising in Office Appli- 
ances, System or Peck’s Buyers Index. 
\ll of the American magazines are on 
sale and have large circles of readers 
in New Zealand, in fact, many of them 
are bought solely on account of the 
advertisements in them. Prices should 
be quoted f. o. b. New York, cash 
against shipping documents. 
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CANDINAVIA is 
sive and influential. 
as all know, the 
Sweden, Norway, Denmark, 
and adjacent islands, there is much to 
engage the business man’s attention 
and more to employ his activity. Be 


big, progres 
Comprising, 
countries of 
[Iceland 


ing geographically large it 1s commer 
cially important. So much so, indeed, 
that at this moment | may say with all 
candor that Scandinavia is today a 
fruitful field for the office specialty 
man. This invites two propositions: 
first, what is the situation there; sec 
ond, what should be done for the fu 
ture? 

let me explain in the beginning how 
| came to enter the office specialty 
field. I had been selling fruits and 
provisions through all Scandinavia for 
some of the largest houses on the Pa 
cific was in San Francisco 
prior to the great quake, but had re 
turned home three months before it 
took place. Such a calamity naturally 
made it impossible for the provision 
and fruit houses to do much, and, of 
course, I could not afford to wait on 
them. I noticed the new office de 
vices; became interested in them and 
straightway make in 
quiry as to foreign representation. | 
had little difficulty in arranging for 
foreign agencies. And [ did so imme 
diately. I began to install my agency 
and to solicit business. Though igno 


coast. | 


pr weeded to 


ble in this instance at least, I thank 
the San Irancisco quake for having 
come, 


The Situation Abroad. 

Che situation in Scandinavia is quite 
satisfactory. That not mean, 
however, that we are content and rest 
ing on our oars. Not a bit of it. But 
it does mean that we are satisfied with 
what has been done—with what has 
been so far accomplished. The future 

that is what we are looking for, 
planning for and confidently expect 
ing to yield a great harvest. 

My headquarters are located in Mal 
mo, Sweden, a town of 80,000 inhabi 


does 


tants, alert and more keenly appreci 
ative of modern demands than the 
casual observer might think. The lo 


cation of Malmo gives it advantages 
of even larger cities of Sweden. It is 
but an hour half ride from the 
open port of Copenhagen 


\ Malmo 


a warehouse in Co 


and a 


exporter can have 
penhagen and send shipments to coun- 
other than Sweden 
port and take 


tries direct from 
that into Sweden just 


intended for sale in 


such things as are 
that country. 
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IN SCANDINAVIA 
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[ expect soon to another 
agency in Stockholm in order that my 
territory will have equal representa- 
tion and that distribution may be 
made more expeditiously. Stockholm, 
[ might add, is a great center and | 
my personal attention 


open 


have given it 
wherever possible 

[ represent the Universal adding 
machine, the Monarch typewriter, the 
Follette time stamp, the Litchfield 
foot power attachment for adding ma 
chines, the Triumph adding machine, 
the Rapid addressing machine, the 
Roneo duplicator and copier and other 


devices, such as the Berger line oft 


steel office furniture and so forth. I 
shall add many others before Spring 
has come [ have  sub-agencies 


throughout Norway, Denmark, Fin- 
land and, ot course, Sweden, that are 
relatively as important as my own in 
Malmo 

It should be 
the reader that 
in the Scandinavian 


‘learly impressed on 
ere is a woeful 


penin- 


( 
t! lack 


Ol Svstem 


sula. This is true of other sections of 
Europe, but it strikes me as being 
more true of my own country But 


the reader must not imagine that such 


ee , 
lack of system is due to the non-recep 
tive attitude of the people nor to their 
supposed lethargic disposition It is 
7 ’ ‘ ‘7 
due primarily and almost wholly to 
+ r 4) ] ] f 
the newness of the modern idea SVS 
tematic arrangement throughout all of 
kurope That is to sav, the effort to 
7 | ‘ 
make svstem clear to mv people has 








not as yet been of sufficient length of 
time to make its just impress. I look 
for the next two years to’ completely 
revolutionize this aspect of the propo 
sition and to yield a splendid return. 

[ wish to speak here of the situation 
as regards the leaf devices. It 
is known that there is a law in Sweden 
odd as this may 
] 


landid 
splendid 


lc ose 


against these devices, 
seem But we are making 
progress toward counteracting the in 
fluence against them and it will not be 
long, in my judgment, before the | 
leaf system is as much a part of the 
office in Scandinavia as the typewriter 
or other specialty. The 

bound to come and even now 


' 


system 1S 


ment is not so strong against it as one 
might think. 

But the greatest problem with which 
we have to do at the present time is 


that of the agency itself. Under the 
arrangement now existing the Amer 
ican manufacturer has his general 
agencies in large centers like London 
This general agency in turn establish 
es sub-agencies in other sections like, 


for example, Scandinavia. 


The manufacturer should sell direct 
to his European agencies; that is to 
say, Scandinavia should be a general 
agency, for the country is sufficientls 


] 


large to thoroughly take care of itse 


in every instance and to improve the 
general conditions as they may more 
particularly concern the off sp 
cialtv field. There are small and re 
mote sections that have in the very 
nature of things to be under the juris 


a general agency, but Scar 

comprising such large 
is more than big enough and 
opportunity to be a get ! 


diction of 
dinavia, 
peninsula 
great in 
agency 

[If the 


agent is e, g., 25 pe Cc 


commission 


general 


sub-agent is paid out of this 
which happens to be in the larger 
number of cases at least 1° 
lf the sub-agent has r¢ S 
own an readilv be s¢ | 
firs sub-agent gets s§ . l 
im of it that it s S 
t worth whil Che spl 
ma eS ‘ unprofitable .o om ny 
What Should Be Done. 

Chere are other considerati t 
Che sub igent has to pay 
freight and bear whateve ex 
penses it are attache lling 
end It rdly seems ta the 

n ssion in such a way 9 st 
su expense his is 7 larly 
tru Scandinavia, wher at of 
se] o S great an vh } »] e 
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of business must in the same propor 
tion be increased. 

This arrangement retards the devel 
opment of the office specialty field 
abroad. It seriously hampers the 
proper dessemination of interest. In 
fine, I believe it to be the one big 
problem that now confronts the for 
eign agent. 

What should be done? The manu 
facturer should sell direct to those 
countries that are large enough to sup 


port a general agency and especially 
those Ww he re the cost of selling iS 
heavy In the case of Scandinavia, 


the general agent being London, thers 
is little advantage because of the 
smallness of stock carried by the gen 
eral agent; and this irrespective of the 
small margin. Again, it takes pretty 
nearly as long to make shipments from 
London to Malmo as it does to ship 
from New York to Malmo. The dis 
advantage is apparent on the face of 
the mattet 

enable the 


Selling direct would 


agent not only to develop his business 
along broader and more determinable 
lines, but it would permit him to buy 
in larger quantities. Right here the 
American manufacturer evidently has 
reasoned that he should have a gen 
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eral agent, for many of the sub-agents 
buy in small dribs and therefore it is 
foolhardy to have to sell to him di- 
rect. Take Germany as an instance. 
That is a large country and the gen- 
eral agent has ample opportunity to 
distribute his sub-agents But the 
same is true of Scandinavia. 

The direct selling plan would be- 
yond any doubt create many more 
sub-agencies than the present plan. It 
would do so, for no other reason than 
that the agent could increase his com- 
mission—and, as all know, the greater 
the commission the greater the attrac- 
tion. 

Goods cannot be sold by catalog in 
Scandinavia. That is a problem in it 
self and has its effect on the selling 
plan to a marked degree. 

[ should like to see the Scandinavian 
peninsula a general agency: It would 
certainly greatly stimulate trade and 
make more secure the office appliance 
business. I have no doubt either but 
that it would strengthen where little 
is thought of the advancements made 
in business. But one section should 
not be made to suffer at the expense 
of the other. Where a general agency 
can be established there should be the 
concentration. 
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But Scandinavia is making substan- 
tial progress. The development in the 
past two years warrants the statement 
that much is to be expected from the 
future. With the changes that I have 
referred to in operation, which will all 
the better affect the general scheme, 
[ look for an exceedingly prosperous 
year after January. 

I shall soon make a tour of Italy, 
Switzerland, France, Belgium, Eng- 
land, Holland and Germany for the 
purpose of appointing agencies for cer- 
tain American manufacturers for some 
companies as well as looking into the 
general situation. The proposition of 
a representative traveling and devot- 
ing his entire time to the establish- 
ment of agencies has been more or 
less skeptical in the minds of some 
manufacturers. But I think my trip 
over Europe will demonstrate that 
this is the best plan. Europe is quite 
awake to the needs of the field. It 
only requires a man to be on the 
eround here and there to give it that 
impetus which it deserves. 


Mr. Zadig is always interested in the cata- 
log literature of the different office devices 
and requests manufacturers to send their 
catalogs without waiting for his instructions. 
He desires these on file and will be glad to 
have all that may be sent. 












DIFFICULTIES IN HOLLAND 


By a Man on the Ground 





7 HOUGH willing to adopt Amer- 
ican office devices where their 
practicability is shown to him 
in a convincing manner, the average 
Dutchman is of extremely hesitat- 
ing disposition when it comes to try- 
ing on a new device which will change 
to some extent his methods of work 
The foreign agent or representative of 
the local manufacturer must be a dip- 
lomat in order to convince the “pros- 
ts of a device in 
» conclude the sale. 
re Dutchman (there are 
ny exceptions), is ultra 
comes td remod- 


office or store. and 


° *% ¢ 
stax ; +h _ 
Dex lve ne mi¢ 


as soon as a new invention is sub- 
ted to him, begins to find objec 

ns and faults, which in reality do 
has the reputa- 

sliking 1 yncede that a bet- 

svste! n | uund than the on 
ising for a score of years, 

vhicl vas used |] his grandfather 
afflicted to 
some extent by t may be termed 


‘ - ‘ 
ner ’ } ty + ae < 


ne iD! } ¢ "6 ° sics. that 1S, Op- 
is new. So 
rejudice on the part of 
| against the 
11<¢ f ¢ a] vy > +) if | know of in 


stances where calculating machines 
which had been sold, with difficulty to 
a large banking house were wilfully 
put out of order by employes after be 
ing put in use a few days, the blame 
being thrown on the machines. 
Standard makes of typewriters of 
every description—American and For 
eign—are in use here extensively, 
ranging from the higher priced to the 
cheaper machines, the latter however 
only being used to a limited extent 
The Dutch merchant and 
something of 


manufac- 
turer seems to pr f¢ r 
standard grade when he does order, 
and is willing to pay the price when 
once he concludes he needs the ma- 


chine. When.convinced from expe 
rience that the typewriter is a time 
ind money saving device for him he 


vants the best that can be obtained, 
but also expects value for the money 
he has invested 
There is a good field for all 
nd proven inexpensive office appl 
es—something new and practical 
lifferent from those appliances now 
use For the higher priced duplic: 
19 machines the field is just now t 
limited, and this also applies to listing 
ichines. Calculating machines hav: 
little better chat r but é 






heavy competition on the part of Ger- 
man manufacturers with cheap ma- 
chines. Copying machines, such as 
the Roneo are in universal use here 
and are finding a widening field. 

Looseleaf accounting systems are 
used only to a limited extent though 
they are being sold by some firms. Per- 
haps the reason for this is that they 
are at this stage too expensive (at 
least the outside covering is [?] ) and 
the Hollander hesitates about adopt- 
ing this new and practical device fear- 
ing the price is too high and that the 
system would not be reliable enough. 
Doubtless, in the course of time these 
books will find a market here as’ they 
have elsewhere in Europe, but to in- 
troduce such a system with success 
the agent who approaches the trade 
must be a man of perseverance, en- 
ergy and diplomacy in order to con- 
vince the Dutchman that the device 
shown is just what he has been need- 
ng for years and will not bankrupt 
him, or confuse and mix up his ac- 
ounts. 

The excessive charges of the Ameri- 
in Express Companies cause general 
omplaint here. To illustrate this a 
parcel sent by me by parcels post to 
New York City costs but 1.40 (0.56) ° 
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T the present time it is almost im 


possible to say anything definite 


concerning the typewriter mar 
ket and the development of the office 
appliance business in Russia. To give 
accurate statistics we would require a 
large force of correspondents from 
whom to acquire the desired data, and 
as we have no such force we are un 
able to go into the situation in detail 
as we might otherwise do. In fact, it 
would have been impossible for me to 
furnish the present article had [ not at 
my disposal a fund of information ob 
tained in a personal way during years 
of study given this subject to which 
[ have devoted a life time and in which 
I have persevered despite the preju 
dices and old fogy notions of many of 
the dealers in this line in this country 
Acting upon the welcome request of 
the Office Appliance Company, | have 
put this material in some kind of 
shape to communicate it to your read- 
ers. I am glad to do this and antici- 
pate that it may be possible by this 
means to awaken the Russian dealers 
and merchants from their lethargy in 
reference to the present situation. It 
is dificult for one to imagine how in 
different these heralds of Russian civ 
ilization have, with few exceptions, 
shown themselves in this matter, 
which should be to them one of the 
greatest importance—in developing 
and extending the typewriter busiress 
in Russia, and which is, indirectly, an 
important factor in the sale of type- 
writers and in the development of the 
typewriter business here in the future. 
In return for the vast amount of liter- 
ature issued by me, I have received 
but three acknowledgements and ad- 
vices of moral support from all of 
those who have received such liter- 
ature, and just now would not care to 
give these names, as it would be 
deemed a criticism on those who have 
not even replied to my letters. 
This revelation, it seems to 
should be of importance to the Amer 
ican manufacturer, indicating that he 
is making a mistake in looking for re 
sults through the introduction of his 
product by importers, and this applies 
not only to the Russian trade but to 
foreign trade in general. Just now 
the advertising and introduction of all 
makes of typewriters seems to be in a 
dormant condition and importers 
themselves are leaving Russia. Russia 
certainly is able to supply many buy 
ers for machines and still the intro 





me, 


duction of machines has made but lit 
tle progress, and why? 
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SITUATION IN RUSSIA 


By N. F. STEIN 





Because of the lack of 


First. 
erly trained representatives. 

Secondly. Because of the lack of 
trade literature and prospectuses 

Thirdly. Because of the lack of 
proper schools of instruction. 

Finally, one of the chief drawbacks 
is the lack of a spirit of enthusiasm. 
In a future article | will endeavor to 
explain how this condition is to be 
remedied. 

Prohibitive Contracts. 
One of the greatest hindrances just 


pre p 


now appears to be the prohibitive 
terms of the contracts. The American 
manufacturer and with him the Rus- 


sian buyer do not reflect that the Rus- 
sian consumer is as difficult to educate 
to the use of the typewriter as was the 
\merican twenty vears ago when the 
typewriter was introduced into that 
country. Even at the present time the 
average Russian has not arrived at the 
same grade of culture which the 
American of fifty years ago had en- 
joved. Therefore it is not to be won 
dered at that but little ts 
regarding many of the useful devices 
which have caused a revolution in of 
fice methods in your country. The 
American manufacturer is to blame 
for this on account of his unreasonable 
contracts which act as a bar to the in 
troduction of his machines as well as 
for his injudicious selection of his rep 
resentatives here. ‘To illustrate this I 
wish to say that to my own knowledge 
there has not been an adding machine 
introduced here—possibly 
importer could be found 
carry a certain quantity 

objection, as the country is not vet in 
absorb quantities of 
stated before, 


known here 


because no 
willing to 
a reasonable 


a condition to 


such machines, and as 


in the case of typewriters the importer 
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desires only articles of staple id 
A number of vears ago | offer my 
services to an American manufacturer 
as agent, convinced that | ul by 


the aid of methods | had originated, 


introduce his machine. I was pres e 


ontract and the matt: nded 


with a « 
there 


Government Regulations. 


[It is true that manv formalities must 


be complied with in reference FON 
ernment regulations, as for instanees 
in the introduction of du tors 
loose leaf systems, ctc., but o1 the 
good will of the interested officials 1S 
secured these difficulties are removed. 
The matter, however, must be _ pre- 
sented by some one technically quali 
hed and the usefulness of the device 
urged with persistency and diplomacy 


If suitable and qualified agents are not 
employed by the manufacturer he cer 


tainly cannot rely upon the importer 
to attend to this matter for him. Just 
at the present time a better opportun 
ity presents itself than has been the 


\mericans to 
Recent po 
zz 


case for years past for 
enter the Russian field. 
litical developments have 
formidable weapon in the hands of the 


plac eC 


\merican manufacturer, i. e., the boy 
cott constantly spreading, declared 
against the Germanic peoples by the 
Slavonic race. New trade relations 
are being sought in France and En 
gland, and why should not America 
embrace the present opportunity: 
Though not a friend of such methods, 
| believe war should be met by war 
and a true merchant must take advan 
tage of every opportunity [ will en 
deavor in a later article to explain just 
how this Russian business is de 
veloped [ realize that of lat reat 
interest has been taken in the port 
trade by manufacturers in lited 
States, and especially am nfident 
of the success of the great rpora 
tions recently formed over there to 
handle these lines, at whose service I 
wish to place myself. In this nned 
tion I recur to my old id stab 
lishing an exhibition hall in Warsaw 
Finally, I would call thi tention 
of American manufacturers t | 
brary of Typewriters” whicl end 
to issue the first of the comiu veal 
In this brochure I will ende: r to set 
before the Russians in thei n lan 
guage the desirability of m n office 
devices and by this means | pe to 
work up a big business. For this pur 
pose | am going to send the first num 





ber of my pamphlet free to all buyers 
manual typewriting. 
brochure sent out I shall 


include a coupon to be returned and by 


In every 


this means hope to secure the address 
es of 5,000 practical typewriter oper 
ators and thousands of names of per 
interested in modern office de 
vices. This pamphlet will be the first 
of its kind ever issued in the Russian 


Sons 


language and | would suggest that all 
American manufacturers interested 
write to me for terms. I believe that 
by this method the introduction and 
office appliances can be greatly 
Naturally I am ready to 

any sug offered in 
this matter and a service of 


sale 
hastened 
restions 


m at the 


consider 


any inufacturer for direct negotia 
tions 
Prejudices Encountered. 

lhe Russian clings to his old cus 
toms in a more conservative manne 
than his eastern neighbors, difficult as 
they are to convert from their ancient 
wavs. .\ great number of the machines 
introduced into Russia are put in us¢ 
in the ofhcial and military bureaus 


which have exceptional facilities for 
learning or rather mislearning the us 
of the machines and how to mishandl« 


the: n many departments the tip is 


riy s to the possible effect on som: 
jobs from the introduction of thes 
machines and the misuse of the type 
writers begins with an ardor worthy 
of a better cause. This, especially in 


the case of mercantile offices, proves 


) expensive experiment and dis 


courfra ng to the proprietor, who in 
the first instance was cognizant of the 


ffected by the introduction of 
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the machines. As a result of this cus- 
tom of abusing the machines you will 
find in many Russian offices machines 
out of order—made so by mishandling 
by unskilled hands—a condition hard- 
ly likely to result in a warm recom- 
mendation of the typewriters to others. 

Two great difficulties therefore are 
seen to confront the importer—the 
first being prejudice on the part of the 
prospective buyer and the second the 
formidable contracts to which he is 
not accustomed. Failing to overcome 
the difficulties attendant on the intro- 
duction of a system, he simply drops it 
and—tries another. Therefore the list 
of prospective customers of the Rus- 
sian is a very changeable record and 
the prospective consumer who has but 
recently been shown an “A” system 
by an importer is surprised to_ find 
“B's” system submitted to him a short 
while after by the same importer, who 
at the same time does not fail to de 
nounce the “A” system when he finds 


it advantageous to sell that of “B.” 


You can judge from this how the 
\merican manufacturer is served un 
der this system—and what sort of an 


opinion the Russian consumer forms 
of American inventions. 
Unwillingness to Demonstrate. 
You will doubtless ask why the im 
porter, after a failure to sell one ma 
chine attempts to sell another 
fully aware 
a profitable 
worth 


simple 
enough: he is that the 
tvpewriter business offers 
held, but not 

his time to go at the 
tematic manner and cannot see any ad 
taking the trouble, as an 


] 


does consider it 


matter in a SYS 


vantage in 
individual, to 


of the rood points of the levice and to 


convince his custome 


4! 
overcome his objections. It is against 
his principles to do anything unless he 
sees the ready money in sight, and he 
objects to teaching the use of a new 
device; he would rather continue to 
handle staple articles of manufacture 
—to trot along in the same old rut— 
smaller profits, you see, but a quicker 
turning of stock. Furthermore the 
contract will not permit him to rest— 
so many machines have to be sold or 
the bonus is lost. The end of the matter 
is that it becomes more and more diffi- 
cult to induce customers to take ma- 
chines, contracts are broken and the 
machines in stock are finally sold at a 
cut price. This applies to typewriters, 
which can be offered to business men 
in almost any line. So far as other 
labor-saving machines are concerned, 
the situation is still more discouraging. 
A much greater demand could be de- 
veloped for office furniture of Amer- 
ican make, even though it is manufac- 
tured here to some extent, but the 
price for the American article is far 
too high and beyond the reach of the 
average consumer. Compare the 
prices obtained in your country with 
those demanded for the same articles 
here and you will perceive why the 
trade is so small in these articles. 
They are regarded as articles of luxury 

out of the reach of the middle class- 
es, who naturally take but little inter- 
est in them. The many small, useful 
and almost indespensable articles of 
office equipment are rendered still more 
hazardous by the high tariff imposed. 
This causes even those of ample means 
to give articles of American manufac- 
ture a wide berth and to favor those of 
German origin. 


Carelessness in Foreign Shipments 


=" WARDLOW, © of Buenos 
res, 1n an inte rview published 
® in the New Yors Herald gives 


f maniiactures 


the ‘ 1 crit sm 


I te State 
! engage in representing 
hom facturers in these South 
\n countt t seems almost 
ni note the lack of either 
reog O1 stal knowledge on 
tl the erage merchant at 
hom: Scarcely a mail comes from 
1 thout there being 


a larg mount of mail matter badly 
addre or unstan ped, both 
“a , +1 P _ 

in the latter casi 
the recipient 


causing 


1 hea fine besides tot 
city of consi 
illion inhabitants, 
well number 
kages, express 
itedly sent witl 
out street or number, as in dealing 
in many 
Avres, Brazi 


cases 


‘Buenos Ayres, Province of Rio 4d 
laneiro, et 

“| have been asked more than once 
if the schools in North America taught 
geography at all There is only one 
Buenos Avres in the world, just as 
there is but one London and one New 
York 

That this neglect to properly stamp 
ind address letters is a serious mat I 
for the American manufacturer, and 
is representative abroad no one n 

ubt who has ever had s r expe 
mences ()f the mnes an delays the 

( re b lar th no S¢ us I 

in eas! mean the loss of orders 
onfidence, ind has ré ly r 
1 number of instances. besid 
ng us up to rid le | copie 

] ess progress é I irs 

{,O0dS f ship ( 

s by various methods, as cargo, par 
els receipts, express and through the 
ails | have already had two severe 

eriences and an t present under 


going a third with the shipment of 
goods from the United States by so- 
called express routes, and inquiry 
among custom house brokers and for- 
eign representatives of other Ameri- 
can manufacturers has shown that 
such cases are the rule and not the ex- 
ception. 

“On December 7, 1906, I cabled a 
hurried order for a small piece of ma- 
chinery weighing not more than thir- 
ty-five pounds to a well known firm in 
Pittsburg. In due time I received a 
receipt given by an express company 
for this article, prepaid to Buenos 
\yres. This receipt was dated De- 
cember II. 

“Nothing having been heard from 
this shipment up to February 18, 1907, 
I cabled to have it traced. Letters re- 
ceived in answer to this cablegram 
stated that the express company in- 
sisted this shipment had been deliv- 
ered to a steamship company for for- 
warding on December 13. 
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OPPORTUNITIES IN SWITZERLAND 


By HENRY GOLDMAN 






























had occasion to 


HOEVER 
study Switzerland with regard 
to modern and practical office 
methods, and the introduction of up- 
to-date office devices and appliances, 


must have arrived at the conclusion 
that great progress has been made dur- 
ing the past ten years, and this in spite 
of the conservatism of the general 
business public, which continues even 
to the present day. The typewriter 
has secured for itself a prominent posi 
tion not only in the large factories and 
commercial houses, but also in many 
smaller establishments and with pri 
vate individuals, and more particularly 
in government—and other public of 
fices and the bureau of lawyers or 
“Fursprecher,” as they are called in 
this country, people who speak for you 
in more senses than one. The intro 
duction of American office furniture, 
desks, chairs, letter cabinets, card in 
dexes, etc., has materially increased 
from year to year, while in other not 
less practical devices, as for instance: 
Adding and calculating machines, 
copying devices, duplicating appara 
tus, etc., a large untilled or partially 
cultivated field awaits further develop- 


ment. The cause may be that fre- 
quently inferior productions create 
unfavorable impressions, being sold 


exclusively through the skill of their 
promoters, or that the public has not 
sufficiently realized their value and 
the fact that nowadays the practical 
equipment of the business and tech- 
nical office is absolutely required in 
order to be able to meet competition. 
We are convinced, however, that the 
improvement which has set in in all 
departments of commerce and indus 
try, will also take more and more root 
in the details of office work, and that 
in this direction Switzerland may be 
classed among the most progressive 
countries of the European continent. 
The introduction of American office 
specialties does not meet with the ob 
stacles in Switzerland, which are 
found in the German market, where a 
large local industry supplies the busi 
ness public with a good percentage of 
the devices and appliances required. 
American office devices enjoy there 
fore in Switzerland the prestige which 
their high quality merits and even 
slight differences in price in favor of 
the equally imported German article 
are no obstacle to their purchase. 
What the Cities Afford. 
Switzerland, as is well known, is 
Cantons, 


composed of a number of 


equivalent to our American division 
into counties, these having frequently 
the name of the principal city located 
therein. ‘The division into Cantons is 
of less importance for our considera- 
tion, than the division into three large 
sections, distinguished by the lan- 
guage spoken therein, and known as 
German, French and Italian Switzer- 
land. The importance of these divis- 
ions is indicated by the order named, 
and without intending to do any one 
section the least injustice or overesti- 
mating the other, it may be stated that 
if Switzerland were divided into seven 
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parts, as tar as 
con- 


parts, four of these 
their business importance is 
cerned, would be German, two French 
and Italian; in other words the 
German section is from a_ business 
standpoint the most important, while 
the French and Italian sections com- 
bined hardly equal the German part 
[t in German-Switzerland is located 
the metropolis of Switzerland, Zurich, 
a thriving city of about 200,000 inhabi- 
tants, where the largest concerns of 
the office supply business are found. 
American typewriters are still in the 
lead in Switzerland. Of the so-called 
but now also ma- 
chines, the “Remington” occupies a 
place of honor. ‘The general repre 
sentation lies in the hands of the well 
known firm of Anton Waltisbuhl in 
Zurich, which succeeded in establish 
ing this first class product in all parts 
of Switzerland. The firm was 
lished about twenty years ago, 
sides the sale of typewriters carries on 
a general office supply business, em- 
bracing the sale of ribbons and car 
bons, as well as adding and calculat 

g¢ machines, copying machines, du 
plicating apparatus, office 
ter cabinets, card indexes, etc The 
firm conducts also a furniture factory 
of its own, in waich special 


one 


“invisible,” visible 


estab 
and be 


ing 
de sks. le 


orders are 


executed, American furniture received 
in knock-down condition is. being 


built up and finished, and where latelv 


manufacture 
taken up. 
tory is completely equipped wi 
ern machinery and emplovs not less 
than fifty trained workmen 
The well-organized Smit! 


the complete 
desks has been 


Typewriter Company has its head of 
fices in Zurich, and is doing a success 
ful business under the leadership o 
Director Hamberger, a_ well-known 


and highly esteemed typewriter spe 
cialist. Branches are maintained in 
Berne, Basle, where 
typewriter supplies and 
carried. 


(Geneva and 


othe mce 
devices are 


Various American Typewriters. 


The Underwood Typewriter is rep 
resented by the firm of J. G. Mugeglli 
in Zurich, his brother being ven 
eral representative of the same ma 
chine for Germany and ted at 
Frankfort It has secured a wide in 
troduction The firm of uller & 
company has recently taken up the 1 
troduction of the Sec ite 
The Monarch is represente nerget 


cally by Messrs. Pfister & 
the Hammond by Keller & Company 


Zurich the polyglot con 


position of Swiss popul 


Owing to 
the | 
“interchangeable” machine remains 

good demand. Jean Honegger is the 
representative of the both . 

invisible “Yost” machine \ well-es 
tablished and neert re Ge 
bruder Scholl, who in connection wit 


strong c 


the typewriter business hav: oe 
eral agency of the Pike adding ma 
chine, and who also _ introdu l 
classes of office equipment \ sp 
cialty of theirs is an artistic 
tion of the Matterhorn, in form of 
paperweight or desk ort 
which they have secured a nsi 
able sale 

Of German typewriters t \dler 
and Continental are being represented 
by Hermann Moos of Zurich, who also 
is the representative for tl mpt 
graph adding machin: 
vices The Stower tvpewritet 
the hands of Mr. Henrv \\ 
Basle, to whom we will refer 
cially when we reach thi teway 
city R. Huppertcberg represents tl 
German Kanzeer machin 

Zurich is also the cent 
culating machine industry of Switzer 
land, the famous “ Mill a 
chine being manufactured here by 
Hans W. Egli, the computing cylinder 
by Daemen-Schmid and tl] leureka 
single column adder bv tl! \. G. f 
Technische Industri I 





gressive commercial stationers are 
Ruegg, Nageli & Company and Ru- 
dolf Furrer of Zurich. This city also 
possesses a prominent commercial 
academy, in charge of Dr. von Palit- 
schek, formerly Austrian general con- 
sul at New York city. This is to our 
knowledge the only commercial col- 
lege in the world, in which an actual 
banking business is carried on with 
students and others as depositors, do- 
ing a business amounting to several 
hundred thousand francs each year. 


Second in importance among the 
cities of Switzerland is Basle, with 
about 125,000 inhabitants, located at 


the Rhine river and at the principal 
point of entrance from the north. Here 
Henry Welty may be regarded as the 
most enterprising and successful office 
appliance dealer, representing the 
Stower typewriter, the Webster sup- 
plies, the Addressograph, the World 
filing system and the Contostyle com 


puting machine More devoted to 
general stationery are Sam Fischer 
and Bauler & Baur. The _ general 


European representation of the “Smith 

Visible” is also located in this city. 
Berne, the capital of Switzerland, is 

importance from a business 
Kaiser & Company are the 


of lesser 
standpoint 


largest stationers and F. Burkhalter 
does a successful business in type- 
writer supplies St. Call is in the 


heart of the embroidery district, the 
seat of a number of American firms 
doing a large export business. The 
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principal office appliance dealers are 
Oscar Rutishauser & Company, Mark- 
walder & Ganz and P. Gimmi & Co. 
All kinds of duplicating devices are 
being sold in Switzerland, partly by 
the typewriter concerns, partly by 
stationers. The Roneo is being rep- 
resented by J. G. Muggli in Zurich 
and the Schapirograph introduced by 


Rudolf Furrer of Zurich. The repre- 
sentation of the German Machine In- 
troduction Company for their “Vic- 


toria’” copying machines is in the 
hands of Steiner & Company of Basle 
For the introduction of their card in- 
dexes, copying machines, etc., August 
Zeiss & Company maintain a branch 
store in Zurich. Schmassmann & 
Company, Zurich, make a specialty of 
office organization. 
The French Section. 

If we turn to the French section of 
Switzerland we must first consider 
Geneva, a city of almost Parisian ap- 
pearance, having several substantial 
houses in the office line. Briquet & 
Fils, L. Blattner-Robert and L. Gom- 
berg to be first considered for the in- 
troduction of new lines. At Lausanne, 
the second largest city of French- 
Switzerland Ch. Krieg & Company, 
A. Hanbach and F. Kaiser are the 
principal dealers and at Neuchatel 
Delachaux & Niestle may be regarded 
as the most suitable concerns for the 
introduction of office specialties. 
Strictly office journals are not being 
published in Switzerland. The 


John Barrett on Southern 


CHN BARRETT, Director of the 
Kureau of International Republics, 


in a recent address at Grand Rap- 
ids, Michigan, pointed out many things 
of a commercial vaiue concerning South 
American republics. Said Mr. Bar- 
FOCE : 

Why was that we neglected 
the countries to the south of us 
when they had a similar philosophy, 
governments modeled upon our own, 
similar religion and ideals and went to 
Europe for our wedding and pleasure 
trips. The southern point of Florida 
is as near to Colombia in South Amer- 
ica as Grand Rapids is to Washing 


ton, and yet people think it is a dis 
tant land. Down there are a score of 
independent republics, with a popula 
tion 70,000,000 people, 9,000,000 
square miles of territory and a foreign 
trade $200,000,000. This trade of 
theirs was two-thirds as much as ours, 
and yet we were in the habit of look 
ing down on these countries as Dago 
lands 

wo-thirds of all the imports of 
these southern republics come from 


Europe 
tle of 
gentina 


Why is it that we get so lit 
the trade of a country like Ar 
which has a climate as tem 


perate as that of our own, is grid- 
ironed with railroads, having Pullman 
cars and trains identical with those 
which make the run from Chicago to 
St. Louis and between other large 
cities. Buenos Ayres has a newspaper 
with the finest plant in the world and 
a circulation of 170,000. They have a 
club which makes the _ millionaires’ 
club of New York look like a cubby 
house. The six million people in this 
republic have more trade than the five 
hundred million of China or Japan and 
they govern their cities well, in spite 
of the fact that we think of them as 
grafters. 
Chili is a country which would 
from the southernmost point ot 
California up through the United 
States and Canada to the center of 
Alaska. The city of Valparaiso is now 
spending $10,000,000 on what ts to be 
the finest harbor on the Pacific coast 
The American should get 
away from the “holier than thou” atti 
tude in dealing with these people. He 
should not go down there and start t 
enumerate the glories of his own coun 
try He should not be patronizing 
He must adapt himself to conditions 
the the coun 


reach 


99 an 
Seller 


| 
and see good there is in 


43 


“Schweizer Zeitschrift fur kaufman- 
nisches Bildungswesen” contains oc- 
casional articles on related subjects. 
It is located at Basle. Of German 
publications the “Schreibmaschinen- 
Zeitung” of Hamburg, and “Organisa- 
tion,” “System” and the “Modern Of- 
fice” are widely read. Of American 
publications “Office Appliances” is 
taken by the leading houses of the of- 
fice supply branch. 

With regard to the duty on high- 
grade office devices, it is without ex- 
ception based upon weight and not 
prohibitive. In order to carry on a 
successful business with the dealers of 
Switzerland a considerable discount 
must be allowed to overcome the cost 
of shipment and to meet selling ex- 
penses, as it is out of the question to 
raise the American retail prices in 
Switzerland, the frank, which is the 
monetary unit, being equivalent to 20 
cents. Shipments are best directed 
via Basle, and for particularly heavy 
shipments the route over Rotterdam 
and Rhine steamships may also be 
taken in consideration. Some Swiss 
firms have their goods sent to St. Lud- 
wig in Alsace, a border town very 
close to Basle, where they are kept in 
bond until the payment of duty is de- 
sired, or from where goods may be 
delivered to the surrounding country 
belonging to Germany, thereby saving 
the duty on the reshipment, Basle be- 
ing the chief source of supplies for the 
upper-Rhine country. 


Republics 


try where he locates, not the bad. In 
conclusion Mr. Barrett told of the 
work of the Bureau of International 
Republics of which he is the director. 
[It consists of a union of 21 American 
republics presided over by the secre- 
tary of state of the United States. 


A REMINGTON VICTORY IN 
SOUTH AFRICA. 





The government buildings in Bloem- 
fontein, the capital of the Orange Riv- 
er Colony, were recently completely 
gutted by fire, the entire typewriter 
equipment of the government of the 
Orange River Colony being destroyed 
in the flames. 

Immediately after the fire, the Con- 
troller of Government Stores placed 
an order for twenty-four typewriters, 
all of them Remingtons, and it is un- 
derstood that hereafter the government 
of the Orange River Colony will use 
Remington typewriters exclusively. 

This is a notable victory for the 
Remington interests in South Africa, 
and serves as another example of the 
progress and enterprise of the Rem- 
ington typewriter interests in Cape 
Town. 
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© THE average typewriter oper 

ator who believes the possibilt- 

ties of typewriter instruction can 
be effectively covered in a _ 40-page 
manual consisting for the most part of 
fac simile pages of typewritten word 
exercises, speed exercises, and the like, 
a 400-page book on typewriter instruc 
tion will no doubt prove a surprise 
Yet this is the accomplishment of an 
enterprising native instructor in a gov- 
ernment school in far off India, and the 
originality, excellent arrangement and 
other good qualities of the volume dem 
onstrate the possibilities in this field 
and incidentally illustrate to what an 
extent the American typewriter has tn 
vaded this progressive country. 

The work is divided into five de 
partments, Introductory, Manipulation 
and Methods, Mechanism, Exercises 
and Miscellaneous. A noticeable qual 
ity of the volume is the detail with 
which it goes into the subject, every 
move of the student being guided by 
very complete insructions as to what 
to do and what to avoid doing in order 
to manipulate the machine with suc 
Included in the contents are 


cess. 

chapters on Correspondence Work, 
Docketing, Envelope Addressing, Tab 
ular Work, Display Work, Verses, 
Manifolding, Stencil Duplicating, 
How to Conduct a _ Typewriting 


Class, Proof Corrections, Commercial 
and Official Letters, and a large 
amount of matter relative to Anglo-In 
dian commercial and official matters. 

To illustrate the manner in which the 
book is written, the following chapter, 
taken from lesson 38 on Manipulation 
and Methods, is given: 


Conducting a Class. 


Pupils must not be made to handle 
the machines and work at them as soon 
as they join the class. Each _ pupil 
should provide himself with a dummy 
key board, which can be had for a few 
Let them first make themselves 


annas. 
familiar with the characters on each 
row. The lesson on the key board ar- 


rangement, the system of correct fin- 
gering and method of touch are then 
explained and the pupils made to prac- 
tice for a few days at home on the 
dummy keyboard in accordance with 
the instructions given. The word exer- 
cises contained in the dummy key- 
board may be employed for home prac- 
tice on it, each word being practiced a 
dozen times. The pupils should begin 
the lesson on spacing (general) before 
they start work on the machine and 
gradually acquire a mastery of the 


AN INDIAN TEAT BOOK 


ON THE 
TYPEWRITER 


rules in all their details when they are 
being taken through the preliminary 
exercises. Let them make themselves 
familiar with the different parts of the 
machine, their names and their 
little by little as they are brought into 


use. 


uses, 


The various uses to which the type 














S. VAIDYANATHA IYER 
writer has been put in the Orient, the 
neat work done, and the profound man- 
ner in which each little detail has been 
described as well as the proper manner 
of handling correspondence shows that 
the education of the student who is go 
ing in for the commercial branches is 
looked after with thoroughness. 

S. Vaidyanatha Aiyar is a native of 
the Tanjore district in Southern India 
and received his education in the gov- 
ernment college at Kumbakonam, a 
well known educational institution in 
southern India. At the age of eighteen 
Mr. Vaidyanatha Aiyar left the college 
after completing his studies leading to 
the B. A. degree and was appointed 
first assistant in a leading high school 
in Rajahmundry in the Godavery dis 
trict, Madras Presidency. Two vears 
later he became head assistant in the 





Commercial High School est shed 
In 1886, which was attached well 
known and famous National llege 
known as Pachaiyappa’s Colleg: Chis 
commercial institution was the first of 
its kind established in Souths [India 
In 1886. On joining the stati this 
school he qualified himself each 
bookkeeping, commercial correspon 
dence, shorthand, banking and other 
technical subjects. 
Government Co-operation. 

Karly in 1895 the government of 
Madras established a school of Com- 
merce at Calicut, Malabar Coast, and 
Mr. Iyer was chosen as chief assistant 
to teach a number of commer sub 
jects, including shorthand. The a oc 
curred to him at this time that it would 
be a desirable thing to acquire a 
knowledge of the new typewriters 
which were being introduced into In 
dia, and not content with mastering 
their ordinary requirements for writing 
he made a special study of the 1 han 
ism of each machine, acquiring time 
a thorough knowledge of the hani 


cal principles of all the leading Ameri 


can makes 

The interest shown in Mr. aid 
yanatha’s work by the Indian govern 
ment is indicative of the co-operation 
of the government officials in commer 
cial education in that progressive coun 
try. Mr. S. Vaidyanatha Iver s been 
offered several positions of importance 
and in 1900 he was elected ap 
pointed secretary to the Municipality 
of Negapatam, a leading trade port in 


the Madras Presidency, and but for the 


timely intervention of the Di r of 
Public Instruction, his chief wl ap 
pointed him to the headmastership of 
the Government School of Commerce 
who encouraged him to contit the 
educational department, his labors in 
behalf of commercial educati yuld 
have terminated abruptly. Under his 
able and expert management the gov 
ernment school of commerce made 
remarkable progress all around in the 
scope and efficiency of business train 
ing imparted in strength and ular 
ity and the staff has been improved by 
the appointment of several onal 
assistants. The institution has become 
so successful that the Honoral Dr 
Bourne, F. R. S., C. I. E., the present 
director of public instructior who 
takes a keen interest in ol ercial 
education has recommended tot ro 
ernment to sanction the nstruction 
of a new building for it it rder to 


meet its growing popularity 


quirements 
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7 ITH the return of prosperous 
W conditions the invasion of 
Europe and_ other foreign 
countries by the American office man- 
ufacturer becomes a pertinent subject 
for consideration and the prospectiv« 
exporter of office appliances will find 
no field more fertile nor ready to yield 
greater returns than the foreign one if 
properly cultivated. The foreign mer- 
chant and manufacturer, while con 
servative, is not obstructive and the 
success of the many prominent firms 
of this country in the office appliance 
and device lines proves that he is open 
to argument and realizes the advan 
tages of modern office devices when 
they are properly placed before him. 
The articles in this number of Office 
Appliances from the various corre- 
spondents in Germany, Sweden, Italy, 
Hungary, Russia, Switzerland, India 
and New Zealand, South America and 
elsewhere, show the favorable pros 
pects for trade in those countries and 
enable the American manufacturer to 
understand what conditions he must 
meet and what competition he must 
encounter in placing his goods on 
these markets. (ood judgment is ab 
solutely necessary if the venture is to 
prove a \ careful study of 
the territory to be canvassed would 
seem to be the first essential in order 
to determine to what extent a device 
can be used, and for this purpose the 
character of the population should be 
ascertained, the class of industries in 
the district to be covered should be 
studied, also the government regula 
tions and prohibitions, and lastly how 
many machines of a similar character 
to his own there are at present on the 
market in the prospective territory 
and with what success they are meet- 
ing 


success 


Methods of Importation. 


ne of the greatest drawbacks at 
the present time appears to be the 
method by which office devices are im 


ported into Europe and other foreign 
countries, entailing the passage of the 
different 


shipment through many 
hands with added expense in_ each 
handling This expense and incon 


venience is of course greatly increased 
when the shipment is made through a 
London agency and reshipped by such 
agency to the continent, as the cost of 
the device has become almost prohibi 
tive after the various freight charges 
sundry commissions and expenses in 
cident to rehandling and shipping from 
the English port to the proper or ulti 







agra is 





SUGGESTIONS ON THE 


FOREIGN FIELD 


By C. A. BERGMAN 


mate destination are reckoned up. 
\dded to this is the loss of time and 
the roundabout method of getting the 
goods to the consumer, which is dis- 
couraging to both manufacturer and 
buyer. Under present conditions there 
are enough “agents’—more _ than 
enough—to assist in increasing the 
cost to the buyer when the shipment 
is made to the nearest European or 
other foreign port, not to speak of the 
additional loss of time and expense re- 
sulting from shipment through Lon 
don agencies. It is the various middle- 
men who eat up the profits on sales 
made to these countries and a method 
must be found for handling this busi- 
ness more directly if a reasonable per 
cent of profit is to be made. 

The European and other foreign 
cities, however, tremendous trafhc ana 
extensive commercial relations offer 
virgin territory and splendid prospects 
for the American manufacturer of of 
fice appliances of all kinds who makes 
an intelligent campaign for the busi 
The typewriter has invaded 
every civilized country and has acted 
as an opening wedge for the other 
labor saving devices which are follow- 
ing in its wake, the adding machine, 
the duplicator, the loose leaf system of 
keeping accounts and a score of other 
inventions conducive to rapid and 
more effective work in office and store. 
Obstacles, it is true, are to be encoun 
tered and their number will be suff- 
cient to make the campaign an inter- 
esting one. 

The merchant in Milan or in Goth 
enburg is as anxious to facilitate his 


ness. 


office work and to cut down his ex- 
penses as is the American merchant, 
but he must be first “shown” and on 


the skill of the man who presents the 
new device and on his energy depend 
Old customs must be rooted 
out, prejudices overcome, and in many 
cases diplomacy must be used in han 
dling government officials and in con 
forming to the laws of the country. 
Especially is this true in introducing 
new systems of accounting such as the 
card index and the loose leaf methods. 
Where government prohibition against 
such systems exists patience must be 
used, as public sentiment and diplom- 
acy will in time abolish restric 
tions, though combined action on the 
part of the manufacturers of such de 
vices might hasten such a result 


success. 


these 


Conditions Now Ripe. 
The people are in a receptive condi 


tion—quick to realize the value of an 










invention which will save them time 
and money and discriminating in favor 
of a better machine or device, even at 
a higher price than that of continental 
manufacture, where superiority in 
quality, workmanship or special fea- 
tures warrant the payment of a higher 
price than is asked for the competing 
article. Before beginning their cam- 
paigns in foreign markets shippers 
would doubtless do well to write to 
the American consuls in such places for 
definite information in regard to the 
field they seek to enter. An unbiased 
opinion as to the prospects and relia- 
ble data will be gladly furnished in 


most cases. Besides the European 
market the American manufacturer 
will do well to study carefully the 


South American and Central American 
field—a territory in which German and 
other foreign manufacturers are now 
reaping a harvest. It is remarkable 
that in spite of its close proximity to 
these countries the United States has 
failed to develop a trade with the Latin 
republics worthy of this great com- 
monwealth. Assurances are given by 
the foreign correspondents that the 
market is there, that the people are 
ready for new devices and appliances, 
but strange to say two-thirds of the 
trade in some of these states is monop- 
olized by Europeans. Some other val- 
uable information is given, especially 
in reference to the packing, custom 
house regulations and other essential 
points which should be carefully 
heeded by the prospective shipper. 
With the completion of the Panama 
canal and the wonderful impetus which 
that giant undertaking will give to the 
commerce of these republics, a splen- 
did trade should be built up with these 
sister republics of ours whose cities 
even now are beginning to rival those 
of our Own country in point of popu- 
lation, beauty of architecture and in 
the adoption of modern methods in of- 
fice and factory. 

Now is the time to begin mission- 
ary work in these foreign fields—in 
Europe, South America and in other 
foreign lands which are in a receptive 
condition for the American office de- 
vice and appliance. Make a start this 
year and increase your efforts in this 
field as you increase your business in 
this country. Results may not come 
instantly, but the foundation is being 
laid for the future and the harvest will 
be a big one when the time for garner- 
ing comes. Get your invention, device 
and wares known—the orders will fol- 
low, to a certainty. 
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AVANA is- not a far cry from 
New York—or rather, para 
doxically speaking, it is and 
it is not. Just a four days’ trip on a 
comfortably appointed liner is all it 
takes you to annihilate the distance 
between the metropolis of the states 
to the Cuban capital, but the journey, 
which begins on the Brooklyn side of 
East river, amid comparatively fami 
liar surroundings, ends beneath a trop 
ical sky, amid a babel of foreign 
tongues, where the ubiquitos cocheros 
fight for the possession of your bag 
gage with bewildering vocal utter 
ances, and customs officials look 
askance at your bulky sample cases 
Once past these necessary evils, with 
the machina or dock behind you, and 
well into the business heart of the 
city, the eye, if not the ear, encounters 
considerable that is familiar, and a 
walk up and down O'Reilly and Obis 
po streets, the two principal retail 
business thoroughfares, will do much 
to reconcile the salesman of office ap 
pliances to his stay, no matter how 
long, in that delightful, though some 
what expensive, city. Shop window 
aisplays of typewriters, adding ma 
chines, office furniture and fixtures of 
every description are in many in 
stances faithful reproductions of those 
seen in any northern city, and can 
not fail to impress the visitor with the 
predominance which American manu 
facturers enjoy in this line of goods 
Strolling along these quaint streets, so 
narrow that the congestion of traffic 
often makes it necessary to forsake the 
sidewalks, one sees on every side the 
familiar names of office devices which 
long usage and wholesale advertising 
have made household bywords in tl! 
north, and let it be said here that the 
latin appreciation of labor-saving ap 
pliances is quite in proportion with the 
ingenuity of the race which invents 
them. 
Don’t Depend Upon Appearances. 
As is also true in many other south 
ern cities, outside appearances should 
not be taken into too serious consid 
eration in making a mental estimate 
of the worth or stability of a business 
house. It is not uncommon to see a 
prosperous concern, enjoying a good 
trade. housed in a building which pre 
the outward appearance of a 


sents 

stable more than anvthing else. Some 
of these old-established houses make 
very good connections for the intro 
duction of a new line, and while it 


takes considerable time to con 


often 








IN LATIN AMERICA 


By CHARLES STANTON 























vince the buyer of the worth of your 
article, once successful in interesting 
them in its and you have them 
forever. 

Another thing which every traveler 
will find out as he comes in 
contact with the Latin-American is the 
fact that it is quite impossible to do 
business with the lightning-like rapid- 
ity which often characterizes business 
transactions in the states. The pro- 
cess of forming friendships is a slow, 
yet necessary, proceeding, and the deal 
which here might be consummated in 


sale 


soon as 
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a couple of hours will there require as 
lhe 
your 


many days and often even more 
compensations are that once 
goods are in they are there to stay 
for as long as you treat your custom- 
ers right and take care 

Havana—lIs Cuba. 

Commercially speaking, 

the last and only word in connection 
with business in Cuba Practically 
all imports of this nature are made 
through that port, and all agencies, to 
be successful, should be established 
centralized there. Not that the 
present a good, 


or them 


Havana is 


and 
interior 
though more limited market, but the 
business in the provincial towns is al 


does not 


most invariably controlled by a head 
office in Havana, and the fact that it 
is the principal port in the island 


makes this the logical method to se- 
cure results 

As a result of the general depression 
which for some time past has been felt 


in many foreign commercial centers, 
business conditions in Cuba for the 
past year have not been at their best, 
and a certain feeling of political un 
rest has tended to heighten this effect 
and restrict the importation of other 
than the most staple merchandise. The 
result of the recent elections on the 
island, however, have had the effect 
of increasing confidence in the stabil 
ity of the Cuban government, and all 
indications point to a resumption of 
the normal business activity of which 
the island is capable. 
In Mexico. 


After your traveling man has spent 


some time in Havana, his thoughts 
will naturally turn toward that other, 


and larger, market which lies so close 
to us. Fortunately for him, Mexico is 
of easy access now, as the same boat 
which takes him to Cuba will carry 
him still farther, to the port of Wera- 
cruz, with the opportunity, if he likes, 
to pay a flying visit to Merida, in 
Yucatan, while the steamer waits in 


the open roadstead at Progreso to dis- 
charge and take on cargo. It is said 
of Merida that it is proportionately the 
richest city in the republic of Mexico, 


due to its exclusive control of the heni 
quan industry. It is certainly one of 


the most beautiful of the larger cities, 


and in spite of its apparent isolation 
is surprisingly up-to-date. 

From Veracruz, a city of nsider 
able commerce and one not to be over 
looked, one passes, in the night if he 
prefers, to la bella capital, Mexico City 


itself, the Mecca of 
man who visits the republi 
parison with the intensely enerv: 
climate of Veracruz, the cool and re 
freshing climate of the City of Mexi 
kind of tonic which induces 


every traveling 


actS aS a 


the salesmen to buckle on his armor 
in earnest and go to work with a ver 
geance, for it is indeed true that her 
as in Havana, the metroy I 


country holds the key to the trad 
the provincial cities 
Nearly everything 
said of business conditions i1 
be repeated with equal trut! 


spect to Mexico Thev are vet mus 


+h + 


alive to the advantages to be derive 
from labor-saving offic: levices of 
every description, and it ws d 
to find any article of merit in this | 

no matter how recent an int itior 
it may be, that is not introd 1 
sold in Mexico almost coin it 

its being placed upon the in 
the states The use of ti vriters 





n 


h 


nN 


has increased in the last few years to 
a marvelous extent, and one may find 
almost every make of machine repre- 
sented in the capital city, either by a 
branch office, general agency, or a live 
dealer. The same is true of adding 
machines, cash registers and the host 
of office inventions born of American 
ingenuity. 

As in Cuba, the business depression 
of recent months has been severely felt 
in Mexico, and the result has been to 
curtail to a certain extent sales in ev 
ery line. The outlook for better times 
is now assuming a brighter aspect and 
the normal volume of business will 
surely return soon, bringing with it a 
sufficient increase to more than make 
up for recent depressions. 

Important Mexican Cities. 

The City of Mexico is by no means 

the whole republic. Within a night’s 
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ride are the cities of Puebla and Guad- 
alajara, approximating 100,000 inhabi- 
tants each, and busy commercial cen- 
ters consuming large quantities of 
American-made goods. Further north, 
between the capital and the Rio 
Grande, lie many smaller cities, some 
of which, as for instance, Monterrey 
and Torreon, have a considerable pop- 
ulation and are hustling towns with 
lots of business. One and all of these 
provincial cities represents an oppor- 
tunity which, if properly taken ad- 
vantage of, means a larger volume of 
sales in your line in Mexico. 

If I were to call attention to any 
particular point of importance in con- 
nection with the building up of an ex- 
port trade with any of the Latin 
American countries, it would have es- 
pecial reference to the advisability of 
the issuance of catalogues, price lists, 

















r “4 HOUGH a small country, Sweden 
is a good field for sellers of up-to- 
date labor saving devices. The 

people are eager buyers of the latest and 
best articles in this line and every device 
possessing merit and adaptable for use 
in the offices of this country is given 
a favorable reception. American 
manufacturers will find a hearty sup 
port through the American consul 
here, who is always willing to assist 
them in getting their wares on the 
local market. 

Gothenburg, a town of 150,000 in 
habitants, is to a large extent Ameri 
canized. It has about 500 typewriters, 
of which the majority are Remingtons 
and Smith Premiers, although the Col 
umbia, Barlock and Underwood take 
high rank. The Remington, which 
until about four years ago was in the 
hands of a Swedish company, has now 
been taken over by an American firm 


which has its main office in Stock 
holm. Until 1903 there were but a 
few Remingtons in Gothenburg, but 


since then the Remington company 
has, by energetic work, introduced a 
considerable number. This company 


has also opened branch in Malmo 
Formerly the Swedish Remington 
compat sold the Roneo copier 
bu latte company has now 
opened its own office. The German 
typewriters, in spite of their cheap 
ness, have obtained but a slight foot 
hold on the local market; buyers seem 


to be suspicious of them. Duplica 


tors are represented from the plain 


Shapiro rr: ph to the more expensiv« 


] } 
Roneo and Gestetner rotary machines 
Xoneo and Gestetner rotary machin 


The Burroughs adding machine is 
popular. The Brunsviga is foremost 
in multiplying machines; this is the 
invention of a Swedish engineer and 
is practically without a rival in its 
field. A copying machine of German 
manufacture which automatically in 
troduces the letters and cuts off the 
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opies has been introduced recently 
[hese machines also may be operate 
by motor power 
‘In the larger offices loose leaf 
ard index systems are in use ( 
board is obtained from America, | 
the heavy duty on the cabinets is so 


47 


etc., in the language of the people 
whose trade you are seeking. This 
advice has been so constantly given 
that it smacks of triteness, yet it is a 
feature so essential and so continu- 
ally disregarded by the would-be ex- 
porter that further repetition seems 
necessary. While there is always a 
certain proportion of foreigners who 
speak and read English, it is unsafe 
to let that small percentage establish 
a rule to go by, as you may miss the 
very man you are looking for to han- 
dle your line on this account. Also 
see that your correspondence with the 
Latin-American is conducted in cor- 
rect Spanish, the purpose of the un- 
derscoring being to differentiate from 
the very poor translations often made 
by “bureaus” and “associations” whose 
scope is supposed to include this serv- 
ice. 


ee 

















oppressive that a factory here which 
was erected to produce this material 
has almost a monopoly. American 
machinery is used in the manufacture 
and an article is produced which ful- 
fils all reasonable demands. 

American and English typewriting 
paper is carried in stock by the prin- 
cipal firms and but little German pa- 
per is sold. A strong national feeling 
in favor of goods of Swedish manu- 
facture has lately developed and 
threatens to stop the importation of 
all foreign typewriter paper except 
that of the finest manufacture. Car- 
bon paper and ribbons are carried in 
stock by typewriter dealers. German 
ink, blue, mucilage and drawing inks 
are used, also liquid erasers, though 
the last named article cannot compete 
with the American product. A good 
trade could be built up for any of the 
other items named if American manu- 
facturers would go after the business 
energetically. 

At present poor communications 
make direct buying from the United 
States difficult. There are, of course, 
numerous steamers to England, Ger- 
many and other European countries, 
but not to Sweden, a condition which 
will, however, soon be remedied by 
the new line of steamers which will 
make direct connections between New 
York and Gothenburg and Stockholm, 
Sweden’s two principal cities. Ameri- 
can shippers should take notice of this. 

Purchases from Germany are often 
made through parcel post, the German 
shippers being careful to match weight 
allowances. 
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Office Supplies in Foreign 


N all parts of the world it is freely 

acknowledged that in the invention, 

designing and manufacturing of of 
fice machinery and office supplies the 
Americans set the pace for all the 
world; in some lines great things have 
already been done by others and un 
doubtedly still greater things will be 
accomplished in the years to come, but 
it is a fact that all the world looks to 
America for the newest, best and most 
useful devices; and it is also an all im 
portant fact that practically all of the 
rest of the world is very ready and 
willing to adopt in their daily work 
the best and most useful machinery 
and devices that America can send to 
them, but it is only reasonable to ex 
pect that they will desire to be as 
sured before taking any of the Ameri 
can goods that they really are what 
they are claimed to be. The fakers and 
schemers have by no means confined 
their efforts to the exploitation of the 
American people; there probably is 
not a single able-bodied scheme in the 
world for performing the delicate op 
eration of separating the people from 
their money without giving an ade 
quate return that has not been worked 
over and over again in the foreign 
territory as well as being used for 
home consumption, and it is not at all 
surprising that the customer, either 
domestic or foreign, desires to exam 
ine the goods and _ investigate the 
claims before adopting any new propo- 
sitions that may be submitted to him 

The Opportunity Offered. 

No American manufacturer with cd: 
sirable and reliable goods that are 
suitable for use in foreign territory 
should neglect the opportunity to es 
tablish an export business; and the 
proper time to establish an export 
business is when business at home is 


good and when it seems as though 
it was a little more than can 
possibly be done to take’ care 
of the domestic demands; noth 
ing that canbe done is any more 
certainly “casting thy bread upon the 


waters,” and no casting can ever be 
any more certain of a_ rich return 
which, some day when at home we 
are going through the trials of a finan 
cial panic or depression, may mean 
the difference between living through 
or going down in ruin and defeat 
While difficulties ia one part of the 
world affect to some extent all of the 
world, nevertheless it is never hard 
times in all of the world and undoubt 
edly there are a great many business 
houses in America who have been able 
to keep their factories running and 
their people employed during the last 
fifteen months on account of the for 


The Extent to Which American De- 
vices Are Regarded Abroad and 
Their Place in the World’s 
Business. 


By A. T. Williams. 
they had carefully 


eign trade that 
€Xis- 


nursed into a healthy 
tence during the busy years preceding 
when, perhaps, it was a hardship to 
give it the time, care and attention 
that it required and also when, possi- 
bly, it was difficult to spare the goods 
from the American market td take 
care of the foreign trade. It is quite 
within the range of possibility that a 
number of firms might be found in the 
country who are doing business today 
and have the expectation before them 


state of 


of a number of vears of the most 
splendid business growth that our 
country has ever seen where but for 
their export trade they would have 
been forced to the wall and the pres 
ent splendil prospects would have 





WILLIAMS 
been closed to them. The house that 
is in a position to build up a foreign 
trade and neglects to do so is as fool- 
ish as the sailor who would go to sea 
without an anchor; he might sail for 
a lifetime and never require it and in 
an hour the lack of it might mean the 
loss of everything 

In office machinery, 
supplies it is almost certain that if a 
thing is useful and desirable at home 
it will be equally so in most or all of 
the foreign territory, and it is the 
greatest mistake that can be made to 
think that such a thing is all right for 
America but too much up-to-date, or 
expensive for the rest of the world 


devices and 





Territory 


\merica is progressive and Americans 
are the leaders in some departments of 
the worlds’ work, but there are just as 
energetic and progressive people in a 
great many other parts of the world 
as can ever be found at home and they 
are just as anxious to have the latest 
and best things and to use the most 
progressive methods as any of our 
own people, and they have the capital 
them to Billions of 


do SO) 


to enable 


dollars that the nations of the world 
formerly wasted in wars with each 
other are now available for the put 


poses of the interchange of goods to 
the mutual benefit of all concerned 
An Example of Opportunity. 
The typewriter is an excellent ex- 
ample of the possibilities and advan 
tages of a proper working of the for 
eign field. The working up of a for 
eign business was commenced almost 
as soon as we had a fairly satisfactory 
machine to offer; the introduction of 
the machine into foreign territory has 
been followed up along the same lines 
and with the same care that has been 
given to taking care of the domesti 
trade; special arrangements of the 
keyboards, special.sizes of machines, 


special characters and special ma 
chines, even to making the machine 
work backwards, have been produced 


manutacturer as he 


conditions 


such 


by the American 
has seen from a study of 
that there was a demand _ for 
things and the success of the business 
was assured from the start just be 
cause the needs of the customers wer« 


studied, understood and take care of 
Had an attempt been made to force 
the foreigner to take the American 
typewriter without modifications te 
suit the local requirements the ex 
port business in typewriters would 
have drifted along, small in volume 


unprofitable to the manufacturer, and 
unsatisfactory to everybody \s it 1s 
the export business in typewriters 
from America doubles itself in every 
four or five years and it now amounts 
to considerably more than half a mil 
lion dollars every month and the only 
thing that could possibly keep it from 
crossing the million dollar per mont! 
mark inside of three years would b« 
the unthinkable folly of the American 
manufacturers turning about and un 
doing the splendid work they have al 
readv done in the foreign field 

There is, of course, among the pooret 
classes in the foreign field a large de 
mand for a typewriter at less than the 
price of the standard machines and 
this is supplied by the manufacturers 
of the medium grade machines and by 
second-hand dealers, but it 1s 


the 
that among the better 


equally true 
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class of business people the demand 
for the best is more insistent than in 
the home market and this trade will 
not be satisfied with any thing but thi 
best and they are entirely willing to 
pay the price, generally increased 
more or less over the American prices 
by duties, etc., in order to secure the 
best that can be had; but they must 
be convinced that they are getting 
what they are paying for. And just 


at this point is where a great many 
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\mericans make a_ serious mistake 
the fact that an article is known to 
everybody in America, that it is ad- 
vertised in every paper and magazine 
in the country, that its Trade-Mark is 
recognized at sight irom Maine to 
California, and that it every year more 
than doubles the sales of all its com 
petitors amounts to absolutely nothing 
when it comes to enter a foreign mat 
ket; there it must stand or fall upon 
the reputation it can establish for it 


self in that particular feld, and about 
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the only help that can be had from 
the American success is the experience 
the management of the enterprise can 
bring to the foreign field and which 
ought to assist them greatly in con- 
quering the new problems that they 
must face. 

The market is ready and waiting 
for us; we have the goods to supply 
it; and the only thing we have to do 
is to go after it as earnestly and intel- 
ligently as we would for the domestic 
trade, and with a little more patience. 


The German Market 


N DER German markets I under- 
| | stand not.only those confined to 

the boundaries of the German 
Empire but also those of the adjoining 
countries, in which the German lan 
guage is spoken especially Austria, 
Hungary and Switzerland and to a 
certain extent parts of Russia, Scan 
dinavia and Holland. <A_ population 
aggregating at least 150,000,000 people 
directly tributary to German industry 
and German enterprise, perhaps the 
most progressive of the European con 
tinent where modern business and 
modern office methods are most appre- 
ciated and modern office appliances are 
extensively used and most readily in 
vestigated and accepted. These mark 
ets, so far as office devices are con 
cerned, are now divided between the 
manufacturers and producers of the 
United States and Germany, with this 
distinction, that the German manufac 
turers, both on account of their near 
ness and on account of patriotic influ 
ences are evincing a vigorous competi 
tive spirit which has led American 
manufacturers in some lines to with 
draw entirely or to adapt themselves 


to existing conditions by reducing 
prices and meeting the home competi 


tion 
The International Level. 

\n article furnished by me to your 
July number of last year in which I 
caNed attention to the fact that Ger 
man machines are largely patterned 
after American models has been mad 
the basis of abuse on the part of cer 
tain ultra-patriotic circles and I have 
even been declared by these to be an 
enemy of German industry. Nothing, 
however, was further from my mind 
than t h an impression. | 
have been stating facts simply and im 
partially and I am standing perfectly 
and impartially on the international or 
cosmopolitan level appreciating and 
admiring the wonderful development 
of German industries everywhere and 
having not the remotest desire to hin 
der or retard this development. I con 


sider it the poorest kind of patriotism 


convey su 


about one « own or to rut 


By Henry Goldman. 


down anybody's else country and espe 
cially in business would this be foolish, 
as talking does not change matters 
very much and a man’s patriotism gen 
erally begins and ends with the pock 


et-book where business matters are 


concerned. | have met very few 
Americans who would purchase an 
\merican article equal in quality to an 
imported one but more expensive and 
the Germans who allow themselves to 
be fined through their patriotism are 


equally scarce. It is all a question of 
dollars and cents and of mark and 
phennig. Che talk against American 


machines in Germany is also only a 
secondary matter in deciding the pur 
chase of a typewriter, the crucial point 
being the purchase of the best machine 
for the least money. During the last 
six months no new machines have been 
placed on the German market, but ex 
isting machines have been improved 
and new models have made their ap 
pearance. \ new German machine 
spoken of is that of the civil engineer 


| 


\Mohn’s of Chemnitz, the constructor 
of the Continental machine, but up to 
the present time this machine has not 
gone beyond the experimental stag: 
[t no doubt is similar to the machines 
which seem to have the lead in this 
country and are generally described as 
the Underwood pattern. Another small 
machine is the Mindmex, which is 
about ready for introduction 
Various Appliances. 
In copying machines Germany has 
gained an important position and these 


are now enjoying a ready sale Per 
haps the first place is occupied by the 
Vi Machine In 


‘toria of the German 
troduction Company, a rather neutral 
translation of a long and good nam¢ 
Fhis machine is furnished to run with 
or without electric power Che Amer 
‘an patents are for sale, as the tariff 
ow imposed on such machines does 
not permit the profitable introduction 
of German machines int 


Besides this 


\merican 
markets nachine tne 
machines of Soennecken, Post. Zeiss 
Krandt and several others are desery 


of honorable mention It is re 


markable that German factories should 
attain a leading position in this line in 
view of the opposition to the loose leaf 
idea found in the German laws. 

This brings me to the consideration 
of loose leaf systems. During the last 
year a number of new concerns have 
entered the field, or rather, established 
firms have added this line either by 
purchasing American rights or by tak- 
ing up independent inventions. The 
large German blank book firm of 
Konig & Ebhardt of Hannover is a 
leader in this line. 

(Other manufacturers are Soennec- 
ken of Bonn, Lauser of Stuttgart, 
fortschritt of Faliburg and Schmidt- 
mann of Barmen. These firms are 
pushing the sale of loose leaf devices 
with considerable zeal. Hand in hand 
with these go the card index systems 
which have been especially adapted for 
ledger work, some with very ingenious 
improvements preventing the removal 
of a card without its being noticed, 
etc., for the German merchant is very 
particular and great prejudice must be 
overcome before any plan would be 
adopted which would open the way for 
negligence or fraud. 

\mericans still occupy the office 
furniture and fixture field, so far as the 
best grades are concerned, but in the 
cheaper lines large German concerns 
have taken up the manufacturing of 
this product and are producing furni- 
ture which satisfies the German de- 
mand and German taste. Office fur- 
niture in Germany is a very expensive 
article compared with our American 
prices, this being due in part to the 
cost of shipping, the duty, etc. The 
largest importers receive the furniture 
in knock-down condition and build it 
up again and finish it in special facto- 
es arranged for this purpose. In mi- 
nor office devices Germany produces 
a large number and variety, from the 
plainest to the most artistic designs— 
inkwells, rulers, paperweights, filing 
devices of all kinds, blotters, etc., 
many of which, particularly those of 
artistic design, find their way into 
\merican offices, through the large 
importing firms dealing in these lines. 








OW best to reach the foreign 

buyer is the first problem that 

confronts the manufacturer 
seeking export business. The success- 
ful methods may be counted on the 
fingers of one hand. Plans that are 
not modifications or combinations of 
the following should be thoroughly 
investigated before any money is spent 
on them. 

Various Selling Methods. 

(1) Traveling Salesmen—This is 
the most effective of all selling meth- 
ods, but good export salesmen are 
rare in America, and the supply is be- 
ing trained very slowly. Germany and 
England send out fully 1,000, and 
France, Austria, and even little Bel- 
gium, at least 100 to every ten in be 
half of the United States. The draw- 
backs to employing export salesmen 
are that capable men are very costly, 
they can cover only a limited territory, 
and results are slow. 

(2) Foreign Branch Offices—Man- 
ufacturers whose line warrants the 
initial expenditure have found it profit- 
able to open branch establishments in 
the business centers of their principal 
foreign markets. These are usually in 
charge of Americans, and the number 
of such establishments in London, 
Paris, Berlin and other European capi- 
tals is rapidly increasing. 

(3) Foreign Agencies—The 
of the direct export business of the 
average manufacturer is secured and 
handled through foreign firms to 
which an exclusive agency for a city, 
district or country has been’ granted. 
Being natives of the country in which 
they operate, these agencies can often 
represent the manufacturer more effec- 
tively than his own salesmen or branch 
office managers could do. They un 
derstand the customs of the country 
as no foreigner ever can, are a part 
of its social life, and on terms of per- 
sonal intimacy with their customers. 
Abroad, these factors count for more 
than they do here. Many of the ex 
porters of Hamburg and other Ger- 
man trade centers have for many years 
been sending out promising young 
men to become apprentices in the 
stores of their foreign clients. ‘These 
are expected to make the country to 
which they are sent their permanent 
home, to marry there, and eventually 
to establish trading houses of their 
own, which will naturally purchase 
largely in the fatherland. Agencies 
with German proprietors and native 
employees, whose origin is due to this 
far-sighted policy, are now to be met 
with in nearly every trade center of 
the world; and the extent to which 


bulk 


they have contributed to the enormous 
expansion of Germany’s export trade 
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Technique of Foreign Trade. 


calcu- 


in recent years can hardly be 
lated. 

(4) Advertising—This is practical- 
ly the only method for reaching the 
foreign buyer direct at relatively small 
expense, and it has been the means by 


which nearly every American manu- 
facturer now exporting on a_ large 
scale made his first beginning. A few 


houses have occasionally advertised in 
foreign class-publications with benefit, 
but the great majority employ one or 
all of the export journals published in 
the United States. 

(5) Cireularizing and Direct Cor- 
respondence—Excellent results have 
been obtained by the intelligent appli- 
cation of this method in cases where 
reliable of actual. buyers have 
been available. Most of the so-called 
“export lists” prove not to be worth 
the postage expended on them. The 
lists that prove to be really worth 
while are those built up slowly and 
carefully by each manufacturer in his 
own export department. 

These methods have for their object 
the securing of orders from foreign 
buyers direct. As a matter of fact, 
very considerably more than half of 
the export trade of the United States 
comes through the export commission 
houses and export merchants. In so 
far as these are agents of foreign buv- 
ers, they have little or no option as to 
what particular mark or make they 
shall buy. These points are settled by 
their foreign clients, who specify the 
exact goods which they desire. To a 
steadily increasing extent, however, 
the great export trading houses are 
carrying on their business simply as 
merchants, buying and selling on their 
own account and not at the dictation 
of foreign principals. 

Plain Facts to Deal With. 

The foundation-stone of foreign 
trade is the export catalog and price- 
list. Most manufacturers find a com- 
plete Spanish catalog essential to their 
success abroad, and many issue con- 
densed booklets in other languages. 
Accuracy of translation is of prime im- 
portance, and too much care cannot 
be taken in the selection of a transla- 
tor. A badly translated catalog is like- 
ly to result in a total loss, not only of 
the cost of printing and postage, but 
of the money expended in securing the 
inquiry in reply to which the catalog 
is sent out. The manufacturer should 
also be slow to discharge a translator 
when once engaged. Criticism of 
translations is the very common trick 
of certain unscrupulous translators in 
soliciting employment. 

The export catalog need not be a 
translation of the entire domestic cata- 
log. Only those lines that can be suc- 
cessfully pushed for export should be 


lists 





included. If the line is machinery, all 
that the foreign buyer desires to know 
is what the machine can do. Techni- 
cal descriptions of gears, cams, bush- 
ings, etc., are a waste of space and ink, 
and may even prevent a trial order by 
creating the impression that the ma- 
chine is too complicated. The export 
catalog should also invariably contain 


the exact weight and dimensions of 
every article as packed for export, 
cable address and cable code, illus 


trated and numbered list of parts, and 
any other special information useful 
to the foreign buyer. 

The price-list should be translated 
into the language of the buyer to 
which it is sent, whenever this is pos- 
sible, and quotations should be in the 
money-standard most familiar to him. 
The American system of discounts 
should be entirely abandoned when it 
comes to the export price list. In the 
domestic trade these are sometimes 
masterpieces of intricacy, often com- 


prising half-a-dozen’ separate dis- 
counts, of which the largest buyers 
receive all, others five, four, or three 
and so on. To make matters worse, 
discounts are frequently quoted in 
fractions—one sheet giving 62%, 16%, 
12%, 10, 10, 5, 5, and 2% off the list 
price. These discounts differ as be- 
tween the different trades, as between 
different manufacturers in the same 
trade, and as between different arti- 
cles in each manufacturer’s catalog; 


while new discount sheets cancelling 
the old prices entirely are issued at 
frequent intervals. All this is hope- 
lessly confusing to the foreign buyer, 
and may prevent his sending a direct 
order. The English and German ex- 
porting houses rarely have more than 
American ex- 
attend to 


two discounts. 
firms 


one or 


porting commission 
this detail for their foreign clients. 
usually securing all discounts, includ- 


ing that for cash—in itself an import- 
ant reason why so large a part of the 
export trade reaches the manufacturer 
through them. 

The collection of credit accounts dif- 
way from the collection of 
cash orders, so far as the mechanism of 
the banks is concerned, The granting 
of credit with intelligence and discretion 
is another matter. Here, again, condi 
tions have changed enormously during 
the last ten years. At present a single 
\merican credit-reporting agency has 
its own offices, with American sub-man 
agers, in sixty-seven foreign commercial 
centers, while banks in all parts of the 
country are making a careful study of 
foreign credit conditions and supplying 
themselves with local correspondents in 
every district to which the business of 
their clients may extend. 


fers in no 
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Trading Cooperation 


T HE consul general of the Unites 
States at Boma in the Congo 
Free State tells American maiv 

facturers how they must go about it to 

get a share of the trade of that region. It 

is not of great moment now, the im- 

ports amounting to only $4,000,000 a 

year, but the volume will swell as the 

20,000,000 blacks of the Congo acquire 

new wants and the means of gratify 

ing them - 
The manufacturers are advised that 
the only practical course for them to 
pursue is to organize an American 
trading company with a_ central dis- 
tributing warehouse at Leopoldville 
and stores in favorable localities. It 
should have its own steamboat line on 
the upper river. It should have em 
ployes who are familiar with the coun- 
try and the ways of the natives and 
can speak their tongues. First of all, 
however, a practical business man 
should spend about a year in making 

a thorough study of the lay of the land 

and working out a sound plan of oper 

ations 


An Opportunity for Enterprise. 

Here is an opportunity for Ameri- 
can manufacturers to display their en- 
terprise. A new market invites them 
which they cannot break into with 
catalogues. They might sénd one to 
every native of the Congo without sell- 


ing a dollar’s worth of merchandise. 
They cannot expect the German, 
French, or Belgian trading companies 


to push American goods. They prefer 
to handle those of domestic manufac 
ture. Nothing can be done by sending 
a salesman with samples. The trading 
methods of other countries will have 
to be copied to accomplish anything 
of value. 

It is plain that the average manufac- 
turer cannot by his individual exer- 
tions make a lodgment in a market 
such as that of the Congo. But there 
and elsewhere co-operative effort may 
be fruitful of results. It would be a 
new departure for American manufac 
turers, but they ought not to. shrink 
from it. One after another of them is 
learning that the home market is too 
restricted, and that the highest meas 
ure of industrial success can be ob- 
tained only by an invasion of foreign 
markets. It is to be hoped that the 
trading company suggested by _ the 
consul general will be organized so 
that “darkest Africa’ may have an op- 
American 


portunity to array itself in 
cotton goods and to buy other cheap 
and good American manufactures. 


The fact that the Congo Free State 
has imports amounting only to $4, 
a year is more consequential 
face of 


OOO OOO 


than appear on the 


How Manufacturers May Aid Their 
Foreign Business. 


things. The essential proposition is 
that the people of that section cannot 
be reached by catalogs or by the trav- 
eler. In other words, it would be fool 
hardy to send 25,000 catalogs to that 
people and equally as foolish to dis- 
patch traveling men thither, when the 
conditions do not warrant either. 

But now the thought is advanced 
that by centralizing a point of distrib- 
ution, with auxiliary stores here and 
there, both obstacles presented above 
may be removed to a very large extent 
and trade secured—a market made, if 
you please, where now there seems lit 
tle chance for the Amreican manufac 
turer. 

This proposition for securing trade 
in Congo does not mean at all that a 
manufacturer must be large enough, 
financially, to do all this himself. At 
this point, occurs the prime one. Why 
could not a number of manufacturers 
get together and establish a_ central 


store with sub-stores at favorable 
points? For that matter, what is to 
prevent any manufacturer from hav- 


ing his own store, even if only one 
It is not meant, it is 


stores are 


a central store? 
assumed, that a 
necessary before the plan will succeed. 
Rather, the inference is that the only 
way to interest the people of the Con 
go State is to have the real thing on 
the ground handy and ready for use. 


Seen Other Methods. 

Catalogs manifestly are not the 
thing for that country. Neither are 
salesmen; for the one is practically 
the same as the other—so far as re 
sults are concerned. 

The Consul General at Bombay un 
doubtedly has seen the Kght so far as 
his own country is concerned; that is, 
he has come to a full realization that 
if the American manufacturer is to do 
anything there he must seek other 
means or methods than the ones now 
in vogue. In fact, there are no meth 
ods in practice there for getting trade 
from what England and Ger 
many have instituted in a most hap 
hazard way. So it seems to be up to 
the American producer to open up the 
country and in such a way as not to 
leave any doubt as to practical 
plishment. 

The same things appears 
of other countries besides the 
Free State. Egypt is almost in as bad 


series of 


aside 


accom 


» be true 
Congo 
a shape as other when it comes to 
making a market or in opening one up 
\ central depot at Cairo would ob 
viate manv of the difficulties encoun 


tered in making a market for Ameri 


51 
can office devices. It is common 
knowledge that business houses of 


Cairo will not listen to a traveler or 
representative for American loose leaf 
goods. But if there were a co-operative 
plan in operation there it would no 
doubt open up avenues of trade that 
now seem impossible of opening. 


American office specialties perhaps 
occupy a different position from other 
manufactured goods. They are not 
spoken of abroad as a staple and there- 
fore are considered as not necessary. 
But if that were the only difficulty it 
would not be so hard. In any event, 
it is up to the American manufacturer 
of office devices to literally make the 
market—get going. If catalogs or 
salesmen will not accomplish the de- 
sired result, why not establish depots 
in conjunction with other rhanufactur- 
ers and gradually and carefully edu. 
cate those people abroad to the new 
things in office use. 


The consul general has opened up 
a very nice question and one which 
the manufacturer will no doubt con- 
sider to his advantage. If he knows 
what he is talking about, and there 
is no reason to suppose the contrary, 
he has invited a proposition that looks 
feasible enough on the face and quite 
possible of accomplishment. 

Getting in touch with any foreign 
market is slow enough at best, but 
trade co-operation seems the _ best 
means now at hand—at least, for some 
countries. 

The various articles in this number 
of Office Appliances point out specifical- 
ly the need for manufacturers doing 
away with the plan of not selling direct 
to the small sub-agent, 

Undoubtedly the foreign office spe- 
cialty man who has invested large sums 
of money in establishing his general 
agency, realizes the inability of buying 
from the home office on short notice. 
His stock may be low and to replenish it 
quickly means much to him. 


It would seem, therefore, that in order 
to solve this problem, the manufacturer 
must formulate a plan the basis of which 
would be to bring the general agency 
and the sub-agent together so that both 
would be enabled to facilitate their 
wants. 

Traveling co-operation is one way of 
aiding in the solution of the difficulty. 
It might be quite feasible to have a gen- 
eral store as mentioned, This would not 
harm any and might do a world of good. 

\nyway, it is figured there should be 
more co-operation between the manufac- 
turer and his agent abroad—not that 
they do not work in harmony, but that 
the plan of operation as now practiced 
does not do its best for both. 
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HOW TO HANDLE FOREIGN BUSINESS 


Extracts from the Series “Elementary Lessons in Exporting’’ in 


By B. OLNEY HOUGH 


“American Exporter”’ 





ILE deatils involved in making 

foreign shipments may seem at 

first blush rather complicated, 
but they ought to be thoroughly un- 
derstood by manufacturers, no matter 
if located in interior towns, or if for- 
eign shipments are handled by New 
York agents of one sort or another. 
As a matter of fact a New York agent 
is a very desirable adjunct to the ex 
business of any manufacturer 


port 
trade has been fairly 


whose foreign 
well established, and gives promise of 
growing to considerable proportions. 
In the absence of a New York agent, 
however, the details connected with 
foreign shipments can be cared for in 
behalf of the out of town manufac 
turer in a number of different ways. 
It should be understood, however, that 
but very few steamship companies un- 
dertake to attend to the numerous de 
tails involved in behalf of shippers 
over their lines. The various formalli- 
ties must be attended to by others be- 
fore steamship lines, as a rule, under 
take to sign bills of lading. When 
gods are shipped through export com- 
mission houses, the latter of course at 
tend to all of the details necessary, 
and in this respect, as in the execution 
of orders received from them, the man- 
ufacturer has nothing whatever to do 
except adhere strictly to instructions 
sent him by the export house. If gt ods 
are to be shipped direct from the in- 
terior factory to foreign customers, 
then the necessary formalities in New 
York may be attended to by forward- 
ing agents, some trucking companies 
who make a specialty of foreign busi- 
the ordinary New York 
agents of the factory even if such 
agents have no connection with the 
factory’s export business. 


ness, or by 


The First Requirement. 


The first requirement of the inland 
manufacturer is the dispatch to New 
York of the original railway bill of 
lading. It is necessary for his agent 
or for whoever is to ship the goods 
abroad to be in possession of this 
document in order to obtain delivery 
of the goods from the receiving rail 
way, or to locate the goods and iden 
tify them. It is almost invariably pre- 
ferable that inland freight’ from fac- 
tory to New York can be prepaid, no 
matter if such freight is for the ac- 
count of the consignee and is to be 
charged on invoices. Prepayment of 
inland freight avoids an immense 


amount of delay and red tape in New 
Together with the railway bill 


York 


of lading invoices should be sent to 
those in New York who are intrusted 
with the shipment of the goods for the 
purpose of putting such persons in 
possession of all the facts necessary 
regarding the goods, quantities, prices 
and values, etc. It is now pretty gen- 
erally understood that carload ship- 
ments for export are entitled to free 
lighterage within the usual lighterage 
limits in New York harbor alongside 
of outgoing ocean steamship. Simi- 
larly, according to the latest decision 
on the subject, it is now possible to 
make up a carload shipment of several 
different lots of goods for different 
consignees, obtaining carload rate of 
inland freight for each split shipment, 
and the practice of the railways at 
present is to allow one free lighterage 
delivery from such a mixed carload, 
charging a small amount per hundred 
pounds (or a minimum charge of $1) 
on each split lighterage delivery from 
a mixed carload no matter for what 
ships such deliveries are required. The 
economy to be found in combining 
carload shipments for export is there- 
fore self evident. In case export freight 
is not shipped in carload lots it is 
usually found more economical to 
transfer such freight from arriving 
railway station to outgoing steamer 
by truck. Almost any trucking com- 
pany in New York of any importance 
is fairly familiar with export freight 
and there are several companies in the 
city who make a specialty of handling 
such freight. Manufacturers who have 
quantities of foreign freight, or 


large 
a x ” rd 


have shipments to make with 
deal of regularity, sometimes find it 
possible to make an annual contract 
with some of these trucking com- 
panies to cart their export goods at 
certain specified rates per hundred 
pounds or per ton. However, it is 
rather difficult to make a general con- 
tract in most cases owing to the fact 
that cartages are frequently involved 
to far away piers in Brooklyn or Jer 
sey City, and the question of a mini- 
mum load for a special steamer must 
always be taken into consideration. It 
would seem, however, altogether pos- 
sible for most manufacturers who have 
had an experience of a year or two in 
export business to be able to negotiate 
on a more or less definite basis with 
trucking companies, enabling them to 
figure exactly on the cost of this item. 
\s has already been noted in earlier 
papers in this series, the term “f. 0. b 
New York” is usually 


understood by 
foreign buvers to mean free on hoard 


vessel, and not merely freight paid to 
New York. The quotation prices 
by a manufacturer to include not only 
inlaid freight but also cartage or light 


erage alongside of steamer is far more 
satisfactory to foreign customers tl 
any*figures leaving such charges open 
to indefinite estimate or guesswor] 


Additional Steps. 


+h 
i 


In making arrangements i 
ocean transport of freight, after secur 
ing competing quotations on speci 
fic quantity and shipment involved, 


? 


and engaging space, it is necessary in 
most cases to apply to the steamship 
agents tor a Shipping Permit his 
locument ordinarily specifies the 
quantity of goods to be 
name of the steamer, and the days on 
which the freight must be delivered to 
the steamship pier. It is necessary to 


shipped, the 


comply with the provisions of this 
Permit, as otherwise the freight will 
very likely be refused. If the Permit 


is for delivery on Wednesday and 
Thursday, and if the goods are ten 


dered on Friday the chances are that 
the dock clerk will refuse to receive 
them, at least unless special arrange 
ments have meanwhile been made with 
the main office allowing an extension 
of time in particular regard to the 


11 


goods in question. It is custo 


hand the Shipping Permit the 
truckman who takes the goods he 
pier unless the Permit covers a com 
bination of shipments from different 
sources, in which case the document is 
usually sent in advance to be filed by 


the receiving clerk on the pier, and the 


truckman who carries a specific lot of 


goods is simply notified that the Ship- 
ping Permit is on file, and eport 
of the fact to the receiving clerk is all 
that is needed. 

Unless the manufacturer who has 
not his own New York organization 


ships all of his foreign goods through 
forwarding agencies, then it is 
tial, if he is doing a foreign business of 


any extent or of general iracter 
that he has someone in New York to 
attend to his foreign shipments in his 
behalf This is one argument for the 
establishment in New York of an out 
of town manufacturer's fice 
Such an office, even if devoted prin 

rilv to the cultivation of 3% York 
business, or of Eastern business. can 
easily combine with that w i] 
tivation of trade with export mis 
sion houses in New York ! itten 
tion to the dispatch of th ifac 


turers foreign shipments 
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INSOUTH AMERICA 


By ENRIQUE B. SWINDEN 





(ONDITIONS in — the South 
§ \merican republics are entirely 
different from those met with 
in the United States or in Europe 
The towns are smaller, the large cities 
are but few in number and climatic 


and political conditions act to some 


extent to prevent that flourishing con 
dition of commerce which is found in 
the European and American states. 
Despite this fact. the modern office 


found its way to the re 
country and 
notwithstanding revolutions, torrid 
climes and indifference or obstruction 
part of some elements of the 
population, it has gained a firm foot 
hold here and with advancing civiliza 
tion will 
fulness and the scope of its users. The 
conditions as found in Uruguay are 
similar to those prevailing in many 
other South American states and the 
\merican shipper would do well to 
carefully what situations he has 


device has 


motest districts of this 


on the 


continue to increase its use 


note 
to meet and what difficulties to over 
before his product 1s ready for 
\merican 
respondent outlines conditions as they 


\lontevideo, 


come 
the South market. Our cor 
exist at Uruguay and 
these conditions may be paralleled in 


manv of the other South American 


and Central American cities. 

The Blickensderfer, Underwood, 
Oliver, Hammond, Wellington and 
rs have their agen 


Monarch typewrite 


cies here in charge of competent rep 
resentatives, and there are also se\ 
eral German machines in the market 
[he typewriter is being introduced 
more and more into local offices and 
each sale brings a new enthusiast into 
the field and increases the chances for 
future There is a good field also 
for typewriter accessories. 

No attempt has been made to intro 
duce adding machines here and in any 
event the market would not be a very 
a few, probably twenty 


sales. 


extensive one, 


twenty-five, could be sold. A heavy 
duty—4o per cent—is levied against 
these machines and this would have 


to be considered as well as other ex 


penses incidental to their introduction 


before they could be shipped here 
There is no agency here at present 
To the best of my knowledge three 
addressing machines are in use here 


sold if the 


canvassed 


more could he 
pre yperly 


and a few 


market were 


There is no agency for them here 
at the present time Chere 1s a 
good open market here tor cash 
registers, the only machine now 


on the local market of this charactet 
being the National. 

No attempt has been made to intro 
duce loose leaf systems here, though 
the field is 
doubtless 


a promising one and would 
vield excellent results if 
properly cultivated. Owing to the 
heavv duty levied on all printed mat 


ter, and the necessity that all printing 


shall be in Spanish, no printing could 
be placed on such books, and it would 
be necessary to do all such printing 
here. One of the drawbacks hereto- 
fore to the successful introduction of 
American office devices has been the 
slipshod manner in which such ma- 
chines have been packed for shipment. 
lhe trouble is not with the outer case, 
as American manufacturers are apt to 
believe, but in the manner in which 
the articles placed or ballasted ifi the 
interior—the loose manner of anchor- 


ing them allowing them to shift 
around in the cases. This is what 
smashes the articles when handled 


aboard ships and in ports. As an ex- 
ample of this I may state that 90 per 
cent of the American roll top desks 
shipped here arrive with the inner or 
pigeon hole construction broken and 
loose, owing to the fact that but a few 
screws keep that section fastened to 
the sides of the desk. 

The ignoring of shipping instruc- 
tions is at the present time the great- 
est obstacle to the successful develop- 
ment of American trade here. This 
neglect involves the buyer in serious 
custom house troubles, often results in 
the loss of the shipment and some- 
times causes the payment of heavy 
fines or duties, which when added to 
the cost of the article make the price 
prohibitive. .The lowest duty paid 
here is 40 per cent. 


Sydney, New South Wales. 


YPEWRITERS of all makes are 
just now having a strong and 
well sustained trade and all of the 
local agents report a boom condition in 
the local market. Mr. Lingham, of the 


Lingham Importing Company, has been 


adding sale after sale to his record of 
monthly sales of the Fox, Oliver and 


Stott & Hoare, the 
gency, inform me. that 


Sun, while Messrs 


Reminegt 


ag 


they innot get their shipments of 
that machine to hand fast enough 
Certainly this will be the case when 
the ne Visible Remington with all 


recent improvements reaches 

this ark 
The loose leaf idea is also becoming 
popular largely owing to the efforts 


ot Messrs. Leroy. racy and Dineen 


the pioneers of the system, the first 


named having introduced the Razall 


and the latter the Tengwall, since su 
pe rseded bv those of his own design 
\ir. Dineen, seeing a larger field for 
his efforts in the United 
recently forwarded two new 
to be patented there, so that probably 
publishing th 
them in your patent news betore long 
He 1s 


()f the two designs already 


States. has 


aqaesigns 


vou will be tracings of 


ledge I 


designing another 
sent One 


now 


almost a1 
] 


vill hold from one leaf to 


number, and the other will hold fron 


a given number to its full capacity, as 


is usual 


oT the 


with vour American ledgers 


success of the 


idea two of the old establishe 


Seeing the pioneers 


houses have also taken up the system 


1 
? 


a specialist to run it properly it 
aa} 7 


yut as their loose leaf system require 


‘ ‘ ; 1 
doubtful if it will ever have a large 
’ ’ 1] trat } 
measure of success lo illustrate how 
the loose leaf svstem has met wit! 
local approval it may he entironed 


that though there were only two firms 
handling the system five years ago 
throughout the whole of Australia, 
there are now perhaps a dozen, four 
if them being in New Zealand. 





R. W. SEAMAN MADE KANSAS 
CITY MANAGER. 

R. W. Seaman, for the past two 
vears a salesman in the office of the 
I\ansas City branch of L. C. Smith & 
lsrothers, has been promoted to man- 
ager of the branch, succeeding N. Ed- 
wards, jr.. who is now the Chicago 
manager for the same company. Mr. 
Seaman is a most worthy typewriter 
man and his promotion is a deserved 
recognition of his valuable services. 
His many friends confidently hope for 
a large success and judging by his rec- 
ord as salesman it will be his without 
a doubt. 
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Diagram of Patents 
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No. 906,589, a Typewriting Machine, Patented December 15, by H. L. Wagner: N 904,948, a Stamp Affixine 
Machine, Patented November 24, by T. C. Gilbert and FE. J] and J. T. Tabler; No. 906,080, a Combination Pen, P 
Helder and Letter-Scale, Patented December 8, by William D. Stewart: No. 906,630, a Safety Envelope, Patented 
December 15, bv John S. Horton 





Copies of any one these 
be obtained by sending ten cents in stamps, 


ti | \y 


patents can 


Siggers, patent lawyer, suite No 


33, N. U. Building, Washington, D. C., by 
menti ng Othce Appliances 

899, 049—Bookcas Frederick J. Honor, 
Detroit, Mich. 

899,066— Binder Zooks, Journals, 
Paper, Music, etc. William Pein, Chicago, 
] 

899,160—Ribbon Mechanism for Type 
Printing Machines \lbert B. Dick, Lake 
Forest, Ill., assignor 1 A. B. Dick Com 
pany, Chicago, IIL, corporation of IIli- 
nois 

899 386— Paper Cliy Royal Corbin, 


Champlain, N. Y. 


899,398—Adding Machine. George N 
Hinchman, Webster Groves, Mo. 

902,435—Chalk holder Harry T. Mce- 
Cune, Braddock, Pa 

902,484—Calendar. Joaquin Ferreres, Ha 
bana, Cuba 

902,498— Calculating machine Ernest 


| 


| r 
eGerl. 


Berlin, Germany 


902,506—Typewriting machine. John W 
Paul, Kittanning, Pa 
904,561—Operating Device for Calculat 


William H. Pike, Jr., Or 
assignor to Pike Adding Ma 
[ y, Orange, N. J., a corpora 
ot New Jersey 


ing Machines 
ange, N. J., 


chine Company, 


tion 
904,618—Loose-Leaf Binder. Otto Kell 
ner, fia Chicago, III 
904,628— Combined Temporary’ Binder 
and Arch-File Peter MacGregor, Ottawa 


Ontario, Canada 


904,638—Card Ind Drawer. Emil M 
Olsen, Chi go, Ill 

904,669—Typewriting Machine Edwi 
E. Barney, Syracuse, N. Y., assignor to The 
Monarch Typewriter Company, Syracuse, 
N. ¥., a rporatio New York. 

904,688—Typewriting Machine William 
C. Farnun Arlington, Vt., assignor to 
Wyckoff, Seamans & Benedict, Ilion, N. Y 
1 corpor f New York 

904,689—T ypewriting Machine Jacob 
Felbel, New York, N. \ ssignor to Unior1 


City... 3a8 


Typewriter Company, Jersey 


904,708 [ypewriting Machine Henry W 
Mi EE & = assignor to The 
Monarch Typewriter Company, Syracuse 
N . TT rati I I Ne \ York 

904,737 ewriti I né Hern 

N £ unt \ p Y ssign< 
Und Type Company, Ne 
York, } orp New Jersey 

904,777 I Harold |] 
lawkit ( M 

904 803 Machine Jame 
() \ N , sig? - ¢ 

| ( vy. | eV ( ty 
J Jersey 
904,857 vrit Lachine Harry ( 
( n, O sig to Wy 
=. 2 & Be | N. Y 
y\ 

WIA RS Marry ( 
Fer: Oo to Wy 
koff. S & Thi N. Y : 

N’« a 

904.942 S+ fachinn TT 

4 | Tabler and T 
T | ‘d Gilbert 
‘ VW Atlanta. G 
004 92? { T , 
A Vf ‘ 
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Recent Patents 
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905,072—Cash 


Woldemar H 
Heinitz, Chemnitz, assignor to the firm of 
Schubert & Saizer, Maschinfabrik Aktien- 


gesellgeschaft, Chemnitz, Germany. 


Registe 


John ¢ 
issignor to 
New 


New Jersey 


905,091—Typewriting Machine 
McLaughlin, Jersey City, N. J., 
Underwood Typewriter Company, 
York, N. Y., a corporation otf 


905,146—M otor Drive ro! Calculating 


Machines. Fred M. Carroll, New Haven 
Conn., assignor to Connecticut Computing 
Machine Company, New Haven, Conn 


corporation ot Connecticut 


905,307 | nve lop | Vi H i I I 
Ind 

905,313—Envelop and Wrapper Josep 
H. Hirst, Tordnto, Ontario, Canada, assign 


- of one-half to John Berg, Toronto, Can 
ida 

905,419—Drawing Pen. Otto Haff, Pfron 
ten, Germany, assignor to the Keuffel & 
Esser Company, Hoboken, N. J., a corpor 

mn of New Jersey. 

905,422 — Combined lypewriting ind 
Computing Machine Hans Hanson, Hart 
ord, Conn 

905,497—Telegraph Typewrite: Georg 
\. Cardwell, New York, N. \Y issignot 

American Telegraph Typewriting Con 
pany, New York, N. Y., a corporatior 
Delaware 

905,.516—Hand Numbering Mac 


P rk, N \ 


Henry P. Hamburg, Morris 
ssignor to Cushman & Denison Manut 
ng Company, New York, N. Y 
[ tion New York 
905,542—Envelop Alsyneus K 
Pittsburg, Pa 
905,559—Temporary Binder Georue 
Moore, Boston, Mass 
905 .60¢ Manifolding S ( k. Franl 
Thomas, New York, N. \ 
9005.663—Loose-Leaf Bind 
1 l Angeles. Cal 
905,726—Loose-L«e Binde ( 
tt ( ti \ 1) 
| é OO} iSSI¢ t I 
\ Cincinnat ) 
O 
15.762 Ty é ( 
Sekes B \l 
105,829 tt B ( 
I ma Neb 
W5 R36—T ip Des} 
11] 
, Sl 2 | { 4 
~ ¢ 1] () 
5 O72__} ( 
\ 
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906,589—Typewriting Machine. Herman 
L. Wagner; Mount Vernon, N. Y., assignor 
to Underwood Typewriter Company, New 
York, N. Y., a corporation of New Jersey. 

906,600—Typewriter. Neal L. Anderson, 
Montgomery, Ala. 

906,630—Safety Envelop. John S. Hor- 
ton, Edgerton, Ohio, Orrilla E. Horton ex- 
ecutrix of said John B. Horton, deceased, 
assignor of one-half to E. P. Company, 
Edgerton, Ohio. 

906,699—Typewriting Machine. William 
( Farnum, Arlington, Vt., assignor to 
Wyckoff, Seamans, Benedict, Ilion, N. Y., a 
corporation of New York. ; 

906,715—Numbering Device for Writing 
Machines. Edward A. Jarvis and Isaac N. 
Enyard, Port Richmond, N. Y. 

906,746—Typewriting Machines. Charles 
E. Smith, New York, N. Y., assignor to 
Union Typewriter Company, Jersey City, 
N. J., a corporation of New Jersey. 

906,864—Index Tab. Otto J. Deckel- 
mann, St. Louis, Mo., assignor to H. R 
Wright and J. C. Dawson, St. Louis, Mo. 


906,958—Envelop. Sadie J. Stephens, 
Cainsville, Mo. 

906,962-—Pencil. Franklin Thompson, 
Brooklyn, a 

906,969—Cash Register. Edward Van 


Camp, Brookton, Ind. 

906,004—Machine for Applying Stamps. 
\nthony Fiala, Brooklyn, N. Y. 
906,080—Combination Pen, Pencil-Holder 
and Letter Scale. William D. Stewart, Los 
Angeles, Cal. 

906,095—Loose Leaf Binder. 
Benedict, Toronto, Canada. 
906,121I—Envelop. George Dumas, Wal- 
halla, N. D. 
906,264—Table Desk 
Atlanta, Ga. 
906,365—Loose Leaf Book Cover. 
H. Baker, Oshkosh, Wis. 
906,384—Envelop. Jesse Carter, Captiva, 
Fla. 

906,497—Shift Mechanism for Typewrit- 
Theron L. Knapp, Woodstock, IIL, 
ssignor to the Oliver Typewriter Com- 

ny, Chicago, IIL, a corporation of Illinois. 
907 ,079—Carriage Return Device for 
lypewriters. Henry G. Mills, Milwaukee, 
Wis 

907,119—Typewriter Attachment. Wil- 
im E. Birgfeld, Kensington, Md., assignor 

Underwood Typewriter Company, New 
york, N. Y., a corporation of New Jersey. 
907,128—Numbering Machine. Benjamin 
; Conrad, New York, N. Y 

907 ,244—Card Record and File. 
). Johnson, Washington, D. C. 
907 ,477—Writing Tablet. Michael A 
Peshtigo, Wis., assignor of one-half 
Nellie P. Hunt, Peshtigo, Wis. 
907 ,417—Cash Register. John Sharpe, Ot 

Ontario, Canada, assignor by mesme 

ignments, to the National Cash Register 
mpany, Dayton, Ohio, a corporation of 


Charles L. 


Duncan McKinley, 


Max 


ers 


William 


ress 


Ohio, incorporated in 1906. 


907, 450—Typewriting Machine. Edwin 
M. Branson, Leicester, England, assign- 
to Wyckoff, Seamans & Benedict, Ilion, 
Y., a corporation of New York 

907 507—Sectional Metallic Cabinet. John 
Kerr, New York, N. Y. 

907 ,596—Loose Leaf Book. Harold E 
vkins, Kansas City. Mo., assignor to 
macher-Hawkins Manufacturing Com- 

a corporation of Missouri. 
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EDITORIAL 


catastrophe in Italy is the common sorrow of all mankind 
unites humanity has wiped out all 
color, leaving only the universal 


HE appalling 

The great bond of sympathy which 
divisions of nation creed or 
brotherhood and affording. sublime vision of the great ultimate destiny of the 


( lass 


races. 
THE SICILIAN Practical expression of the world’s sentiments has been 
HORROR pouring into the stricken districts. Everything that can be don 
will be done, but the softening influence of time alone can dry the tears of the 


afflicted nation and two generations shall carry a burden of sorrow 

And who will say no good thing shall come from the awful event. Shall 
not the vision of the universal brotherhood beheld of all men have some influence 
upon the present destiny of nations? Surely the great spirit of fraternity engen 
dered will bear fruit in the lives of men 


ROM the revocation of an American patent for sewing machines on account 
of the machines not being made in England and the prompt application of 
the penalty for an infraction of the patent laws by a Belgian. is evident 

that the new British patent laws are not only to be observed in spirit but in 
letter. In the case of the sewing machines, some of the parts were shown to be made 
THE BRITISH © British soil. but the Comptroller General ruled adversely be 
PATENT cause they were “‘not to produced to an adequate extent” in 
LAWS England. It is obvious therefore that the law is not to be evaded 
by the assembling in England of parts. made in some other country. The law 
will have to be complied with in all of its requirements in order to secure protection 
FFICE APPLIANCES has a two-fold mission. First, to take to office appli 
ance dealers (in whatever branch of the business they may be) and to 
commercial stationers, a type and illustration display of the produ ts of 
the manufacturers who furnish them the goods from which they make their 
living and their profit. In other words to put them in touch with the market 
THE MISSION OF place. Having done that it aims to help the m sell the 
OFFICE goods they buy, through suggestions, ideas, selling plans 
APPLIANCES etc. To this it adds the news of the trade—and the 
service of an information bureau to afford them any further assistance within its 
province 
And second, to carry the imerican manufacturers to the 
dealers of the world. To put them in touch with dealers everywhere who are pros 
pective buyers of their product. That the magazine 1s fulfilling its mission is 
shown by its great growth in the esteem of dealer and manufacturer alike. Its 
ever-increasing circulation list now covers, in some number, peeves ever) 
country of the two hemispheres. Its advertising pages are representative of the 
Imperial Industry with which the makers of the magazine feel a pride in being 
connected 


message ol 


Much of the success of the magazine is due to the valuable assistance 
given by both American manufacturers and dealers throughout the world 

We are proud of the results of this joint effort and feel that the manu 
facturers and dealers also take some pride in having such an organ to represent 
the business. Our ideal has not been reached, but with the practical help and 


the encouragement of the trade we shall approach nearer to it in time 


HE matter of insufficient postage on mail matter sent abroad has become 
an offense to foreign business men. Casually considered the matter of a 
few cents due may seem a trifling thing, but in real effect it is serious 

So frequently has it occurred that patience has been exhausted 


USE THE , 
POSTAL and much mail is declined on that account Protests from several 
SCALE quarters have been filed with Orrick APPLIANCES 


One man who declined. to receive a ‘post due” letter informing him 
of a courtesy granted, apologized and explained that he received such an amount 
of ‘‘due for carrying’’ mail that he had almost come to consider it sharp practic 
Another correspondent complained that he was put to the expense of $1.50 for 
worthless catalogs. He further stated that a large percentage of his United States 
mail “vas insufficiently paid 

The impression created by 
tional it shows carelessness almost inexcusable 
‘hauled over the coals.” 


“postage due” mail is bad Even if uninten 


The mailing clerk should be 


HE Annual Business show will be held in the Coliseum, Chicag 
27th to March 6th inclusive. Great interest is being evinced by dealers in 


Chicago and vicinity and it is anticipated that a record breaking atten 
THE ance will contribute toward the success of the event 
BUSINESS Efforts are being made by the Show managers to mak« Chicago's 
SHOW banner show The exhibits promise to be more numerous than evs 
before. More space has been sold to date than was sold for any previous show in 


the same length of time 
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. | Seen in Chicago 
: | seen inenionse | 


“HIS is the fourth trip, dear reader He did He proceeded to gather fror but so close to it that Mr. Wilson is really 
. that we have taken about Chicago every available source all the food he coul a quadrant to the circle. Ralph B. Wilson 
Che first two were visits to the type get and massed it in the cat Well, the is just Ralph B. Wilson, a most genial per- 

food was not all to the liking of the gentl sonality, shrewd and far seeing. He is not 


men and their wives, some of whom dé i flaunter nor a gusher; just a strong, plain, 


, the third to the duplicating 
managers his, the fourth, will be to the 


ot stationers, some of them—a few in fact, ared, more piqued perhaps than hurt, “O matter of fact business man. At no time is 
nt only Che fifth trip will probably complet: | could have done better than that Per it hard to see him unless, of course, he is 
: : - } hit } . ; 

in this department of the fice specialty field, aps ut the new chef had passed th mightily busy, and then you stand the same 


l, as the sta Rubicon and the army was fed. Praise him show as the other fellow. To him the loose 


hough that is problematica ; 

: 4 ne saan hoe with tee tleieed ( hef Stevens, yes, the indon itabl but on leaf industry owes much, for in addition to 
i. lines, constitute many and they are not al f the « mmanding hgures of the tr ide establishing his own business he has per~ 
) ways easy to see Are you ready? sonally done much for the advancement of 
In this visit I desire to impress on yout We can now proceed with lighter hearts the trade in gegerat jut he is not “all 
iy observing mind that there are many strik to another of the Chicago stationers—a work, no play.” fle is the possessor of a 
n “ae meinen smenee. the tenes sed iderftul man, astute, cautious and a phi “Studebaker” and a line of fishing rods and 
lt philosop! ers, analysts and chefs. It does ophet sure ly; at least whet ‘it comes t poles that have been dipped in many a 
to seem incredible that there should be such a —— S30 the iuses and the difh¢ uities oO! stream from northern Wisconsin to Califor- 
of diversified character of men who sell pretty ne trad and in remedying them. I refet nia \s to the car, that Studebaker car, it 
ce nearly every nick and nack used in the of mr hene her B, Gibbs, vice president and need only be said that he has done several 
¥ fee But it is a fact. forsooth. Now I am ger manager-of the Shea-Smith Con records that the professional automobilist 
et ve ‘no to reverse the order of things and in pany Mr. Gibbs is known throughout tl might well be proud of. When he gets the 
he re ountry for the conspicuous part he has notion to make a run to Cleveland or Bos- 


stead of t king you t« the philosophers and : : : ; A ae 
1s, ' look taken in the affairs of the National Ass ton, he just starts and—finishes. As to the 


analysts | am going t et you upon 
he the culinary department | rst—and. mind tion of Stationers ind Manufacturers of dds, it is well known that only a few 
its vou. the stati a rv field is its culinary \merica fie was its first president ided months ago he caught a fish several feet 
tetinouished chef, if you pleas rganizing the ssociatior taller than himself out in California, but 
he P s done worlds in keeping it intact some say the camera works differently out 
¥ nd free from the shoals of disaster. Br there than it does in Illinois. Another 
Let me introduce first Charles A. Stevens Gibbs is not of the breezy or gushing kind thing, the caller never needs to “cool his 
IS of Stevens, Maloney & Co., a small, round Rather he is of that serious turn, thougl heels in the outer office” before seeing 
ts ed cheek n dikely attired gentleman. He few men n tell a story better and non Ralph Wilson—he will always get the glad 
ry occupies much too small space on the left there are who can enter with greater et hand and a quick entrance. 
he is you entel! half way back This place thusiasn nd intelligence into the nvers: ie ieee ie 
ng might b: ed a hole in the wall to ali in tion of a company But it is his ability a Z P 
tents and appearances, though it does not ! rganizer, that capacity to understar Our last call is on John B. Fay, vice 
ce lead to where sucl le usually leads nd to put into effect the things that mak president of A. C. McClurg & Co. Mr. Fay 
Me Steve surrounded in his division for organization, that impres different from the others we have visited 
ill Gaines ‘aeakenidihh' andl atk ania » instances. wihiteinee ST Te that he is more reserved, a trifle more 


1 ae diffident. But a splendid man and fine ex- 


nt tains everything he Kas written pertaining ssociation desires one to speak on certa , : ‘ : , 
to the Chicago stationers’ association and problems, to elucidate hard questions and imple of the keen and high-minded men in 


ee ee business. Like his confreres, he is quite ap- 


nd an oa : j 
the nationa ssociation as well, from the to assist 1n the execution of plans, Fle ; 
oachable and at all times courteous— 


question t enclosures” to that of fore B. Gibbs 1s the ne chosen \s we ente! ; ° 
" eae as te hour. You may not grasp his place we are not impressed with ek never showing any repulsiveness to his 
a exactly ust the bearing that enclosures gance of office appointment ve see none ol ller It might be said of him that he is 
us have on the culinary department, but that that strict privacy or secrecy that shadow the model for the young man starting in 
“ will soon be made clear to you. Aue Weck ofbce of the stant snemmnti Bie nfiic. usiness, SO closely does he care for and 
ot in the rear of the store “Bill” Maloney, the s you observe, is on a slightly raised plat tch their interests. He is without hob- 
al a oe eee a ree PRS ITT “" Ces eecetel alee tas Oks ddntee ae bies, though not a cynic; the contrary, be- 
the ‘ eside nore for Bre ipied y Nis ; istants, muc ’ 
alamo aE a Mea chapter to ifter the fashion of Chef Steve Hi ise he encourages those pleasures and di- 
im himself. Chef Stevens is indeed an affable greets us pleasantly, but with 1 evidence ersions where they strengthen character in 
int nh os vou seroele: There is none of the that we can sit at his desk for the day he man and in business. As a type in sta- 
ce fuss about m: he is not vainglorious one Business is busines, you know But that tionery circles he is an honor, as a man in 
for whit, just the kind of man vou yourself vhat we are making this trip for. The cor business he is an exemplar. You may count 
tes ue He te Ge teed bo. wat 16 bie See le tion at no time takes the leht ture yourself as fortunate to have met him. 
; * + * 
trick to pull vay—be ise he is interest r aq most appropri Instance - p 
- . : atedie ta aaa And vou notice that he is lars 6 statur, The remainder we will endeavor to see 
ty gifted in t rt f ! edibles, would l d and a driver toward the root of ext month and thus be able to get a clear 
vou? — 7 They ' ies Comenie things That’s Mr. Gibbs. the tud sca oth, nderstanding of the active forces in Chi- 
aariat St, sotatats O26 he earned ven strong. the philosopher the mar yl i re, stationery circles. 
airy years ag hen the Chicago stationers were rstands, who knows and é APB! 
-in bound <¢ t speci r to attend a st: throug! i pr position 
= — os , ; sain bie 
nd tioners nvention t ppened this way ° ON TO CHICAGO! Make arrangements 
TI liner attacl to ¢ rw t W vill journey ext out ' to tl ; ; i 
The dine ed e car was a poo ney next ys r space for the next Chicago show, which 
excuse ind There was little to eat and me of the Chicago Shipping and Receipt 2 ’ 

10'S eer oi. t gaael tarts February 27 and continues through 
ie if wac ; wn ¢ ¢ ¢ 4 ‘ \ o should hob 6 K C¢é pat where R pn b vV1isor its - oa d ‘ 
ve bE OP gs EE ETE lificulty but president and moving spirit, resid This March 6. It will be the best ever given in 

in I N+ ‘ ¢ f , t hit if de the ( le ‘ int) 














MAZEMENT is one word that 
A completely expresses or defines 

the development in the duplicat- 
ing machine field. The reason for it is 
not so marked as the effect of the de- 
velopment. Business men have recog- 
nized for several years that there must 
be some process of striking off a fac 
simile letter or for handling circular 
matter in letter form that would be 
quick and efficient. That point has 
been reached in several respects. 

The duplicating machine — stands 
either second or third in importance in 
the office. The typewriter must be 
given the first place, because of its di- 
versified capacities. Pretty nearly 
everything that has to be written must 
reach the typewriter sooner or later. 
The adding machine is not so univer- 
sal in its use; that is, it does not meet 
so many small wants as the typewrit- 
er. Its use or function is just as great 
but not so in number of uses. The 
duplicating machine, however, fills a 
large want, because of the endless cir- 
cular matter and fac simile reproduc- 
tion that constantly is on the increase. 

Its Position To-day. 

There are ten distinct duplicating 
machines on the market to-day filling 
the offices of a duplicating machine 
strictly. There are a number of copy- 
ing machines that, while they meet 
much of the duplicating work, are in- 
tended strictly as copying machines 
There are three, probably four, new 
duplicating machines in process of ex- 
perimentation that will likely be 
brought out during the next few 
months, two that will surely be intro- 
duced to the public within the next 
sixty days. This is more significant 
than appears on the face of things. 
For the simple reason that they em- 
body the different ideas on the sub- 
ject. Men do not always see alike and 
in consequence have varied opinions 
as to what is practical and _ efficient. 
That is stimulating, however, and only 
reflects the activity of the field. 

It speaks for the duplicating ma- 
chine as it is to-day. It is, in other 
words, a reflection of the demand from 
the business world, and if the present 
condition is any indication, there will 
be at the beginning of 1910 more ma- 
chines on the market and more still in 
process of experimentation. 

The main principle that actuates the 
inventor of the duplicating machine 
now is the automatic principle, so far 
as the average work is concerned 
There are other principles, to be sure, 
that are perhaps more consequential 
for the class of work they are designed 
to cover; but generally speaking, the 


idea among some is to get as close to 
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The Development of the Duplicating Machine 


The Extent to Which this Specialty is 
Now Used. 


By Frederic Bronson. 

the automatic proposition as possible. 

Another feature greater still is that 
of a process that will print the address 
as rapidly as the machine prints the 
body of the letter. The inventors dis- 
agree as to the possibility of accom- 
plishing this remarkable feature. Some 
say it cannot be done; some say it can. 
It is known that a number of very 
bright men are at work on the idea 
and say with perfect freedom that it 
will be given to the public some day. 

But that again is just a manifesta- 
tion of the smoldering fires at work be- 
neath the crux. There is little doubt, 
judging from this condition, that there 
will be some surprises for some one 
and which will make the duplicating 
machine field greater in all respects. 

The difficulties of bringing out a 
duplicating machine are as great as are 
encountered in other machines. If 
any one has the idea that it is a simple 
matter with little expenditure’ of 
money, he had better dismiss that idea 
at once. It is known that one gentle- 
man, who stands prominently in the 
duplicating machine field, has been 
working on a machine for several 
years, and he is the author of many in- 
ventions. But he has seen the need 
for perfection along certain lines ; rath- 
er, he has in all probability observed 
the demand to come from the user, 
and wanted to have a machine that 
would come up to this demand 


Its Future Position. 

If the past is any criterion, and 
Webster said the future must be lived 
according to the knowledge of the 
past, the position of the duplicating 
machine in the years to come can be 
figured out to a certainty. It cannot 
go back, because the business world 
says it wants certain things. 

Chiefly among these is the develop- 
ment of the mail order proposition. 
Not so much the doing of business by 
mail as taking advantage of the mail 
for the dispatch of all manner of liter- 
ature, letters, advertising matter and 
the like. The advertising part of it is 
almost as important as the circular let- 
ter of the mail order house to-day. 
And the next twelve months should 
witness a doubling of the facilities for 
handling all kinds of such literature 
The manufacturer of office specialties 
is resorting to this class of printed 
stuff more than ever, since it is one of 
the best ways of aiding the dealer in 
disseminating a knowledge of his 


roods. 





Large concerns are putting in what 
they call “the duplicating department” 
which is equipped with one or more 
machines, attended by the necessary 
operators, the prime purpose of which 
is to refer to that department every- 
thing that calls for large duplication. 
These houses have had to _ increase 
their facilities so rapidly that it be- 
came wise to have a separate depart- 
ment and not let it interfere with any 
other, or any other interfere with it. 
One concern in Chicago has five dupli- 
cating machines, a young man who 
acts as manager, and three operators. 
It occupies two small offices and is 
quite distinct from any other depart- 
ment. 

This, of course, is true only of the 
large concerns, but even the small one 
could and will inaugurate a depart- 
ment that will have only duplicating 
work to attend to. It is both economi- 
cal and time-saving. he time may 
come when there will be a machine 
that will do it all by the automatic 
process; literally, handle the copy 
from its inception to the end. But that 
is dreaming now, and yet dreams are 
at the basis of every duplicating ma 
chine on the market. 

The future is exceedingly bright for 
this office specialty. The next few 
months will no doubt usher in some 
surprises that will in turn presage a 
larger and more diversified field of 
operation. 


BANQUET TO JOHN S. BAYES. 

John S. Bayes, the retiring manager 
of the Remington’s Chicago office, wh 
departed for New York, January I, to 
take charge of the Metropolitan Sales 
Organization of the company, was ten- 
dered a banquet at the Palmer House 
in Chicago by his entire sales force on 
December 28. 

This was a striking testimonial to a 
worthy man—a highly esteemed man- 
ager—one of the best types of charac- 
ter in the typewriter industry. There 
were sixty plates which included both 
the city and country salesmen. Ad- 
dresses were delivered by Mr. Bayes, 
|. T. Thornton, Mr. Bayes’ successor, 
M. Norden, J. K. Mowers, Guy C 


Bales, J. E. Pratt and J. W. Kennedy 

\n appreciation of Mr. Bayes by the 
Chicago organization was tendered in 
the form of a handsome diamond pin. 


The Remington spirit pervaded all and 
the enthusiasm ran high 
The new manager |. | 
comes from the Kansas | 
which he managed for four and a half 


Thornton, 
branch 


vears 
[There are three things that have in 
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L. C. SMITH & BROS. VIENNA 


AWARD. 


At the Shoe and Leather Exposition 


in Vienna, Austria, August 28th, held 
under the patronage of His Serene 
Highness, the Grand Duke Prince 
Ferdinand Karl, a gold medal first 


yrize was awarded the L. C. Smith & 
if 





3ros. typewriter exhibited by The Rex | 


Company, who are the L. C. Smith & 
Bros. dealers in Vienna. 

The first information received by 
the manufacturers of the machine that 
it had even been on exhibition at the 
Shoe and Leather Exposition came in 
the shape of the gold medal itself 
through the custom house at Syra- 


cuse, N. Y. This was followed in a 
few days by a letter explaining the 
award and still later by the engrossed 


certificate of award, or diploma, which 
is reproduced herewith. 

The acco mpanying cut of the medal, 
which is fully two and one-half inches 
in diameter, well illustrates its attrac- 
tive detail. 


The L. C. Smith & Bros. typewriter 
was also shown at the Annual Busi- 
ness Show in Berlin at an attractive 
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booth presided over by Max Muggli 
of Basel, Switzerland, General Euro- 
pean Dealer for this machine. Mr. 
Muggli reports that while his exhibit 
was a very modest one, great interest 
was manifested and several most im- 
portant business connections were se- 
cured. 


GEORGE C. RUSSELL GOES WITH 
M’CASKEY REGISTER CO. 


George ( Russell, Smith Premier man 
ager at Pittsburg, has severed his connec 
tion with the company and joined the forces 
of the Mc‘ key Register Company, cf 
Alliance, | He w the McCas 
key company in a special c pacity 
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Competition Eliminated when Sell- 
ing Our High Grade Line Type- 
writer Ribbons and Carbon 


Papers. :: 3 3 3.) ase 






































og too our 
ewriter 
3 fate take 
the Improved 
Mitvol the 
New Light 
Weight 
gress and the 
newness and 
u p-t o-date- 
ness of all 
other brands. 


“Our line” 


represents al. 
ways the 
highest de- 
velopment in 
their make- 
up, take the 
New Eureka 
now the King 
of all Type- 
writer Rib- 


bons. 











What care you for competition when you can 
obtain a line of typewriter supplies such as @™* 
these? We help you create the demand 
by making the goods so high class that it 
is VOT a question of price. 








Then we show you a good profit and then we protect 
you as Manufacturers For The Trade Only. 








Make a special dept. for the sale of our line. You 
cannot afford to sell cheaper and inferior goods that 
provide no inducement and no market. 


MITTAG & VOLGER 


(INCORPORATED) 


SOLE MANUFACTURERS FOR THE TRADE 


AND FACTORY. PARK RIDGE, N. J., U. S. A. 


AND FACTORY... 
AGENCIES: 


NEW YORK, N. Y., 280 Broadway PARIS. France. ZURICH, Switzerland. 
CHICAGO, ILL,, 200 Monroe St YDNEY, Australia. VIENNA. Austria - 
LONDON, 7 and 8 Dyers Bldg., Holborn, E. MILAN, Italy. AMSTERDAM, Holland, C 

MOSCOW, Russia. 








BRANCHES 








OFFICE APPLIANCES 





The Coming Chicago Business Show 


ITH the dawn of returning 
prosperity, with troublesome 
political doubts dispelled and 

with a new year full of promise at our 
threshold, the office appliance dealer, 
manufacturer and salesman, as well as 
the numbers of others in 
terested in the progress of this gigan 
tic industry, are looking forward with 
interest to the time when the doors of 
the Coliseum will swing open 
to admit the throngs who will attend 
the big show 


countless 


again 


That its success will be commensur 
ate with, and doubtless even surpass, 
that of other expositions of like char 
acter no one questions tor a moment 
alike 


never 


Manufacturers and dealers real 


ize that conditions were more 
propitious for a successful show, and 
the many new devices and appliances 
which the market 
during the last year of local and for 


the interest 


have appeared on 


Increase 


eign origin will 
and develop more business when the 
1909 show opens. 

Perhaps one of the most important, 
if not the most important, considera 
tion of the exhibitor is the publicity 
value of the show. Just how this pub 
licity value is utilized and what ad 
vantage is taken of the opportunities 
it offers determines the amount of ben 
efit the exhibitor is to derive. Here, for 
ten days, is focused the attention ot 
large dealers of importance in the bus 
iness, as well as of manufacturers of 
various lines of office appliances and 
devices lo this exposition comes the 
dealer, looking for new ideas in a hun 


dred different lines; the buyer for the 


big corporation; the office manager 
looking for improved devices; the mer 
chant. manufacturer and banker, who 
are discarding old methods for new 


ones, enlarging their offices, adding cd 
partments or leoking for methods to 
curtail expenses—in fact, the field of 
prospectives is almost limitless \s 
usual, doubtless, thousands of dollars 
worth of orders will be placed through 
the booths; but this is not the most 
valuable part of the exhibition for the 
knows how to utilize this 


Che pract ical demonstra 


man who 

opportunity 
tion of the excellent points of the type 
writer, adding machine, duplicator, de 

vice or whatever article the exhibitor 
is placing before the eve of the public 
should be carried on intelligently and 
moment of 
that 
device Ss 


energetically during every 
the rush hours The fact 
with 


ther 


Simi 


are a dozen others 
lar to yours should not disquiet the ex 
hibitor for a moment. 
is wanted 
in one device, and what 


Variety is what 
the good points are not all 


mav intluence 


What It Means and What It Will Ac- 
complish. 





one man’s order will make no impres- 
sion on another prospective buyer. 
The Interested Class. 

A big thing to remember when the 
show is on is that three out of every 
five persons who visit the show are 
either directly or indirectly interested 
in some device or appliance on exhi- 
bition Eliminating the merely curi 
ous, the class of people which visits 
the Coliseum is made up persons who 
could be reached in no other manner 
so effectively as at an exhibition of 


this kind. The daily newspaper ad- 
vertisement speaks to possibly 1O per 
cent of interested readers when it 


comes to reading or heeding your ad 
vertisement, and the same may be said 
of the thousands of circulars and sim 
ilar advertising matter which are often 
distributed in the vain hope that thev 
will be of advertising value \ little 
demonstration given before a group of 


interested visitors who appreciate the 
advantages of some device or appli- 
ance which is conducive of better and 


is of more value than the 
if given 
per- 


easier work 
same demonstration would be 


before a thousand disinterested 


sons—the time comes when the 1m 
provement is remembered in the busy 
office—it is recommended to the man- 


ager and sales follow. <A device prop 
erly shown to a hundred dealers in an 
exposition of this character has been 
given go per cent of better effective 
publicity than it could be by sending 
ten thousand circulars out on the hit 

or miss plan. 

Future Benefits. 
But even if the exhibitor 
turn home without a_ single 
booked, he need not for a minute de- 
spair as to the promotion he has given 
appliance Che 

done, and the 
perhaps not in 


coming 


should re 
order 


good 


results 


his device or 
work been 
are sure to follow 
weeks or months, but thev are 
just the same 

The card, the literature and the men 
which have been viven 
will remain with 


has 


tal impression 
the “prospective” 
him, and when orders begin to trickle 


in from unexpected sources the good 
effects of the show advertising will be 
apparent 

The mere tact that vou ina\ in ex 
hibit and are not afraid of the lime 
light, but rather court it, is another 


should not 


] 
t| 


consideration which 
sight of. Your name or 
vour firm brought in a promine 


1 name or 


nt man 


ner before the eves of thousands of 
interested persons 1s alone worth the 
cost of your exhibit John Smith's 


Sig 


rn on the door of an office on the 


! 
eighteenth floor of a big off build 


a 
= 


ing is not noticed by one in a hundred 
persons; John Smith’s name in a prom 
inent place, connected with that of the 
device he is selling or the carbon pa- 
per or the brand of typewriter ribbons 
he is manufacturing, remains in the 
mental vision of the visitor for months 


after the exposition has closed, and 
that's worth a great deal Che for 
eigner who would never know that 
your device existed, no matter how 
well it was locally advertised, is im- 


pressed with the showing you make 
in your booth and your name ts jotted 


down for future reference his is 
where the advertising value of the 
show comes in. He reasons that if 
vour goods are “off colored” or made 
for sale only, you would hardly take 
the trouble to build up a reputation 
along these lines, and he forms his 
opinions accordingly. 
The Foreign Trade. 

Speaking of foreigners is a reminder 
that here is a field which deserves the 
earnest consideration of « y exhib 


itor at the exposition. There are hun 


dreds of devices which are in daily use 
in the offices in our big cities, of which 
almost nothing is known in foreign 
countries, and this field is one of thi 
most inviting at the present time In 
another part of Offic \ppliances 
attention is called to the fact that but 
a third of the imported articles for 
office use in South Americat untric 

come from the United States. W het! 

er this is due to laxity on the part of 
the American manufacturer in pushing 
his goods, indifference to this golde1 
held, or ignorance of methods of in 
troducing his wares is immaterial; tl 

fact remains that aggressive foreig 

importers are getting mor: nore 
of this trade, and the time to wake up 


is now. 


McCASKEY CALCULATOR TO 
APPEAR SOON. 


Phe \I et aske\ [electri ( 

can be stated on the best of author 
itv, will be ready for th irket by 
februarv 1, not later I 
Che company is busy : 
(Chicago and had hoped 
machine ready by December but cet 
tain features, as 1s always 
‘-hanical propositions, nee re 
istment It is furthet 

} \ be SOM ¢ SuUrpri 
pub when the machine \ 
letailed storv will appea (Office Ay 
| es in the Febru 

{ () ¢ (iC AGO 27 

i lusi 
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MEILINK SAFES 


FOR SALE THROUGH 


STATIONERS a»¢ DEALERS 






























WE 
WERE THE FIRST 
SAFE MANUFACTURERS 


to open uy the fie ld to the trade We directed i new hanne!l of profit to 





the commercial stationer and office appliance dealer Hundreds of these 
concerns are now doing a } rosperous busine 3s witl our | 
Before we inaugurated the dealers policy, safes were sold direct by the mau- 
facturers through territorial agents and canvassers Dealers were given no con- 
sideration We have changed that Prior to our advent in the market, there were 






established forms of interior arrangment We broke away from that custom and 
made interiors to conform to present day demands Weequip with movable shelves 
f to hold modern loose leaf ledgers"and other books’of the new methods of account and 


, record{keeping.} 9 


sL.HE DEALERS’ OPPORTUNITY 


Stationers and office appliance dealers generally learn first where"safes are re-__ 













quired, Through their touch with their customers they know when small safes have 
been outgrown and a new one is desired. Dealerswho handle safes find a surpris- 


ing avenue of profitable business 


WE MAKE SAFES FROM $10.00 UP 
We havea pecial line built for all small business need the doctor, 
lawyer, etc., and the home 

The only safe built with a dry insulating wall that can be guar- 

anteed against corrosion, dampness in the interior, swollen 
walls and rusted plates and bolts. 

Double steel walls fitted with highest grade 
nation locks and bolt work 


oo 





We manufacture fire and burglar proof safes of every 
size from the small ones for use in the home to the large 
ones for use in business. 

WRITE FOR DEALERS’ PROPOSITION 


THE MEILINK MANUFACTURING CO. 


TOLEDO, OHIO 
U.S. A. 
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A ST ES alae Se ae " —e DINNER GIVEN BY J. F. GILLEN. 


Manager J. F. Gillen of the Chicago Bur 
roughs office, gave a dinner on tl vening « 
January 9 to his sales force at t Chicag 


Athletic Club, which proved a mag 


aa ; . ‘ 

y \ fair in all particulars. 
his [he dinner was in recognitior f the re 
markable record made for the year 1908 by tl 
Chicago office, and Mr. Gillen desired to show 
is appreciation and to attest tl t 


| 

| 

} 

which he holds his men. Plates were laid f 
| seventeen, two only being absent owing 1t 
eC OT sickness. The dinner proper w f t 
\ best of which that club is capal f turnir 
| 

| was an intormal affair, 1 t speech 
| | ing delivered At 8:30 the party repaired 
the gymnasium, where it witness i wrestli 
|| etween a number of p ] 
| ADDRESS ALL COMMUNICATIONS TO THE COMPANY ) a diversion of « ler 

Joux B. RuvS. Tassevese In this connection it is w 





ewer T Pwoee, Secv «¥o Moe 





How Cece FF MaxOeReos Peeermerr 
(esetees M Wh eeee Yee Peeermerr Haney & @vErs AceT fer “ 
( } » Oothice stood tenth ir 
* - , . : ’ * > va, 1icag iM 1 tent! l 
NATIONAL FIDELITY & CASUALTY COMPANY <iaek Mieeed 1 
ounce year just ciosed, having exces 
bcvmey woveess or senanea euseene atmemerne oa 54 per cent. The total num! 
rr BSP Er Poe =a . ze aa 
_— MERCHANTS NATIONAL BANK BUILDING *. a wens I he month of Decen r wv ‘ 
“eT. PONE @ SaLeasce L a4 
| maroon TELEPBONES yr | ee8e some a more |} Fen rKabdie record, tl r 
RUROLARY, BTC. & coum. ing to over $28,000 for that mont is 
orice oF splendid testimonial to Manager 
EDWIN T. SWOBE, . ads , ene . . , 
enc RETARY AnD Mansogm Oana, NEB., November 18 » +9 ° dicat le iTiy what he has a 
| 1 of the Chicag » oT 


The Monarch Typewriter Company, 
Omaha , Neb. 
Gentlemen - : 2 
Over one year ago we purchased our first Monarch Visible 
Typewriter from you, and six months later , the second, then very recently THE EDITOR RECEIVES A LETTER. 
we placed our order with you for the third Monarch, and they are all 
giving perfect satisfaction in every way. Experience has taught us that 
the’ Monarch is a very durable machine, as it never gives us any bother 
for repairs, and our work, as you know, is very heavy. 
Yours very truly <— 
Wet Pe) i++ _ +. - as 
Hational Fitelity a» y mpany 


i 
a“ rs, A 
See <7 Ammo 


Sec . and Mg 

















The Monarch Typewriter Company 


Executive Offices] 
Monarch Typewriter Building 
300 Broadway - New jY ork 


e Wor 


Branches and Dealers TI 





Dear Mr. Editor: 
= an — — = My daddy bought me 
P dis nice Monarch 


SMM as typewriter and he 
7 A TALE SHORTENED 


“Factory Grade” 


I tan det a good job ? 
Typewriter Platens 


frough de Monarch 
The only exclusive platen concern 


Typewriter Company's 
AMES & FILSTEAD 


Employment Department. 
(3 PLANTS) 


Yours truly 
332 Dearborn St. 108-110 Duane St. 1649 Champa St. 


Evelyn Martin 
For the Trade-Only CHICAGO NEW YORK DENVER 







Hamburg, lowa, 
Age 16 Months. 








OK 


lf 
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Make this Money S ourself 


S the success of any department 
A depends upon the profit it 
makes, knowledge of possibili- 
ties of profit is of first importance. 
You therefore, have a 


must, cost 
system which ll you the 


will tell 1 first 
cost of every article handled in the de 
partment and the expense of handling 
each line 

This for figuring sell 
ing prices and estimating profits. 
system may be part of a 
“Perpetual Inventory” which shows at 
any minute just what stock is on 
hand—and how much money is invest- 
ed in the department. 

The first cost of goods is easy to fig 


gives a basis 


Such a cost 


ure becaus« your buyers’ records and 


the manufacturers’ invoices tell you 


how much you are paying for the va- 
rious lines. 
When it comes to figuring the ex 


pense of handling, you must not over 


look an equitable share of rent, stor- 
age, heat, light and “General Over 
head.” 


ral Overhead” I mean cost 
your own sal- 
ary, bookkeeping, interest, insurance 
and other items that cannot be 
charged exclusively to one department 


as “direct expense 


By “Gene 


of store management, 


Don’t deceive yourself by charging 
any department with less than its just 
proportion of “General Over-head.” 
By favoring any one department, 
be doing it injustice and not 


giving other departments a chance to 


you may 


the profit showings they should 


~ 


make 
Having decided upon the percentage 
; (Over-head” a department 
you must next consider 
“fixed charges.”’ 


ot “Gene ral 
+4 


should stand, 


“direct expense” or 


These are salaries of department 
managers, assistants, advertising sup- 
plies used up by the department, etc., 
which can be charged to that depart 


ment exclusively. 
sound com 


This may plicated to you, 


but you will find it well worth your 
while to figure out such a cost system, 
because actual knowledge of costs and 


enable you to save your 


profits may 
yourself a 


self from loss 


. } sncmre 
and ISUT¢ 


profit in tl operation of a depart- 
() S lu ca expect any 
denartt ent TO make a profit at first. 
\ ‘ lor xpect \ safe in vest- 
) nat 


The Conservative Side. 


ry thit of a depart- 
nent, always think on the side of con- 
servatisn In other words—don’t ex 
pect too much. Then—vou will not 
he dis | 


and courage 


No. V 


How To Operate a Department. 


By George B. Spencer. 


And 
ter than you anticipate, 
a pleasant surprise. 

Remember a new department is “an 
should be looked upon 
as “an investment” should be 
thought about as “an investment;” 
I—should be 
ment.” 

You should operate depart 
ment as if you expected it to be a suc 


should a department do bet 
you may 


investment 


treated as “an invest 


atTit 
ever;ry 


cess 
\nd, that you may expect every de 


should 


partment to be a success, you 
know just what you are putting into 
it in the way of investment 


If vou do not know this, you will be 
apt to treat the department as an “ex 
pense 

This is not 


It is not 


business-like 
a condition which will en 


the department 


able you to give 
fair show.” 
l'ncertainty retards the progress of 
a department more than absolute cer 
that it is running behind, be 
cause—if you know that a department 


is running behind, every man inter 


tainty 


ested in its success will be straining to 

catch up. 
And this is 

vhich to run any 


condition under 


a good 
race you wish to 
win 

\ monthly statement 
the department to be 
will be the best sort of a pace 
“running behind” 


which shows 
“running be 
hind” 
maker to reduce the 
month. 
such a 
sour the 


showing the next 

When 
however, don’t let it 
human kindness within you 
your disposition for even a day. 

\ “grouch” won't help a department 
its running behind showing 
manager may feel 


you get statement 


] ; 
milk Ol 


nor spoil 


to reduce 

The department 
than you do 
This is the time to infusé 
into him 


worst 
new life 
Don’t tell him “It’s all right, Bill.” 


might lessen his respect for 


vour business foresight. 


Sav that vou’re “sorry but you 
know the profits are going to come 
St) 

Then inspire him to greater eftort 

rm business. 

Dor ] ) running b if 

P 

1¢ t 1ence ou to if ot 

na nen s¢ 
, 
h i M1 Ta t 

( } | CCOT ] ~ 

1 h ( iTé 1 f tra es 


have 


[f this is the case, don’t cut off any 
expense that is needed to make the 
department a success. 

What you want to try for is—more 
business at the same expense. 

Depend upon volume of business to 
carry your departments to the profit 
showing point. 

Don’t “nag” your department mana- 
ger and his assistants. 

Don’t talk to the clerks in a depart- 
ment about matters which should be 
discussed only with the manager. 

Hold the manager responsible for 
proper conduct of his department—as 
a whole—and don’t weaken his au- 
thority by discussing it with clerks 
under him. 

Eneourage your department mana- 
gers and their assistants to greater ef- 
fort by showing appreciation of efforts 
already made and offering suggestions 
which show your interest in the suc- 
ess of their work. 

Also encourage suggestions from 
every one concerned in the success of 
a department. 

Impress upon each and every one 
that it is “results that count.” 

[f any one wants new plans adopted, 
let him show first what can be done 
with plans in force. 

Let each man understand that work 
he has done will influence you most to 
listen to what he has to say about 
what he would like to do. 


Watch for Organization. 


Watch the work of each department 
as an organization. 

Remember—one loose or defective 
og in any machine affects all the 
vork done by that machine. 

Therefore, notice how the clerks of 
a department work together. 

lf there is friction, find it and—oil 
the bearings. 

If you don’t, a break may result 
which will lose you profit. 

Cultivate a spirit of loyalty and en- 
thusiasm among your employees. 

Show them.that you have their in- 
terest at heart and they will work for 
vour interest. 

Don’t. forget that your clerks—like 
all.other people in this world—are 
working for “what there is in it for 
them.” 

Show them that “what there is in it 
for them” may be increased by the 
ficiency with which they serve your 

terest, and you inspire them with 

winning spirit. 

Fairness in all your transactions— 

matter how small—will do most to 

ake your clerks work loyally for you. 
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typewriter. 


q Complete Visible 


ting—Manifolding. 


215 North Front Strect 





— 


There is Still Some Open Territory 
FOR THE FOX 


The FOX is the BEST Dealer’s Proposition 
Being Offered To-day! 


@ Best because the FOX is already known in every corner of 
the world, where magazine advertisements go, as a high grade 


@ Best because a FOX contract gives complete protection and 
enables a dealer to build up a business of HIS OWN. 


| @ Best because the wearing qualities of the FOX bring ‘repeat 
| orders,” the kind that come without expense. 

@ If you’re not fully satisfied with your present agency sup- 
pose you look into our proposition. 


@ We have some dealers who have handled the FOX exclu- 
sively since it was put on the market twelve years ago, and 
who have built up a business to be proud of. 

Writing-Tabulator-Automatic 
Reverse-Oscillating Ribbon Movement—5 different lengths of 
interchangeable Carriages—Speed Escapement—Stencil Cut- 


Everything any Typewriter will do, and more. 


FOX TYPEWRITER COMPANY 


EXECUTIVE OFFICE AND FACTORY 





Model No. 25, Special Check Listing Typewriter for Banks 


Write for Particulars of this Special Machine 

















Ribbon 








GRAND RAPIDS, MICHIGAN 





‘ai ea - 










It 
| alwavs 


will them the 
“do the right thing 
o the right thing” by 
Don't. be backward al 


a rout | | O 


give 


clerk for taking good car f st 
or supplies, or accounts, or lvertis 
ing matter, or packing materials, and 
keeping them neatly 
Show them that you appreciate such 
economy and your appr 
encourage them to greatet1 nomy 
This will reduce the expens f the 
department in the right wav and ‘A 
penny saved 1s a penny eart 
the ultimate profit showing 
(he sooner your department begins 
| to mak “running ahead” statements 
the sooner you will be able to see 


your total investme 

Keep all the figures befor: ul SO 
that you will know just when the d 
partment begins to pay 


profit on 


\ year’s “running ahea state 
ments may be required to bring the 
entire department showing t point 


where it is really on a paying basis 
Don't make prices too k 


Don't have more than one price on 
an article 

lf a line is sold in quantit ind 
you sell to some large consumers and 
some small consumers, you may make 





a “sliding scale” of prices based on 


quantities but—stick to this “sliding 


scale” and be sure its minimum price 
| is high enough to carry a profit for 
you. 

Don't forget for a single moment 


| this all important item of profit 
Upon profit, depends—not only 
ultimate success of your business, but 

its entire effectiveness in operation. 
Don't deceive yourself by carrying 


the 


any class of supplies and selling the 
goods at a loss “to keep line 
full.” 

“Keeping a line full” on such a 
basis may mean loss which ll eat 


up a large share of the profits made on 


other goods. ‘ 
If necessary, “keep your line full 
by carrying supplies you are expected 
to sell at a loss but—put prices on 
them that will net vou a profit, or at 
least, bring you out whole 
[It is better to lose a little trad 
and let your customers buy “the net 
| loss lines” elsewhere—than risk the 
uncertainty attached to selling goods 
on the unsound basis of “net loss 
Every item of this kind which goes 
into your accounts eats 1 some of « 
the legitimate profits mad t] 
Foods 
This is not fair ib 
goods is not fair to your ( 
as a whole—and it is not f 
own business judgment 
Far-sighted buyers wl 
you to stay in business an be 
to supplv them—will not 


‘ to sel] lines at a loss 


any 





who can’t see 
are not desirable 


Near sighted buyers 
beyond today’s date 
patronage 

Look this matter squarely in the 
face and decide it on its merits. 

Remember that a yearly turn-over 
of ten thousand dollars, at a known 
profit of 10 per cent, means a bigger 
bank balance for you at the end of 
the year than a turn-over of thirty 
thousand dollars at a profit of only 3 
per cent 

\ small, conservatively managed 
business means less worry—less effort 


more leisure—and more happiness 

than can be gotten out of the un- 
certainty of carrying some lines “at a 
ae 

\lake money. 

It's the only way to stay in business 


If vou mt make money, you aré 
not really “in business” at all—you 


are just “keeping busy.” 
\nd—vyou can’t even keep busy very 
7) iT) (ss basis 


herefore, I repeat—make money! 


|. H. NEWPORT LEAVES L. C. 
SMITH & BROTHERS. 

|. H. Newport last month tendered 

resignation as manager of the Chi- 

o office of L. C. Smtih & Brothers 

and on the first of January became 


secretary and sales manager of the 
Economy Motor Buggy Company, of 
Joliet, | is 

This news came as a great surprise 
toa wv cle of friends and ac- 
quaintances as well as a distinct shock 
to the typewriter industry generally; 
for it was ite naturally supposed 


t| al \ lar iver Newport Was a distinct 


fixture with the L. C. Smith & Broth 
ers Compat It will be recalled that 
he began his experience in the type 
writer | ess ten years ago, all of 
which time was spent in the service of 
the Smith Brothers, both during their 
conn h the Smith Premier 
Com] parti rly since they 
formed the present company bearing 
their 1 : 
Ir. Newport started as a salesman 
in vo office of the Smith 
Premier Company, later becoming as 
sistant ger thers Following this 
he s anag of the Buffalo 
offic: t tl same organization, where 
he s { vears, being transferred 
S c Chicago for L. C. Smith 
& Brother vhen that company was 
firs g 1 
>The termination of a period of ser. 
é 0 ve is made solely 
because sired to engage in busi 
es ( is li] strong men, 
the ability 1 lo for oneself sooner or 
later manifests itself In addition to 
being secretary and sales manager he 


conomy Mo 
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tor Buggy Company, and already has 
begun the task of perfecting an eff- 
cient and broad sales organization. It 
may be well to state in this connection 
that Mr. Newport is associated with 
Colonel John Lambert, of American 
Steel & Wire fame, who is the presi- 
dent, and J. F. Buret and Dr. J. ¢ 
Fowlers, vice president and general 
manager and treasurer respectively 
\ll three gentlemen are among the 
prominent figures in business circles 
in the mid-West and Mr. Newport’s 
entrance into the firm bespeaks the 
high degree with which his selection 
was regarded 

The company manufactures motor 
vehicles with special reference to the 
commercial end of it. It is one of the 
vounger institutions in automobile cir 
cles, but has made a prominent place 
for itself throughout the country 

It is regrettable indeed that Mr 
Newport’s services could not have 
been continued in the typewriter 
world, but it is equally pleasurable 
that he has found a sphere where his 
ictivities and strength will be quite as 
influential. 


Congratulations to Mr. Newport 


NEW CHICAGO MANAGER FOR 
L. C. SMITH & BROS. 

N. Edwards, Jr., is the new manager 
of the Chicago office of L. C. Smith & 
Brothers, succeeding J. H. Newport 
on January 1, who recently resigned t 
engage in business for himself Mr 
Edwards was the manager for the 
same company at Kansas City 

Mr. Edwards is another of the 
strong men of the Smith Brothers’ o1 
ranization and has been a conspicuous 


figure in typewriter circles for the past 
en years. For two years he was a 
salesman in the St. Paul office of the 
Smith Premier company, later going 
with the Underwood at Kansas Cit) 
and St. Joseph, Missouri, being four 
vears in Kansas City and one yeat 


St. Joseph. He was made manager 


Kansas City three vears ago for L. | 
Smith & Brothers, and succeeded 
+4 ‘ 7 7 
nirablv in building that ofhes 
ry) point 
His transfer to Chicago i nat 
t course Since it req ( 1 
. a4 
pacity a power to handle an of 
\Tr Newport has 
ne of the best bran 
{ vO Vv ¢ omes ly 
, 
pel iT s, and tne tel 
eT vhere w ook Tt th f 
S s that have marke 
4 His rotund t 
loubt. will soon be a conspi is sight 
ip and down Wabash avenue 
Here’s hoping at all ti 


Edwards and his Chicago 
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A Necessity 
For 


Each Office 


Are 


Glass Headed 
Riders & Signals 








Geographical 
Pins 
For Routing Systems 











| All Colors 
Non-Corrosive 
Brilliant 
Durable 








Sole Manufacturer 


| Josef Jungbecker 


Aachen, Germany 








Ask for Samples to 


London Needle Gompany 
New York 


112 East 125th Street 
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What “Office Appliances’’ Means to Me 


N THE previous article 1 commented 
on Trade Journals in general and “Of- 
fice Appliances” in particular. I en- 

deavored to show the value of such jour 
nals to the respective trades and profes- 
sions, and especially what “Office Appli 
ances” should mean to the office specialty 
field—business and men. I shall now at 
tempt to describe in a general way “How | 
use Office Appliances,” personally and in 
business. I now have before me the last 
issue—the December number 
Remember every number is the com- 
bined concentrated effort of every 
tiser, writer, correspondent, artist, photogra 
pher, printer, plus all the work by editor and 
office force of the publishers. The publish- 
ers furnish the necessary brains and expe- 
rience, pull the wires the world over, and 
are responsible for the presentation of the 
monthly issues as we get them. Did you 
ever stop to consider what it means to ac 
cumulate the data, put it in the form in 
which we get it, the expense involved, etc 

We owe them more than words can 

express, and so why balk at the insignifi- 

cant subscription price of $1.50 per annum? 

I dare say no one gets more real value 
and personal satisfaction out of every is 
sue than I do, and perhaps a small percent 
age get quite as much. It’s up to you to 
get it. The value of any publication is the 
use of it and not Negligence 
or disinterestedness ‘does not produce 
golden and lasting We usually 
have to work hard get that is 
worth having—and so is useful knowledge. 

Each number to every office specialty man 

should be a monthly textbook in the busi- 

ness. All valuable information pertaining 
to one’s individual line, and immediate al 


adver 


mere 


abuse of it 


rewards 
for all we 


lied lines, should be so treated that the 
knowledge responds instantly in one’s 
mind. “Knowledge is power,” but only 


when one has it and particularly when he 
can use it. Too many men do not realize 
the value of being well posted, of being an 
encyclopedia in his line of business. That 
is why one don’t find more “cracker jacks” 
in an office! Lack of proper ambition or 
indolency may be responsible for it. Time 
certainly is not. One can always find time, 
even if it is at midnight or shortly before 
breakfast. 


Being Original. 


In how many offices is there one em- 
ploye who is original enough to make him- 
self valuable in a different way from others, 
by trying to become the posted man so 
that the officers and other employes will 
gradually notice it, gradually, uncon- 


sciously perhaps, seek information through 


him, until finally, everybody goes to 
So-and-So for information? Young man, 
think this over. I’ve given you the 
key It’s for you to work it out 
in detail. Invaluable is a big word, means 
much, and is much abused—but ‘it can be 
accomplished and truly applied When 
things don’t go right, think up and hunt 


Then there’s 
means 


be different 
Sameness 


something new 
little or 
continual, everlasting competition. It fre- 
quently retards deserved The 
first thing I do is to mark with blue pencil 
illustra- 


no competition 
progress 
inventions, 


all ads, descriptions, 


PART II. 


By Ulysses Grant Case. 


tions, articles affecting some d: partment, 


news concerning men, Opportunities for 
business, etc., that I know will be of in- 
terest, to certain officials—things they want 
to know It may be a few items and it 
may be many Issues vary in interest and 
value to any individual line in the specialty 
field. This saves them time that is precious 
and worth money to look over every page 


and find the things they want to know, and 


probably then skip unknowingly one or 
more special items. This should be appre- 
ciated by any busines man, and it is. Please 


' 


employer and you please yourself 


markings may 
further information 


your 
Such 


discussions 


nd other 


result in 
in getting 
things 





ULYSSES G. CASE 

Later I cut out ads in allied lines and file 
away alphabetically for handy reference 
Chey serve various purposes in the future 
I cut out first ads of new advertisers so 
when the device, or whatever may be, and 
manufacturer’s name may come up some 
time through company or in-coming letters, 
I can supply quickly name of device, adver- 
tiser’s description, illustration, and who 
makes it. This is of special value for one’s 


dealers or consumers. When new models 


are advertised, I do the sam In allied 
lines when new points are promulgated, | 
put them with previous collection. When 
[ see a specially attractive and effective ad, 
or some new advertising “stunt,” some new 


type design or border, I put it away for 
probable future use or suggestion to some 
one. I’m a great believer in benefitting the 
customer in every way possibl If I can’t 
separate ads on account of what I want 
being on the same leaf, I get an extra copy. 
When I get through the issue is mutilated 
but the clippings are somewhere, and what 
is left is filed away, all issues consecutive- 
ly. I try to so impress ads on my mind 


that my mind’s eye can seeé 
pearance of the ads, see 
tised sufficiently to describe ther 
gently, and to see the manufacturers’ nam«¢ 
If the mind should fail, I know where | 

The ads are of im 


the 2g as 


ads have been placed 


mense value, yet how many men pass them 
by 

On the first page is always s ippro 
priate and valuable quotatior If you 


it and think of it, you'll be sur 


find how many times you've oc 


memorize 


prised to 


casion to quote it in business « cially 
Some have suggested to me for 
salesmen, and others an article for publi 
cation They hit the marl them 
They may prove a turning point in your 
life Do not stand alone, be a mposite 
man 

Then comes a ful! page pict f some 
prominent specialty man in som ficial 
capacity We frequently hear of these men 
We form conclusions as to their age, ap 
pearance, etc We like to s t n pr 
tures if we can't in life. When we see the 
picture, we instantly see whether were 
right or wrong. In cases where we have 
known them personally, the picture sug 
gests fond memories. Where w ve not 
known them, nor have seer be 
fore, they give one a new light of t sub 
ject, I read their character, et and the 
face is so indelibly impressed on my mind 
I can describe the man to thers, and 


would recognize him in a crow 


of faces is a most fascinating 1 interest 
ing one. Sherlock Holmes discovered that! 
Somewhere in the issue you'll find a sketch 
of the subject giving you the history of his 
rise to success. 

This may be followed by a write-up of 
some anufacturing concern and its lead 
ing people. If you deal with t -oncern, 
ind have visited them, you ar pleased 
to read about them and see the men and 
works in pictures—you may want to save 
it [t’s of special interest | value to 
their employes. If you have not been t 
their business place, but de them 
or know of them, it should prove educating 
to read all about them and see pictures of 
their place—to get in closer t Sucl 
information can serve a g 
many instances. I’ve spoken 
cerns in a way that I was questioned 
whether “I had been there.’ Perhaps | 
said “No, but I’ve read about them in Of 
fice Appliances.” In business spond 
ence such information saves t lay 
casi lly 

Meeting Competition 

You may find a special art in y 
line buiness, or some all t 

vers points you have bee: 

nd willing to pay money to g I 
nd I use such informati 
cas You don’t know how to 1 t 
petition until you know something ab 
you mpetitors’ goods. You don’t know 
your own business until y : A it 
tl ther fellow” has, what sell 
same, etc. Your strength is t ihead 
of the game Cut out sucl petitive 
irticles, accumulate them, stu t goods 
and selling methods—then beat them in the 
came} 

\ sue may contain ar t n sell- 
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THE INCOMPAR 


THE DALTON 


DID IT 
Time 7 Seconds 


150 00 
250 00 
55 00 
350 00 


1009 55 


Try this on your Machine 


THE DALTON 4 the only practical 


achine for 


MULTIPLICATION 


Example No. 1 
Multiply 314563 by 1324 


0 
3145 63 
3145 63 
5145 63 
3145 63 e. 
51456 30 % 
31456 30 HE DALTON is more firmly intrench- 15184 35 ¢ 
314563 00 ing itself every day in the hearts of ea 
5145635 00 the financial and commercial world. Our (151 eae 
514565 00 most enthusiastic endorsers are our first 1518 40 
5145630 00 purchasers and we have sold the largest 15184 — 
corporations and most discriminating buy- 151840 00 
4164814 12 ers in the world. We haven't a dissatisfied 
Above product on THE DALTONin five purchaser. 1.68694 24 


seconds 
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THE DALTON did it im just mine seconds 


TRY THIS ON YOUR MACHINE TRY THIS ON YOUR MACHINE 
Section of tax-book showing crossfooting on the DALTON. 

STATE TAX COUNTY TAX ROAD TAX SCHOOL TAX TOTAL TAX 
12 47 13 41 21 30 7 66 54 84 
Bankers' daily balance sheet showing erossfooting and subtraction. 

OLD BAL. DEPOSITS CHECKS NEW BAL. 
John H. Smith 2344 14 766 36 E 897 60 2212 90 


THE DALTON is without doubt the simplest, fastest, most perfect 
practical and versatile adding and calculating 
machine ever invented. It is in a class by itself. It performs all the work of any 
of the old style eighty-one key machines with greater speed and ease and in addi- 
tion thereto does many things that they cannot do. 
THE DALTON is a modern mechanical marvel that adds, subtracts, 
multiplies, tabulates, figures interest and performs 
many other mathematical calculations with such facility, speed and accuracy as to 
make it indispensible in any office where figures are dealt with. 


ADDING TYPEWRITER COMPANY 


THE DALTON ti*peti ‘dhe namerieal ‘order, the machine par 
forming automatically this fanction which has heretofore upon 
operator. 


The instantaneous success of the DALTON is due in part to ite 
printing, emall key board, mere ease of operation, etc., etc. A 
your office is capable of demonstrating its superiority over old style 


machines, and winning for itself a permanen 
Write for further information. 


FACTORY AND MAIN OFFICE; 


POPLAR BLUFF, MISSOURI 
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GRADY REBUILT TYPEWRITERS ror aut 


Take the time to read one of these “bits of history’’—you will not regret it. 
The typewriter dealers of the world have given us a hearty welcome. Their confidence once gained 
by us is always retained, because we ALWAYS deliver high-grade goods, on ALL subsequent as 


well as on trial orders. 











A Bit of History The Process of Rebuilding 


‘newly built.” 





Prior to July, 1906, excepting the new machines, there was nothing gpd The Grady-Rebuilt typewriter is exactly what its name im gies: 
ie or the public but “thoroughly overhauled, ” “repaired” Every machine is dismantled to its bare frame. hen each piece is 
for use” typewriters. That year we or ted a new industry: The thoroughly examined. Types that were worn uneven, type faces that are 
of typewriters. For the purpose we organized a factory; not a found imperfect, worn type-bars and bearings, briefly, all weak, imperfect, 
ee a oue a Pee aed lishment. € were the first ones who defective or worn out parts and pieces are entirely discarded — thrown aside to 
mate © scoces a oe Sepewsttese, and the first ones who be sold as junk. They are not repaired — mark you— they are thrown out. 
id rightfully te theit roduct rebuil The discarded parts are replaced by brand new pieces. Those parts in which 
somes thane we entore Sr a on emnne advertising campaign and gave even the closest inspeetion could detect no flaws are completely cleaned, 
our nane ——- wise oo blicity. polished and re-nickeled. Then every piece, old and new, is tested and ex: amined 
What do Every one, even the smallest repairman adopted again. The frame is newly enameled — not varnished — but re-enameled. 
name offers “rebuilt” machines for sale. The parts are now in shape to be re-assembled; accordingly the machine is 
ae ate a machine “rebuilt” is easy. It takes only type and printer’s built again from the frame up, the same way as a brand new machine is built 
name alone cannot make of a “repaired” machine a rebuilt one. in the parent factory. The Anished product is a Grady-Rebuilt typewriter. 











Algo de historia 
Antes del mes de Julio de 1906, 





Uu Peu d'Histoire Aprés avoir lu ce qui précéde, vous convien- 
ntre une machine a 





exceptuando 













Avant juillet 1906, a l'exception des machines drez avec nous que: 

neuves, on n’offrait soit aux commercants soit écrire are ered et une nouvelle ma- jas m&quinas de escribir nuevas, no habia otra 
au public que des machines a écrire “compléte- aay ii n’y a d’autre différence que le nom. cosa que ofrecer al comercio y al ptblico, sino 
ment examinées,” ‘“‘réparées’ et ‘“prétes A achines pour le Commerce Extérieur las mAquinas de escribir ‘‘enteramente repasa- 
servir.” Cette année-lA, nous inaugurames un Toutes les machines destinées a |'exportation das," “compuestas” 6 “listas para usarse.” Ese 
nouveau genre d'industrie: la reconstruction des Sont complétement ré-émailiées, Les prix sont afio organizamos una nueva industria: la recons- 
machines & écrire. Dans ce but, nous orga- donnés pour ces sortes de machines. Mais si truccién de m&quinas de escribir y estableci- 

non pas un atelier de vous ne désiriez qu’une machine bien finie & mos para ese objeto una fabrica; no un taller de 


nisaimes une fabrique, ‘ 
établissement manufacturier. NOuveau au lieu d’une machine ré-émaillée nous reparaciones, sino una fAbrica, en toda la exten- 


réparation, mais un 
Nous fames, seuls, les premiers a faire une pourrions donner des chiffres plus bas. sién de la palabra. Fuimos nosotros los primeros 
" git, Teconatrulre |r ey | = -- & Claviers €trangers en ener de la Yon get aol de mAquinas de 
8 r e ous es, . escribir una verdadera especi: ad y los primeros 
miers, p vant légitimement désigner leurs pro- atte ne Fn ee oh  Ragg » Binge oe tambien que con legitimo derecho podemos 
uits mot: “reconstru vous éviter toute browne my mécontentement, nous !@mar reconstrufdas 4 nuestras m4quinas. 


Au méme ey nous avons commencé une En esa época, inicilamos una vasta campafia 





d’annonces et nous don- 
eauits de reconstruction la plus 
publici 


voyes-vous maintenant? Chacun, méme 
le plus modeste ouvrier en réparation, a adopté 
le nom et offre partout en vente des machines 


gg 
& une machine nom de coseneirus 
est chose facile, ll —— a.  friqnes types types 
fun peu dencre d’im le a 
seul ne 5s 
reco 


. une 
ulvant le Dictionnaire: 


reconstruire signifie: a nouveau, 


construire & nouveau. 


Ih y a lA, vous le vo une grande différence. 
Et c'est cette méme différence qui existe entre 
m ines reconstru/ et es des autres. 
bien marquer cet fférence, nous avons 
nommé nos produi u nom me de l'in- 
venteur de cette industrie, la machine recon- 
struction- fe 
Le Mode de Reconstruction 
La machine A écrire Reconstruction-Grady est 


ae, ce que donne A entendre son nom: 
a ag pesveaw. 


te machine est complétement désarticulée 

Pa sa ensure, Chaque piéce est alors 
complétement examinée. Les caractéres usés et 
ux, les faces de types reconnues impar- 

fai les tiges = t et les supports usés, en 
mot, toutes t accessoires reconnus 


e 
faibles,’ eS. défectueux ou fatigués, sont 
totalement écartés et jetés 


sont poeemaeee Dar piéces toutes 

celles fone onellies l'inspec- 

tion, méme < us minutieuse, ne pourrait dé- 

vrir le moindre défaut, elles sont compléte- 

ment nettoyées, polissées et re-nickel ue 

P alors, ancienne ou nouvelle, est mise A 

‘épreuve et examinée de ef. monture 

alllée de nouveau—non pas vernie,—mais 
ré-émaillée. 

Toutes les parties sont maintenant au point 
voulu ur @tre ré-assembiées; en conséquence, 
la ine est construite A nouveau, A partir de 
la monture, tout comme une machine nouvelle 
est construite dans la fabrique-mére. Le produit 
achevé est la machine A écrire reconstruction- 





uffit ur faire, d'une machine 
machine reconstruite, - 


vous prions de nous envoyer une copie du clavier 
tel que vous voulez l’avoir. 


Nous connaissons toute l'importance de la 
sécurité de l’emballage pour les expéditions desti- 
nées A |l’étranger. ous savons qu'il suffit d’un 
ou de plusieurs transbordements pour compro- 
mettre la solidité des meilleurs emballages et, 
dés lors, nous préparons nos emballages avec ly 
attention toute spéciale en vue du trans 
ous embailons pour pro r contre hum site 
et pour empécher toute détérioration et tout 
dommage. 

Si vous avez adopté des contre-marques spécia- 
les, veuillez nous en ormer et nous aviser de 

facon de numéroter nos envois. A moins 
@avis contraire, nous prendrons vos initiales 
comme romero et nous numéroterons nos 
colis de facon utive, marquant le premier 
colis du premier envoi du numéro 1 
Livraisons 


Nous tenons A faire promptement nos livrai- 
sons, Nous possédons un stock considérable et 
nous pouvons satisfaire aux commandes A court 
délai. Mais le changement des claviers, pour des 
commandes importantes, demande un certain 
temps, Vous devez en outre ne pas oublier que 
nous avons un grand nombre de clients. ous 
vous conseillerions, dés lors, de nous envoyer— 
aprés la premiére expédition de |’échantillon— 
une commande en rapport avec vos besoins pré- 
vus et de prendre un arrangement pour une 
livraison réguliére des colis r semaine, par 
quinzaine, ou mois. Nos clients réguliers ont 
adopté ce systéme et le trouvent avantageux. 

Appel a la Co-Opération 

Nous savons que les machines A écrire re- 
construction-Grady—sont bonnes. Nous savons 
que notre méthode d'affaires est bonne; elle est 
fondée sur le principe: Vendre les meilleures 
mere au plus bas prix possible. Notre 
but est de transformer chaque client nouveau 
en un client & vie de notre maison. Nous = 
vons y arriver en tAachant de contenter. our 
cela, nous accueillerons avec plaisir toutes les 
requétes et toutes les s estions. Progrés, tel 
est notre mot d’ordre. Perfection notre point de 
mire. Pour @tre fid@le au premier et pour at- 
teindre le second, nous prétons notre meilleure 
attention A toute pensée nouvelle et pratique. 
Tel est notre moyen de tAcher de donner A tous 
pleine satisfaction et bonne mesure. 


and offers the first and only successful two-color attachment for the world-renowned Oliver 


anunciadora y dimos 4 nuestras m4quinas recons- 
truidas la publicidad que ellas se merecen. 
Qué se encuentra hoy dia? Que todos, hasta 


los individuos que en pequefio se ocupan de 
hacer composiciones de mAquinas de escribir, 
ofrecen al pablico m&quinas de escribir ‘‘recons- 
truidas."’ 

Liamar ‘‘reconstruida”’ 4 una m4quina de escri- 


bir, es cosa muy sencilla, pues para ello sélo se 
necesita tipos y tinta de imprenta; pero el nom- 
bre solo no puede hacer de una maquina repara- 
da, una mAquina reconstruida. 

Segan el Diccionario, 

“reparar,”’ significa “‘componer’’ 6 “enmendar 
el dafio que haya sufrido una cosa;"’ y 
“reconstruir,” significa ‘‘construir de nuevo,” 
“‘volver 4 construir.”’ 

Como se ve, hay una gran diferencia 
ma que hay entre nuestras mAquinas 
truidas y las que otros ofrecen. 

Para hacer notar esta diferencia, hemos dado 
4 nuestras m4quinas el nombre del creador de 
esta industria y por eso se llaman mAquinas de 
escribir Grady-Reconstruidas, 


La manera de reconstruir 
La mAquina de escribir Grady-Reconstruida, 
es exactamente, como su nomibre lo indica, cons- 
truida de nuevo, 
Cada mAquina se desarma por completo, se 
examina con escrupulosidad pieza por pieza y 
los caracteres que se encuentren gastados por 


la mis- 
recons- 


el uso, 6 de guna manera imperfectos; las 
varillas de los tipos y los soportes de éstos que 
se hallen estropeados; en una palabra, todas 


piezas débiles, imperfectas, defectuosas 6 gasta- 
das, se desechan y se venden como metal viejo. 
Fijese bien en esto: las piezas malas no se com- 
ponen, sino que se desechan y en su lugar se 


emplean otras piezas absolutamente nuevas. 
Las piezas que una inspecci6én minuciosa encuen- 
tra perfectas, se limpian completamente, se 
pulen y se niquelan de nuevo. Después cada 
pieza, tanto nueva como vieja, es probada y 
examinada enteramente otra vez. La armadura 
de la m&quina se esmalta de nuevo—no se 


barniza—sino se esmalta otra vez. 


Cuando todas las piezas estAn ya listas para 


su colocaci6n, la m4quina se construye de nuevo 
por completo, lo mismo que una maAquina que 
acaba de salir de la fAbrica original La m4- 














GRADY STILL LEADS 


well as a similar two-color attachment for the Remington Typewriter. 
the black. It is easily attached and will give absolute satisfaction. Ask at once for our “special” 


| = REBUILT TYPEWRITER COMPANY 


Typewriter. The very acme of simplicity and perfection has been reached in this attachment as 
Press one finger you have the red—-press it again and you have 
in regard to these wonderful inventions. 
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PEOPLE, ALL CLIMES, ALL LAN 
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THE GRADY REBUILT MACHINES 


themselves and have won their way into the store of every typewriter dealer in 
quality, coupled with a fair price, is a consideration and is appreciated. 


finest ever 


are never too good for = 






stemnge ae 








Foreign Keyboards 


aa we are aware of the 


importance of packing’ export shipments securely. 

e know that one or more trans-shipments are apt to tax the strength of the 
best put up packages and therefore we pack with special regard to trans 
tion. We pack to keep out dampness and we pack to withstand wear and tear. 






We aim at prompt deliveries, Wee 


An Appeal on veel 
We k hat the Grady-Reb: 
e know that the iredy-S ule oy povtaarn aap THB 


I¢ is our 


business policy is right ; 
rta- possible prices. 
riend of our firm. To 


















We make the changes to conform to the recognized standards. To eliminate orders on short notice; but to 
dissatisfaction we request you to send us a transcript of the keyboard as some delay. You must also 
desired by you. would advise you, therefore, to pee 

— an order in accordance wi 
regular weekly, bi-weekly or mon 
- adopted the system and find it 
Packing 


be able. to 








quina que resulta de esta operaci6n, es lo que 
se llama una mAquina de escribir Grady-Recons- 
truida. 


Después de haber leido io anterior, creemos 
que estara usted de acuerdo con nosotros en 
uve la diferencia entre una maquina de escribir 
Grady- Reconstruida y una nueva, consiste sola- 
mente en e! nombre. 

Maquinas de escribir para paises extranjeros 
Todas las m&quinas que se destinan 4 la ex- 
portaci6n, van habilitadas. Precios sefialados 
son para esta clase de mAquinas. En caso de 
que se desee una mAquina perfectamente bien 
acabada en lugar de una esmaltada de nuevo, 
podemos dar precios’ mas bajos. 


Teclados para maquinas destinadas 4 paises 
extranjeros 
Proveemos mAquinas con caracteres. extran- 
jeros y teclados de acuerdo con la diferencia 
de las lenguas. Para evitar dificultades, supli- 
camos 4 usted nos envie un disefio del teclado 
que desee. 


Embalaje 


Conocemos 4 fondo la importancia del em- 
balaje para la exportacién. Sabemos que el 
transbordo de las mercancias una 6 dos veces 
puede deteriorar el empaque mas recio y por lo 
mismos ponemos especial cuidado para que éstas 
vayan lo mejor posible. Hmbalamos de manera 
que la mercancia vaya 4 prueba de humedad y 
para que resista el mal trato. 


Entregas 
Procuramos hacerlas siempre sin demora. 
Tenemos en almacén una gran existencia y 
podemos cubrir cualquier pedido al tiempo ~~ 


recibirlo; pero para el cambio de teclados 
6rdenes de consideraci6n, necesitamos al 
tiempo. Recuerde usted que tenemos muchos 


marchantes y por eso le aconsejamos que nos 
haga su pedido—después del primer embarque 
de prueba—segin lo que necesite, para que 

os embarcarlos con regularidad: semanal, 
quincenal 6 mensualmente. Nuestros marchan- 
tes antiguos han adoptado este sistema y lo 
encuentran muy ventajoso, 


Se solicita su cooperacion. 

Sabemos que las mAquinas de escribir Grady- 
Reconstruidas, son buenas. Sabemos que nues- 
tro sistema de hacer negocios es el correcto, 
pues tiene por base vender los mejores efectos 
4& precios lo mas bajo posible. Nuestro prop6- 
sito es que cada nuevo marchante que quira- 
mos sea nuestro amigo para siempre y esto lo 
logramos, haciendo todo lo posible por com- 
placer 4 todos. 


Para poder hacer esto, acojemos con gusto las 
indicaciones que se nos hagan. Progreso es 
nuestra consigna y nuestra mira es: perfecci6én: 
y para ser exactos con lo uno y para conseguir 
lo otro, prestamos cuidadosa atenci6én 4 cual- 
quiera idea nueva. Ese es el medio de que nos 
valemos para dar cumplimiento en nuestros 
negocios y dejar satisfechos 4 nuestros favore- 
cedores. 


IF YOU ARE NOT FAMILIAR WITH OUR GOODS, OUR PRICES AND PLANS 19 HELP YOU BE THE 


Get acquainted with us. give us a fair chance to get your business and we will » 


in your locality 
your patronage. 
in turn we will be helped. 


it is your fault, not ours. 
One of our mottoes has been that we recognize that your success means Our success, 





Ein Stiickchen Geschichte 


Vor Juli 1906 wurde mit Ausnahme der neuen 
Maschinen weder im Handel noch dem Publi- 


kum etwas anderes angeboten als ‘‘griindlich 
libergearbeitete’’ “ausgebesserte’’ oder *‘zum Ge- 
brauch fertige’ Schreibmaschinen. In jenem 


Jahre haben wir einen neuen Industriezweig ein- 
gefiihrt, nimlith “den Umbau von Schreidbma- 
schinen.”” Zu diesem Zweck richteten wir eine 
Fabrik, — nicht etwa eine Ausbesserungswerk- 
stelle — ein. Wir waren die ersten, die den 
wirklichen Umbau von Schreibmaschinen zu 
einer Spezialitat machten und auch die ersten, 
die rechtmidssig ihre Erzeugnisse als ‘‘umge- 
baut’’ bezeichnen konnten. 

Zu derselben Zeit erliessen wir ausgedehnte 
éffentliche Bekanntmachungen und machten da- 
durch die weitesten Kreise des Publikums auf 
unser Umbau-Fabrikat aufmerksam, 

Was finden Sie jetzt? Jeder einzige, selbst 
der kleinste Reparatur-Handwerker bedient sich 
jener Bezeichnung und offeriert: “‘Umgebaute’”’ 
Maschinen zum Verkauf, 

Bs ist leicht eine Maschine als ‘““umgebaut” zu 
bezeichnen, denn dazu sind schiliesslich nur 
Buchstaben und Druckerschwirze notwendig, 
aber der Name allein macht eine “reparierte”’ 
Maschine noch nicht zu einer ‘“‘umgebauten.”’ 

“reparieren’’: ausbessern; 
“umbauen”’: “wieder bauen’’, 
“auf eine neue Art bauen.”’ 

Darin lHegt, wie Sie sehen, ein Unterschied. 
Und derselbe Unterschied ist gwischen unseren 
umgebauten Maschinen und jenen anderen 
Zur Hervorhebung dieses Unterschiedes haben 
wir unser Fabrikat nach dem Urheber der In- 
dustrie ‘“Grady-Umgebaute Schreibmaschine”’ 
benannt. 


Die Art und Weise des Umbauens 

Die Grady-Umgebaute Schreibmaschine ist 
eee: was ihr Name besagt, nimlich: ‘‘neu ge- 
aut.’’ 

Jede Maschine wird bis auf das blosse Rahm- 
eg abgebrochen, worauf jedes Sttick griind- 
ich untersucht wird. Typen, die durch den Ge- 
brauch uneben geworden sind, oder deren Ab- 
druck oder pepraee - -nicht als vollkommen gut 


befunden abgenutzte Typenhebel und 
Achslager, kurz alle schwachen, unvolikom- 
menen, defekten oder abgeniitzten Teile und 


Stiicke werden volistandig ausrangiert, in die 
Ecke geworfen und als altes Eisen verkauft. 
Jene Teile werden nicht repariert sondern—bitte 
achten Sie darauf—sie werden weggeworfen. 
Die ausrangierten Teile werden durch nagel- 
neue Stticke ersetzt. Die Teile, an denen trotz 
der eingehendsten Untersuchung Fehler. nicht 
gefunden wurden, werden volistandig eg 
geputzt und vernickelt.. Alsdann wird jedes 
Stiick, alt und neu, robiert und nochmals 
untersucht. Das Gestell wird neu emaililert, 
nicht lakiert, sondern wieder-emailliert. 

Die Teile sind nun fertig zum Zusammen- 


setzen; solchermassen wird die Maschine vom 
Gestell an wieder gebaut und zwar in gleicher 
Weise, wie eine nagelneue Maschine in der Fa- 
brik, aus der sie stammt. Das fertige Erzeugnis 


ist eine “Grady-Umgebaute Schreibmaschine.”’ 
Nach dem Durchlesen des Vorstehenden wer- 
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{THE SIGNOTYPE ~ Will print 


The Signotype 


is operated with the ease of a type- 
writer, by pressing one key at a time, 
and does the work of a printing press. 
It is so easy to manipulate that any one 
can operate it after a few moments’ 
practice. 


HE SGNOTYPE IS ADAPTED FOR THE RAPID PRINTING 
OF BULLETINS, NOTICES, SIGNS, ETC. 





BANS 





















FWSAVBANG 


To Newspapers, for the rapid 2printing of bulletins —— announcing news 
i items “ee 
It Will Prove To Universities, Public Schools and Educational Institutions, for bulletins, 
notices and charts. : 
A Boon To Y. M. C. A.s, Clubs, Factories, Steamship Lines, Real Estate Dealers 
for bulletins, notices and signs. 





To Devartment Stores, Retail Stores, etc., for signs. 


The Signotype will print on cardboard, paper, cloth and other flexible 
materials. It will accommodate sheets any width up to 14 inches and as 
long as desired. It will also print on astrip of paper from roll, single line 
two colors and any length desired. 

prints from metal type and in one or two color#of ink at 


w% 
5 
S 
S 
e atime. Its typewheels are interchangeable and can be taken off or put 
el ype , 
~ on in a few seconds’ time, when change in style of type is desired. 
= - . — It is operated by treadle or motor power 
~ a 
S gigs The Signotype Press 
S With a SGNOTYPE FRESS the most elaborate Artistic Signs on it with a few moments’ instructions. 
S 
LS 
S 
>» 
= 
© 


PATENTED 




















is so simple of construction and easy to operate that anyone can print 


illustrations and color schemes can easily be worked It prints from metal type and in one 
out, thus giving opportunity for the highest grade of or more colors of ink simultaneously. 
ARTISTIC SIGN work. With a Signotype 
: ; Press one can print 
With a SGNOTYPE PRESS one can print letter- ; P 
quickly and cheaply 
the most Artistic Signs 
and Price Cards for 
WINDOW and 


RAV GROG OMAN Keiko 


7 








heads, bill-heads and business cards also can print from 
electrotypes, halftones, etchings, etc. It produces a grade 
of work almost as beautiful as stee! engraving. 


NO RETAIL STORE —- large or small—CAN STORE adver- 
AFFORD to be without a HGNOTYPE PRESS. tising. 44 


Every user of SIGNS and PRICE CARDS for 
WINDOW and STORE advertising is a logical buyer of 
a PE . We are now opening up ter- 
ritory. Write us. 





AMERICAN SIGNOTYPE COMPANY 


118-32 West Jackson Blvd. 
CHICAGO 



















ESIDENT ROOSEVELTS 
| MESSAGE. TO CONGRESS 




































To print- The 
Signotype and the 
Signotype Press areg 
Money Makers an¢ 


Money Savers f 


SAF 


ORS FOR Tee HOLIDAYS 


ae W \ 
i ig 











A 
or h\i Po" 
\ at | SUNCF BROW Lert Fwy 
a , | OREER 15 17 | 
“2 . 



















ott Z 


For Newspaper Bulletins Hot from the Wire For Window Cards in any Reiail Business. 
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ing, or system, or marketing, or buying, o1 
life, ete 


received. One 


how to succeed in 
Here is where one gets value 


single article of this kind may set one on 
the right path, may mean future success 

a bet I every way. Any such arti 
cle is worth the subscription price .o any 
inexperier n and to many a man wh 
“thinks he knows it all” but does not. We 
are always learning from others Such 
articles I study carefully They convey 
many a message, and serve many a pur 
pos I I siness and socially outside If 
their value was fully understood and ap 
preciated, every specialty man would read 
then Some I think so much of that T cut 


nd file away. Others I 


departments where they will be interested 

in them and where it will benefit then 
hers I mail to friends with my compli 

ments, 1n sometimes I mail them 


whole issues, even friends in foreign 
I’ve occasion to use 


customer 


countries Sometimes 
such an article with a 


gives usually a full page of 
ted with data, and 
iccompanying. These 
I always 


Each issue 
“Recent Patents” grar 
a page of illustrations 


look over very care fully. 


items | 


find something of interest and value there 
that I will use sometime somehow A 
knowledge of them can solve many a ques- 
tion, and has done so in my case, as usu 
ally, men do not bother about them in the 
publication, except manufacturers. Here’s 


where j knowledge can 
come into play You can serve your em- 


friends and also customers 


ncyclopedic 


’ , 
pioyer and your 


No journ 


| would be complete without its 


editorials [There we get opinions ex 
pressed, suggestion made, policies exploited, 
etc., by tl owners. “Office Appliances” 
is strong in this respect. The pages “Seen 
in Chicago” and “Around New York” al 


ways contain notices and personalities that 
the specialty men 
cities, and to many on the 
outside. I know they mean much to me, 
knowing both cities almost like my original 
country village, and having been employed 
by concerns Without some 


are ot special interest to 
in the respective 


both cities 


fun, life and even reading would become 
monotonous. We must have mental recre- 
ation We get it under “Salmagundi.” 
There we see amusing things about our 
friends. The publishers have not yet apolo 


gized for item in an issue concerning my 


little and only daughter born last August! 
That f led me with letters from America 
ind Europe that required time, labor and 
postage r me to reply. Well—there was 
much pleasure attached to it, so I will for- 
give the Throughout every issue there 
are small notices of news and of encour 
agement that give valuable information 
and help to make life more successful and 


The greatest aggregatior [ypewriter 
News ted by anybody in the world, 
ind ( ' t vorld, 1s found in eacl 
issuc l the “boys ee their names in 
print : friends and 
manufacture: nd dealers get the names 
g ds I I I d mal I Do speci Ity 
manufacturers and dealers know the value 
to them of these name nd those found 
under other specialties \ sales manager 
should be able to build “crackerjack” 
force through these nan Successful men 
in pe SiItions re alway ~ A nted not street 
loafer ‘ » @ : whi ne 3 old down 


hand to 
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reasonable length of time. Having at 
ime been in the typewriter business 
nine years, on two continents, it affords 
much satisfaction and pleasure to each 
nth see the many names of friends, know 
¢ they 1 and what tl ey 
( 1g \ postal reminder ( 
Lang Syne brings nd n 
ue I cad est ¢ 
refully and you would be surprise 
. ¢ ‘ tly p © +¥ < d . 
) ss rmati Ss \ ble, p 
’ ‘ tw k wl | yn 
S ( wit Tit¢ i 
{ y to be t ed man < 
n All t s in general t the 
g p ty headings Office Ap 
is of greater terest and 
than the Commercial Sta 
i Section The manufacturers I’n 
r 1 with market their goods through 
Stat l'ypewriter Companies and Of 
Supply Houses, hen why the whol 
1 is of such value to 1 Coming 
ly business contact throug yrrespond 
( id frequently with stationers in per 
sO aving visited many cities and sta 
tioners er the country, this department 
ffords 1 much pleasure, instruction, as 


sistance, etc., in my position, is of value t 
nd them in connection with officials 
mpany, and « pers individua 
benefit So also the “Stationery News 
mns. This department is worth a great 
ne and I work it to the limit. So 
so t lumns on “Trade Opportunities 
Dealers d “Office Specialti Through 
thec tte ‘ dings ne mav 4 ire one 
: ler t mav sell ods, bringing 
lozens and hundreds of times 
e st of the subscription price of the 
It is all in knowing “how to us¢ 
you! de urnal Any fice specialt 
house that in't sell s goods ¢ 
month through the page on “Retail Trade 
Opportunities” has wrong selling policy 
And, w do you say I don’t get tl 
most possible out of “Office ppliances” 
and remember, I’ve not mentioned detail 
in any one paragraph. You n supply then 
in your own mind, and benefit by then 


A. B. DICK AND FAMILY INJURED 


4. B. Dick, president The A. B. Dick 
Company. Chicago, and his wife and daugh 
ter, Mabel, met with a serious accident New 
Year’s ev s they were on their way to the 
Northwestern station in Chicago from Or 

hestr Hall. where Arthur Bissell had 
iver box party in their hor 

TI re driving in their carr e whi 

n sion with Ind 1 avenue 
stré f ing tl rr st ele 

t v Dp t | ¢ was 

Mr D aa actos 

t] “ { Dicl 
staid : ’ at oh. 
9 } } VU; Dick 
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Ihe motorman of the car evidently failed 
to make an attempt to stop, and as the rear 
wheels of the carriage were nearly clear of 
the rails the car struck it, overturning and 
throwing it with a crash against one of the 
uprights. Mr. Dick and his family were 
thrown to the bottom of the wrecked car- 
iage, while the driver fell into the street. 

Desqite his injuries the driver held to the 
reins and prevented the team from running 

fter the accident. 

Mr. Dick was the first to arise from the 
irriage ruins and he helped his wife and 
laughter out of the tangle of broken wood 
with the aid of George Lytton, 2719 Prairie 

avenue; Benjamin Strauss, 164 Dearborn 
street, and Policeman Thomas Henry of 
the Central station. 

Misg Dick was hysterical and her mother 
almost unconscious. The latter was placed 
in an automobile and hurried to the hos- 
pital, while Dick took his daughter to a 
drug store, where she was quieted, and then 
both rode to the hospital in a taxicab. 

Mrs. Dick was attended by Dr. A. E. 
Halsted, 2937 Indiana avenue, and her con- 
lition is not serious. 

Traffic was blocked for more than half 
in hour because of the accident. 

“As the carriage was crossing the 
tracks,” Mr. Dick said in the evening at 
the hospital, “I saw the south-bound car 
ipproaching at full speed and an instant 
ater the crash came, overturning the car- 
riage and sending it up against one of the 
elevated road supports. I think we were 
lucky to get out as we did.” 

[he coachman was taken home by the 
police. He said the carriage was valued at 
$1,500 

Mr. Dick returned to his office on Jan- 
uary 4th, somewhat depleted in physical 
strength from the accident, and Mrs. Dick 

nd her daughter left the hospital several 
lays later for their home in Lake Forest. 
The family felt the shock considerably, but 
braved up heroically and were thankful! that 
they had escaped so close a call. 





NEW ROYAL ASSISTANT FOR 
CHICAGO. 

\. P. Yung, until recently traveling in 
Kansas for the St. Louis office of the Royal 
Typewriter Company, is now Asst. Man- 
ager of the Chicago office in charge of 
country sales succeeding Mr. J. C. Pheian 
who has been promoted to the Managership 
of the Kansas City office. 

Mr. Yung has had considerable experi- 
nee in the typewriter business, having 
traveled about six years in New York and 
Pennsylvania for the Oliver Typewriter 
Company previous to his connection with 
the Royal. 

Mr. Yung had charge of the Royal ex- 

bit during the sessions of the National 
rrigation Congress at Albuquerque, New 
lexi which began Sept. 28th, ’08. 


GREETINGS FROM WINNIPEG. 


om George R. Bradley, resident mana- 


ger of the Remington in Winnipeg, came 


he other day the season’s greetings in the 
ipe of a small booklet of four pages, with 
e coat of arms of Manitoba province on 
cover and Mr. Bradley’s picture and 
eetings on the inside leaflet. It is very 
and appropriate 
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ENSDERFER 
Typewriters 
Visible 
Writing 
Light 


Action 





BLIC 


Interchange- 
able Type 


Back- 


Spacer 





NEW No. 8 MODEL 
Equipped with DECIMAL TABULATOR for which no charge is made 


SEND FOR CATALOG THIRTY-TWO 


The Blickensderfer Mfg. Co. 


STAMFORD, CONN. 









































A RIBBON You know how the ordinary type- 


that writer ribbon,, from the fist hour of 
Renews its use, constantly loses its brilliancy 


Itself and strength of color. 


We have found a way of making a recuper- 
ative ribbon—the 








SELF-RENEWING RIBBON 


The secret is in a special discovery in a non-grease ink—an ink 
that insures perfect capillary attraction. It penetrates every fibre 
of the ribbon, and redistributes itself from the used to the un- 
used parts. 

The result is a ribbon that will not fill the type and produces 
clean, sharp, uniformly beautiful work. 

A ribbon that will appeal to every typewriter user. 

An excellent opportunity for every live dealer to increase his trade 





in exclusive dealer wanted in every cit 

. | 
Write at once for further particulars. 
’ | 


Address Dept M | 
THE BUCKEYE RIBBON & CARBON CO. 


Manufacturers 


326-328 Frankfort Avenue 


CLEVELAND, O., U.S. A. 





| known as a systematizer of 


and methods. 





THE PRINTOGRAPH IN CHICAGO. 


There are many evidences of the “Printo- 
graph” in Chicago. It is not merely repre- 
sentation for the company but it is hustling, 
pushing, energetic work for the agents, 
Hawkinson, Quinn & Company, which has 
offices at 41-45 State street. 

A good start has been made in Chicago, 
both for the company and for Hawkin-on, 





Cc. C. HAWKINSON 


Quinn & Company, the memters of which 
are deserving because they have something 
to sell 

Mr. Hawkinson was for a long period 
with the Elliott-Fisher Company where he 
got intimately in touch with the office spe- 
cialty field and where he began to know 





J. E. QUINN 


For 
n, well 
e systems 


the value of the duplicating mac! 
a time he was with G. F. C 


Mr. Quinn, began his experience in the 


| specialty field with the Shaw-Walker Com- 


pany, then with the Bereda Manufacturing 
Company, later going with the Waash 
Cabinet Company. It is thus seen that he 
also became well grounded in the needs and 
conditions of the device field 

When they both formed a partnership to 


| handle the Printograph it was with a 


ripened experience; and this, much as 
any other reason, is responsible for the 
success that has come to the f 
they took over that splendid machine 
Printograph 


since 


the 





MISS FRITZ IN LONDON. 

Miss Rose Fritz, the American 
champion typist, who recently accept- 
ed the challenge to type 100 words a 
minute, came through the ordeal tri- 
umphantly in the test arranged by the 
Daily Mail office, accomplishing the 
remarkable record of typing 262 words 
from a leading article from that jour- 
nal in 2 minutes 20 seconds, or at the 
rate of 107.6 words a minute. 

The selection chosen for the test 
was the last paragraph of a leading ar- 
ticle, previously unseen by Miss Fritz, 
which appeared in the columns of the 
Daily Mail on October 23 last. The 
typewriter used was borrowed from a 
well known city firm, which certified 
that it had been in daily commercial 
use for over three years. Time was 
taken by an expert timekeeper on a 
Benson’s chronograph, and a Daily 
Mail representative acted as arbitrator. 

At exactly six minutes past three 
o'clock Miss Fritz received the word 
“oo,” and forthwith the American’s 
fingers flew like feathers over the key- 
board. It was a fascinating perform- 
ance—a stream of even clicks melting 
into each other, broken at intervals 
by the crash of the “carriage.” Won- 


derfully even, almost effortless, the fin- 
gers of the operator moved. 

While Miss Fritz was perfectly calm 
the spectators watched the time with 
breathless interest. Two minutes, 30 
seconds was the limit time. At 2 min- 
utes 26 seconds she drew the copy 
frém the machine, her task accom- 
plished. On examination it was found 
that she had made but four errors. 


This extraordinary feat when re- 
duced to figures seems incredible. As 
stated, the paragraph contained 262 
wor Is { the r ae 11 S Tre - 

I Ler 199 
P 5 
Ww 03 
T a 

Thess o1iVve a total of I,510 move- 
ments of the fingers in 146 seconds, 
or over ten movements a second. 

On her own typewriter—a_ similar 
one to that used in the test—Miss 


Fritz then typed 107 words in a minute 
from a book previously unseen by her, 
only one error being made. But per- 
haps her most remarkable feat was 


97 wo! ls from dictatior ut of a book, 
which she had never seen before, in 
56 seconds while blindfolded, or a 


rate of nearly 106 words a minute, with 


nly one ert 
At the close Miss Fritz was warmly 
mgratulated by the representatives 
of the challenger, who was- unavoid 
ably absent, and it was acknowledged 


that she had easily achieved more than 


100 words a minute. 
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Suppose You had a Plan which 
would Enable any Business 
House to Save its Postage, 


Could You Sell ItP 


Postage stamps are a fixed expense. The 
government offers no discounts for cash, no 
special privileges to large buyers and no re- 
ductions in the price per ounce for mail 
going short distances 

There is no way to ec nomize on postage, 
yet there is a way to save enough on the cost 
of the production of letters to offset the cost 
of the stamps it takes to carry them. 


The Edison Busi- 
ness Phonograph 


accomplishes this saving. It does it by en- 
abling a business house to get out twice as 
many letters per day with its present working 
force or the same number of letters as now 


with half its present working force. 

You can demonstrate this saving in any 
business house and at the same time prove 
many other decided advantages for the 
Edison Business Phonograph. 

It is the purpose of this advertisement to 
ecure dealers in territory not vet covered. 
We want reliable men, acquainted with busi- 
ness heads—men handling typewriters or 
other office appliance preferred. Write for 


our propositio1 The terms are liberal. 


Mil } } 
i 






TRADE MARK 
Q Edvon. 


205 Lakeside Avenue Orange, N. J. 








Edison Business Phonograph Co. 
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BELL COPY-BOOK HOLDER 


is called to the Bell Copy-book Holder. The best 
made; neat appearing: a tast seller; made of stee! A 
indestructible Your profit 100% on investment . 
This book-holder must be seen to be appreciated 
or with black 


Furnished with a ni keled stand 
enamel! base, or with ni ckel le = arm attachment for tne 
various machines—Remin yn, Oliver, Smith-P« i 
mier and others 4 
This book-holder is also furnished with a combina 4 
tion line indicator #) 
fe 
The Bell Copy-book Holder is super a 
makes. Nothing like it on the market y 
Berney - price is $8.00 per rer and wit A 
lic ator $11.00 per dozer Do not writs rany ex 4 
tra price, as this is my best met cash figure f. o. b if 
Chicago. f 
Do not delay. Send your orders right now 
< 


Retails at $1.50 each. 
With Line Indicator, $2.00 each. 


$. EPPSTEIN, 5157 Prairie Avenue, CHICAGO, ILL., U.S. A. 


BELL COPY-BOOK HOLDER 





REDUCED. 


SPECIAL ATTENTION—Stationers and Office Appliance Dealers 


REDUCED 





Engraved Cards 


Our new trade showing 78 diffe 


The American Embossing iy 


price list 


Social and 
musiness 


Buffalo, N. Y. 








ne Big Profits 


many Stationers are getting 

from hte demand for the U. S. 

AUTOMATIC PEN- 

CIL SHARPENER? #©* 
Send 


Get a Sample at our Expense. 
a Postal Request for one NOW 


Automatic Pencil Sharpener Co. 


inc. 


Spring and Crosby Sts. NEW YORK CITY 


ae You Getting Your Share 





It's Advertised in Leading Magazines 














BUSINESS SHOW 


umber of Orrice APPLIANCES 


Program numbe 


February 


6 a ‘ebruaryv n 
Business Show 


Every advertiser in the 
program circulation without additional charge. 
be in our office by February 1. 


THE OFFICE APPLIANCE CO., Publishers, 





NUMBER 


On account of the list of exhibitors not being ready whe 
the number goes to press February 8, the program wi 
appear in the c ypP1es that go to the field The copies f s( 
the show from February 27 to March 6, inclusive, will be held 
unbound until March 25, when the ameiione program Ww 
printed and inserted 


February number gets the show 
Copy should 


305 Dearborn Str, 


Chicago, I]] 








PROMOTIONS IN REMINGTON 
ORGANIZATION. 


Typewriter Com- 


The 
announces a number of important 


Remington 


pany 
changes and promotions which take 
effect January 1, all of which indicate 


of the company 
years 


New 


the progressive policy 

Augustus T. Rose, who for ten 
past has been the manager of the 
York City department of the Reming 
ton Typewriter Company, was on Jan- 


uary I promoted to an important po- 
sition in the executive. department of 
the company. Mr. Rose’s service as 


manager of the Remington sales or 


ganization in New York City has been 
long and able, and the experience 
which he has acquired in this post will 
be of iluable service to the ym 
pany in the wider field of his 
efforts 
Beginning January I, 1909, the New 
York City sales departmer 
organized as a branch offic: f the 
compat ind the managershi this 
New York office will be assur 1 by 
lohn S. Bayes, formerly manag 
the Remington office in Chicag r 
Baves has served successively as 
ive 1¢ important Remington 
branch offices in Pittsburg and C1 
cago, and he is known as o1 t the 
stror d growing men of the Ren 
ngton organization. It is safe to sav 
that under the aggressive management “ 
of Mr. Bayes, new and a 
umphs are assured for the Ren 
Typewriter in the important 
York City territory 
The successor of Mr. Bayes as mat 
ager of the Remington Tvypewrite1 7 
branch office Thorn 


in Chicago is J. T 


ton, formerly manager of the Remit at 


ton branch in Kansas City. Mr r 
ton has served in Kansas Citv both as 
Reming salesman and Remington 


1 


manager, his appointment | 
ter post having been made in Aucust 
of 10 Under ae. The s 
agement the Remington off w 
sas ( has enjoyed a cy atone / | 
ess ~ li t result M ( 
| ] \ Té “elves ( 
1 larg with gre ~ ] 
ties 

Th Ss » Mr. TI S } 
manager of the Remin I 
fice in Kansas City is A. | 
who for four years past has 
Files Voile cncadiindn ak € ° 
ton selling force A 

s s predi 
great s ess as brar fi C 

An a eee 

y ft Re re 

aie in 
Lun S nag t R 

ran in | s tos 
he e H. P. Marshall, w 





during which time he has made a re- 
markable record as Remington sales- 
man in Birmingham, Ala. Everyone 
who knows Mr. Lund has absolute 
confidence that he will be equally suc- 
cessful in his new field. 

These New Year’s promotions and 
changes cannot result in other than a 
further strengthening of the Reming- 
ton organization, and with the new 
Remington models 10 and II as anoth- 
er help and stimulus, the Remington 
organization naturally looks forward 
to a year of unparalleled record break- 
ing in Igo 


DINNER TO MANAGER ARM- 
STRONG. 


\rmstrong, factory man 


iger of the Union Typewriter Co., who 
had just returned from a trip abroad, 
was the guest of the staff and foremen 
connected with the local factory at a 
dinner o1 ember 12 at the Brook 
lawn « 

Cov vere laid for thirty, and at 
7:30 tl rty sat down to a most ex- 
cellent menu, which comprised the fol- 
lowing @2 1 things, cooked and served 
ta <1tit ¢ ‘ o+ fasti lsqiuie epicure: 

Ovste1 tails, cream of tomatoes, 

] s, radishes, salted almonds, 
fried smelts, tartar sauce, waffled pota 
oC bster cutlets, Julienne pota- 
toes, peas, broiled hicken, grilled 
sweet potatoes, endie salad, Camem- 
bert heese Roquefort cheese, coffee. 
4 « 5. 

\fter the eatables had been disposed 
yf A. E. Veness, acting as toastmaster, 
called on Mr. Armstrong, who, in re- 
sponding, spoke of many interesting 
and amusing incidents of the voyage 
and ib Speeches were 
listened to from others, and singing 
was freely interspersed. The hour to 
depart ll too quickly. Those 
pres following: 

F. A. V rmstrong, A. E. Veness, 
c. Vv irges, H. Cooper, M. J. Clab- 
by, | Sackett, H. M. Robinson, H. 
L. Johnson, William McKenney, R. F 
C. Muelle: Willard, E. E. Brown, 
( ] . I Thomas J. Reed, C. E 
B H. L. Jacoby, G. W. Short, 
L. Court. E. D. Baldwin. R. B. Veness. 
Fred | omas ©’Brien, A. An- 
lerson, | Beaudry, O. Rudolph, G 


C. Wricht H Nelson. W. B. Wise. 


A BOY TO MR. AND MRS. E. ST. 
ELMO LEWIS. 
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THE VICTOR WINS 





Because in competition the user finds that it gives 
more real honest value than any other machine. 

Its decimal tabulator makes billing and all form 
work easy. 

Itswide bearingtypebars maintainthe alignment. 

Its ribbon operates in two colors. 

Its easy action saves time and effort. 

Its speed is always greater than that of the 
operator. 

Its writing is always in sight. 

It saves time--it saves money. 

Territory open to dealers. 

Descriptive catalogue free. 


VICTOR TYPEWRITER CO. 
812 and 814 Greenwich Street 
New York. 











Desks of Quality 





V nt a sample order from you. Sales are 

1 Feige Desk Our Canvas Back 

Curtain rvetsout of order, our Combination 

Lock elled, our Drawer Work is the 
\\ ke a <¢ ym plete line 


Our Uxhibit in the Chicago Furniture Exposition will be 
in Section 12, Fidth Floor. 


Desk No 204 Vrite for Catalog and Prices. 


FEIGE DESK CO., srauiw: micn. us. a. 











| 
| 
. 
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What’s Under 
Your Hand ? 














--Every typist knows that 
instant of confusion brief, 
but mightily annoying-- 
on hastily returning the 
hands to operating posi- 
tion after being obliged 
to remove them. 
With The NEW MODEL 


L.(. Smith & Bros. Typewriter 


every operating device is 
under the operator's hand 
—Shift-key, shift-lock, space-bar, 
tabulator spacer and margin release 
—all—right on duty in the places 
where most needed when quickly 
wanted. 
—Even the line space lever is op- 
erated without leaving —— 
—How is it with you 
—Look under YOUR hand! 


Send for Descriptive Book. 


L.C. Smith & Bros. Typewriter Co. 


SYRACUSE, N. Y., J. S. A. 















Head 
Office for 
Europe, 
Asia and 
Africa: 

# Queen 
Victoria 
Street, 
London, 
E. C, 


ALL 

the 
writing 
ALWAYS 


in sight 








Pratt Bundle and Packet Tie | 


Cheapest tire on th rke 1 ‘ 
one on which memorandu in be made 
mailed to any United 
| States 1ddress n re- Cc 
ha ceiptot . ° . ° 
Applies to any size bundle, any arm 


Send for free sampk 


PRATT F. MFG. CO., 117 Point Street, Providence, R. I. 


Roxbury. Boston, Mass., Tune 1, 1906 


Please send us 100 fasteners (Ties) like 
They are O. K Signe 


Peoples Nat'l Bank of Roxbury 











¥ (This 
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The Dalton Adding Machine. 


A Description of Its Chief Features. 


N THIS issue of Office Appliances will 
be found a descriptive advertisement of 
the Dalton adding machine, which is 
being produced and marke by the Add- 
ing Typewriter Company of Poplar Bluff, 
Mo., U. S. A. This wonderful machine is 
ill, and even more than its name implies. 
It adds, subtracts, multiplies, divides, fig- 
ures interest, verifies and proves invoices 
besides performing many other mathemat- 
ical calculations with such facility, speed 
ind accuracy as to be almost beyond belief. 
In no field of invention does genius shine 
with greater splendor than in the concep- 
tion, productéon and reduction to practice 
of the modern calculating machine, and in 
its efforts to supply the ceaseless and ever 
increasing demand for labor saving devices 
of this nature, it juggles with electricity 
and cold steel bringing them together in 
many wonderful and useful combinations, 
capable of producing results so complicated 
and marvelous as to appear weird and un- 
canny. 
The adding and calculating machine of 


; 


j 
ted 





THE DALTON MACHINE 


today is not the invention of any man, nor 
is it the product of any age. It is growth 
and development, covering the period of 
the growth and development of man; it is 
evolution applied to mechanical mathemat- 
ics; it is genius carved into metal; it is the 
philosophy of mathematics in concrete 
form; it is a pyramid, a colossal Cheops, 
constructed from the eurekas of every age, 
and the man who arrogates to himself the 
title of inventor of any particular style of 
these mathematical wonders, claims more 
than his due, even though his name may ap- 
pear thereon 


Che accountant, day in and « 
ing over never ending colu 
felt the need of something 





burdens, and genius supplied that need with 
the non-listing adding machin if it v i 
ynly list said the banker, to which genius 


replied eureka, and the adding and listing 


machine was an accomplish the de- 
mand for a machine with a wide carriage 
irranged for a series of vertical columns of 
figures side by side, which could be used for 


cross tabulation as well, was 1 vith equal 
} 


promptness: visible printing was demande 
ind that demand supplied. In like manner 
special machines adapted to meet the re- 
quirements of all classes of business have 
been produced until nearly one hundred dif- 
ferent styles of calculating 1 hines have 
found their way into public { ich be- 
ing peculiarly adapted to the s; | line of 
work for which it was built 
Universal in Scope. 

[The inventors of the Dalton, having 
mind at all times the production of a single 
machine that would perform the work 

f many of the special machines now on 
the market, have produced a machine that 
is almost universal in its sco] thus en- 
ibling the owner of a machi f the Dal- 
ton type to accomplish great speed 
nd facility the widest rang f me 1¢ 
computation [his machin ib] 

producing results that see: most mar- 
velous, is so simple in oj t f 
be operated by a child or \ ut ins . 

ns by anyone not at all familiar with 
machines of this class 

One of the special featur 1 
chine is simplicity of I 
weighs forty-five pounds, 
easily moved about the offic: [It is com- 
posed comparatively speaking f very few 
parts and on this a 
get out of repair. The m 
struction is such that the wearing points 
ire few and friction is therefore reduced t 
the minimum, which accounts for the 
light handle pull Che d 
symmetrical movements of t ral parts 
is they, actuated on true piv 
ing in the arc of irc r 
various functions, seem t é ; 
of the ve tors that | 

T speci mi g 
whi autom: ly takes 

rder together v 
b d, consisting f S 
t perator by using 
which he soon learns en 
f speed 1 at the same S 

‘ - P 
I ommit err r, by the 
\ g key With the right vering 
the entire keyboard so that key 
be depressed by simply movi g 
the left free to turn the checks index 
gures to be listed and tl 

¢ copy, it is per t 
t tiated that ar 

be accomplish: d 
Striking Features 

Owing to the visible printi: 

t hecks his list as he goes g thereby 


iving much valuable ti 





Our- 
ures, 
his 
with 
ould 
nius 
sting 
. de- 
‘lage 
is of 
1 for 
qual 
ided 
nner 

re- 
have 
dif- 
have 
be- 


of 


¢ 


with 





ists. The total as 


spent checking long 
well as the final result of every calculation 
being always in red makes those results 


easily distinguishable, besides adding to the 
appearance of the work. 

Owing to the construction of the Dalton, 
multiplication is easy, practical, rapid and 
absolutely accurate. The multiplicand is 
set up keyboard but once and with- 
out regard r the number of digits in the 
multiplier, after which by the use of the 
repeat key and operating lever, the result is 
printed in red in an amazingly short time 
For example, the figures 34567 were multi- 
plied by 341 and 45678 by 332 and the two 
products added producing the 
combined product of 262952443 in just ten 
seconds. It is fun to figure interest on the 
Dalton, for instance, the interest on an odd 
sum like 76.53 for 53 days at 4% can be fig- 
ured 387%, days work at 
$2.02% per day is figure in five seconds. 

The paper carriage is made in various 
widths, and owing to the fact that it is ar- 
ranged on top of the machine in easy reach 
itor tabulating and cross-foot- 
sy and rapid. The 
used in connection with 
makes subtraction and 
division practical and The convert- 
able split and normal with which 
every machine is equipped makes it possible 
to use the machine for listing and adding 
two totals nce such as cost and selling 
price, or which do not require 
adding can be listed at the same operation 
with amounts and the amounts added with- 
uit adding the numbers. The splitting de- 
vice is also useful for making monthly 
statements as the dates can be printed at 
the same time as the amounts without in 
‘fering with the correct listing 


and adding of the amounts. 

The Adding Typewriter Company is also 
producing and will soon have ready for the 
market, a combined adding and writing ma- 
chine, of which more will be said in a later 


together 


in seven seconds; 


of the oper 
ing is made 
eliminating key 
the non-print key 


pr ictical, e 


easy. 
device 


numbers 


any way inte 


issue 





REUNION OF NEOSTYLE SALES OR- 
GANIZATION OF CHICAGO. 

On Wednesday, Dec. the 23rd, Mr. Low, 
nager of the Neostyle Com- 
pany at Chicago, entertained a round dozen 

f the sales force at his home at River For- 
est, Ill. He had wired of the traveling 
men under his supervision to come in so as 
to be present on that occ 

After partaking of a sumptuous repast, 
Mr. Thos. Pinkney, on behalf of the organ- 
words, pre- 


the western 1 


1s10Nn. 


ization, in few well-chosen 


sented Mr. with a handsome pair of 
diamond cuff buttons, as token of their 
esteem good-fellowship Mr. Low 
made suitable reply and expressed a hope 
that the good-fellowship which animated 
the gift, would continue to prevail and 
flourish 

The table s most artistically decorated 
with flowers, and the holly was suggestive 
of the good cheer of ( 


of Christmas-tide. 
The “favors” were match cases with sil- 


ver monograms and as all of the boys are 
devotees of the fragrant weed, they will 


serve as a momento of that auspicious oc- 
casion and their thoughts will revert to the 
dc 


loner every time they light up 
After dinner an informal musicale was in- 
luload oo ; e : ly 
iged ir nd was enjoyed immensely. 
Every one was called turn, and as- 
sisted nte ing 
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CES 





THE NEW 
AUTOMATIC 


Fast as 


IN ADDITION— 


INKING ROLLER 


Interchangeable instantly with THE WRITER- 
PRESS RIBBON, supplies the link which makes 





“theVriterpress 


the most practical office machine for the printing of 

Office Supplies (direct from the type) and of pro- 

: ducing Form Letters (by means of the Ribbon) 

ry that are the exact counterpart of those actually type- 





100 


One form may be prepared, another printed, another distributed—all at the same time. 
Any number of forms may be held intact ready for instant future use. 
Any size or style of typewriter or display type, cuts, electros, or ruling may be used. 


and distributing, makes it easy for any- 


written—all at a saving to you of more 
than one-half of the printer’s charges. 


Requires 
No 
Previous 
Experience 


The simplicity of THE WRITER- 
PRESS and the fact that in our method 
we have eliminated all necessity for 
skilled labor in typesetting, printing 


one of ordinary intelligence to operate 
the WRITERPRESS in producing per- 
fect work as 


Typewriters. 








SEND US YOUR NAME AND ADDRESS FOR SAMPLES OF WRITERPRESS 
WORK AND DETAILED INFORMATION. 











Theriterpress (@mpany 


528 White Building, 


BUFFALO, N. Y. 


DEALERS EVERYWHERE 





See our exhibit at CHICAGO BUSINESS SHOW, Feb. 27-March 6, Booths 43 and 47. 











WE MANUFACTURE AND INSTAI I 
AND TACK SYSTEM 4 system recognized 
merchants as U Id Syst f kee 
Sales, Salesmen, Agents, Collect 5. Et 

WE MAKE MAP TACKS AND INDICAT 

WE MAKE MAPS in wax, ¢ er, 2 

WE CARRY MAPS 1 le by a the pr 
maker For the Pocket, for the Wa nt 

Ww MOUNT MAPS under 

VW I BI “Hi Al As ~ | t? | 


Worid. for t 


JOHN W. ILIFF & COMPA 


225 East Washington Street 





‘Are You Interested in Maps? 


Maps and Appliances for Maps Our Specialty 
Send for Catalogue and Wholesaie Price List 


HE MAP 





-/™ 
3 













TYPEWRITER OIL 

‘) The world’s best lubricant for Typewriters, 

in ines and all delic inery 

eee Ae cuales aad conan 
Write to-day for free sample and prices. 

\ MORTON MFG. CO. 


Louisville, Ky., 
U.S.A. 
Export orders giv- 


en careful atten- 
tion. 
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IAT EVERY BOD™ 


HAS BEEN EXPECTING AND 
LOOKING FOR 


A PRACTICAL DUPPABLE OP TO-DATE 
VISIBLE TYPEWRITER 


AT THE RIGHT PRICE $50 


NOI THE USTAL KIND SOLD AT THAT PRICE BIT 
A‘“MACHINE THAT MORE THAN FAVORABLY COMPARLS 
W/7W/ THE SO-CALLED STANDARD MACHINES SELLING AT 3/00 





% $5 O43 Two Color ribbon Movement- 


Gh 


i meee 7en PEWRITER) 


~ ~~ 


i re 





We have 2 DEALERS CO-OPERATIVE PLAN 
WRITE AND ASK US 70 TELL YOU ABOUT 17, 
#90) 





THE EMERSON TYPEWRITER CO 


Suite 50253 Maraquetre Bunoinc Gwicaco ILL. USA \ 


Back Spacer Kew 

















LUNCHEON TO UNDERWOOD 
SALESMEN. 





Senior Salesmen of New York Office En- 
tertained by George Crouch. 


N] f the best ways t vet t st 
out of your salesmen, t ge 


them in their work 


that kindly feeling of interest vl S 
uch a le factor bul 

business to get closely in tor 

men in t eld As a 

record, m none can excel, Mr 

Crouch, New York city manage: the 
Underwood Typewriter Co., kn t it 
is to cé ‘fT +} e appre Cl t , 


authority at a time when most 1 


realizes to the full how valuab 1 
words, given at the proper 
men, W re meeting strong n 
at every turn, and with a full know g f 
the difficulties they experien t 
get them t pethe r occasionally 
terchang ought and inspirat 
On the last aa ld e 
senior city salesmen d 
Typewriter Co. were the guests of George 
Crouch at uncheon at Kalil’s w vn 
restaurant on Park place ] 1s 
tastefully decorated, and the tables ere 
set out in that first-class manner for which 
this hostelry is so renowned Mr. | rge 
Crouch occupied the chair, and thers ere 
present as his guests W. A. Cheel, M. W 
Hatch George Boyd, Bracey, Wal 
Mitchell, Westervelt, S. T. Smit! , 3 
Hatch, Atwater B. Gruman, Philbin, Har 
per, Lasher, Stine, Robinson B. Irv Dix 
on, Olsen Johnson, Miller, Miles, H 
S. Levy, S. Burrows, Dunn, Plun 
Rutherford representing “Ot Apt 
ances.”’) 
After all had enjoyed the [ 
Crouc! | tha he 1, id c 
gether to congratulate then ; = 
work that they had done during the last 
year l yusiness d l 
most I d in the Ss 
try, when me of the largest e 
houses had fallen behind in il 
business from 50 per cent to 70 per é 
record of the New York office w st 
in the history of the corhpany 1s 
happy to state that th the 
end of tl r with a re en 
700 and 1,000 machine sales er that of any 
previous yea! In fact, it r 
that the New York off d 
For this magnificent .d 
them He ngratul 
wonder! I 
stop +; think f the marve 
at the factory that enabled t 
It w bec 
sp I ib 
| ; 
eon +} the 
ile 
pri it 
he red, 
their th nk r 
' nm ; 
ae 
< 
t er 
r2Zg ho were 
machine Tl . 
wished te ‘ | 
‘ 1ey should f 





always has been in a class by itself. Dur 
ing the year they had suffered the worst 
competition, by this he meant that com- 


pe resulted in the cutting of 
prices e has gone when they 


should really try to meet that kind of com- 
petitior Tr} must put their machine and 
t 


thems : higher level. If some com 
petitors e! villing to sacrifice two-thirds 
of the pri vas afraid the Underwood 


Co. would to let the business go. Mr 


Crot the ded to the question of pay 
ment by nst ments, nd urged his c 
r t t payments « 
25 lesired t wish one and 
i] ry prosperous and happy 
New Year, a1 hoped that 1909 for each 
them would | better year than the one 
which had just passed In fact, they had 
t e t ked them all for 
the ¢g nd deration they 
d 1 b e! 1 the 
manag le w d to say thers 
ction nda 
dly 1 more hor 
est pe gz It best interests ¢ 
the c He that during tl 
oI g l g ilong swin 
ingly ed t success na 
prosperit bov« ound of st 
g t Type 
write 
I 2 ( rec e () 
ce Anr I was lled ups 1 few 
remarks H ongratulated all present o1 
the great work they had achieved during 


the past year, and was sure they had in Mr 
George Crouc! manager who would look 
well after their best interests He hoped 
they would have a still more prosperous 
year in 1909 

Mr. Nelson Miller, advertising manager, 
next addressed the meetings He desired to 
thank Mr. Crouch for his kindness His 
experience shown him that the men 


who can eat n work He was glad they 
could eat Because there was only one 


thing needed now for them to have a bigger 
year next year than they even had this year, 
and that was to work for it Let them take 
a good grip on themselves and they would 
do it Let each of them start out the New 
Year next Monday morning with the idea 
in view that during the whole of the com 
ld not borrow trouble 
He liked the fellows “just a little,” and was 
glad to have them come around and spend 

few minutes with hit nd tell him their 


troubles But they should always remem 
ber that he t had troubles of his own 
Go out and get the business is what the 


salesman should do, and that is what they 
would have to do With Mr. Crouch as 
manager they will wit next year as thev 


had done this year Anything he could do 
Tor the he wv always glad and 
willing to d nd that willingness to do 1 
the vital for which permeates the whole 
Underwood organizati 

ie, iste oe Meet alt tee ooliadbe ih 
part + that ; th sales 
me r 1909 was. “W sell a ma 


} é WO ¢ t} eT 

The T loser r “ty cneers 
f Tr M ‘ a t 46) rd wishes 
for t} ‘ xX . r 

ON TO CHICAGO! Six weeks mor 


before the Chicago Business Show open 


n aking rrangements for 
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The Process of Manufacture of 


WORLD AND TUXEDO 
RIBBONS 


assures a perfect distribution of the ink that responds 
instantly and uniformly to the touch of the type. The 
result is clean clear cut impressions without fill or blur. 
There is a permanacy of color seldom attained—and 
there is a lasting quality that means more service for 









less price. 


WORLD AND TUXEDO CARBONS 







are more than just carbon papers—put to any test— 





they show their superior qualities. 





The International Carbon Paper Co. 


241 Center Street, NEW YORK, U. S. A. 








H. L. BOCKFINGER & CO., Western Agents, First Nat’l/Bank Bidg, Chicago 


Cc. D. JOCELYN &ICO., 41 South 15th Street, Philadelphia 
Distributing Agents for Pennsylvania 










5 | gage | _... |The 20th Century Paper Fastener 
j;_ ©. AMdasuh, “yaa a Ga preg 


; 
y : fiufacturing Co Effectively Fastens two or a dozen sheets with 
Say tc theiordory, __, pn hy equ e, in a second’s time. No metal re 
/ | mai n the paper---this fastener perforates the 
tehauhal AY * . we . 
ee. @ ia 


\ hundred sheets fastened in a few seconds. Hold 
htlv and permits instant det ment Just the 
g for mail enclosuré No time lost hunting for 
. torn papers. No lumping i.dded weigh 
\ y ready f r ust Retai for 50 Big 
f profit for dealer Write i 





P. GREGORY MEG. CO., Milwaukee, Wis. > 
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Making ‘Ready for the Federal Census 


LTHOUGH it is yet more than two 
years in advance of the beginning of 
actual enumeration, preparations are 

already under way for the next national 

census of the United States, that of 1910 

With a new policy of forehandedness the 
officials of the bureau of the census have 
not waited for the congressional appropria- 
tion, but are already busy with the admin- 
istrative details of the coming census, and, 





S. N. D. NORTH, DIRECTOR OF CENSUS 


even more important, the mechanical ex- 
perts of the census bureau have been grad- 
ually evolving a number of wonderful new 
machines which will enable the compiling 
of the returns more quickly and 
more accurately than has heretofore 
been possible. These early preliminaries 
have been rendered possible by the creation 
of the permanent census bureau which came 
into existence after the last national census, 
that of 1900. In days gone by, each succes- 
sive census was an independent enterprise, 
with all the disadvantages that might be 
expected to result from entrusting a gigan- 
tic task to officials not familiar with the 
work and employes wholly or partly inex- 
perienced. To remedy these defects con- 


census 


ever 





KEYBOARD OF MACIIINIc TABI 


A Description of the Devices Employed in 
Handling the Census. 


By Waldon 
1902 established the bureau of the 


census aS a pe rmanent government 





Fawcett. 
gress in 


tion. 
[he forthcoming federal census will en 
tail upon the nation an expense of about 
$14,000,000. Of this total about $1,500,000 
is needed for the maintenance of the per- 
manent bureau above mentioned, 
whereas $12,500,000 represents the 
pated outlay for the canvass of the cou 
try’s population. In addition to this, S. N 
D. North, the director of the census, will 
isk congress at its coming session to ap- 
propriate the sum of $675,000 to purchase 
ite and erect a six story building as a per- 
manent home for the census institution 
The Machines Employed. 
Mechanical mathematicians of one kind 
yr another have been in use in the U. S 
census office since 1870, but the system of 
electric tabulation which will be employed 


census 


intici 


the thirteenth census will be so far 
udvance of all predecessors in the matter 
the machinery utilized as to mark a new 


a 
ra. Under this plan the census will be 
ompiled on the card index system with a 
card for every man, woman and child in the 
sountry. However, it will be difficult from 
the card index system found in the average 
office, in that instead of data being copied 
on the cards by means of penmanship 
typewriting, the information will be record- 
ed by punching holes in the cards. The po- 
sition of the holes on each card will carry 
indicating relative to 
the individual whose biography the card 
holds. No writing whatever will be neces 
sary on any of the cards. 
The use of this short cut in 
requires the use of two main classes of 
machines. First, there are the machines 
that punch the holes in the cards as above 
lescribed, and, secondly, there are the tabu- 
lating machines that take these cards after 
they have been punched full of holes a1 
solely by mechanical means add and classi 
fy and make up totals from the cards. TI 
style of card punching machine heret 
rather simple 


significance as facts 


enenme taking 
ensus taking 


in use at the census is a { 
fair in which the pressure of a lever by 
hand power is necessary for the punching 


LATING MACHINE 


BACK OF CARD MACHINE 


of each and every individual 

not been all that could be desir: 
it is easy to make a mistake and sg; 
card being punched, and finall 


tion is very fatiguing to the young 


y its 


who do nothing else all day long 

However, it was no easy mat 
substitute for this machine that w ] P 
stitute an improvement James -Pow 

e mec! expert of the U. S 





OLD STYI CARD PUNCHING M N 
is bee g his brain over S 
em for y s past and only witl t 

few weeks he finally triumph 

perfected t invention of a marvel 

card punching hine The new 

is built on the plan of a typewr 

240 keys, d the mere depressing 
lesired keys and the switching on 


ent serve to punch the 


needed Heretofore the most exper 


erator, using the old hand 
not punch more than 900 rds 
With the new machine any of tl g 





women at the census bureau cai 
rom 3,500 to 4,000 cards per 
yver, with the old machine, a first class 
erator would usually spoil at least 
of the cards handled. With the 
shine not one rd in a hundred 
The Advantage Gained. 
Possibly the most interesting 
nection with the invention of this 
hine is t will enable tl 
ment of t | populatio tl 
in record breaking time. This is { 


THE CARD PUNCHING MACHIN 





' 
: 
H 
i 
t 


————————— 
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of accomplishment because in the new ma- 
chine automatic counters are attached to 
the keys, registering on a dial every time a 
hole is punched Thus, just as soon as 
there have been punched the eighty odd or 
ninety million cards, representing the peo- 
ple of the United States, the census bureau 
will be enabled to announce the eagerly 
iwaited totals as to the different classes of 
our population—males, females, native, for- 
eign, white, colored, married and single. 
The next census will also see the intro- 
duction of a new style tabulating machine 
that marks almost as long a step forward 
as does the card punching machine. In the 
new tabulator, as in the one in use at the 
last census, the work is performed by a pin 
box, equipped with a needle for each pos- 
sible hole in a card. Each of these needles 
is set on a fine spiral spring and when the 
pin box is brought down over each card in 
turn the needles which meet the unpunched 
surfaces are repressed, while those which 
pass through the holes make an electric 
contact and cause one or more counters or 
dials to register. In the old style machine 
the counters had to be read and the results 
recorded by hand, a proceeding productive 
of many errors, and then all the dials had 
to be reset by hand, a time consuming op- 


eration 


IMPERIAL METHODS’ NEW CATA- 
LOGUE 

The Imperial Methods Company of 186 
East Jacks boulevard, Chicago, has just 
issued a complete catalogue comprising 
thirty-two pages of descriptive matter and 
illustrations relative to their extensive line 
of filing cabinets and methods. 

A full description is given of all the popu- 
lar lines of filing cabinets and devices man- 
ufactured by the company, including desk 
card trays and outfits, card index trays and 
outfits, solid rd index cabinets, sectional 
card cabinets, stock card index forms, stock 


ruled record irds, index guides and tab 
rds, sectional catalogue files, sectional le- 
gal blank cases, sectional document files, 


] 


sectional check files, desk tray and holdover 
files, lateral and horizontal sectional verti- 
il files, | filing trays, vertical file 
transfer cases, vertical guides and holders 
and many other articles of similar charac- 
ter. 

The x pr is explained in 
detail, and it laptability to various lines 
f business is outlined Suggestions are 
nade with reference to the various methods 
keeping unts by this system from 
licated methods to the sim- 

[he little volume is a store- 

yn for the business man 

changing his system or 
ping lepartments by means of 

tl ll as available 

fe the tr 

. led excellence ¢ 
r r ets, trays, etc 

r I high grade 
n ( 1iem. The 

I established 

r its prod 

gue is that a 

g n for each 

r c er with cuts 
" le e is to be 
S¢ é be in the file 


nd busi man interested 
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Not only will | send you dealers some of 
my ribbons without charge, anywhere on 
this green earth, so you can try them out 
and see for yourself how good they are, 





but,—T! will do still more for you 


LISTEN TO THIS 


After you have given my ribbons a thorough “‘try out,’’~—after the 
ribbons have convinced you of their merit,—after they have sold 
themselves to you without any further effort or salesmanship 
on my part except to send them to you for the purpose of a severe 
test, 





if you willsend me an order for two gross 
or more I will put the goods up 
under your own imprint 











Selling typewriter ribbons with your own imprint on them offers 
a very decided advantage to all you dealers who appreciate the 
value of ““come-back”’ orders. The customers whom you supply 
with ribbons bought of me with your own imprint on them will 
always come back to you for more ribbons. You do all your work 
on your initial sale instead of having to expend the same sales 
effort and energy every time you makeasale. Thetime thus saved 
you can put to work making money for you in other directions. 


My Prices are the Lowest Obtainable 


and yet! will fully guarantee every ribbon I turn out to be the equa 
of any typewriter ribbon made, no matter what you or the con- 
sumer may be willing to pay for ribbons. If the ribbons don’t 
prove up to that claim, send them back and I'll refund the money. 
See Dun or Bradstreet about my reliability. 


| make all kinds of Typewriter Ribbons, Bi-chrome, Tri-chrome; 
also Ribbons for the Multigraph and Writerpress. The samples Ii 
offer to send you without charge are the regular stock ribbons,— 
and a!l ribbons I sell you will be just as I claim,—as good as any 
ribbons made. The one great difference is in the price. That will 
surprise you. 


M. M. ROTHSCHIL 


Fifth Avenue and Washington Street 
CHICAGO, U. S&S. A. 


Typewriter Ribbon 
8 pecialtist 
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OUR PROPOSITION 


IS SOLELY FOR THE BENEFIT OF 


THE 


TYPEWRITER 
DEALER 


o desires to become 





Or the Person wh 


one 
ALER IN OFFICE APPLIANCES 
EVERYWHERE 


DE 


EVERY 
AMBITIOUS MAN 


THE WORLD OVER 


EVERY STATIONER 
EVERY 














should have our proposition. We ship machines daily to all parts 


of America and abroad—why not some to you? 
By recent contracts we are constantly receiving a large number of 


Factory Rebuilt 


Typewriters, with new office case, etc. These machines are practi-= 
cally new and absolutely the best stock for a Dealer to handle. 


GET OUR PRICES on these machines 


TYPEWRITER EMPORIUM 


92-94 Lake Street, CHICAGO 


it will pay you. 


Established 1892 











WE MANUFACTURE 


SAFES 


OF ALL SIZES 





FIRE PROOF 


AND 


BURGLAR PROOF 











COMPETING WITH THE 


WORLD IN PRICES 


THE VICTOR SAFE 
LOCK CO. 


Cincinnati 


AT THE 
LOUIS, 


Ohio 


WORLD'S 
1904 





GRAND PRIZE 
FAIR, ST. WRITE FOR CATALOGUE 


190 























A REPLY TO FRANK B. RUTHER- 
FORD. 





Being a Rejoinder to Mr. Rutherford’s Sug- 
gestions on Typewriter Contests, 


by E. G. Robeson. 


EPLYING to the arti } nk 
Rut rford in the December number 
\ppliances [ to 


(ft 


take th in t 
is ft bject é 1 
test. [| that it is ds t 
a4 ynte a 
matte iting the v1 le 
numbe rds per minut: type- 
writer urse the contest r the 
greatest number correctly t n- 
ner), in a race of any r 
acter, everything that would ret speed 
should he tripped off 

I think Mr. Rutherford’s suggestion to 
have letters written -" not a fair te in a 
contest of this kind, because tl! vriting in 
of the date, the address and tl] salutation 
will take great deal more time propor- 
tionately than the body of the letter and 
handicaps the operator wit] thing to be 
gained, for anybody who is a good igh 
typewriter to enter a speed « the 
championship can and does, of cours rite 
a business letter in the proper form 

Having been one of the participants in 
the amateur contest at the Business Show 
in New York in October, 1908, I would like 
to make known what seemed n ry 
serious handicaps in a race for speed. I 
had never witnessed one of these 5 
before and did not know ex ) 
expect. 

I think there were some thi 
the stage, and at the first li s 
mayed t liscover lat, le- 
onium that broke loose when tl a] 

vo ae aad ll thos hines 
started, I 1 not he 1 r 
if I heard it I could not distinguis! ’ 
those around me Not bh } 
the bell 

i whi rs 

1 di 1 the at n Ar f 

urs thoug indc 
ent e t whe g 

Ar re + () S 
Show vy was printed r ! 
typé r tl he typew r 
would ore ily py from, a 1s 
printed both sid yf the paper *h 
nade it niy necessary t turr the 
sheet but to remember whether jy d 
turned it made you questi het! 
er to sheet or to dis r 

After much thought on I 
believe the following plan would : 
much greater speed than heretofore has 
bee . sly hecause it e 
question of doubt from the operat 
nd he has to do no thinking 

ist simply write, write, writ¢ 

Let the c be printed 
he paper y and be facs 
en sheets, and if the contes S 
egal size per have, say, thirty a 
page, Ww e margin set at n 
the contestant, copying line for line and 
page for page, will not care whether | I! 
ri gs d . ? know when ~1} 


_ » entitinat thactoae ¢ ae 
i ane \ Ving gry 
pape! 




















And let the matter to be copied be sim- 
ple. If proper names must go in let them 
be every-day names that we are familiar 
with, and leave out the quotation marks, 
and parentheses, and dashes, and apostro- 
phes, and numerals, the only purpose of 
which is to retard speed. Why offer a prize 
for the most words written per minute and 
then make it as difficult as possible to write 
them? 

As a horse in an honest race would be 
allowed to go straight away, with a smooth 
road and no pitfalls, and with no hesitancy 
as to whether to turn or to go just a little 
farther before turning, so I plead for a 
typewriter contest, a race for speed, on the 
same principle—the use of ordinary ma- 
chines without any special equipment on 
them, placing all contestants on the same 
footing; facsimile typewritten copy, on one 
side of the paper only, which may be copied 
line for line and page for page; and the 
subject matter of plain, simple, every-day 
English. 

Let us have a race in every sense of the 
word, a race to write correctly the greatest 
number of ordinary English words per min- 
ute, and keep far from it anything that 
would tend to cause uncertainty on any 
point in the operator’s mind or to retard 
speed in any way whatsoever. 

“And may the best man win.” 


HARRY W. CARR KILLED IN BUF- 
FALO. 


Harry W. Carr, employed if the repair 
department tl 





he Smith Premier Type 
writer Company at Syracuse, was killed by 
a drunken man in a rooming house in Buf 
falo Christmas night. It seems that Mr. 
Carr had gone to his room early in the 


evening. whet long toward midnight he 
was awakened by lrunken marauder in 
the hall Another gentleman was endea- 
voring t uiet the man when Harry went 
to his assistance [1 period of frenzy the 
man thought | was being robbed, where 
ned on the two men and fired, 
ne shot striking Carr in the heart. He 
lied on his y to the ! pital The trage- 
dy is made doubly sad by the fact that 
Harry had gone from his home in Syracus« 
to Buffal n business, being compelled to 
lear his ife and mother to eat their 
Chri sd one 


BELL COPY BOOK HOLDER RE- 


DUCED. 

An interesting reduction has been mad: 
in the price of the Bell Copy Book Holder 
which should be of interest to dealers in 
this popular device. The wholesale price 


of this appliance has been put down to $8 
a dozen and with line indicator $11 a dozen 


—a marked reduction from the former 

pri vhich will doubtle ead to increased 

sales This pr is net sh f. o. b. Chi 
g 

.y } B 1 4 eri 

tori I 1 growing in 

I r S iced As 

: t it is in bell 

t iction, prac- 

ind tT ‘ ap- 

1s aA ¢ bina 

r 1 1 ke d stand 

th nickeled 

r D Id ike ad 
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U. S. RIBBONS @ 
CARBON PAPERS 


NON-FILLING NON-F ADING NON-DRYING 


OILS, ERASERS AND PENCILS 


ESTABLISHED 1899 
We claim our ribbons to excel those of all other manufacture in the following detail 


























1. M kK 7.—Ink automatically distributes 
itself by capillary attraction, 
> _w ; always presenting an evenly 


inked surface and ensuring 
uniform results. This feature 
also admits of goods being 
inked clean and yet giving 






WN 4 
—s oy ra good, clear, strong copies 
ape co = to the extreme endurance 
” limit of fabric. 
5.—Greatest « : strength J 
8.—Tested and in constant use 
6.—Str est for Dup by United States and Brit- 
ca and Hektogray rk ish Governments. 

























Bi-Chrome Ribbons a Special Feature. 

Large Contract Work and Manufacturing Imprint Goods 
for the Trade a Specialty. 

Inked Ribbons fer Adding Machines, Time Reoords, Etc. 


Wide (2 to 11 inches) Ribbons made to order 
We e for prieen Giving nensions Wanted. 


U. S. Typewriter E Ribbon Mfg. Co. 


New Factory Address: 
Sansom and Eighth Sts., . Philadefphia, Pa., U. S. A. 


Cable Address—Mustr 















Seals 50 
Envelopes 
a Minute 
and Costs 
$1.50 


The “Saunders” has the Effectiveness of the Tongue and 
the Fingers ¢ and the Capacity of a Hundred Dollar Mach in 





It strip ( m Dor eS away with all complication, 
-actically all expense i t l of turning rank or watching a motor, an office boy 
h this little $1.50 t n st 50 envelop unute. A little practice will increase 
s+ + AD + ° mig +. 4 
ts water DI { 1 intain in the handle and applies the 
f water to the 1 the met «tension to keep it at an even degree 
It can’t gum u rust or corrode. It is made of brass, heavily 
t nd itif f pad can be renewed for a few cents 
Write r inf t f our exclusive agency Plan 


Mailed Anywhere on Receipt of Price. Big Discount to the Trade 


WOODSON L. CRAIG CO., Sole Manufacturers 


Alfred Hall, Sales Manager 693 Mission Street, San Francisco, Cal. 


AGI CIES 
ROCKWE BA Es CO Chicas j ; J. Howr Yew York AM. BUSINESS SupPLiEes Co., Boston 
ROBE V. Hoee ¢ Sherbrook, Que., Canada F. H. SHiInn Co., Davenport, Iowa, 
Ap. L. ZapiG, Scandinavia 


The SAUNDERS ONE-MOT! ON f NVELOPE SEALER ake exhibites a! the Chicago Business Show, Feb. 27 to March 6, Space 68 
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The ‘Responsthilities of the Sales Manager 


T the outset let us eliminate from 

consideration the petty cares and 

worries of a sales manager. There 
is nothing to be gained by dwelling on our 
troubles, and I am inclined to dismiss them 
as easily as Pat did the bacteria question. 
Mike asked him, “Pat, what is this bacteria 
I hear tell about?’ Said Pat: “In Paris 
they call them parisites, in Germany they 
call them germs, in Ireland they call them 
mike-robes, but they’re all the same little 
bugs.” 

I want to take the positive side of the 
subject and discuss it on broad general lines 
under these various heads 

Responsibility to the firm. 

Loyalty. 

Building a strong sales force 

Maintaining a systematic, smoothly run- 
ning organization. 

Infusing loyalty and enthusiasm into the 
sales force. 

Responsibility to the men and others. 

But the limited time permits me to speak 
of only a few of the interesting topics. 

In the relations we have with our firm, 
primarily of course is the importance—nay, 
the absolute necessity—of being successful 
No matter how laudable our intentions, we 
stand responsible for success. Without 
sales the hum of revolving wheels in the 
factory will cease. Therefore the sales 
force is subordinate in importance to no 
other department. 

We must be absolutely loyal to our gen 
eral manager, our board of directors, our 
company. Unless we are loyal to them we 
must not expect loyalty from our salesmen 


Things to Observe. 

If the sales manager is not absolutely 
convinced his proposition is the best, from 
where are the office force and the factory 
officials going to get their enthusiasm? The 
more enthusiastic the factory help, the 
better goods they will produce. Their sym- 
pathy, their cooperation, their enthusiasm 
for the goods they make helps the sales 
force much. In the most successful busi- 
ness, enthusiasm will be found in every de- 
partment. Our superior officers are certain- 
ly entitled to expect plenty of enthusiasm 
of us. ; 

And how about obedience? No one, in 
my estimation, is capable of commanding 
who cannot obey. If a selling policy is 
outlined, not in accordance with your ideas 
will it help you, your salesmen or your 
firm if you pursue a half hearted campaign? 
I think not. Would you feel pleased if a 
salesman sulked on any deal you outlined? 
Would you not have a feeling of admira- 
tion and esteem for a salesman who hon- 
estly and determinedly followed your in- 
structions, regardless of the fact that he 
was not in entire sympathy with your 
plans? Is our position with our house any 
different? I think it is most essential that 


we all be good soldiers. 


r 


I 


I believe we are responsible to our 
for courteous and considerate treatment 
believe such action brings for better results 
than the use of the big stick. I have known 
some sales managers who bullied their men 
a good deal and they succeeded in getting 
Would they have aehilanie 


plished more if they pursued other meth 


good results 


Extracts from the Address of L. W. Lang- 
ford, District Sales Manager of the 
Elliott-Fisher Company at Chicago, 
Read Before the National Sales 
Managers’ Association in 
Chicago, December 10. 
ods? I don’t know. It is an interesting 
question and one that will bear discussion 

Most all successful salesmen are sensi- 
tive. They have to be or they could not 
sense how to work a prospective customer. 
If they are sufficiently sensitive to succeed 
they are sensitive to the treatment they get 
in the office. If they get unjust or bullying 
treatment I don’t believe their full enthusi- 
asm can be maintained and without this 
cardinal virtue no man can be a salesman 


Discipline must be maintained, but I an 
nclined to believe little is gained by bully 
ing a man before he goes t he street 

the morning 

I believe the enthusiastr fy ny man 
on the road has been spoiled for the day by 
the old man’s letter read over his toast and 
coffee 

If a man’s heart is right, better results 
an be had by leading than by forcing. If 
1 man’s heart is not right let him @ S 
soon as you can; don’t wast 1d 
nervous energy fussing with hin And 
fter he 1, is gone ¢ rw ord + hs s19Ttere 
is record. so that your br —— 
ger may get the benefit 
If the thoughts we |} 
rean this description 
' ist see t + that the ec 
reported in fairness and nec? ars¢ 
bias O+} wiee of a” a ’ + 
é ited 

Gentlem«e I believ C 

ir salaries. but the very best t S netneee 
can ff rd I u < ~ 7 S 





built up of the highest grade of men in our 
line—and our ambition of course leads us 
to desire that—it is not only our duty to 
pay them enough, but also to our interest, 
for we want them to be satisfied 

One of the most successful sales mana- 
gers I know is not particularly liked by his 
office assistants and clerical help, but his 
salesmen swear by him. Why? Because he 
sees that they get all there is in it. What 
are the results? He is in a business where 
competition is the limit, but he has the best 
men and he has the best business in the 
middle west today in his line, and his prod- 
uct came on the market ten years after his 
present principal competitors. 

Interesting the Salesman. 

Our men hold us responsible, I think, far 
making their work interesting. See that 
they do not get into a rut. Carry the news 
of the successful undertakings of one 
branch to another. Look after their inter- 
ests and they will look after yours. I once 
worked for a general manager who made it 
a point to wire me the season’s greetings a 
Christmas and other anniversaries. It was 
somewhat of a surprise to me at first, but I 
appreciated it. In business we cannot deny 


we are a cold blooded lot, but it seems to 


me that courtesies cost little and are wort! 
while 
he sales manager who can polish his 
fice chair all day long has a snap. I[ hear 
there are such jobs, but I never got one. I 
sometimes wish my line did not esent 
quite as many difficulties as it does, but | 
doubt if I would thoroughly enjoy one « 
these furniture polishing positior even 1 
the business was paying big. It is nice t 
know your mail every morning will be filled 
wi y orders and have nothing to d 
but wledge them and occasionally g 
n triumphal tour jollying, wining 
lining agents and branch managers B 
\ t sé Standard f 
g 1 we e devoting st 
. at mt | 
rts to building up a successfu siness or 
ig a paying on: t e owe 
+ + men nd ur 5 ren 
$s get right on the g vit 
ther nd render suc ssist su Ly 
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Newest and Cleverest 
TRANSFER CASES Yet Devised! 


m3 es D E” Drawer Style 7 Ps 
= ff . ital 


Vertical Transfer Cases 











interlock sectionally without 
bolts, buttons or screws. Just 
set one On top ol another 

the trick is done 











[here are other features of 
struction that make these case 
stronger and MORE SALABLE 


than any other case on the 




















oe folder—No. 1768 | Side Elevation of Two “Yand E” Sectional Trans- 
f1andsome neu cate Bue. S68 fer Cases on a Base. See how They Interlock. 
—freely furnished to the dealer for No sosews or butte aeatied. Not a second of time 
: requir 
Do you wonder we have applied for a patent? 


YAWMIAN 4 |FRIBE MI FG.@. 


Time Saving @ Filing Systems 
Executive Offices, ROCHESTER, N.Y. 


BRANCHES: Boston, New York, Philadelphia, Washington, Cleveland, Pittsburg, 
Chicago, St. Louis, San Francisco, Los Angeles; The Office Specialty Mfg. Co. 
Limit’d, Toronto-Ottawa-Mogtreal -Winnipeg-V ancouver. 











the most satisfactory trade 


DIETZ offers the lowest-priced line of 
well-made sanitary desks on the market. 


DIETZ DESKS include all kinds of 
sanitary and base desks, the largest variety 
of any manufacturer. 


DIETZ SPECIALTIES are office 
desks and tables. 


DIETZ DESKS delight the. cus- 


tomer. 


DIETZ can supply any dealers’ entire 


desk want 


hetee-guhcste irries a large stock and makes 


DIETZ centrally located—saves the 


a time and | freight. 


DIETZ PROTECTS THE DEALER: Never Sells Consumers Direct. 


"a Write today for Catalogue. “ag 


J. FEF. DIETZ & CO., (E*ablishe?) 309-319 W. 3rd St, CINCINNATI, OHIO, U.S.A, 
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IDEAL 


Tubular Stands 


as made 
by us are 
compact, 
sanitary, 
stronger! 
lighter. 
more 
rigid and 
in every 
way su- 
perior to 
anyother 


kind of 



























stands 
for bus- 
iness 


officeuse 


Made 


cold, 
dr iwi 
seams 
stee! 
tubing 


highly 
finishk d 
ni ke ec 
trim 
mings 





Showing our 


New Stand 


for the 
Demonstrat- 
ing of 


Typewriters, Adding Machines, etc. 


This Stand has a Revolving Table Top 
which may be locked in position so as not to 
revolve. Permits demonstrator to show all 
sides of machine without moving from one 
position. Every retailer of these devices 
should have them on his floor 

Our various stands are used also in busi 
ness offices for adding machines, typewriters, 
envelope sealers, stampers, letter duplicators, 
coin counting, changing and assorting machines, 
laundry markers, phosographs, dictation ~:4 
transcribiag machines and for many other 
urposes They are used 
yy many of the principal 
adding machine 
manufacturers i 
and manufac- ~eij 
turers of other 
business office 
machines 




















If you are 


interested 
in a stand that 
will increase 


; 


the value o 
your product 
send your speci- 
fications and we 
shall be pleased 
to submit sam- 
ple with quo- 
tations 


Simplex Envelope Sealer 
Mounted on one of 
our Stands 


FOWLER-MANSON -SHERMAN CYCLE 


MFG. CO. 
Lake and_Peoria”Streets, Chicago, Iilineis 
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Building for the Future 


Extracts from the Address of O. H. L. 
Wernicke Before a New Furniture 
Organization in Grand 
Rapids. 
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erican Writing Machine Con 


DEPARTURE FOR THE YOST 
TYPEWRITER. 
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. <= oe, The 

\: __/ Personal Letter 
is Read 

and Answered 


The 
“Circular 


Letter -~J 4 


\e 





4. 


(rgyple 


Use Real Typewritten Letters 


Sc mi‘ n 1 tter in the circular class—and into the waste 
, ae * Pen tt tt the personal class—are read and answered, 
Imitation ty pewriting nd loses fully 50 per cent. of the results. 


ee Multigraph 


3,000 to 6,000 Original Copies Per Hour) 


eter Multigraph prints from typwriter 


type, through a typewriter! I r backed up by a typewriter rubber cylinder 
plater It is in fact a multiple ty] ter. The Gammeter Multigraph can also be 
idapt print all sorts of office for ird index supplies, postal cards, tabulated 
reports, etc., doing t t pract the ti ure cost of the paper and an office 


Let Us Send You Samples 


G Multi graph, together with a Multi- 
i typ r add ed yu personally. Simply send us 
me, the nat f t d th € position you occupy. We 


f! ita yue 


THE AMERICAN paepiemoahs SALES COMPANY, 1804 Case Ave., Cleveland, Ohio 


Branch Off ents: a International Multigraph Co., 79 Queen 
Str London, E 








CARBON PAPER AND RIBBON 


MACHINERY 


Hard Finish Carbon Machinery 





A Trade Builder-- “The Note Worthy” 
Good ,White P: —No Spots— 

D Well ‘ 

15 years experience 

. Oar Prices Will Satisfy You. 
MANUFACTURED BY 


THEJNYE WELTY CO. 


Hartford Bidg. Downing Bidg. 
CHICAGO, ILL. NEW YORK CITY 


JOHN WALDRON COMPANY 


NEW BRUNSWICK, NEW JERSEY 
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AN AUSTRALIAN GROUP. 


Probably the most attractive 
aggressive typewriter field in the An- 
tipodes is found at Sydney, Australia, 
on the corner of Martin Lane and Pitt 
street, at what is generally known as 
the hub of Sydney. Occupying the 
most prominent corner is the office of 
the Remington Typewriter represen 
tatives, Stott & Hoare, Ltd. 

The group is part of their sales or- 
ganization. The center of the picture 
is occupied by William Dobell, the 
head of the firm, while seated on the 
extreme left is F. A. Chartres, and at 
Mr. Dobell’s right A. W. Nichol, the 
other two members of the firm. At 
the left of Mr. Dobell is George H 
Richards of New York, manager of 
the Export Department of the Rem 
ington Typewriter Company, who at 
the time this picture was taken was in 
Sydney in the course of his trip around 
the world. At the right of Mr. Nichol 


and 





SALES ORGANIZATION OF 


STOTT 
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is R. M. Pontey, the energetic and 
popular sales manager of the Austral 
lan Organization of the Remington 
Typewriter. Standing directly behind 
Mr. Dobell is Mr. H. J. Woods. a re- 
markably expert mechanician, who is 
head of the Mechanical Department. 
Directly behind Mr. Pontey stands A. 
A. Laird, court reporter for the firm, 
who is one of the fastest operators in 
Australasia. Back of Mr. Laird is G. 
K. Brunton, a billing expert, while oc 
cupying a similar position at the left 
of the picture is G. H. Craddock, head 
of the Supply Department. The other 
three gentlemen standing in the back 
line are, reading from left to right, R 
Mitchell, J. J. Higgs, and W. Ramsay, 
and seated in front are F. Sharp and F. 
W. Collison, all members of the sell 
ing staff. 

It is to be regretted that this pic 
ture, interesting as it is, does not in 
the entire Sydney selling or- 


& HOARE, SYDNEY, AUSTRALIA 


AGENTS FOR THE 





_Lom- 


othe 


ganization of the Remington 

pany. There are a number of 
Sydney Remingtonians who were away 
when this picture was taken, but wl 

deserve a place in any group of Ren 
ington men. Among these are S. 
Landells and G. L. Duff, and E. W 
Grace, the energetic manager in Bris 
bane. 

It should be noted, also, that 
Remington sales organization in 
bourne would make an 
pressive pi In fact, 
ton tions through: 
tire continent 
and quality. 


ture 


Organiza 
Austral 
both for siz 


are not 


A PRETTY CALENDAR. 


The O. R wn Company, 
1 retail t iter and office sup} 
s, of I: s, sent out 
iends prettiest 
the new | s been see 
| ib ( I 
ancies = 


REMINGTON 








w. O. CULLEN OF CHATTANOOGA. 

W. Orme Cullen, the prominent office 
supply dealer of Chattanooga, Tenn., is t 
be counted as one of the strong tactors 
south of that imaginary line of forty years 
ago. Mr. Cullen was in Chicago not long 
since and made a most favorable impres- 
sion on the manufacturers and specialty 
men with whom he came in contact. 

He is a fine type of the young southerner 


.nd is broad and keen to a degree. He de 
serves great credit, too, for the able manner 


in which he has built up his business 
against adverse conditions. Much of this, 
however, is attributable to his charming 
wife, and Mr. Cullen will not take from her 
one bit of the credit due his success. 

Mr. Cullen is the agent for Georgia, Ala 
bama and Tennessee of the Printograph, 





Ww. ORME CULLEN. 


which he has made a factor in those parts. 
The sales, he states, are good in every re- 
spe . . 

He has twenty-six counties in Tennessee, 

le ha pet 
Georgia and Alabama for the Smith Pre- 
1 mos ictiv however, being cen 
tered bout ttan¢ 


For the Roneo copier he now has Chat 
probability soon get 


He ha Alabama and Tennessee for the 
C t t h 
Hic office consists of two floors, 25 by 40 
et which are devoted to his business 
, 
st t that he has not enoug! 
" 
S of the Berger 
‘ . ) safe ee fty of whi 
p ( e offices of t 
I 
S | s Company, and some 
S soon institute 
I grapl 
é men in the st 
e ri le is well fitted t 
é ss ile his present 
~ | prop ses f 
S M iffered a b 
t good ile t 
‘ rcelv to st 
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' YEARS AND 
lY AS WELL” 
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LEADER 


LITTLE’S CARBON PAPERS 


r quality are representec 
vell-known brands 


1 in 


“Cobweb” “Satin Finish” “Gold Seal” 


wherever Typewrite 
vays the same, 


LITTLE'S “SATIN FINISH” AND “GOLD SEAL” RIBBONS 


uw! l L higl 


rest de gree of 
inder all conditions 


A “LITTLE” AGENCY IS A BIG BUSINESS ASSET 


A. P. LITTLE 


Main Office and Factory 


ROCHESTER, NEW YORK, U.S.A. 


Distributing Offices: 


‘rs are 


satisfac- 


CHICAGO, NEW YORK, PHILADELPHIA, PITTLBURG, 
CLEVELAND, WASHINGTON, D. C., LONDON, ENGLAND, 


pacious ground 


2 sroadway, Cor. Reade St., the largest. finest 


87 





, Typewriter Men, 


floor at 
and best 


ited solely to Type- 


Purchas- 
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To Make Good 


Onthe Typewriter 


“Made Good 
In the Factory 


NEW PROCESS 


Typewriter Ribbons, Typewriter, Pen and Pencil Carbon Papers 





NEW PROCESS special brand Typewriter Ribbons. Inked with a very strong ink 
upon a lightweight cloth of ourown importation. Made and intended for those users who 
: ’ . n ill 
desire a lightly inked ribbon that will print sharp and clean from the start, and still 


wear as long as the regular goods. The only ribbon of its kind on the market 


NEW PROCESS regular brand Ribbons. Inked on the best grade of imported 
cloth with the regular New Process ink. These ribbons produce sharp, clean impressions 
of intense colors, wear well, are non-filling and in general the best mbbon made This 
is our first grade 


INTERWOVEN brand Ribbons. 
the same ink as used in the New Process brand 
This is our second grade. 


MONIBAK guaranteed brand of Typewriter Ribbons, is the king 
bons. A great many manufacturers would be proud to have as go« dda quality 
best products. The cloth is good, the inking is the same as New Process, the 
are non-filling and first-class in every respect 


Inked on a special grade of imported cloth with 
As good as most manufacturers best 


of all cheap rib 
in their 


ribbons 


With the exception ot the New Pri cess Opec! il i] 


tigraph and Writerpress ribbons, Bi and Tri-Chrot e, Hectograph R i} 
Printing and Machine Ribbons of every description 


of these goods are made in Mul 
. nd R rile T 





Four weights, 4, 5, 7 and 10 pounds. 


CARBON PAPERS. 
each weight 


L-1 and L-2 in four pound, M. W. in five pound, S-1, 5-2 and 5-3 in seven pound 
Hectograph, full and copying carbor 


and billing in seven and ten pound 


PEN and PENCIL Carbons furnished in veights and siz Send 
ples and price 


There is nothing in the line of Typewriter R 
and of a quality that is certain to bring the dealet 





GEORGE H. PEMBROKE, Prest. 
NEW PROCESS RIBBON MFG. CO. 
INCORPORATED 


72 Murray Street : : : New York, U. S. A. 














Save Money — 
on your Adding Machine 


by sending us your orders 
Rolls for all such supphes. 
Our rolls are made from strong, clean 
white stock, free from lint or dust, no 
splices nor breaks, perfect edges and 
are guaranteed full iength. 
COMPARE THESE PRICES 
with what you are paying, then send 
a trial order. 


Burroughs (Plain) Standard (Plain) 
2A in. $6.25 case of 100 rolls 2} in $4.40 case of 100 rolls 
aw” 9.15 “ “100 “ 2m. 500" “ 100° 
ht charges paid any 
place east of Omaha 


Sample roll sent on request 
wnitten on busines stahonary 


Trademarks and Copyrights 


Send your business direct to 


Washington. Saves time and insures better service 


Personal Attention Guaranteed 
25 Years’ Active Practice 


Specialty :-—Typewriting and Adding Machines 


Address E. G. SIGGERS 


Western Penasylvania 
Suite 33, N. U. Bldg., Washington, DC 


Paper Co., Pittsburgh, Pa. 
























NATIONAL COMMERCIAL TEACH- 
ERS’ CONVENTION. 


Commercial Teachers Take Steps to Inau- 
gurate Office Appliance Departments 
as Aids to Schocl Work. 


HE National Commercial Ty 
Federation, together wit! 
filiated organi 


zations, The National 


Business Teachers’ Associatio1 
tional Commercial High Scho: shers 
Association, The National Private ¢ 
cial School Manag rs’ Associati n, I} N 
tional Penmanship Teachers’ Associati 
and the National Shorthand Teachers’ As 
sociation, met in its annual conv: 
Indianapolis December 28th 
through the 3lst 

[his was perhaps e most portat 
tional session the association ever held. 7 


announcement had been made that i 
first time there would be consider: 
question of adopting office devices and sys 
tems as a part school work In othe: 
words, the different office appliances would 


be made a department of commercia! sc] 


instruction Said one of the educators dur 
ing the convention at Indianapolis 
‘But we feel that we are now coming t 


an epoch of more practicality in our work 
As President Eliot of Harvard has said, we 
need to equip a boy not so much with the 
esthetic side of his nature as we need 

send him out with a educati 

which will enable him to enter a moder! 
business office and take hold of his duties 


specialty 


with intelligence lo that end 
teachers’ education must not be negli 
and I consider it of the greatest imp 
that President Miner has instituted 
business feature th 


le convention, giving 
us an idea of the office systems whic! 
now growing more and 


modern business houses.” 


more 





“Yes,” said another, “and the I 
enti nm will ease t ) 
Iter the e¢ Ss his 
ed away petus whi 5 
given the caus f practicality in the 
cation of our boys girls 
be felt, be« s t 
e the way ers 
ract cal V € 
The sessions el 
this line nd the net result 
fice appliances will soon b: 
the commercti S Ss over! 
1 be made t tl - 
} S any } {) 
ure f the l S 
mbe if addresses by repres 
different offic Ipanies 
practi side w the a s 
[This showed more than anything els 
trend and the desire of the teachers t 
the demand of modern business and ear]! 
get into full swing with it 
On Tuesday Jecember 29th, ther : 
nstration by J. W. Binder f N 
York City, on “The Dictaphone,” el 
S ion by sentativ r Ss 


ny, or 
ec Cor ¢ rc } + 
ighs ad ‘ ¢ S 
Victor T ( 
() Wed < The t c c 
Pp grap! ¢ venan st pr seal oa 4 
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ball, of N« York City, than whom there is 





no warmer advocate of the office appliance [F 7 ~ i = 
department 11 ommercial school work : es 
Prof. Ku excited 1 idmiration and 
approval of the t ers by the masterly 
manner in which he showed its importance | 
| 


in the bus ss world Many expressions 
of astonishment wer ird 
On Thursday H. M. Storms gave an 


dress o1 he History d Proper Use ir 
scl alc wT writ Ribbons and €. | 
bons,” wv most ] tedly demonstrated 
the trend pinion mong commercial 

+ } t ‘ ’ ‘ } 1“ j 


t¢ é l ic¢ aet 


ry} t <1 t ‘ ffice devi 
hich enable 


the te rs to set r themselves and thu B 









not iri ' ny se notions of th “a 
I chines ne, \ ractical lesso! 
rr ers of iust ‘ ice applian 
vill d nd v far they will aid the stu 
dent in 1 ng t I ments of the mod 
ern on | 
The aft ted bodies took up the sub- f 
ject to t tent that it pertained to their ; 
work ncensu f their opinion be 
ing that it must find permanent place ir 
comme! rk trom now on 
It was magnificent recognition of the 
value of 1 lern off specialties, and a di ; 
rect ar mplete refutation of the oft j i 
expressed idea that they would never help [ a = a ie 





in busines vo! I those wh 
have labor ng and assiduously for their & COMPANY, BUENOS AYRES, ARGENTINE REPUBLIC, AGENTS FOR THE 
adoptior vi nde to all interested, BURROUGHS ADDING MACHINI /ELIVERING MACHINES WITH 

the Indianar : yt ntior was an epocl rHEI! VN BR H ELIVERY CAR 


Sip 


‘STANDS FOR QUALITY 


DEALERS’ OPPORTUNITY 
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WAGEMAKER COMPANY, Ltd. Gide 

Department H. his illustration shows 

Full roller bearing drawers, MANUFACTURERS how our sections 
cast brass hardware. GRAND RAPIDS $8 8s 8 MICHIGAN go together 
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SALMAGUNO! 


ocratic chap of Chicago and did as he 


HE impression that the usual city 

cafe is not what it is cracked up to 

be in the matter of dainty and clean 
food seems to be well founded, if the ex- 
perience of two gentlemen in Chicago re- 
cently is any criterion. They had a most 
harrowing experience indeed, and one 
which they will not ‘soon forget. 

The gentlemen concerned were J. W. 
Culpepper, Chicago salesman for the Rem- 
ington, and H. N. Price, St. Louis manager 
for the Amberg File and Index Company. 
Price spent several days in Chicago during 
the holidays and, of course, met his friend 
Culpepper. They took lunch together one 
day and had their mouths well groomed for 
a nice lunch. Price ordered veal cutlets 
breaded and Culpepper chose a club sand- 
wich. Both proceeded with apparent en- 
joyment until Price struck a snag. All at 
once he stopped and with a disgusted ex 
pression on his face turned to Culpepper 
and exclaimed: 

“Look here, Culpepper, see what I've 
got,” and with his left hand extended held 
up a small “u” shaped tack, such as are 
used in tacking down matting. 

“Well, what do you think of that?” re 
turned Culpepper, as much horrified as 


Price. 
“I say as much,” spoke Price. “What in 
the —— do they serve here in this place, 


veal or tacks?” 

“That’s all right, Price, but I’m in the 
habit of having my cutlery served on the 
side,” replied Culpepper. 

Ginger Ale for High Balls. 

The man who can switch from “Martini” 
cocktails to ginger ale on the second night 
out, without the other fellows detecting it 
and having them wonder how he stands the 
pace, is a wonder 

“Rebuilt” Grady got mixed up in a simi 
lar experience out in San Francisco recent 
ly and gave the other fellows a nice run for 
their money with splendid acumen. Grady 
had gone to the coast on an extended trip 
Naturally he called on his friends, who 
were glad to see him, not having had the 
pleasure for a year or more. After the usual 
pleasantries one of his friends spoke up: 

“What are you going to do tonight 
Grady?” 

“Nothing special, I guess,” replied Grady 

Now Grady never drinks, only on the 
rarest occasions, and seldom smokes. Her 
is where his acumen comes in 


“Well,” continued his friend, “meet us at 
tonight at 8 and we will show you a 
good time.” 


“I’m on,” assented Grady. 

They met that night. The friends started 
off in good earnest by ordering their usual 
drinks. Grady ordered “Martinis” and got 
along very well with no apparent sign of 
the aftermath. The night was finished and 
all agreed that it had been a most enjoyable 
evening. But the next night they attempt- 
ed to repeat—the friends did. 

“Meet us at the office at 6, Grady, and 
take dinner with us,” came back the Cali- 
fornians. 

“Good,” agreed the man from Chicago; “I 
shall be tickled to death.” 

They again started on the difficult task of 
showing Grady what Frisco life was like. 
gut Grady got busy. After dinner they 
strolled around a bit and finally turned up 
at the old place on Market street. 

“What’ll you have, Grady?” spoke up one 
of the company. 

“Oh, I think I'll take ginger ale high ball 
this time.” 

Grady at once saw that he must side step 
the second night and spying the same negro 
porter who was on duty the previous even- 
ing told him to mix nothing but ginger ale 
in his glass and a piece of square ice. The 
negro did as he was told. 

The evening wore on and all were con 
vivial enough. Grady continued his one 
drink—ginger ale high ball. Finally the 
crowd dispersed and retired to their respec- 
tive homes. The next day Grady called on 
his friends, three of whom happened to be 
located at one place, and made inquiry as 
to how they felt 

“By George,” replied one, 
in. I must have drunk a good deal. 

The other two evinced similar feelings 
Whereat they asked Grady how he felt 

‘Never felt better,” said Grady. 

“How does that come,” they asked; “you 


“I’m about 


vere drinking ginger ale high balls? 
No, I wasn't,” replied Gr idv r al | W 


nking only ginger ale.” 


What New York Does. 
Chey say there is a difference between 
Chicago and New York 


There is. They 


sall New York the “effete east.” They style 


Chicago the “breezy and democratic west 


That’s right—there thi 


ern metropolis.” 

line is drawn 
“Bill” Filstead knows the difference, but 

he was slow to acknowledge it Bill, be 


eastern metropolis, carried himself with t 


t 


ir of a breezy westerner 


necessary spat where it was most con 


venient. In other words, Bill was the dem 


ore his removal a few months ago to the 


He wore a soft 
shirt with a low turned down collar and if 


pleased. It might be well to mention in 
this connection that Bill became acclimated 
to Chicago long before he settled there to 
live. For example, he often found the Pull- 
mans overcrowded and, for want of a better 
method of transportation, chose the freight 
car; it was handier, cheaper and pretty 
nearly as quick. 

In showing his disposition and dislike for 
the tawdry and showy man, Bill often re- 
marked to his partner, Ames 

“Say, Ames, I hate those go-to-hell vests 
that you see those New York fellows wear- 
I wouldn’t wear one of 


ing around here 
circumstances. 


those things under any 
Would you, Ames?” 

But when he reached dear New York it 
became quickly apparent that Bill had lost 
much of his earlier training, style and de- 
corum and was, in fact, quite immersed in 
the ways of the effete east. He was becom- 
ing more prosperous and the “great white 
way” was attracting him unconsciously. 

Recently he chanced to go to Akron, 
Ohio, on a business matter and there met 
his partner, Ames. Before starting on the 
trip he chose a gray vest with green trim- 
ming, purchased a high collar and a “biled” 
shirt. The two met in Akron. 

But Bill could not long contain himself 
He strutted up and down the lobby of the 
hotel and in a moment of great enthusiasm 
called his partner to one said and said: 

“Say, Ames, how do you like my go-to- 
1] 


hell vest?” 


NEW DUPLICATOR. 

Owing to unavoidable’ circumstances, 

Durkin, Reeves & Co., 339 Fifth avenue, 
Pittsburg, Pa., could not get their New 
Improved “Modern” Duplicator ready for a 
January announcement and advertisement, 
but they will have it completed and 
dvertisement and announcement will ap- 
pear in the February issue of Office Appli 


inces. The new Duplicator will be, with- 
out doubt, a revolutionizer in price and ser- 
vice. The manufacturers have some good 


territory open, and are offering very liberal 

discounts and inducements. Those wishing 

to get in on good money maker, should 
‘ 


write now for territory, terms, etc 


ON TO CHICAGO! The Chicago Busi 
> Shay pens February 27 and cont nues 


ness be \V 
through March 6. This will undoubtedly be 
the best show ever pulled off in Chicag 

Now is the time to make arrangements for 


space 
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EVERYWHERE HE WENT 


DORNETTE DESKS 


ARE IN DAILY USE 


<a aaa AoC 
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To make money, give your 
customers the BEST. 


These Desks are made with 
loving care by the Dornette 
Brothers, pioneers in Desk 
making, and stand every cli- 
mate. 


The J. Dornette & 
Bro. Company 




















Get Our New “‘20E’’ Catalogue READ Every Line in It. Cincinnati, - - Ohio 














Ghe MERCANTILE 


Adding Machine 
Price $65.00 


Adds—Subtracts—Multiplies—Divides 














Capacity, 999,999,999 


Has Repeat Key and Error Key—Light Action 
Strong Stroke—Simple and Strong Construction. 





Lightest and Fastest Adding 
U. S. and Foreign Countri Machine in the World. 


WEIGHS 10 POUNDS Mercantile Adding Machine Co. 
NORWALK, CONN. 
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The Simplex 


is the only 


AUTOMATIC 


| e en ope 
the feed ick in bur ( 
| 
mac ne qu K il 
by one ope ot T 
‘ 
ing the 1! 
and fina l¢ 
. . 
stax AC | 
+hy le t t 
quan 1L1eS ) I | 
} — ' ; 
lowe o rut t 
, 
mal! sack UO pe 


whole job and the machin rut 


continuously This is what we J 


cali an automatt na ne. 


Do you happen to know any 


Simplex Electric on 
Special Tubing 





f th fi ? Stand 
Marshal! Field & ( 2 fice A ance Co : n L Wks ( Pigg Sy 
Montgomery Ward & ( Bank of Montrea T n Wanamaker Nat. Ret und D 
Pennsylvania R._R. ¢ Parker Pen ( Travellers I: ( ( ttee 
: I R al Ta s ‘ anooga Br P. 3 R. ¢ 
7 Ja { ( k P 4 r& Ss Qidgwa & 
] Arkin ‘ > r Ma A ricat | 
Nat'l Bank of ( Prest-O-I ( W. Kidd ¢ 
South Be Wa Ma al)-W \ and Fr 
‘ wate & ( See ( B 
An Phe s Pub. ¢ Bos x ( Nex ( \ A 
ve lartford Fire Ins Na Ins. ( Mosler 
FW. W W & « Ss ( M 
Spiege!. May. Stern & ¢ Albert Dickis ™ U Va 
Iter IjTextbook ¢ Compass 4. L. Zadig (Sw 
Losn olitan Magazir ‘ elar Tr ( I |. Harr 
Y. Edison « Southern Pacific R. Bue Ar 
B tenck P r an} Minar bla x 4 
And several hundred more 
tict t S 11 } S 


The machine that can handle their mail satisfa 


or vour customer's Let us send vou one for 


The Simplex Manufacturing Company 
90 West St., New York 315 Dearborn St., Chicago 


Factory: Thompsonville, Conn. 














PETERSON’S DESK COMPANION 


For Roll Top Desks 


Pla 1 under pigex holes ofr top desks ( r f k. 
wells, pen trays, et 5 . ; . 
lesk necessities Iw nkwelk ip swing nea a t 
sealing them from dust and evaporaf, } tubes , h 

rks are ad et ‘ t SEY 
ympartments for clips, stamps, ¢« 

An ornament t any desk Occuples no valuable space and gives 


xdditional desk room 


Deaters and Saies Agents 





there is a demand for this device an ur " by 
our advertising ‘ rit t 
every part of 

We refer orders ar nquir to local dealers and assist you 
to mak ales 


Write Us for Complete Information 


SCOFIELD & COMPANY, 150 Nassau St., New York 
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rr w Remir s ng 
town and ntry by storm, writes D 
office of t Remington Typewrit Compan) 
Already business has developed t the ge 
where it is 1 nger a propositior fe ng 
ders iK £ ve 
Ev I of n nes is f 
} » < 1 1 the . ng 
f< t i gt Ww Ss n 
missions 
At the International Exposit 
querque New Mexico, early i Oo é 
Remington was awarded ndsor a 
on their ex! t of the new mods 
adding attachment 
Atlanta, Ga. 
The Atlanta office of the Reming 
writer Company has closed another sy lid 
month's record which has been notable ng 
other things, for the large number f sales of 
billing machines 
Messrs. Gardner and Russell of the Ré« ng 
ton office in Atlanta as usual stand hig the 
sale of the Remington Billing Typew: 
> . > 
F. P. Folger, well known to 
world in the South, has been app 
inspector for thé El “is! I - 
Southern District 
F. R. Ar zg 
Elliott-Fisher Cor 
a trip t New Or! S 
blazes on the Gulf 
the temperate zone 
Ww I Br ] has beer pointed S 
manager t Sr r Pret r M £ 
Gurmut 
Baltimore. 
The ta . teens ated . 
f the R g I ( I 
timore ar 5 x 
marketing I | g 
them 
One t ales J a 
mem be f ing s that zg I 
mins Mr 
ways S I ng > 
iTrK i 4 — 4 — 
ilways mak 
Tr? hoc + 
Rosent ree y uN 
and Ss Ss 
mand s friends w 1 
recent ! in the n 
Indian bra is ff g g 
the y g sing ré © - 
n Su v st s £ a 
cnerut = ents 
> > . 
The i ‘ d write ( ip s ff 
has been for a time n charg M 





Rosebury 





sales for November up to the high water mark 
with the brightest prospects for heavier sales 
in December 


. > > 
The Smith Premier Typewriter Company, on 
and after today, will occupy offices at 107 North 
Liberty street Increase in business has made 
it mecessary for the concern to secure larger 
quarters An advertisement to this effect ap- 
pears in The American today 
> ° > 
The Monarch office at Baltimore reports a 
substantial gain for this year over the business 
of last, and prospects after January Ist are of 
the roseate variety 
Fortune favored the Monarch in Baltimore 
when they secured the services of Herbert L 
Disney, one of the best known typewriter men 


of Baltimore His success for the past few 
months since his connection with the Monarch 
has been more than gratifying and he sees 
bright prospects after the Christmas thaw has 
taken effect upon business life 

The Monarch office at Baltimore was recently 
favored with a visit from the president, S. W 
Crandall, who seemed much pleased with ths 
progress shown 

Binghamton, N. Y. 

E. R. Fitch, the Monarch representative at 
Binghamton, N. Y., made for himself an en- 
viable record for the month of November, sell- 
ing more Monarch typewriters in his territory 
than had ever been sold there in one month. 
Mr. Fitch was formerly manager of the Under- 
wood Typewriter Company in Binghamton. 

* > . 

L. A. Hardy has recently moved to Bingham 
ton to accept the position of manager of the 
local office of the Remington Typewriter Com 
pany Mr. Hardy is well acquainted in this vi 
cinity, being a native of Otsego county and for 
several years past has had charge of the Rich 
mond, Va., territory 

Birmingham, Ala. 

*. R. Anderberg, Southern District Manager 
Flliott-Fisher Company of late a _ frequent 
visitor in this city, will gladden the hearts of 
the hotel stenographers no more. That does 
not mean, however, that he has cut us from 


his calling list Far from it According to 
Andy Birmingham is one of the brightest spots 
in the Sout! The public stenographers griev« 
because he carries Ss own typewriter, a tiny 
pocket edition of a machine. It is probably the 
smallest typewriter in the world, yet it seems 
to do the work with accuracy and speed. Andy 
Says it is a Christmas gift from the Junior 
[Typewriter C New York 
> * > 
rhis, the youngest branch of the Underwood 
Typewriter Company ide an excellent show 
ing for November und: the excellent manag: 


ment of Mr Davis 
Boise, idaho. 

A sub-branch office of the Underwood Typ« 
writer Company has been established at Bois: 
Idaho it will be under the jurisdiction of tl] 
Portiand, Ore., branch 

Boston. 

[The Boston office of the Monarch Typewrit« 
Company has had the pleasure of a visit fror 
the president of the company, S. W. Cranda 
While Mr. Crandall’s visit lasted but a few days 
he expressed himself as being very much pleased 
with the outlook for the Monarch Visible for 


7 > * 

The Boston office of the Monarch Typewrite 
Company as undergone a thorough renovatior 
Several pieces of furnit have been added, also 
several new rugs, and the office at the present 
time presents a very pleasing and attractive ap- 





> 
The | ton office manager of the Monar 
rypewriter Company, L. V. Amann, reports that 
he expects to do some big things’’ during tl 
coming y« Every indication is that the Mor 
arch is tainly winning favor with the cus 


tomers in Boston and everything points to a fine 


¢ 


business fo coming season 
> > > 
The window display of the Monarch Typew: 


ter Company in Boston attracted no little atter 

tion during the Christmas holidays The win 
dow was tastefully decorated with garlands and 
Christma ells and other decorations appre 

priate for the seasor 

l I ton office of 1 Monarch Typewriter 
Compar has also had the pleasure of a short 
vis fror e vice president of the company 
his trip me for the holidays. Mr. Dicker 

in's home is near Boston, but most of his times 
S spent in Europe. where e has charge of the 
entire f gn business f this company 

. > . 

The Bostor fice if the Remington Type 
writer Company reports a splendid business in 
the past month, and incidentally a new record 
in sales of the Remington equipped with the 


Wahl adding and subtracting attachment. The 
Wahi attachment of the Remington is already 
finding considerable market in this territory for 


general billing as well as for bank remittances 
work Sales f the Rer 
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Let Us Prove How Much the 


Gammeter Multigrap 


Can Save You on Printing Bills 









Office Printer 


Here is Our Show-You Offer: 


Send us samples of a few of the printed forms that you are now using—select if you 
wish, those you are buying the cheapest, and tell us the quantity of each that you use 


annually. 


We will give you free of charge or obligation, accurate estimates on the cost of pro- 


ducing these same forms on the Multigraph. 
the prices you are paying for printing, and see for yourself how much the Multigraph 


can save you. 


Tl ga 4 e Dare aper a 

Mu iZgTa a € r A 

The Mu i k : g 
N gra 7 al € ‘s 17 

As a Multiple T 

T (sammeter Multigray t ewr! rt etter 
eR ar gh grad ype 
eac py isa ect 2 

I Ga er M gra 

- . 
a full-width letter t 
Send Us Samples of Your Forms 


“ 


tigtfap 


+ T ‘ ¢ VW 
pean Selling Agents: The International 
79 Queen Street ndor 5. 


Then you can compare our figures with 


Printers’ Charges 

of office and factory forms, for the Multigraph does 
In addition to the money saving, 
enabling you to get a job printed immediately. 

arge quantities at one time in order to secure a low 
juantities when a form becomes out-of-date. 

size; electrotypes are recommended for 
straight printing purposes. t The 


50°, Saving on 


and-distributing device 
is required 


THE AMERICAN MULTIGRAPH SALES CO. 


1804 Case Avenue, Cleveland, Ohio 





Multiple Typewriter 





American 
Multigraph 


t are identical] with the work of a Sales Company 
an any duplicating device, and 1804 Case Avenwe 


Cleveland, Ohio 


Please give me esti- 
mates for printing the 
attached forms on the 
Multigraph, and also send 
me Multigraph typewritten 


1a Multigraph —" letter and Multigraph Catalog. 


Name 


Position 


Firm. piace abs thdd a 


Write Address on the Margin Below 





ton-Wahl machine 
for instruction purposes 





HEADQUARTERS FOR 





Typewriter Ribbons, Typewriter Paper, 
Carbon Paper, for all uses. 


Ne manufacture the best line of TYPEWRITER 


SUPPLIES on the market 


THE Ss. T. SMITH COMPANY 


ll Barclay St., New York City. ‘Tel. 5922 Barcla 





Please send for our Catalogue and samples of Mani- 
fold, Typewriter Linen and Carbon Papers: also 
Price Lists of same. DISCOUNTS TO THE TRADE 


laws 4 

Cheap Typewriters 
Remington No.6 )u 27,000 $20 
Smith Premier No.2) 50 to 100,000 30 


a] 


3,30to100,000 . .. 25 
3, over 100,000 . . . 28 


Typewriter Platens recovered, 50c each. 


St. Louis Typewriter Exchange 
201 N. 7th Street, ST. LOUIS, MO. 








-27 to 50,000 25 


under 30,000 . . . $20 
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TYPEWRITER 
RIBBONS 








CARBON PAPERS 
I. M. C. 


@ New management, new 
policy, mew machinery, 
new processes. 

@ Everything new and 
up-to-date. 

@ Second to none in hard 
finish varieties of carbon 
paper. 

@ Prices commensurate 
with quality. 

@ Pencil and Pen Carbon 
Papers, all kinds. 


@ Ribbons of all kinds for 
all typewriters. 


@ Two colored and three 
colored ribbons a_ spe- 
cialty. 


@ Agents wanted every- 
where. 


@ Special attention to 
large consumers. 


@ Price lists, and sample 
carbon paper, to responsi- 
ble parties. 


q@ Write today—you may 
forget it tomorrow. 


Indeliba 
Manufacturing 


Company 
Rochester, N. Y. 











TYPEWRITER NEWS—Continued. 


progressive schools of the country already real- 
ize the importance of training their pupils in 
the use of the adding machine as well as the 
typewriter. 

. > > 

The office force of the Boston office of the 
Monarch Typewriter Company presented its 
manager, L. V. Amann, with a very beautiful 
and elaborate hammered brass desk set as a 
Christmas gift, which is a token of the esteem 
in which he is held by those associated with 
him. It is needless to say that Mr. Amann was 
very much pleased with this remembrance and 
is still expressing his delight. 

Buffalo, N. Y. 

Mr. Hurst, the manager of the Underwood 
Typewriter Company's office here, is to be con- 
gratulated on the rapid progress made by the 
office since he took charge of it. The business 
for the month of November was the best in 
the history of the Buffalo office. 


It does one good these days to see and hear 
the Remington typewriter boys In Buffalo 
there is P. F. Bacon, E. R. Spencer and W. O. 
Davis in addition to the manager, H M. Wake- 
man, and all are doing the business of their 
life. Each and every one of them is selling 
the new Remingtons as fast as he can get 
them—and faster. 

. . 

A recent addition to the force of the Reming- 
ton typewriter in Buffalo is D. G. Ronayne. 
Mr. Ronayne has just started out in his Rem- 
ington career, but he already gives promise of 
holding his own with the best of the other 


Remington boys. 
. . 


George Biesinger, the West Side salesman for 
the Monarch in Buffalo is getting the business 
His pleasing way is making many friends and 
assures him of fine success with the Monarch 

M. B. Warner, the latest acquisition to the 
Monarch selling force, is a hustler and the 
other fellow needs beware or he will find Mr. 
Warner getting the best of him on the East 
Side. He has a wide selling experience and his 
prospects are very bright. Hustle, Warner, and 

> > . 


your diamonds will shine 

} T. Cramer of the Monarch selling force 
has been styled by his friends as the ‘‘fast 
freight."’ Mr. Cramer is seen carrying a ‘‘Mon- 
arch” in a case from one office to another 
Cramer says. “Ye shall know him by his 
deeds."" He is getting the business anyhow. 

Calgary, Canada. 

W. C. Dygert, manager of the Remington of- 
fice in Calgary, sold a score of new Reming- 
tons last month through his own efforts, in 
addition to directing the work of the other 
members of his sales force. 

Dygert is one of those Remington branch 
office managers who is more than a manager— 
he is also salesman-in-chief—and shows his 
sales force how to do it by practical example 

Chicago. 

The Monarch boys are regretting the loss of 
“Bob” Craddock, the efficient adjuster. Mr. 
Craddock left for Denver, Colo., the 18th, where 
he will continue his labors in behalf of the 
Monarch. It was a move he had been contem- 
plating for some time owing to the illness of 
Mrs. Craddock It is hoped that the change 
will prove beneficial for both ‘‘Bob’’ and Mrs 
Craddock. 

. > > 

C. A. Middendorf, the pioneer salesman of the 
Monarch force, resigned the middle of Novem- 
ber to take up the sale of the Dalton adding 
machine He will have charge of their Mil- 
waukee office where his selling enthusiasm is 
sure to carry him to continued successes. The 
‘‘latchstring”’ is always out for Charley at the 
Monarch office. 

. os > 

G. W. Berrian, auditor for the Monarch Type- 
writer Company, stopped in Chicago last week 
on his regular rounds. Mr. Forsyth, the local 
bookkeeper, was perspiring pretty freely in 
anticipation of the visit but his usual smile 
quickly returned 
. . > 

F. W. Born, formerly an adjuster in the Mon- 
arch office at Washington, D. C., has been 
transferred to the Chicago office He is an ex- 
pert mechanic and comes highly recommended. 

. . . 


H. H. Angell, Chicago manager of the Mon- 
arch Typewriter Company, called on his Peoria 
dealers, R. S. Smith & Company the lith 
instant. He came back with a glowing account 
of the situation at that point. Messrs. Smith 
& Company have a very prominent location and 
are in the front rank of business getters. 

> . . 


E. J. Goldblatt of the Monarch force at Chi- 
cago, is receiving congratulations on the ex- 
cellent window display gotten up by him_.for 
the Christmas week. In the center of the win- 
dow he put suspended a large circular wreath 
of evergreen with the words ‘‘Monarch Visi 
ble’’ around it in white In this wreath was 
put a No. 2 machine. Beneath the wreath and 
on both sides were shown various machines of 
the many widths of the Monarch No. 3 models. 
Above the wreath was hung a large Christmas 
bell and the window was festooned through- 


out with green and holly. The Monarch sales- 
men have been taking turns in decorating the 
window each week and they have had some 
excellent displays, but Mr. Boldblatt takes the 
plum with his window this week. He deserves 
much credit for his _@fforts. 

. > 


S. B. Hall, field representative for the Mon- 
arch Company, stopped in Chicago the 2ist and 
22d, on his way home from S8t. Louis, to go 
over Monarch interests with Manager Angell 
He will go on to Syracuse from here to spend 
Christmas day with Mrs. Hall and will then 
jump back to Indianapolis, Ind., to demon- 
strate the Monarch before the National Teach- 
ers’ Association Mr. Angell anticipates good 
results from his efforts in the Burlington ter 
ritory. 

CINCINNATI. 
(By Special Correspondent.) 

O. S. Powers of the Columbus office of the 
Smith Premier Company, spent Christmas at 
home here in Cincinnati. 

> > . 

G. B. Van Horne, an out of town representa 
tive of the Smith Premier Company, was a 
Christmas visitor Mr. Van Horne is a Cin- 
cinnatian 

- . > 

Manager Hightower of the local Remington 
office, after a severe iliness, is again up and 
doing for the Remington cause. 

> > . 


The Remington Typewriter Company is one 
of the first typewriter companies in this city 
to use the window display wherein a ribbon is 
lead from the various good talking points of 
their typewriter to a printed name of the part 
which is pasted upon the plate glass window 
The many ribbons dangling in the window at 
tract the public eye and the printed names 
on the window glass arouse the curiosity. It 
has proven a very good window display. 

. . > 


W. W. Killen, manager of the local Oliver 
office, attended the Oliver Typewriter con 
vention held in Chicago, Christmas week 

> . . 


The general report from the local typewriter 
agencies is that business is much better than 
it was a month ago. There is a go to it whic! 
indicates that 1909 will have very much mor 
life than 1908 


. - > 

The dealers in old machines in Cincinnati 
state that their stocks of machines were prac- 
tically used up in the holiday trade It ap- 
pears that some very practical papas with an 
eye to the future make Christmas presents of 
second hand typewriters to their children 

7 . > 

H. M. Webb is a new salesman taken on by 

the local office of the Smith Premier Company. 
Cleveland. 

Manager Claflin of the Underwood Typewriter 
Company has been devoting some long hours to 
the bringing in of business during the last 
month. His efforts were crowned with success 
November being a fruitful month in the Cleve- 
land office 

> . > 


R. B. Buswel, manager of the Elliott-Fisher 
Cleveland District office made the rounds of all 
the local sales offices in his territory during 
December, besides keeping his Cleveland sales 
force enthusiastic and busy. 

Dallas, Tex. 

The Royal Selling Company is the name of 
the new company organized in this city to take 
the agency of the Royal typewriter.” Further 
details will be announced later 

Denver, Colo. 

Everyone knows the great popular interest in 
the new models of the Remington typewriter 
Ifidividual examples of this interest in some 
cases have been extreme 

Mr. Smith, who travels out of the Reming- 
ton office in Denver, relates one case where a 
public official boarded a train which he knew 
carried the Remington typewriter salesman, 
and went from car to car calling his name 
until he found him. The official in question 
was carried thirteen miles to the next station 
but he had the satisfaction of finding the Rem 
ington man and of seeing and buying one of 
the new No. 10 models. 

This, of course, is an extreme case. Never- 
theless, it affords some measure of the tre 
mendous interest in the new models 10 and 11 
Remington which prevails throughout this ter- 
ritory. 


a 


. > 7 

The rush on the new models of the Reming- 
ton typewriter in this territory is tremendous 
A. S. Edwards, 0. L. Leonard and E J. Stan- 
ton of the Remington Typewriter Company’s 
office in Denver all did a record-breaking bust- 
ness iast month with even greater prospects 
for the future. 

Des Moines. 

The Underwood Typewriter Company has se 
cured by a long term lease the room on the 
ground floor at 905 Walnut street and is ar- 
ranging to establish here a branch office and 
distributing point for the state of Iowa under 
the main office at New York City. H. B. M 
Alpine, a special representative of the company 
has been in the city for some days for the pur 
pose of securing a location and arranging for 
the change Mr. McAlpine was formerly the 


OFFICE APPLIANCES 97 . 





local manager of the company He states that 
the new arrangement will be completed by 
Jan. 1 

The agency for the Underwood here has for- 
merly been a subbranch under the Chicago of 
fice Mr. McAlpine says that the growth 
business in this territory has necessitated a 
larger representation and that he has choser 
this Walnut street location for the reason that 
he believes the growt f the city will be rapid 
in that direction 


> > > 
A first grade branc! ffice of the Underwood 
Typewriter Company as been opened in this 
city This office will have control of nearly 


all the state of Iowa ind will commence op 
erations on January 1 

Detroit. 
The latest recruit in the sales force of the 
Remington Typewriter Company in Detroit, is 
J. H. Goldey, who go« to the Remington from 
the Caills Brothers ( mpany, manufacturers 


of coin slot machines Mr. Goldey should be 
very successful as a salesman on account of 
his considerable experience as purchasing 


agent of the above concern. He is to take 

charge of the sub-office of the Remington Typs 

writer Company at Grand Rapids, Mich 
Dover, Del. 

The state department of Delaware has issued 
certificates of incorporation to the Dubell Com 
pany, to manufactur inder letters-patent and 
to generally sell and deal in the Dubell pneu 
matic typewriter carriage and automatic plater 
spacer The incorporators are of Wilmingtor 
and the capital stock is $100,000 

Dover, N. J. 
August A. Gordon f the Junior Typewriter 





Company 1 Broadwa New York City, was 
in Dover this week demonstrating the capa 
bilities of the wonderful typewriter. It is the 
patent of our townsmar Charles A. Bennett 
of Prospect street It is 189 parts altogether 
and weighs less than four pounds, besides be 
ing the cheapest and most serviceable type 
writer in the world It can be carried in 
vercoat pocket wher n its metal box. 


Evansville, tind. 
The Smith Premier Typewriter Company 
moved its Evansvill: Ind office to 318 Upp: 


First street 








. > > 
T A. Br ke is taking care of the Sn 
Premier interests in Central Missouri and 
ports bu ne @ 1 iris ne 
. > e 
John I Williams, of the local Smith Pren 
ffice ted his headquarters at St Lou ] uceess ears 
early in the month. Business, he says, is good 
Harrisburg, Pa. 
] S¢ e busy days around the Elliott s1ca } , 11 10 hac nronve > +1; 
Nap ng oy TB En use by the public has proved the durability and 





ning on fu time for the last six or eight weel 
and the force is constantly being increased 
Business took a decided spurt right after 
election and all departments are now crowded 
to the utmost in order to keep up with the dé 
mands, new machinery is being installed and 
more being ordered to make provisions for 
larger output commencing with the New Year 


high speed of the 


American $50.00 Typewriter 


Our New Model No. 8 is a standard key-board type-bar machine which 









The Elliott-Fisher Company kept all of its 
entire hard times 
and now the company is getting the returns in 
greatly increased business General Manager 
Watt has inaugurated a school which open: 


iven universal 
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the user but we have just moved into 





a ataeee Gane Vetter "caibe Eat dee a much larger factory at Bridgeport, Conn. and are now prepared to 
Se eee, ee ee ‘ange with agents to sell in exclusive territory. WeSthave an exception- 
ee a lly good proposition for live men with a little cash. Write at once. 








The advertising department in charge of C 
H. Hunter is broadening out rapidly, six new 
stenographers started witl the new year 























The factory and general offices were closed © ° 
all day Saturday. tollowing Christmas. so that J American Typewriter Company 
ompany ided the r the last week of the 
old year with holiday checks of good wish 269 Broadway. New York 
Oo users prospective istomers and cashier 
fa i the | Ss 
lwo ndred me . a t » be added to tl 
force f the Elliott-I I typewriter works 
immediately after the t of the new year 
ex’ tea Cabanas WAX SEALS CHECKS CORPORATE SEALS POCKET NOTARY METAL CHECKS 
and the plant w begin work turning out 
are e eal fall : é 4 nt has been busy and 
pra a every department is working é) @ % 
present isual capacit) In all there ar s 
about thre indred and fifty men employed = 
ind the additional force that is to be taker WE ARE NOT AGENTS FOR THESE Goops 
swell wes WE MANUFACTURE THEM 
beinp Minnie Gack valued ouiploye of J SEALS, STENCILS, STEEL STAMPS, BADGES, 
eS a pew NAME PLATES, METAL CHECKS, 
training school for 1 it Mt. Sinai H RUBBER STAMPS, Etc. 
p tal, N Y‘ kK Cit I : a dep irt _ WRITE FOR CATALOGUE 
pov TE cat ay ee Sonia et — 3 MEYER & WENTHE 
Pee as 123456 SE 92 DEARBORN 8ST. “ 


RUBBER STAMPS 











At the e of work on the last day of th NUMBERING MACHINES CHICAGO 
t the Remingtor Typewriters works a IIE 
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TYPEWRITER NEWS—Continued. very promising and the year of 1909 will no ary 15. Kansas City is a hustling . 
doubt be prosperous for this factory and the Elliott-Fisher has many followers in 
Fred Ward, the retiring foreman in the parts _ ; . - “@ ul me section one a ng M ‘ ich , 
assembling department, and an employe of the larke and Baker Company of llion repo t cess in hi ew | i i 
factory for many years, was much surprised prosperous business for the past year. During i eee 
F to find that he had been remembered by his September several large special shipments were B. W. Plag formerly manager of the Un 
employes, who to show their testimonial of made including _ very large bran h ubrary derwood Typewriter Company at Omaha nas 
their respect and friendship for him, made him equipment for East Houston street, New York taken charge of the Kansas City office » Ota 
a@ present of a beautiful gold watch City; equipment for the Remsem New York same companys Mr Plage’s success is due 
a) a Public Library, which by the way, is the finest tirely to the wonderful success he as made n 
H. M. Hanks, who has held the position as rural library in New York state and this week the Omaha territor where he began work i1 
superintendent of inspection at the Remington a shipment of more than 315 cabinets for the May, 1905 
typewriter Company for the past four years Prudential I ife Insurance Compan) was made Knoxville, Tenn. 
has resigned his position, and left on January 1 to their various branch offices throughou the Doll & Co.. Smith Premier dealers for East 
for Philadelphia, where he will enter upon his United States ; Orders for January shipments an Ter a Bins ie - th —~ ss wast: 
new duties with a large manufacturing firm of are large and 1909 promises well for the Clarke a tng copy pe omy Sate the meat iy 
that city During his residence in Ilion. he ind Paker Company ~ ay ‘ ; . as os 
has made many friends, especially among the indianapolis, ind. een 
congregation and Sunday school of the Baptist “he Wa Adding and Subtracting ttac G 4. Bars “is now. wit hee e 
church, who, previous to his departure pr ment figures prominently in the sales made b ype writer cg IP o ae " 
sented him with a beautiful signet ring and a the Remington Typewriter Company I Ir Sith 'Pren , 
set of resolutions dianapolis territory during the past month —* , xe @ 
on 9 This invaluable attachment of the Reming H. F. Juliar t pataubtahie & , | 
Owing to the great demand for the new ton typewriter is steadily increasing its mar jeaman Loam im the nit 
model of the Remington typewriter, the factory ket in this fleld and is certain to become a big several wee : 2 wain ’ 
at Ilion has been obliged to place a large force factor in the future ann than Me Sintt eg 
on at night, and to have the greater part of Jacksonville. Fia nd fastes ter s 
their working force working evenings. It looks rhe Smith Premier branch recently estab a 
like a most prosperous year in typewriter cit shed here by Manager H. D. Land doing Lemngnam, Sy. 
cles, which is good news for llionites and 1 handsome business Mr. Harrison Scot son of Mr. Charl Ss 
those in the Mohawk valley nanager of t Lexington Opera Ho 
ok Johnstown, N. Y een appointed manag of this dist: 
An order has been issued by the Remington H. G. Winnie, the hustling junior salesmar mpany 
Typewriter works to the effect that a force of ind expert demonst: ‘ator of t . ott-Fis Mr. Clot} s been manager f 
the employes of the machine departments will Companys Albany office, has been doing good ympany het yme time. will go to H 
begin working night and day In ord to fulfil work In Jo} nstown and Glovers i Ml VW nezton. W \ to take a position f 
and keep up the orders it will be necessary to I is a thoroughbred isthe Standard Oil ¢ me? W. F. Waller f Lo 
work 24 hours a day This shows that tl Kansas City, Mo ille the r gent of the nderw 
new visible machine is making good, and work Cc. L. Couch will take ings f slliot pewriting ¢ \ ari xing 
for the next few months will be plenty rhis Fisher Company's branc! t this pe Janu thin nex » check up t I 
The simplest, most rapid and most modern duplicating device on the market 
P rints anything from a postal to a foolscap and weighs but 8 pounds Sold 


without spelen the purchasers to use our supplies. 


The superi XCe ice and low price of our 


compelled to buy them to get our machine. 


Ose Lineograph Duplicator 


presage satisfactory results from hand or 
typewritten matter. It is neat, clean and compact, simple in construc 


tion—anybody can operate it Sold invariably without restricting the 


But no one is 


ROTARY LINEOGRAPH 














purchaser to the use of our supplies. We can save you money on th 
supplies if you wish to buy them from us 

Some Desirable Territory Open. Dealers Should Write for Our Specia! Proposition. 
Makers of Duplicators and Supplies 112 Fulton St., NEW YORK, U.S. A. 
ae 
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Ss jy | STANDARD FOLDING TYPEWRITER 


MECHANICAL MARVEL 


Made of aluminum. (Guaranteed to turn out good, clean work. O1 


Portable Machine to successfully compete with the high priced on¢ 
Writing Visible. Carrying Weight Only Six Pounds. 


___ SaaS The Only Folding Typewriter Made 
PRICE, $50.00. 

Most visible machine ever produced. One dealer aptly named it ‘‘The 
Little Wonder.”’ It is positively the neatest, most compact and complete 
machine made. Every live dealer should sell the Standard Folding Ty] 
writer. We have some territory open for exclusive agents. Write us 


Standard Folding Typewriter Sales Co. “N:w'vor 
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ness e company and then Mr 
take fu harge of the offices 
Los Angeles, Cal. 

Miss ( M. Monroe, who for many years has 
been onnected with the typewriter interests 
in Los Angeles, and who for the past four years 
has beer anager of the American Writing 
Machine Company's branch in that city, has 
tendered er resignation and has been suc- 
ceeded by Mr. H. A. Ecclestone, who has beer 
the assistar manager f some time past. It 
is rumor 1at Miss Monroe is about to enter 
into tl bonds of wedlock 
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Might as well try to sweep back the 
Sea as to keep back the DEMAND for 


—— — 


Jew York 


~ Louis innear 





The Berger Mfg. Co., 


Steel Filing and Otic Equipment 


Commercial use 


~ossibly you have 


Steelis the coming equipment for Standard 


Are you prepared to 


meet the demand for it, or must you turn 
down this desirable class of business? The 
awakened interest in modern, protective 
Stee] Equipment means more to you than 


stopped to consider. 


Make sure RIGHT NOW of the agency for 


Berger Steel Filing Equipment 





Most complete line 
of Standard Steel 
Devices in *'exist- 
ence. 


Vertical Units, 
Sectional Goods, 


Vault Omnibuses, 
Tables, etc. Fin- 
ishes to suit: Olive 
Oak, Ma- 


hogany, etc 


Green, 


Don't Delay, but 
Write Today for 
Catalog H-47 and 
Details. 


CANTON 
OHIO 
Chicago 


lanta San Francisco 





One of the many styles of 
Berger Steel Vertical Units. 
A unit for both correspon- 
dence filing and card in- 
dexing 
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— THORP & MARTIN CO. —— 


BOSTON, MASS. 


TOOLS 
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We also make Paper for Carbon Manifolding 


in all its branches. 


‘C. H. DEXTER @ 


PRINCESS COVER 


Papers for Catalogues and 


STAR Manifold LINEN 


Add quality and distinction to printed matter. 





Windsor Locks, Conn. 
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BE A 


UNION MAN 





@ The “Union” Line is one upon which 
to build up a call trade. It will please 
your old customers and help you to make 
new ones. It not only contains 
every class and grade that goes to make 
a complete line—but there’s a standard 
of excellence to each not generally 
reached. 
@ We have the facilities and the skilled 
operators. We have the formulas and the 
experience requisite to perfect product. Our 


SUMMIT, APEX and CYCLO 


brands are in a class by themselves. 
us send you some samples and quote 


prices. 


@ The livest houses in the country are 
featuring ‘“‘Union”’ goods. Why? Because 
they give the highest degree of satisfaction 
to the user, and margin of profit that 


pays. 
WRITE TO-DAY. 


Union Ribbon & Carbon Co. 


9th and Thompson Streets 
PHILADELPHIA, PA 


Chicago Office: 
324 DEARBORN STREET 
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TYPEWRITER NEWS—Continued 


% cents n 





an amount sufficient to pay about 2 
the dollar Claims to the amount of $1 


are alleged to be secure claims and if these ' 
preferred, the unsecured creditors will re ' 
nothing The are more than a thous i 
claimants 
> > > 
Milwaukee dealers are well satisfied w 
past year taken s a whole and aré I 
pleased witl e outlook for the new 
While the early part of the year ist | 
was not all that might have been desired, the : 
latter part of the year was most satisfactory 
Conditions in general in Wisconsin have pr 
tically returned to the normal stage and there 
is every indication that business trom now 
will be a record breaker Industries and general 
trade seem to have taken on new confidence 
money is fast becoming more plentifu 
would appear that the situation was n¢ j 
brighter for typewriter men of the state ; 
> > . 
The New Model No. 10 Smith Premi - 
proving to be a winner with the Milwaukee 
trade, according to the report of E. R Johr 
ton, Milwaukee manager of the Smith Pret 
at 416 Broadway Mr. Johnston belis 
the new machine fills all of the requiremer! 
of the modern typewriter and that the new 
will witness heavy sales made of this 
all over Wisconsin 
> > . : 
James T. Dee, Milwaukee manager of t ' 
derwood, Wells building has been 
with excellent success of late and belies 
1909 will witness the heaviest sales of the 
derwood ever made in Wisconsin territory) j 
o > > ' 
The L. C. Smith & Bros. typewriter is ray j 
idly coming t the front in Wisconsin ind ; 
Manager J. B. Lanigan predicts that the ' 
ing year will see some great things done t 
- 


territory 
Minneapolis, Minn. ' 
J. F. Eshelman, formerly machine 
at the Minneapolis office of the Ell 
Company, ha been transferred to tl i 
kee office ; 
' 


> . > 
I. T. Pope, formerly local agent t 
at Baldwin, N. D., has entered the dir 
ices of the mpany at Minneay ~ 
making good as a traveler 
> > > 
Salesman N. R. Downham says t 
one of the greatest records of 
montl Reports from the Oliver 
at Minneapolis verify his statement 
> . — 


The local agents for the Oliver at ¢ 
Minn., the Stackhouse-Windsor C 


( pal 
port an interesting story About four weeks 
ago their safe was blown open by a gang [ 
robbers. Something like $400 was extracted 
from the strong box Before going I 


the night of the robbery, one of the 
of the firm had placed his new O 


writer on top of the safe An hour 

robbery, he wa back at their place 

ness and even amidst the confusion and ex 
nent, he could not help but being amused at 
the care e robbers had taken of I ¥ 
Oliver typewriter The yeggmen ] 
it under the table, clear out of react 

plosives. rhe ife was blown to pis 


nearly everything in the room damaged to 
extent except the typewriter. 
> > > 


Local agent Mr P. K. Onstad, at 
wood, Minr iptured the Champions! Ss 
Banner for \v ime of orders sent 
apolis headquarters during the mont 
vember ry Banner as a result, 
his possession during the month of De 

> . > 

Assistant manager, Mr. C. G. Carman 
Seattle bran f the Ol was ‘ 
Minneapolis recently on his way t 
conference f < r men at Chicag 
ports that business on the Coast was nev 
ter 

Montreal, Canada. 

M Ge MacMartir senior salesmar 
Monarcl Typewriter Company) Limit 
Montreal, ken up housekeeping 
nice new flat 8 Mance street M 
thinks that tl Monarch is the finest ev 

> 7 > 

The Montr ffice of The Monar 
writer Con has been recent 

iving been |} mined and painted 
inoleum put the floor Manager D 
believes that st and dead men g t 
ind as the Montreal office is coming 
wen, the best is none too good for t I 

> > > 

Ralph P. Dulmags ud ter I M 
Typewriter Company Limited it M 
spent his holidays at his old home t Br 
Ont Befor irning to tak 1 
will spend a iple of weeks in t 
i under W. S. Stoddard, the best ] 
typewriter ad ter in Canada, gett 
finishing t : n alignment and 
ments 

> > > 
Miss Bernadett Ethier ar ymplis ) 
] ; rraad ‘ - 


French and English scl ir and ¢ 














Pointe au Trembles Convent, has been appoint- 
ed cashier of The Monarch Typewriter Com- 
pany, Limited, at Montreal 

Muskegon, Mich. 

The Elliott-Fisher Company’s district man- 
ager, R. S. Champion, left here on his last trip 
a few days ago with a mighty nice order for 
an Elliott-Fisher adding outfit. 

Nashville, Tenn. 

One of the largest typewriter contracts ever 
made in the state of Tennessee, has just been 
consummated by Manager W. R. Patterson 
with the new Smith Premier Visible. 

New Orleans, La. 

J. B. Hennessy, expert repairman from the 
home office, spent three weeks in December at 
the New Orleans office of The Monarch Type- 
writer Company instructing repairmen. 

> . 

Geo. W. Berrian, auditor of The Monarch 
Typewriter Company, spent a few days during 
the holiday week in New Orleans. He was the 
only man in town who worked on the 25th. He 
was a long way from home and wanted to for- 
get it was Christmas 

> > > 

The Monarch Typewriter Company's large 
electric sign nightly illuminated greets the eye 
from afar. Their corner location is admirably 
adapted for this excellent advertising display. 
Their office is conspicuous by its prominence 
and is neatly and attractively fitted up. 

> > > 

Mrs. Florence H. Lanius, who has acted as 
cashier-bookkeeper for The Monarch Typewriter 
Company for the past year and a half, has, 
owing to her especial fitness for the position, 
been promoted to saleswoman, and is acquitting 
herself creditably. Some of the ‘‘boys’’ will have 
to ‘‘step lively’’ to keep up with her. 

> > > 

Mrs. M. E. Wishart succeeds Mrs. Lanius as 
eashier-bookkeeper with The Monarch Type- 
writer Company. 

7 * > 

Charles P. Schultz of the repair department 
of The Monarch Typewriter Company wore the 
“smile that don’t rub off’ when he received his 
last pay envelope. It was a little heavier than 
usual. 

« © 7 

J. H. Baskin, formerly representing Universal 
Adding Machine Company, in Atlanta, Ga 
has joined the Elliott-Fisher forces. Mr. Bas- 
kin will have charge of the New Orleans office 

> . . 

Patrick Madden, Elliott-Fisher representative 
for Alabama, spent several days here. Judging 
from the smile on “Pat's’’ face, business must 
be coming his way. 


. « * 

J. A. Zellers, southern supervisor for the 
Smith Premier, paid the local dealers, Messrs. 
Schumert and Warfield 1 fiying visit last 
month He reported business as highly flour- 


ishing all along the line 
Norfolk, Va. 

Now located at No. 10 Monticello Arcade 
building is the Norfolk branch of the L. C. 
Smith and Brothers’ Typewriting Company, un- 
der the management of Eugene W. Lipscomb, 
who has had charge of the Norfolk office since 
May, 1907 

When the Norfolk branch was opened. five 
years ago in a small office, but little importance 
was attached to it, but since Mr. Lipscomb 
has taken charge the business is large 

New York City, N. Y. 

S. W. Crandall, president of the Monarch 

Typewriter Company, has recently been visit- 


ing the offices of the company in New England 
and the midd Atlantic states. 
. > > 
George W. Dickerman, vice-president of The 
Monarch Typewriter Company, who has charge 


of the European business of the company, ar- 
rived in America in time to spend Christmas 
with his family at Bostor Mr. Dickerman will 
probably spend a few weeks in this country 
before returning to Europe 

> > 7 

Cc. deRooy, the linguist connected with the 

home office of The Monarch Typewriter Com- 
pany at 300 Broadway, surprised his friends a 
few days before Christmas by announcing that 
he had taken unto himself a wife. 

. . o 

Emil Trefsger, the rapid typewriter operator 

who came a close second to Miss Fritz in the 
recent typewriter contest at Madison Square 
Garden has left the Remington Typewriter 
Company and joined the Underwood Typewriter 
Company's staff of rapid operators. He has 
been demonstrating during the past week at 
the Business Teachers’ convention at Indian- 
apolis on the Underwood. 

> 7 


Mr. Oden, Mr. Flagler and Mr. Blaisdell, all 
of the Underwood Typewriter Company's staff 
have been in attendance at the Business School 
Teachers’ convention at Indianapolis. 

> ° > 


Mr. H. C. McCormack had a nervous break- 
down from overwork and was ordered by the 
doctors to take a trip to Bermuda. He has now 
returned to New York. and has decided to start 
in business for himself and will open offices in 
the city early in the new year It was with 
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THE PIONEERS IN THE BUSINESS 
OF REBUILDING TYPEWRITERS 


Mechanic’s Tools and 


Typewriter Parts 
Supplied to the Trade 


Cylinders Recovered 
All Makes 
50c. 





TYPEWRITER INSPECTION CO, 
317 BROADWAY, NEW YORK. 


ESTABLISHED: ---1892. 


20000! Base 
CLASSIFIED] 
NAMES 


are securely 
locked against 
dust and cu- 
riosity-in a 
floor space of 
16x 34 inches 
see cur This is 
the improv-| — 


ed — 
ELLIOTT CARD INDEX 
ADDRESSING SYSTEM 


We make a line of machines for 
all purposes from the list of afew hun- 
dred up to the largest. 

Addressing on any form of mail 
matter may be done from these names 
2,000 anhour. ASK usS~ 


THE ELLIOTT ADDRESSING MACH.C®2 


101 PURCHASE ST BOSTON MASS. 
































U. S. or Canadian Write to us for preliminary opinions on all 
legal matters. No charge unless retained. 


Associates throughout Continental Europe, 
a Cl } oy Great Britain, the Colonies, South America 
and Canada enable us to investigate and 


25 OO prosecute foreign interests with dispatch. 
7 Our Pamphlet for the Asking. 


We pay all expenses and disburse THE INDUSTRIAL LAW LEAGUE, Inc. 
170 Broadway, New York City, N. Y. 





ments except government fees. 
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“a 
Exceptional 
Opportunity 


to show your products 


and have vour represen- 
tatives talk to the largest 
merchants of Europe is 


offered 


At the Exhibition of 
American 
anufacturers 


held 


commencing 














to be in London, 
England, 
March Ist 


Germany, commencing 


April Ist 


and Berlin, 


Nothing but American 


made goods will be shown 


and an exhibit of your 


goods will surely bring 





you large returns. 


Exhibition open every 


week day. Admission 


free to dealers. 


(2 If interested in get- 
ting 


write us for full particu 


foreign business, 


lars of these exhibitions. 


American Export Syndicate 
338 Broadway, New York 
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TYPEWRITER NEWS—Continued. 


considerable regret that he tendered his resig 
nation to the Underwood Typewriter Company 
fhere is no doubt but that Mr. McCormack’s 
great xperience with typewriting machines 
and his inventive genius will serve him in good 
tead in whatever line of business he embarks 
. . o 
The manager and several of the representa 


tives of the Oliver Typewriter Company have 
been in attendance at the Oliver convention in 
Chicago during the last week in December 

Mr. Geo. Crouch, city manager of the Un- 
derwood Typewriter Company, gave a luncheon 
to the city salesmen on the last day of the 
old year Further details of this are given 
elsewhere 

. . . 

The Junior Typewriting Company at 331 
Broadway, are very busy these days trying to 
fill orders; they are now more than one thou 
sand machines behind orders, says Mr. M. H 
Behr vice-president of the Junior company 
who is actively in charge of the sales depart- 
ment 

7 . > 

G. F. Watt, general manager of th Elliott 

Fisher Company spent Chrstmas here 
. . > 

w.d Everett, purchasing agent of Elliott- 

Fisher Company came over from Harrisburg 


his father and mother 


to spend Christmas with 


who live here 
. . > 


Kemp Searle ts one of the latest additions to 
the Monarch's New York selling force. T 
Windrum, who has had a good many years 
experience in the typewriter business, is now 
selling Monarchs in New Jersey under the 
jurisdiction of the New York office of that com- 
pany 

> > 7 

On December 5th the M. V. T. S O. of New 
York, which transcribed. reads “The Mon 
arch Visible Typewriter Salesmen’s Organiza 
tion of New York,” held its semi-annual 
blow-out The afternoon was spent in bowling 
at the Hotel Majestic A sumptuous repast 
was served at the ‘‘Little Hungary.” and from 
there to the Academy of Music where Mont 
gomery & Stone were playing “The Red Mill.” 
T) M. V. T. S. O. of N. Y. never does things 
by halves, and the entertainment committee on 
this occasion outdid all its previous efforts 
It was certainly a joyous affair. The full mem 
bership was on hand, as follows: Messrs. Alex 
ander, W. R.: Ballou, M , Garvey, W i 


Hunton, L. A.: 
Markey, T. J 


Hagan, L Y 
Little, J. W 


Gorman, F. M.: 
Jackson E,. C. J.; 


A McGinnis, C. A.; McLaughlin, N. LL; Met- 
calf. E. A.; Pierce, F. L.; Purdy, J.; Robertson 
G. W.; Searle, Charles K Sholes, Frank L.: 
Smith, G. A Westervelt. J. V. W Windrum 
T H Judging from the individual reports 
they had one big time 

. . . 

The Monarch’s New York office is really a 
busy place these days Judging by the smiles 
that one sees. everybody must be happy 

Mr. Dixon, the genial salesman of the Under 
wood Typewriter Co., whose territory extends 
to the upper central part of the city reports 
that he has just placed three Underwood ma 
chines and desks in the new Hotel Astor for 
the use of the public stenographer and his as 
sistants there These machines displaced 
blind” writers 

. * > 

The Underwood Typewriter Co. now operates 
a Commercial Teachers’ Employment Depart 
ment for the placing of Commercial School 
reachers As make no harge this 
branch of their services should be well patror 
zed It will be in charge of experienced man- 
agers and there is very little doubt but that 
it will be sure to be most successful 

. 7 

The Roval Typewriter Co is putting out 
some more ver strong billboard advertising, 
headed “Why do you carry the load?’ In it 
thev make a strong bid for economy's sake, 
ind impress upon the reader that the cost of 
their machine is only $65 

> > > 

Did you get one of the Royal Christmas 
Cards and New Year's greetings with 65 good 
wishes for the coming year? If you haven't 

uught to 
>. al > 

The Roval Typewriter Co. have just finished 
ip a very fine and prosperous year They are 
ibout to embark on a very active campaign for 
t new ar The ground has already been 
well prepared for the work Five new branch 
ft s will s rtly be opened ir rominent 
é tres 

> > > 

4 good and practical joke was recently played 
on Mr. R. R King “the popular manager of the 
New York office of the Smith Premier Type- 
writer Co. by the office and sales force Mr 
Kine was called to the shipping department to 
inspect some special machines that were going 
out, and while there was called back to the 
office on the pretence of answering a long dis- 
tance telephone call from Syracus¢ He rushed 
into the private office for the purpose of ar 
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You Press the Key 





We Mark the Line 


THE GIDDINGS 
COPY HOLDER 


other 





is different from the kin 


The Indicator is operated by pressins 
the line space barat the bottom of holde1 
the same as on all typewriters, it will 
never stick, and may be replaced atany 


desired angle or place, it has a gradu 
ated scale irked —n it whereby a 
letter ora word may be instantly located 

Copy is held firmly in 
notes copied are held in rear out of wa' 


piac ©, all 


There is a convenient filing hook 
need for notes to be mislaid 
away, a repository for pencil, era 
other acce ssorie 





A City Clerk Says 
Aug 
Mr. F. M. Giddings, 
Giddings Copy-Hoider Mfg. Co 
Dear Sir—I have used one of the new patented 
Giddings Copy Ho. iers for the past week in record 
ing work and gett! .¢ out legal papers, which necessi- 
tates copying eve! y word accurately, and find that it 
answers every requirement that could be asked of 
It is a time-saver in transferring the marker f 
one tine to another, and this means money to the 
employer. Anyone using the old-style holder would 
do well to discard the same and make use of this 
Yours truly 
BEN, J 


HUFF, Jr., City ¢ 


Retail Price, $3.00 
Liberal Discount to the Trade or Dealers 


The Gidk lings ¢ OP) Holders are made in the following 











sizes: Size Note Book Size, 6x!2 inches. si! B 
Lega! Manuscript Size, 9x14 inches. (Size “B”' is suit 
able for Note Book and generai purposes.) Si ( 


Invoice or Way Bill Size, 12x14 inches 


The Giddings Copy Holder Mfg. Co. 
Galesburg, ‘ 


Illinois, 


U.S.A. 








/ Giddings 
Copy 
Holder 
with Stand 
Rear View 
































TYPEWRITER NEWS—Continued. 


swering this, and was met by the whole office 
force Mr. Bennett, one of the salesmen im- 
mediately stepped forward, and presented him 
with a beautiful solid mahogany humidor con- 
taining three bexes of Carolina Perfectos Cigars 
on behalf of the salesmen and office force. Mr. 
King was of course taken wholly by surprise, 
but soon sufficiently recovered to suitably re- 
spond and express his deep appreciation of the 
present, and the kindly feelings which actuated 
the gift 
> > > 
The Smith Premier Typewriter Club will give 
banquet during January This is the oldest 
typewriter club in the country and every sales- 
man of the New York office belongs to it. Each 
member has to take the 32nd degree before he 
becomes fully fledged, and the silence he main- 
tains for days after the ordeal proves that it 
is no light undertaking 
a * > 
R. R. King, manager of the Smith Premier 
Typewriter Co. spent Christmas with his par- 
nts at Burlington, N. C He had a most en- 


yable time 


> . > 

Ww. W Ramé president of the Wholesale 
Typewriter Co. is leaving no stone unturned 
to perfect the product of his Rebuilding De- 
partment He has recently installed a new 
japanning over built on scientific principles 
for baking japanning and fixing the varnish 
on all machines The apparatus consists of 
five ovens wil h will give temperatures rang- 


ing from 150 to 450 degrees of heat. The ovens 
were designed members of the staff, and are 
ntirely new T work they produce is worthy 
f inspectior 





* > o 

The office and executive staff of the Ameri- 
an Writing Machine Co. presented the presi 
dent Mr. G. A. Garfield with a very handsome 
bronze desk set, consisting of ten pieces. Mr 
Garfield much appreciates this useful, beautiful 
present 

> > . 

R. J. Black who for some time has been ir 
harge of the American Writing Machine Co.’s 
Barclay street store has returned to the home 
office to ta é ge of the ew city department 
which will ndle the Yost Visible Typewriter 

. . . 

In another lumn will |} found some par 
iculars regarding the iture development of 
e sal department of the new Yost Visibl 

Typewriter 
> > > 

C. S. Hefflor vho was f many years at the 
executive ffice of the American Writing Ma- 

Ce is taken ¢ rge of the Barclay 
S s f t sa meé ompany 

> * 

rE. Nea ( the Underwood Typewriter 
Co is attending’ the National Commercial 
Sx Teacher Convention at Indianapolis and 
wi oceed fror there r 1 trip through 
¢ ast 

- > > 

Miss Ros Fritz the pion typewriter 
ypera j t ning fro England on t 
Lusitania eft the ther side on the 26th 
of Decembi She will pr bl reach New 
York about t first of t New Year 

. * * 

The Advertising Department of the Reming 
Typewriter Company has published a testi 
monial letter fron Mr George R. Sheldon 
treasurer of t Repul n National Commit 
tes praising the Rer gto! Typewriter 
eq yped wit W 1 Add nd Subtracting 

Attachment 

The lett tate that Republican Na 
ional Committers ire ising the Remingtor 
Wahl machine ir connectior wit} the record 
of receipts and disbursement f campaign con 

and that the machine has proved it 
if endous time saver wnerever writing 
nd lone on t me page 

We all know that a great deal was said dur 
ing the past pr idential impaign on the sub 
ject of ympaig1 contributions, and the fact 
that the Remington with Wahl Adding Attach- 
ment is being ed for ] in important and 
widels ied purpose tself a splendid ad 
vertise t 

. 

The d Uy d Typewri 

( ‘ ] i i il di 
Ss s nd s 
pre t stock 
rd I 

a 

I I I gz iypewrit 

( gs 2 its fr 
I | T I eption f 

t \ ! | Engl d It 

' Ss g it to Ex 
ind is 

> > > 

L. ¢ Edmunds, well known in typewriter cir 
es in New York City, | taken a position as 
senior salesman with the Roya Typewriter 
Company and will ver ! f the important 
} ew , 

> > > 

Some noteworthy individ ] iles have been 
made by the Remingtor fftice in London, one 

ler if I g gz received from 
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IF YOU HANDLE 


“KEYSTONE” 
RIBBONS AND CARBONS 


There’s a special profit side to KEYSTONE ribbons and 
carbons—it’s contained in that quality feature which leads. 
the user to ask for the “Same as Last Time,’’ once you 
have sold him ‘‘Keystone’”’ brands. 


If you are handling our line now you KNOW you've got 
the best because you’ve tried some other makes—if you 
haven’t got our line, NOW is the the time to stock up—it 
will be 


Money in Your Pocket, for 1909 


We make ribbons for any machine—carbons for every pur- 
pose boom your ribbon and carbon stock by putting in a 
line sure to please your customer and at prices sure to. 


please you. 


WRITE TODAY. 


Keystone Carbon Paper Mfg. Co. 


Home Office and Factory: FRANKLIN, PA. 
New York Office: 26 Broadway, NEW YORK 
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g/ome go so far 
as to say that 
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uniform, even though they be 





of inferior quality, are better 


for the dealer than goods of 
fair quality that lack uniform- 
ity and each shipment of which 
varies a little from former ship- 


ments. 


ST SS 





' 
[ 


[ |n the Crown line we 
—/ not only offer the 
highest quality, but 


actually maintain uniformity in 











the product. If you are one of 
those that would like to be able 
when a customer asks for car- 
bons and ribbons that are ‘‘same 
as last,’’ to give him exactly 
what he calls for instead of an 
“improvement,” let us tell you 
just why you can really depend 
upon uniformity in the Crown 


line. 


CROWN 
RIBBON AND CARBON 
MFG. CO. 


Rochester, N. Y., U. S, A. 











No matter what yon have done or intend do 
ing in filing devices, you should investigate 
the merits and features of our line. The 


word QUALITY is synonymous with 





Write for our 
catalog, dis- 
count sheet 
and dealer's 
Proposition. 


H. L. COUF- 
FIELD CO., 


4 Pear! St., 














tends to make people 
. 





OFFICE APPLIANCES 


TYPEWRITER NEWS—Continued. 


the London & Northwestern Railway, and on: 
for thirty Remingtons from Sandows, Ltd. The 
proprietor of this latter institution is our old 
friend Mr. Eugen Sandow, the strong man, who 
is now conducting a most successful physical 
culture institute in London 
> > 
Mr. G. B. Frazer of the selling force of the 
New York office of the Remington Typewriter 
Company is being congratulated by his fellow 
salesmen on the sale of fourteen Remington 
Billing Typewriters to one customer in his ter 
ritory Time was when salesmen were con- 
tent to sell billing typewriters one at a time 
but the use of the machine for billing is now 
gathering such headway that larger orders 
come regularly and frequently. 
. > * 


H. €. Pindar, a well-known and successful 
typewriter man and lately factory manager of 
the Kee Lox Mfg. Co., has accepted a position 
with the Royal Typewriter Company, Phila- 
delphia, as city manager. There is no doubt 
but what Mr. Pindar’s congenial spirit will help 
increase the very great pace already established 
in the Quaker town 

7 > 

H. B. Moninger, for the last six months wit! 
the Royal Company of New York, will take 
charge of the Albany office of the Royal, now 
just being opened 

>. * > 

J. A. Harris, who did pioneer work for one 
of the typewriter companies in New York City 
years ago, has just joined the Roval organiza 
tion and has already shown that his hand has 
not lost its cunning in typewriter ways 

> . a 


Through an error of our New York corres- 
pondent in the December number P. H. Collins 
of the Oliver staff in New York was reported as 
having accepted an engagement with the Royal 
Company. 

Collins is not only back at his ‘‘Oliver’’ desk, 
which he had simply closed down for 30 days 
to devote the time to some personal matters 
requiring his entire attention, but he is there 
with fresh vim and vigor as a result of the 
benefits of his brief respite from his work. 
There is nothing upon which Collins prides him- 
self so much as his “‘Oliver’’ spirit and his loy- 
alty. “Office Appliances” is glad to correct the 
error. 

Omaha, Neb. 

To pay his respects to the Omaha office, 
which won the international sales trophy of 
fered by the company, General Manager Wil 
liam A. Dyar of the Smith Premier Typewriter 
Company, who arrived yesterday from Syra- 
cuse, N. Y., gave a dinner at Hanson's last 
night 

The trophy cup was won by the Omaha office 
is more Smith Premier typewriting machines 
were sold here than through any other office 
of the company in proportion to the territory 
covered A number of addresses were made 

7 > > 


A. C. Plage. brother of B. W. Plage, has 
succeeded to the position of manager of thé 
Underwood Typewriter Co.'s office in this cit) 
He has been for several years a very success- 
ful salesman under his brother, who has been 
promoted to take charge of the Kansas City 
office of the same company 

. > a 

Flovd A. Coombs who recently came from 
Louis as foreman for the Smith Premier, ex 
presses himself as highly pleased with his new 
position 


St 


Philadelphia, Pa. 

Herbert Cliffe, formerly a member of the 
Office Appliance Company, has returned to the 
Monarch force at Philadelphia, where he pre- 
viously camped for eighteen months We find 
the following motto, conspicuously displayed or 
the top of his desk: “The bee that gets the 
honey seldom stays around the hive.” 

> > . 


The Monarch office at Philadelphia has been 
entirely made over and renovated Many 
changes were made in the office arrangement 
that have added materially to its attractive and 
businesslike appearance. 

. > > 

The Monarch Employment Department has 
been completely reorganized and is now in the 
hands of Miss Caroline EF. Hay, who is doing 
excellent work along this line. and its popu 
larity has increased a hundredfold 

+ . . 


A new addition was recently made in the 
Monarch organization at Philadelphia in the 
person of Frank B. Ryan, who is acting in the 
capacity of supply salesman. The results he is 
obtaining are excellent He states that he ir 
“sit up and take notice.’ 
. > 


Charles H. Higgins is being initiated into the 
typewriter business as an assistant salesman ir 
the Monarch organization at Philadelphia H: 
is making rapid progress and great things ars 
being expected for the future 

> . > 

One of the more important of their recer 
transactions was the sale of fifty-two Reming 
tons to the Peirce School. 

> . > 


wirdow of The Monarch Type 


¢ 


The show 


ester. Their off 





writer Company at Philadelphia presented quite 
an attractive appearance and created a ea 
deal of interest among passersby during the 
holidays. 

W. C. McLaughlin, York representative 
The Monarch Typewriter Company visited 
Philadelphia during the middle of December 


He reports that things are doing nicely his 
vicinity, which the results clearly indicaté 
* > . 
H. C. Harding, manager of the Standard 


Typewriter & Supply Company and dealer for 
The Monarch Typewriter Company at Readi: 
claims that the Monarch is rapidly gaining 
popularity throughout his section of the oO 
try. 


. > > 
The office of the Remington Typewriter ¢ i 
pany in this city reports a splendid business 
with more orders for machines than the ure 


able to fill 
Pittsburg, Pa. 

R. B. Buseel, manager of the Cleveland Dis 
trict which includes the local office here 
frequent visitor to Pittsburg at the offi 
the Bessemer Building 

> . 

T. E. Mills, until recently a salesman with 
the Oliver Typewriter Company of New York, 
has recently joined the forces of the Monarch in 
Pittsburg, and from a number of sales he re- 
ports as having made, we are under the im- 
pression that he is meeting with success 

os 


: 8 

Ww E. Swar formerly salesmar for the 

Standard Typewriter Company, has now joined 
the Monar¢ forces at Pittsburg 


Providence, R. I. 


The Monar lypewriter Company n Pr 


dence has moved from its quarters at 14 
minster street to more commodious quarté 
the Butler Exchange. The increased busir : 
of the Monarch is very centrally located i 
will be mu more convenient of access | s 
several customers in that city 

al > > 

Wm. Feely formerly a typewriter salesman 
in Providence, who is now located in the Land 
Department at Washington, D. C., spent the 
holidays in Providence, visiting his parents i 
renewing old acquaintances 

> > > 

Manager Skillman of the L. C. Smith & 

Brothers says he is well satisfied with business 
. al 7 

Knopp, manager of the Underwood Company 

spent several days in New York on busine 
. >. . 

Brother Noyes of the Smith Premier wears 
huge smile caused by large sales for Ni n 
ber and December 

. > > 


Louis Schneider, formerly of New York has 
joined the Underwood sales force and is re 
ported as making good right from the start 

. oe @ 

J. H. Ald f 
spent the he 
sachusetts 


J. J. Dorgan tl 
man in Providence 
friends in Hartford 

> 


en of the Underwood sales f ‘ 

lidays visiting his parents in Mas 

. . . 

popular typewriter repair 
spent Christmas with 


> . 

Manager Holmes of the Remington Compar 
informed our representative that business ha 
been very good since the new visible can 
the market 

Port Huron, Mich. 


Fred Woods, who has had charge of the Ot 
tawa district for the Oliver Typewriter: on 
pany, of Chicago, has made such a success that 
I has been given charge of all western Or 


tario for the company. 

Portiand, Ore. 
Stemler, manager L. & M. Alexar 
der & Co coast dealers for the L. C. Smit 
& Bros. typewriter, reports. that embe 
business shows marked increase over! ei 
corresponding month of last year Good bus! 
ness is reported from the Mountain Territor 
operated by) selling force of L. & M. Al 
inder Co 


Mr. H. E 


Richmond, Va. 

The Elliott-Fisher is now located in its 5 
home in the Mutual Building corner of 9th and 
Main streets 

> > . 

D. E. Ruggles, District Manager of Elliott 
Fisher Co., Philadelphia, paid a hurried visit t 
Local Manager Morton of this city the latter 
part of November. 

Rochester, N. Y. 

The Monarch Typewriter Company has organ 
ized a new and more active campaign in Roc!) 
has been changed to a more 
suitable location and the resident salesman, E 
B. Lighthart, is the enthusiastic representative 


who is digging up the business in that towr 
Mr. Lighthart was educated in the Monar 
factory and is delivering the goods 
> > > 
W. E. Phillips the Rochester manager of th 
Eliiott-Fisher Co., was in Penn Yar Canar 


daigua, Corning and Elmira, N. Y., the latter 
part of this month after more business Mr 
Phillips got home on a Sunday morning and 
in the midst of his Sunday dinner was ulled 
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to the office of a local manufacturer to take ar 
order for a Billing machine which was wanted 
first thing Monday morning 

. © > 


L. B. Wyckoff, sales manager of The Mon- 
arch Typewriter Company for central New 
York, has made several trips into the Rochester 
territory and has helped to tand several good 
deals in that territory. 

> > . 

Wm. H. Andrews has been appointed Machine 
Inspector of the local office, of the Elliott- 
Fisher Company. 

Salt Lake City. 

The Remington typewriter office in this city is 
to be congratuiated on the recent sale of thirty 
temingtons to the Latter Day Saints’ Univer- 
sity The Remington business has been great 
during the past few months and the futur: 
prospects are even greater. All of the Reming 
ton boys, therefore, are beginning the new year 
with the greatest enthusiasm. 

San Francisco, Cal. 

The December typewriter event in San Fran 
cisco is the opening of a rebuilt typewriter de- 
partment by L. & M. Alexander & Co 

. 7 > 


T. R. Biddle of Cleveland, O is numbered 
among the expert repairers recently engaged for 
the rebuilt department 

- > 

The Burlingame Typewriter Telegraphing 
Company has finally installed fifteen L. C,. Smit! 
machines in connection with its telegraphic in 
strument Test was recently made on the Pos- 
tal telegraph wires and a perfect message was 
transmitted for a distance of 165 miles. The L 
Cc. Smith machine was used at both ends for 
transmitting and receiving the message. 

> > * 

Fred W. Zwicker, formerly with the Stearns 
Typewriter Company, has been assigned a city 
territory to sell the L. C. Smith typewriter for 
the firm of L. & M. Alexander & Co. 

7 . . 


It is the intention of the Underwood Type 
writer Company to establish its own branch at 
San Francisco on the ist of February. The 


agreement with Messrs. Revalk will terminate 
at that time and Mr. Pearce will be appointed 
the city manager, while Mr. Brown will assum«s 
the position of district manager for the Pacifi 
coast, with headquarters at San Francisco. 
> > > 

The Elliott-Fisher company’s local agent has 

sent out announcement irds which read as 


follows We are pleased to announce that the 
growth of our business has necessitated the se 
curing of larger quarters and we are now locat 
ed in rooms 349-351-353 Monadnock building 


where we will carry a complete line of Elliott 
Fisher standard writing-adding machines, book 
typewriters ribbons and carbon paper and 
maintain a fully equipped repair department.’ 

. > > 


The San Francisco branch of the Royal Type 
writer Company continues to give a highly sat 
isfactory report Mr. Lynch states that, whils 
December is usually a quiet month, this year it 
has been exceptionally fine, showing an im 
provement over the preceding months. 

> 7 > 


An event of considerable interest to the type 
writer trade is the removal of Wolf & Isen 
bruck, agents for the Monarch visible, from 1628 
Divisadero street, where they have been lo 
cated for over two years. to downtown quarters 
at 307 Bush street, near Montgomery he new 
store is well located, being in a central part of 
the main office district The sales room is not 
large, but is sufficient for its purpose, as the 
stock is carried in a large basement, and the 
window affords a good opportunity for display 
The place was occupied about the first of the 
month Mr. Wolf states that a decided im 
provement has already been noticed in the busi 
ness as a result of the move 

> . > 

Manager Wilde of the Remington Typewriter 
Company’s coast department states that the de- 
mand for Models 10 and 11 in this territory has 
been far above expectations. The salesmen her 
still have their hands full. and there is still 
some difficulty in filling orders promptly. 

Springfield, Ill. 

W. W. Hall, who has had charge of the L. C 
S. office here for the past two years, has re- 
signed and will enter the service of the Smitl 
Premier Sales Company at Dallas. Texas Mr 
Hall's popularity here augurs well for his suc 
cess in his new field 

Schenectady, N. Y. 

F. E. Cavanaugh of the Albany staff of the 
Eliott-Fisher company has been doing some 
good work in the city and country offices of 
Schenectady, N. Y 

Scranton, Pa. 

D. E. Ruggles of Philadelphia was here to as 
sist J. M. Lytle, the local manager, in closing 
some important deals just before Christmas. 

Seattle, Wash. 

The Seattle office of the Remington Type 
writer Company has been celebrating the re 
turn of the manager, E. C. Niles, from his re- 
cent memorable trip to Alaska by doing a tre 
mendous business It is hard to single out any 
of the Remington boys for special mention 
when all are doing such great work One of 
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Letter and Cap Size 
In units of two drawers 


Offers unlimited expan- 
sion—both horizontal 


and vertical 


[wo units high form 
perfect four-drawer ver- 
tical file 


Each unit complete in 
itself no extra tops or 


bases required 


Solid wood drawers with 


dovetailed corners 





Drawers}have roller 
bearings and support 
themselves when pulled 
out to,their full length. 
Made of; Michigan Gray 
Elm.}f 


Fumed finish. 


Best all wood Vertical 
Transfer Case on the 
market. 

High grade throughout. 
Not boxes merely nailed 
together—but Macey 
Quality in materials, 
cabinet work, finish and 
trimmings. 


Ask Your Dealer for Them. 
Write Us If He Does Not Have Them in Stock. 


MieNdacey €o. 


GRAND RAPIDS, MICH. 

















EVERY LOOSE LEAF LIES FLAT WHEN USING 
THE IMPROVED UNIVERSITY BOOK RING 


[t meets every requirement for the temporary binding of student’s and stenographer’s 


note books, and various loose leaves 
8 No. 1, 14 inches diameter, 
No. 2, 14 inches diame- 


weight; 


Simple, cy and neat. Made in three sizes. 
ight 


ter, light weight; No. 2, ly in. 





A Open 
Side wise 
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AtoB 


Closes 


Patent Allowed. Pat. No. 904,618 from 
Noy. 24, 1908 BtoA 


diameter, heavy 
weight. Unjointed 
ring, 1} in. diameter. 
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4028 State Street, Chicago Patented Feb. 4, 1902 
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those who occurs to us, however, is F. G. Ry 
mond. Mr. Rymond used to sell Remington 
typewriters in Oklahoma, where he had them 
all beaten to a frazzle, and now he is repeating 
his Oklahoma triumphs at the coast. 

. . > 

W. F. Divine, formerly with the Royal Type- 
writer Company, is now selling L. C. Smith & 
Bros.’ typewriters for the firm of L. & M. Alex- 
ander & Co. 

> . > 

Some few yy ~ are reported as having 
been made in the Underwood Typewriter Com- 
pany's office here. Malcolm Heywood has been 
assigned a territory in the city. J. M. Scott, 
formerly cashier for the past four years, has 
been assigned city territory. F. H. Pounder 
assistant bookkeeper of the Portland office, has 
been promoted to cashier and A. V. Hooper. for 
the past three years city salesman, has been 
promoted to be assistant manager. 

* . . 

A. K. Marriott, formerly with the Smith Pre 
mier Typewriter Company at Portland, is now 
with the Seattle office of the same company. 

> > 


L. E. Averdick, with the Seattle office of the 
Smith Premier Typewriter Company, has been 
cleaning up big business lately 

. > > 

The Smith Premier Typewriter Company has 
moved its office from 302 First avenue South to 
1111 Third avenue. Owing to an increase of 
business it was forced to secure a larger store. 
It now has the most commodious and largest 
typewriter store on the coast. 

St. Loufs. 

H. N. Gilbert, who came down from Chicago 
to succeed J. D. Allen as manager of the L. C. 
8. office, is rapidly becoming accustomed to the 
ways of a country town. 

> . 


The St. Louis office of the Remington Type- 
writer Company is another one of those offices 
which is coming strong of late in the sale of 
billing typewriters. J. A. McCormack, one of 
the veterans of the Remington typewriter force 
in St. Louis, is one of the men who made a 
notable record last month in the billing field. 

. . 


O. H. Johnson has returned to the Smith Pre- 
mier ranks and is making a specialty of billing 
machines in the St. Louis field. He opened De- 
cember with some fine orders. 

> > . 


R. W. Duddington, who travels western Ken- 
tucky for the Smith Premier, was at headquar- 
ters a few days last week. 

. > > 

Cc. C. Kurzdorfer, Jr., has been promoted to 
the position of resident salesman for the Mon- 
arch Typewriter Company at Springfield, Ill. 

> . > 


W. D. Hart, who formerly sold the Monarch 
typewriter successfully in Peoria, Ill., is now 
with the St. Louis office. 

= . . 

The Monarch employment department in St 
Louis continued in November its record of plac- 
ing each month more stenographers than were 
placed any previous month 

> . . 

J. D. Allen has resigned as manager for L. C 
Smith & Bros. and will take a city territory in 
Chicago 


- . . 

H. A. Fiscus, assistant manager for the Smith 
Premier, recently visited the sub offices at 
Springfield and Evansville and found both in 
excellent condition 

. 

Another lady manager of the American Writ 
ing Machine Company, who resigned to venture 
on the sea of matrimonial bliss during the past 
month, was Miss Ella Kant. She was in charge 
of the St. Louis office and is succeeded by R. M 
Beardsley, formerly in charge of the office of 
the same company in Atlanta, Ga. 

7 > > 

Cc. L. Lightfoot, St. Louis district manager of 
the Elliott-Fisher company, made a _ hurried 
visit to Memphis holiday week and opened a 
new office at 820 Memphis Trust building. 

> . > 


O. H. Johnson, special billing representative 
for the Smith Premier Typewriter Company. is 
now located at St. Louis and is doing a fine 


business. 
> . > 


H. A. Fiscus, assistant manager for the Smith 
Premier Typewriter Company at St. Louis. has 
just returned from a trip to sub offices and re 
ports that business is good generally 

. > . 


Ray M. Beardsley is the new manager of th: 
St. Louis Typewriter Exchange, being trans 
ferred from the Richmond, Va., office 

> 7 . 


George A. Garfield. secretary and treasurer of 
the American Writing Machine Company. visit 
ed St. Louis last month, continuing his tour to 
Kansas City and Minneapolis before returning to 
New York 

>. « >. 

F. L. Case. new Monarch manager for St 

Louis, is making fine progress in his new bert! 
Spokane. 


The Spokane office of the Remington Type 
writer Company is to be congratulated on th« 
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success of one of its recent window displays 
This display consists of quite an accurate model 
of Mr. Wright's flying machine. There is a 
wheel for the propeller made of cardboard and 
so arranged on the shaft that a string can be 
extended from the shaft to a little motor run by 
a dry battery There is aiso a little manikin 
seated in the aeroplane to do the steering. The 
whole contrivance is suspended by a string from 
the ceiling, and immediately beneath is one of 
the new No. 11 Remington models bearing a 
card which reads, ‘‘Two of the greatest inven- 
tions of the present age.”’ 
. > > 

Mr. Young, who travels out of the Remington 
typewriter office in Spokane, is what is com 
monly known as a deep digger. Mr. Young is 
not one of the kind who are content simply to 
skim the surface. When he goes to a town he 
goes to get all the business there is to get and 
to stay until he gets it Naturally Young is 
continually getting business when nobody else 
can get it, and they always wonder how he 
does it 

St. Paul, Minn. 

P. P. Barrett is a new recruit to the Elliott- 
Fisher St. Paul office. Mr. Barrett joins the 
Elliott-Fisher demonstration force. 

Superior, Wis. 

E. L. Ashcroft, in charge of the Elliott-Fisher 
company’s St. Paul office, was here recently in- 
stalling a new Elliott-Fisher outfit for writing 
orders for thirteen copies for the different de- 
partments of local manufactures. 

Syracuse, N. Y. 

Miss Lottie Moses, the able stenographer of 
the Syracuse sales office of the Monarch Type- 
writer Company, recently wrote 150 words in a 
minute for several consecutive minutes on an 
ordinary stock Monarch Visible. 

>. . > 

Lyman C. Smith, President of the L. C. Smith 
& Bros. T. W. Co. has been elected chairman 
of the Mystique Krewe, which is an organiza- 
tion to boom Syracuse. The Ka-noo-no Karni- 
val which is held during state fair week every 


year is one of the features of the organization 


Aiexander T. Brown, President of the Smith 
Premier Co., was one of the first to subscribe 
for shares in the new “Onondago” Hotel, which 
is to cost $800,000. It is not expected the build- 
ing will be finished until 1910. 

. 


The L. C. Smith & Bros. T. W. Co. and The 
Monarch Typewriter Works closed down on 
Dec. 24th for inventory. The plants will re- 
sume operations Jan. 4th. 

. . 7 

There are many employes of the Smith Pre- 
mier company who think they know how to 
bowl. Teams were selected and named Com- 
pany A and Company B. The line up is: Com- 
pany A, William Out, manager; J. Ostrander, P. 
Kesseling. C. Hart, J. Heckeer, captain. Com- 
pany B, W. W. Patterson, manager; A. Acker- 
man, E. Hoffman, J. Lynk, L. Webber, captain 
Two games have been played and Company A 
has won both. The supporters of Company B 
are not so flush with the ‘filthy lucre”’ as they 
were. We must add that Company A had to go 
some. 

. . > 

Manager Clark and Superintendent Barr of 
the Smith Premier company and Manager 
Mitchell and Superintendent Zarney of the 
Monarch typewriter works went to New York on 
December 16 to attend a meeting of the Union 
Typewriter Company. We assume they had a 
pleasant meeting, as on returning they .wore 
that smile that won't come off 

. . > 


Fred Born, the Monarch expert, whose home 
is in Syracuse, has been transferred from the 
Monarch Washington office to its branch at 
Chicago. 

> . > 

S. W. Crandall, president of the Monarch 
Typewriter Company, spent Christmas in Syra 
cuse 

>. > . 

The Smith Premier Typewriter Company is 
obliged to work three nights a week Superin 
tendent Barr says it is impossible at the present 
time to keep up with orders. so well has the 
new machine taken with the public 

. > 7 


The Monarch typewriter works recently re 
ceived an order for 175 machines to be shipped 
to its Spanish dealer 

> e > 

H. P. Wellman. manager of the Albany office 
of the Elliott-Fisher company, spent part of last 
week in Syracuse assisting the local staff in 
closing four or five deals 

. . > 

Ss. N DuBois. traveling salesman for the 
Syracuse sales office of The Monarch Typewriter 
Company, has made the best record of any 
salesman who ever sold Monarchs through the 
northern New York territory Mr. DuBois is on 
the job and has Monarchized a number of larg« 
companies in his territory 

> . . 


Ss. H turleton, who started his Monarch ca- 
reer in the factory as superintendent of the 
supplies department, is now connected with the 
Syracuse sales office as resident salesman, and, 
as usual, is making good. He has taken more 
orders for machines and supplies during the 
month of December than any other salesman 
connected with the Syracuse sales office. Sam 
always did have taking ways 


The Syracuse sales office of The Monarch 
Typewriter Company reports business for the 
month of December better than at any time in 
the history of that office, having made more 
sales up to the 20th of the month than during 
any other month in its history 

> . > 

The Syracuse sales office of The Monarch 
Typewriter Company has increased its sales 
during the month of November, 1908, over the 
same month in 1907, 553.8 per cent, and is still 
going one better in December. 

The sales force of the Syracuse office of The 
Monarch Typewriter Company recently held a 
‘‘feed”’ at Otto’s, where Monarch methods were 
discussed and a vast amount of good solid food 
was consumed 

Tampa, Fla. 

T. A. Fulghum has just landed some nic¢ 
business with the Smith Premier rapid address 
ing machine 

Toledo, Ohio. 

C. E. Styer, who for some time was in charges 
of the Remington Typewriter Company's office 
at Huntington, W. Va., has joined the Smith 
Premier selling force at Toledo. He feels quite 
confident that with his experience in the type- 
writer business and a typewriter like the Smith 
Premier, he will make a great showing in his 
new territory 

> 7 > 
Toronto, Ont. 

W. H. Sutton of the Toronto office of the 
Monarch Typewriter Company, Limited. still re- 
tains his hold on the government business. 
What William doesn’t know about practical 
politics he cannot learn from any of his com- 
petitors 

> * J 

E. R. Heyland, managing director of the Mon- 
arch Typewriter Company, Limited, has been 
doing some particularly effective advertising in 
the Toronto daily papers during the past three 
months. The result is seen in the fact that the 
business shows a monthly increase of from 35 to 
i5 per cent over the same period last year. 

> . * 


Cc. C. Henderson, manager of the Monarch 
Typewriter Company, Limited, at London, Ont 
is meeting with signal success. A late achieve- 
ment was to make the St. Thomas Business 
College solid Monarch. 

> > * 

Miss Marion Meadon, stenographer at the 
London office of the Monarch, has been trans- 
ferred to the Hamilton office of the same com 
pany. 

. 7 om 

Another business college to swing solid for 
the Monarch is the Dominion of Toronto, the 
principal of which is J. A. Mitchell, one of the 
best college men in Canada 

> al . 


Messrs. Livingston and Adams, president and 
treasurer of the Canadian Royal Typewriter 
Company, visited New York recently and took a 
trip over the factory at Hartford They were 
much enthused and will take up the Royal work 
in Canada on much broader and larger lines 

Utica, ° 

The local office of the Monarch Typewriter 
Company at 1 Mann building has been made 
very attractive by the use of electric lights 
which are highly appreciated by the office force 

> . * 


D. G. Evans, local manager of the Monarch 
Typewriter Company, who has been selling the 
Monarch for nearly three years in Utica terri- 
tory, reports brighter prospects than ever both 
in sales and collections. The financial outlook 
is very good, as a large percentage of the Mon- 
archs sold during the last two months have been 
on a cash basis 

7 > > 

The wide carriage Monarch is very popular 
among insurance writers in Utica, seventeen of 
the eighteen inch machines being placed by the 
Utica office of the Monarch Typewriter Com 
pany recently. and this number will be largely 
increased in the near future 

Washington, D. C. 

The entire male force of the Monarch at 
Washington were the guests of Manager John- 
at Harve: the day before Christmas 

a > > 

R. E. Catherman has been appointed Monarch 
representative for Washington and Frederic! 
counties. Maryland. and much is expected 


son 


this bright young man. who has alread; 


eral years’ experience in the business 
* 7 


seV- 


> 
WwW H Rarnes of the Remington typewriter 
office in Washington is breaking records verv 
month Last month he established a new igh 


only just begin- 


water mark and he says he is 
ning to show what he can do Mr. Rarnes was 





previously with the Remington typewriter office 
in New Haven, where he left behind im a 
splendid record 
- > . 

> C. Rowersock, country salesman for the 
Washington branch of the Hammond ‘lypewri 
ter Company, has just closed a deal with the 
Virginia Theological Seminary at Lynchburg 
Va for five new No. 12 Hammond ma ines 


which will be used for instruction purposes by 
this institution 
>. > . 

C. W. Morgan. manager of the Washington 
branch of the Hammond Typewriter Company, 
has just returned from a trip to Norfolk. Va 
where he was in attendance at the annual con 
ference of the M. EF. Church South, and had the 
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TYPEWRITER NEWS—Continued. 


pieasur' fr meeting a very large number 
clergy! I whom he demonstrated the Ham 
mond N . sible. 

> > 

R \ Israé formerly of the Washington 
Times idvertising staff as been engaged as 
salesmar the Washington branch of the 
Hammor ypewriter Company to travel in the 
state f Virginia, wit! eadquarters in Norfolk 
Success t \i Israel! 

Winnipeg. 

Manager Bradley of the Remington reports 
more sales f the new isible than he can sé 
cure machines to fill 

“ie a 

L. ¢ s t f the I ( Smith Typewriter 
Compal! vas a recent isitor to Winnipeg 
spending or la here ir onference with W. J 
Arnott t i representative 

The t ‘ ( selling force of the 
Remingt Typewiter Company in Winnipeg is 
Mr W | Elkins vl is been appointed 
resident s sman at Regina capital of the 
Provir f Saskat ewa 

Elkins ‘ é newcomer in the typewriter 
business i man if! wide experience and 
promises t ike imself felt in the organiza- 
tion of t Remington Typewriter Company. He 
was fo1 rs in the Government service at 
Regina 1 is made many friends through- 
out the pr nee He signalized his entrance 
into the Remington service by taking an order 
for four es from a concern which hither 
to had 1 d the Remingto1 

. > * 
peland-Chatterson company. under tl! 
management of James Mackenzie, has just 
cessful year’s business in loose 





leaf de . 


M. B. SARGENT NOW FACTORY SU- 
PERINTENDENT FOR EMERSON 
TYPEWRITER COMPANY. 

M. B. Sargent, for one and a half years 
factory superintendent of the Remington 


Sholes Typewriter Company’s factory at 
Chicag has been appointed factory super- 
intendent r the Emerson Typewriter 
Company at the factory in Momence, III 
Mr. Sargent is a man of exceeding me 
chanica bility, and was at one time con 
nected the experimental department 
for two vears with the Remington-Sholes 





[. RB. SARGENT 
pr tory sup 
ten id abi 
n ¢ r detai 
pusl 

H Emers« 
com] ert a wi 
influet 5 e | 
son mecnan 
ally Ss ighly rg 
ize rv detail 

Both Mr. Sargent and the company are 
fortunate to have cor t ther under sucl 
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Orders promptly filled. 


Typewriters 


Trade Only 


Large assort- 


rough or repair- 
ed, at low prices 





Write to-day for price-list on machines wanted. 


B. D. UNDERWOOD TYPEWRITER EXCHANGE 


S2 LaSalic Street 


Chicago, ill., VU. S. A 





We guarantee then 
et 13 


$2,500--$10,000 According to Ability 


THE ONLY PROFESSION IN WHICH THE 
DEMAND EXCEEDS THE SUPPLY 


COST ACCOUNEEAE § 27 ir, she fist 


s into teachable form by mail, affording 





and highly paid 


Svstemati 


pare hours without 


interfering ith preser ccupation 


incorme 








i calling for Bookkeeping 
of every grade Our Course repr 
€ of 40 years of on 





recognized now erywhere as a 


at 


ers ol nhignest Stan 


Cost Accounting, Theory of Acc 
Practical Accounting, Auditing, Com- 
mercial Law, also Bookkeeping and 


Business Practice. 
You cannot fa in eit 


Book 


Universal Business Institute, Inc. Dept. 13 
27-29 East 22d St., NEW YORK 





CERTIFIED PUBLIC ACCOUNT 
I et a 
We teac! ou 
» A. Examinatior 


Our « 





HANDY 


Telephone Bracket 


(Patented Dec. 29, 1908) 





Retail Price, Each $2.50 


To the Trade per Dozen $18.00 


This Telephone Bracket meets the de- 
mand for a first class bracket at a reason- 
able price, and when once used always used. 

No screws to mar the desk. By simply 
loosening two thumb screws it can 
moved and attached to any desk, table or 
window sill in an instant. 

Telephone can be swung in any position 
or lifted with first bracket joint. 

Better than the highest 
at about the price of the cheapest. 

Heavily Nickel Plated. 


be re- 


»yriced and sold 


Let us Have Your Order for 


a Sample Dozen. 


M. E. Blasier Manufacturing Co. 


UTICA, N. Y. 











The DUDLEY Book Holder 


Patented. doubles the va 





THE DUDLEY MFG. COMPANY 


f your desk by enabling you to get out of 
iy the big book that you must have to 
m and which is now covering up the 
pers that you must refer to. It will hold 
big record books that you need near you. 
in be adjusted to any desired angle and 
» indicator 
this same holder mounted ona 


can be brought as close to your 


titer or adding machine and can be 
»wered to any height desired. 
ircular describing full line of 
ypy, Pad and Book Holders. 


Marion, Ohio, U. S. A. 
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are 0 
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Some Items on St. Louis 


T. LOUIS is unquestionably a city of 

much strength and promise. Singular 

as it may seem its age has acted more 
as a stimulus than as a retarder, in com- 
parison with other western cities. For 
some reason the notion is general that when 
a town gets to be seventy-five years old, it 
ceases to grow, particularly if it is located 
west of the Mississippi river. St. Louis, 
having been founded by the French in the 
latter part of the eighteenth century, has 
grown gradually but importantly. At no 
period in its history has it ever suffered 
what is termed “a serious panic.” During 


the blights of ‘52, '73 and °93, it had less 
failures and sustained its normal business 
better than any city of its size, and even 


greater size, in the country 

When the World’s Fair of 1904 was in con- 
templation the men in charge of the move 
ment pointed with pride to the above facts; 
that, in the argument before congress, did 
more than anything else in fetching the ap 
propriation of $4,000,000 which was needed 
to make the exposition a success. Asa con 
sequence, there has been a wonderful in 
vestment of foreign capital in the Missouri 
metropolis. And ‘the improvement is only 
begun. 


What Is Now Found. 


It is with small wonder, therefore, that in 
St. Louis there is found a large and most 
influential representation of the different of 
In typewriters, adding 
divers 
manu 


fice specialty houses 
machines, specialty 
kinds, stationery 
facturing concerns, there is better than the 
full strength. It may be of interest to 


machines’ of 


houses, as well as 


know something of these houses, the men 
at their heads, and what they promise. 
In the matter of typewriters there is a 


The Oliver, the Reming- 
ton, the Monarch, the Smith Premier, the 
Royal, the Blickensderfer, the L. C. Smith 
& Brothers machine, the Underwood, the 
Hammond, typewriter 
exchanges. 


full complement 


besides the several 


The Oliver is managed by James E. Geiss 
inger, one of the best typewriter men in 
the country. “Jimmy,” as he is affection 
ally called by his friends, began with the 
Oliver in St. Louis several years ago, finally 
earning the promotion of manager of the 
Louisville branch, where he remained for 
eighteen months, and he succeeded in build- 
ing that branch up to a most commendable 
point. When the change was made last fall 
Assistant General Manager Gradwell at 
once chose “Jimmy” to be the manager at 
St. Louis. And James is holding the job 
down splendidly 


H. H. Simmles is the 
ager, a capital young fellow of earnest and 
capable faculties He went to St. Louis 
from the Indianapolis office, where he was a 
salesman, and since his regime began there 
have been made noticeable steps forward. 
Simmles is a most likely man and there is 
no question of his future 

F. L. Case is the new man in charge of 
the Monarch office. le only a few months 
ago was appointed to that position, but 
since taking charge has succeeded in 
strengthening the lines and capturing sev- 
eral high-class men. Case is more retiring 


Remington man- 


What Men in the Different Trades Are Do- 
ing and Their Hopes for the New Year. 





than the average man, but that has stood 
him in good stead. 

In the Smith Premier office there is the 
old reliable John A. Zellers, who knows 
every river from St. Augustine to St. Louis. 
Little need be said of Brother Zellers, for 
he is to the typwriter what the reaper is to 
the harvesting industry 

W. A. Kinsey is the manager of the 
Royal office lately opened at 907 Pine street 
Kinsey used to be the Oliver manager in 
St. Louis, and his return to the typewritet 
field in the manager ot the 
Royal office is many 
friends. W. A. has been doing some fine 
business in St. Louis and General Sales 
Manager Camps, of the Royal, is aiding him 
greatly in some strong plans now being put 
into operation. Congratulations to Kinsey 

The L. C. Smith & Brothers’ office is in 
charge now of H. S. Gilbert, for some time 
salesman in the Chicago territory. Gilbert 
is taking hold down there with ease and the 
evidences are that he is getting his share 
\ good man, an earnest fellow; he 
complish his desires, no doubt 
Riggs, of the Underwood, has a fine 
sales organization back of him and 1s get 
The great difficulty about 


new 


capacity of 
glad tidings to his 


will ac 
Bros 


ting the business 
Riggs is that he detests seeing his picture 
in the limelight, but that failty can be over 
looked other qualities are con 
sidered. 

W. W. Phillips has the Hammond offic: 
in the Mermod & Jaccard building and, as 
usual, is moving right along. 

Ray M. Beardsley only last month was 
transferred from Richmond, Virginia, to bs 
come manager of the St. Louis Typewriter 
Exchange, and, if the indications are worth 
anything, will continue his high record. At 


when his 


least George A. Garfield says so, and that’s 
enough 

H. C. Allbright has The Typewriter Ex 
change and is doing well. Allbright is of 
the kind that does not let things lag He 


is a great hustler. 
In Other Fields. 


Passing from the typwriter field there is 
noted the other branches of office special 
ties H. N. Price is the new manager of 
the Amberg File and Index Company at 
902 Wright building Price formerly 
with the Chicago office, but his good work 
there earned his promotion to the St. Louis 
territory \ capital fellow is Price and a 
winner all through [The National Cas! 
Register Company only a few months ago 
made H. B. Humphrey its St. Louis mar 


was 


ager In Humphrey the company has had 
for several years one of its strong men 
having been connected with the Chicago « 
fice But it became apparent that a liv: 


wire was needed at St. Louis and Humphrey 
got the place He deserves it. He will 
succeed, as he has done since taking charge 
In the Moon-Hopkins Billing Machine Com 
pany, at 19th and Pine streets, which is a 
new proposition not quite ready for th 
market, there are several strong specialty 
men—notably, the Hopkins brothers, who 
long been identified with the adding 
end of the office business, 


have 


machine device 





gen- 
com- 


and both of thém are most estimablk: 


tlemen; J. T secretary of the 
pany, a student of office economics 
and a pusher from away back. Brother Orr 
promises the Moon-Hopkins machine soot 
hat when it appears it will b: 
Moon, the financial head 
a prominent St. Lé 
Harvey, the practical demon 
Underwood t 


Orr, 


close 


and states t 
winner, and J. C 
in part at | 
lastly, J. Cc 
strator, an old 
dandy, too 


east, ulsian 


, : 
Salesmat d 


It would be incomplete to fail to mention 
W. H. manager for Yawman & 
Erbe, a man, and R. L. Burbank 
the Library another of the o 
furniture men who are making the Missouri 
city sit up 


Curtiss, 
strong 


Bureau, 


ic¢ 


1 


Continuing, the stationery field is reach 
and there is found a class of men who stand 
foremost among the nation’s stationers 
who are part and parcel of som: 
largest houses in the country Considered 
briefly they aré 

W. J 


Printing 


Kennedy, president of The Kenn 


and Stationery Company, and last 


year president of The National Stationers 
ind Manufacturers’ Association rand 
man, of high ideals and splendid 
ments. 

James T. Lacey, manager of the st 


ery department of Woodward-Tiernan ( 
pany, perhaps one of the four largest 
cerns of its kind in the country James 
Lacey was secretary of the national ass 

tion, and no man has fought the battles 
that organiz with greater zeal nd 
earnestness 


Robert D 


ition 


Patterson, manager statione! 
department of Buxton and Skinner Con 
pany, the Beau Brummell of the trad 
“Bob,” as they say among those 
him well, attracts many foreign species 
the gatherings of the national body and 
all occasions is popular and a prominent 
worker for the good of the organizatior 
well, of course, of the trade. 


1 1 
Who KNOW 


Then there is Amedee Peting, of Georg 
D. Barnard Company; Trower Adams 
S. C. Adams Stamp and List Company; Al 
bert Barton, of Shallcross Printing and St 
tionery Company; C. R. Comfort, of Cor 
fort Printing and Stationery Company 
Frank Palmer, of Levison-Blythe M 
facturing Company Spalding 
Spalding Stationery Company; C. S. Sever 
Printing and St 
Meyers, manager st 
Skinner & Kennedy 


George M 


son, of Severson itionery 
Company; George L. 


tionery department 


Printing and Stationery Company; Bak 

Ink Company, Blackwell-Wellandy Book 
nd Stationery Company, Lambert-D« t 
Hull Printing Company, and Charl M 
Monroe Stationery Company, a strong 


concerns in every particular, and whi 
constantly making the 
f St. Louis as 


stationery busi: 
( strong as other commer 
lines. 


the Sieber & Trussell ¢ 
line of 


the secretary and 


Then there 
pany, famous for 
books. F. W. Risque, 
treasurer of the company, is one of the best 
informed men of the country on 
manufacture, several 
on the subject of loose 


loose 


their 


lo« se |ea 
books 
and in other 


written 
leaf 


] aving 


Ly 


respects standing high in the trade He has 




















1 a tour of Europe, wher: 
special study of conditions over 


he personally has 
prejudices abroad against 

His last trip did a 
facilitating the early adoption 


American idea 


omponent parts of the se\ 
] making history 
way It is fortunate 
ire building up th: 
with such success 
is easy to infer that St 
| year to have dk 


IN AMERICAN MULTI- 
GRAPH. 


ion of the growth of 
Itigraph Sales Company 
fact that it has become 


broaden its plans for a 


department 


office of gener 


\ Russell of 


in is planned to hereafte 
sales department on the 
it management 

r January 1, 1909, the follow 
1 comprise the :ales commit 


ll, gene ral sales manage! 
I supervisor 


supervisor of publicity 
supervisor of repair d 


1 
} 


brought to a greater degree of 


American Multigraph 
since its inception a 
ily remarkable. From 
this company has grown 
wn as one of the 


cialty field. 


nch offices throughout 


of the civilizec 


ew attachments 


lately put on the 


lipse all former 


GRADY EXTENDS GREETINGS. 


of the Rebuilt 


Chicago, sent 
holiday time to 


er, but this season they 


th 


ter fac simile. 


led “Another Do 
than opportune. 
ugh and again made 
is company for novel 
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TYPEWRITER STAND 


Crated, f.o.b. cars, Richmond, 
Indiana. 


Two woods and three finishes. 
Plain Oak, Golden or 
Weathered Finish Birch, 
Mahogany Finish. 

We guarantee these Type- 

writer Stands to be absolutely 

first-class. — Materials the 
best, Construction perfect, 

Finish elegant and lasting. 


Order a ‘‘Mixed Finish” 


' Dozen To-day. 
Eb 


ROWLETT DESK MEG. CO. 


RICHMOND, INDIANA, U. S. A. 








“Easy” Fastener 





For attaching correspondence to file 
covers, attaching legal papers, invoices, 

|} manuscripts, freight bills, ete. One 
L ‘‘Easy”’ Fastener will do the work of two 
tof the old style fasteners, and do it 











, las been appointed 
manager of the American 
ompany under its new plan of 
wide experience in th 
Under his guidance the al 
ling force of this 








“easier,”’ there being only two prongs to 
bend. Standard distance between prongs; 


different length prongs. Great discount to trade for the purpose of introduction. 


Manufactured by E.G. ROBESON, 753 Bedford Ave., Brooklyn, N.Y. 








Stamping and 






1 its numerous foreici 
pushed Multigrapl 
-hed Multigraph gospe 


t he usually sends 
nsisted of a_ black 


Write us for Catalog, Prices, e 


e center, with 


Canadian Agents: 
Cuban Agents: 





Progressive Firms Install the 


LITTLE GIANT 


POWER PRESS 


Because—It will print and emboss at one 
operation accurately from steel dies or 
platés faster and with more economy than 
any other machine of this character. 


Because—It has pienty of open feed room, allow- 
iny size sheet to be fed with ease. 
Because—It registers accurately, giving the finest 
ults obtainable. 
Because—It has all the adjustments in front of the 
pr vithin reach of the operator at all times. 
Because—It enables you to make prices which will 
land the order at better profits. 


Because—It earns its cost in a short time. 


tring or send us your dies for a demonstration. 
RED AND FOR SALE BY 


Hawkins-Wilson Co., inc., 712 Sansom St., Philadelphia, Pa. 


The J. L. Morrison Co., 445-447 King Street, W., Toronto, Canada 
Arturo Hernandez Mejia, Havana, Cuba 


Parsons Bros., Mexico City 
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$252 A DOZEN—NET 


2 ht at SAB 
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The Berger Manufacturing Co’s Convention. 


HE Berger Manufacturing Company, 

of Canton, Ohio, held its Third An- 

nual Salesmen’s Convention in Can 
ton, December 28 to 31 and January | to y 
which constituted the most important gath- 
ering of the organization yet held. 
The representation the greatest, be- 
cause of the augmentation of the organiza 
tion, and the most imyportant, because of the 
strength of the position this company has 
gradually increased in its twenty-two years 
of existence. 


sales 


was 


branch 


The convention embraced every 
of its sales organization. The banquet was 
held on January 2 at the Courtland hotel 
and marked the climax of four days of 
lively doings. The toastmaster was F. A. 
Schwertner, treasurer and manager of the 
Lantern department. The toasts and the 
officials who responded wer 
The Program. 
“An Off year,” by Edward A. Langen 


bach, president and general manager; 


“New Associations,” F. H. Snyder, first 
vice president; “Our Policy,” R. H. Yan 
vice president and manager 


cey, second 














I8SS8 


FACTORY IN 


ceiling department; “Sand and Snags,” Wil 
liam branches; 


“Personal 


Langenbach, manager ot 
Element,” A. T. Enlow, managet 


of sales, and “Sounding the Trumpet,” W 
W. Wallace, manager advertising depart 
ment. 

President Edward Langenbach, in his ad 


dress to the Berger force, laid particular 
emphasis on the revival of business and of 
the marked attained by Berger 
products in the business world. Said he 
“Notwithstanding the depression of 1908, 
the Berger company had ended the twelve 
months with an increase of 20 per cent in 
its business 1907 This remarkabl 


showing he attributed to the thorough or 


position 


over 


ganization of the sales department and the 
hearty co-operation of every man 

“The ovation tendered Mr. Langenbach 
as he rose to speak was a flattering indica- 
tion of the esteem in which he, as the ‘chief’ 
of Berger development, is held.” 

William Langenbach, in part spoke thus 

“Travelling men must have sand to over- 
come snags. “Size up human nature,” he 
told the men; then make customers see that 
your line of goods is the cheapest, consider 
ing the quality. “You all will away 
Monday morning in the Sky Pilot for an 
other year of business, and unless you carry 
enough sand you will light among snags,” 
he concluded 


sail 


And Advertising Manager W. W. Wal 
lace, made this comment 
“It pays to advertise,” said W. W. Wal 


lace, advertising expert in charge of the 
publicity of the big plant. “If you don't 
let the world know what you have you may 
as well be on the Sahara desert. Advertise 


ment means development; it has a certain 


Third Annual Salesmen’s Convention Held 
At Canton, Ohio, and Some Interest- 
ing Facts About This Remark- 
able Concern. 


reflection upon the advertiser, because it 
forces him to back up all of his promises 
and claims. Columbus, once he had adver 
tised his desire to find the western conti 
nent, by no means, with honor to himself, 
could have backed down and refused to 
make a try 

On Friday morning, January 1, the con 
vention adjourned to go in a body to the 
tomb of the martyed McKinley where it 
placed a wreath of immortelles. R. C 


Coombs, manager of the Chicago office, ad 
dressed the salesmen touchingly in a tribute 
to the memory of William McKinley 

[There is shown herewith a small etching 
of the Berger tactory as it 


1888, which clearly brings out the remark 


appeared in 


able growth of this concern in twenty 
years 

It will be observed that the program had 
special reference to the sales end of the 
business, for which ‘t was planned rhe 
different sessions were given over to a dis 
cussion of those matters of lively interest 
to the salesmen, particularly to those mat 


ters of | Berger interest. The Berger 
spirit prevailed and the officials stated that 
had there shown 
enthusiasm The principal themes 
mention were: Knowl- 
Enthusiasm Thus 


Manufacturing 


arect 


nevel before been such 


marked 
deserving of special 
edge, Methods ind 
showing that the Perget 
Company h a well detined and 
organization and _ handles 
the best possible lines 


hirst 


scienti! 
sales its men 
ilong 
The convention oft 
company held three ve 
has grown in degree until it looks now as 
to provide along a 


this na 


was ars ago 


the company will have 


much larger scale for the 1909 convention 
A Little History. 
It may be of more than casual interest 


Manufacturing 

occupies a commanding 
the office specialty field. Its lin 
office furniture and equipment be 
throughout the 
When it is mentioned that 
under consideration by a 
man, it is taken for granted that little need 
be said as to its merits. The test 
the Berger line has been most thorough and 


Berger 


most 


to state that the 
Company 
plac in 
of steel 

ing known civilized world 
a Berger prod 
uct 1s business 


given 


it yet has to be questioned. 

[The company began business in Canton, 
Ohio, in 1887. From that time until 1904 it 
devoted its energies to the manufacture oft 


malleable hangers, roofing, siding, tin and 


terne plate, eaves trough, conductor pipe, 
cornices, skylights, ventilators, lanterns, 
metal lumber and other steel and metal 
specialties; opening in 1904 its steel office 


and filing equipments 

The demand upon the company was such, 
of its well-known line of special 
to put in the 


by virtue 
ties, that it became 
steel office furniture line. It seems that the 
manufacture of such a product came as the 
natural of things, because of the kin 
dred products and the ambition of the com 


necessary 


most 


commercial 


pany to meet every modern 
need in the way of steel product 

The steel office line is a constituent unit 
of the company’s business It might be 





line 1s 


said without that the 
in some respects‘its most important one, so 
large is the department devoted to it and so 
thorough the organization that cares 
for it. But the and de- 
pendent 

\ resume of the growth ot 
show the 


exaggeration 


sales 
relationship is close 
the Berger 
factory will serve to various 


pe riods of dev« lopme nt 


1886. Firm formed by Edward A. Lan- 
genbach, Stephen Zuger, John A. Berger 
and Wilson Berger. First factory in base- 
ment of a wagon shop. Product, Berger 
Patent Eaves Trough Hangers Factory 
later moved into blacksmith shop. First 


trough, 10 ft 


hand-operated 


inakers of long length eave 
long, produced on 


machinery 


wooden 


The Personnel. 


Below 1s given list of the entire sales 
organization as well as the officials of the 
company, the branches and the salesmen 

Officers. 
Ed. A. Langenbach, President and General 


Manage 
Fred H. Snydet 
R. H,. Yancey 

Manager Ceiling 


Vice President 
Vice President 


Department 


First 


Second 


and 


i Chas A irwin Secretary and General 
Superintendent 
I A. Schwertner rreasuret Manager 
Lantern Department 
6 Chas, W Kreig Assistant Treasu and 
\udito 
Sales Organization. 
\ I iow Manager of Sales 
Geo, J. 8 Manag Rooting Depart 
nent 
Hi 0) Wilser Assistant Manager Ceiling 
lL) partn nt 
) G. G Manager Pump Department 
Mgr. W. L. Caldwell, Metal Studs and Lath 
CC, R. Jamison Vault Lights Ferro-Lithi 
ind Multiplex 
l H. M. Naugie, Metal Lumber 
4 theo. Hille Manager Furniture Depart 
ment 
Meck Manager Jobbing rin 
Plate Departments 
( 4. KE. Hockw Manager Cred Depart 
ment. 
W Ww. Wa i Manager \dvertising De 
pa tr lent 
Branch Organization. 
\ Wim. S. Langer cl Manag I nches 
kK H I ing Bram Ml g New 
Yo kk 
20 Geo. D. G I inch Manag N York 
2 John G l Z Bran Munag I a 
delphia 
\l Lange Brane Manag I 4 
d Iphia 
Ray Tr. | genba Bram \i g Bos 
ton 
James ‘J (a ve Bran Mi iz boston 
( M Kent | bran M iz Minne 
ipolis 
t N. V Lux, HBrar Ma Pe M polis 
26 H L Sos I il Via g St 
Louis 
eS J. 4 Partor Branch Manag S; Fran 
cisco 
29 be N l mpsor bran Manag San 
Francisco. 
J. H. Schlafiy, Senior Employe and Factory 
Superintendent 
Salesmen. 
1 Geo, W Andrew os Arthu \W ba 
2 Emil E. Paeche oo W. J. Leas 
Geo. E. Barnes ( Fr. <¢. Loma 
4 R. A. Bartholo \ Jo Mahe 
Geo. A. Belding f J. G. Marxer 
6 H. A. Berg f l l Mer 
r Harry G. Bow 64 2: oe oe 
S K. M. Boy t H. ©). Me 
9 Geo. H. Bre 66. W. J. M s 
0 T. D, Callaha 67 FE. A. Nor I 
11 c 4 (‘has J 6S F. X. Quir 
a 2. ¢. co C. A. Res 
13 J. H. Deering H. P. Res 
14 ( M. Faster l Ger | = fe 
{ F. M. Englis 2 H. A. Seeger 
tt BR. A ey rsol i J 4. Shaunt 
17 J. A. Epps i E. H. Shaw 
is W. H. Fri I Jay Shults 
iv H. E. Garr 6 CC. a a s 
0 Frank Ge! 7 Cc. E. St 
l P. H. tira is (* M = t 
2 L. N. Grove % J. A. Teckenbrock 
3 John D. Higgins S S. D. Valentir 
54 C¢. E. Hillmar SI A. T. V x 
Walter Jackson SL J. A. Willis 
¢ Arthur J. Judg J* Wi Wrig 
ri Geo. H. Ke ‘ \ I Ya i 
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Annual “Oliver’’ Conwention 


<ree owe 











* 
. 
i 
4 ee ; : 
HE annual big pow wow of the gramme provided for general meetings records 1 le me of ther 
Oliver Typewriter Company's exe t which all of the boys met in a happy r the various shing jaunts 
tive, traveling, and sales force was nion, where business was made secondary stories that were accepted wit! 
5 held on the 2Ist and 23d of De nd a good time was enjoyed by every on: by the hearers, whether the teller 
a cember and as is customary in _ thes Of the traveling salesmen, 163 were in at believed themselves or not, and in ¢ 
Y meetings was marked by a rousing enthusi lance The meetings of this body wer: that air of maraderie prevailed 
ei asm for the good cause and by the fraterna eld at the general office building in Chic: the Oliver come-togethers are s: 
spirit and feeling of good fellowship whic! Q two days being devoted to business the banquet the following s 
makes these reunions of the Oliver’s men he 2lst and the 23d of December. On the ressed the assembled for Montag 
action such pleasant occasions. The thre fternoon of the 23d the delegates were e1 sett, Carlton King, H. E. Jacksor 
divisions of Oliver executives—the mana tertained at a banquet at the Grand Pacific Jackson, ( al Mi rgan, Maxwe 
; ' al , +] fare ee Ek. Kimber] nd others. 
gers, salesmen, and travelers—were repr tel, where the best that was to be had was I 
oad le CO! of manager 
sented in force, and though each of the fac ed and where the boys recounted their ° | re 
. nts was 1 the 2/thn 
' : tions had its special work cut out for it. so experiences of the past yeal the strenuous ‘ 
“— : clusive stern contingent 
to speak, and held its special meetings, th« times they had passed through, the sales ° P 
special tral r the ennsy 
: going to t Victoria hotel ‘| 
ninety-tour ttendance and a rousing 
: ‘ ‘ } } kK ¢ 
eption was ered them, K 
: band being stationed in the t 
i otel to me the visit 
p vas é | enet oft S 
[ pany at 10:30. In the afternoon 
} gathering in the directors’ roon t lL 
tT the presid nt delivered his wel 
dress, warmly mmending tl 
through thi ear, to whicl 
e made by Manager Hancock of Kansas ( 
fy : Certain promotions were then 
T C. A. Thompson was promoted 
ger at Boston to general field manag 
eadquarte Chicag Fr I 


int managet t Chicago t manag 
Washingto1 Roland Gones fron 
t Indianapolis to assistant manager 
cago; Montagu Fassett from a traveling 
sition to manager at Indianap 
em , Drake from manager at Louisvill 

nt manager at Boston; H. E. Jacks 


| 
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GROUT! F OLIVER SALESMI 


MANAGER MANN, OF WASHINGTON 











GROUP OF CHICAGO SALES FORCE 


THE OLIVER BAND 








a traveling position to be manager at Louts- 
ville; J. V. Eberhart from a traveling posi 


tion to be commander of one division of the 
central sales division. Adjournment was 
then taken. This concluded the first day’s 


work. In the evening the Chicago Athletic 
Club was the scene of a splendid entertain- 
ment arranged by Assistant General Mana 
rer Bradwell, at which various interesting 


stunts f a humorous character were pro 
duced, while those of the boys who pre 
ferred a quiet smoke and the pleasures of an 


ibsorbing game of skill had their tastes 
gratified Iso 


The next day, the 29th, was given over to 


in executive session of managers only. That 
night the visitors were treated to a theatre 
party at the La Salle, to which all of the 
employes of the general offices were 1n 
vited 

The next day a general session of man: 
gers and assistants was held In the even 


sistants were entertained at va 


rious places in the citv, while a dinner fot 
the n gers was given at the University 
Club by President Williams. On the 3lst a 
special train of Pullmans was run to Wood 
$ } he plant the company was 
visited and luncheon served at the factory 
unch 1 1 iter a banquet was held at the 
Grand P hotel, after which adjour 
ent fol d sine dic \ beautiful and 
seful souvenir in the form of a paper knife 
mad steel and bronze, the entire work 
being ne at the factory, was presented to 
each of the visitors on their visit to the 
vorks \t the dinner the assembled guests 


vere addressed by President Lawrence Wil 
iams, followed by other talks by John May 


nard Harlan, General Counsel; Ricord 
Gradwell, Assistant General Manager; E. H 
Smith, Treasurer of the company, as well as 


by James A. Geissinger, Manager at St 
Louis; Walter Warren, Manager at Seattle; 
Frank K. Pennington, Ex-General Field 
Manager; Vonley Wright, General Sales 
Manager, and others. All of the addresses 
were highly appreciated and the volleys of 
pplause which followed the remarks of 
ach speaker showed that the sentiments 
xpressed and the policies commended were 
seconded by each and every one of the 


diners. The big feature of the banquet and 


ne which aroused the interest of the boys 
present to a high pitch was the awarding of 
the cups. It is not the intrinsic value of the 
cups, handsome as they are, which counts 


vith the Oliver forces; it is the sentiment 
they stand for—the vital thing called ability, 
the survival of the fittest, with no reflection 

the other competitors, which is rewarded 
by the presentation of the beautiful trophies 
m these occasions. These cups are to the 
winning manager what the laurel wreath 
vas to the gladiator as he stepped forward 
o receive the applause and recognition of 
those powers which command the admira 
tion of all—the marks of honor in a field 


vhere the fight is fair, the chances open for 
ill, and where brains, energy, and tenacity 
bring tl victor the trophy This is the 
spirit whi nimated the Oliver hosts while 


ipplauding the lucky boys of the year. The 
vinners were William H. McDowell of the 


New York branch, wh received the vice 
esiderit's cup, filled to the brim with 
hampagns nd presented to him by Dela 
Smith, vice president of the company, 


William A. Stewart, manager at Oma 
ived the Bulletin cup 
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arbon Paper 
Facts 


No. XVIII 


Is This Your Own Attitude? 


‘I know I can sell typewriter carbon paper and 
ribbons, what I want to know is can I satisfy my cus- 
tomers and make a good profit handling your goods.” 

‘With M. S. Goods you certainly can. We know it. 
We have proved it to others, and we'll prove it to you, 
if you will give them a trial 


In a very short time 


M.S. Carbon Papers 


(“The line that can’t be matched”) 


will be your leading line, because they will satisfy your 
present customers, make new ones for you, and leave 


you a gt 0d pre fit 


That talk sounds to us like good, hard, clear busi- 
ness sense. We will make good if you will give us a 
chance. It means money in your pocket. Write us. 


A. L. Foster, President 
55 Warren Street, New York, U. S. A. 


John Fred H. Hedberg, European Representative 


Zurich, Switzerland 





Manifold Supplies Co. 
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FTER all, the old 1908 closed 
up, so far as the typewriter trade is 
something like the 
that the industry 


seems to be a 


year 


concerned, with 
eclat of the “good times” 
formerly enjoyed. There 
clear indication of the return of real old 
fashioned good business, and the definite 
promise of a splendid New Year. All the 
companics report similar glad tidings, and 
in some cases, especially so far as the new- 
er models of machines are concerned, there 
is even a note of complaint that the fac- 
tories are not turning out machines fast 
enough to meet the incoming orders. 
There is assuredly a great difference be- 
tween this joyful story, and the sad tale of 
woe that we were bound to listen to a short 
twelve months ago. Things are certainl. 
more hopeful, business is on the increase, 
there is lots of it ahead, and the typewriter 
trade, which always feels the first effects 
of the rising tide of prosperity, certainly 
gives indications, which cannot be mistaken 
that good times are once more on the flow 
* * 7 

business for 1909 will be « 
a different footing than that 
previous years. A year ago there were but 
two or three visible typewriters. The com- 
petition was therefore narrowed down to 
somewhat small proportions. The develop- 
ments of the past year have brought into 
the market several other visible, and front 
stroke typewriters, in fact, it may be said 
that the whole line of machines are now of 
this description, so far as the American 
market is concerned at any rate. So that 
though business may be better in 1909, the 
typewriter salesman will have to work cor- 
respondingly hard, if not harder to make up 
his quota of machines. “Hustle” constantly 
and everlastingly seems to be the keynote 
of the typewriter salesman’s song. Compe- 
tition at every turn will assuredly meet him, 
and he will have to be strong on arguments, 
and long on allowances to win out 

* 


mn 
of 


But the 
somewhat 


* a2 


This question of allowance, too, is one 
that will tell a tremendous story in the final 
accounts of many of the typewriter com- 
panies next year. Business will have to be 
obtained, and to get it in many cases there 
will assuredly be a great slaughtering of 
the allowance list. So many exchanged ma- 
chines will be turned in that the 
the older models will reach a level that can- 
not result in much of a profit. Some of the 
companies will have to hold a stiff upper lip 
on the question of allowances, or there will 
be the dickens to pay 

* . 


prices or 


* 


Referring to this question of second-hand 
machines, and the article which appeared on 
page 24 of our December issue, exception 
has been taken to the practice of certain in- 
dividuals who are in the habit of sending 
circulars and letters to typewriter company 
salesmen offering rebuilt or second-hand 
machines at ridiculously low prices. The 
plan is worked in this way. The typewriter 
salesman, who may represent any machine 
knows of a customer who wants to buy a 


typewrite! He objects, however, to pay 
the full price of $100. He wants nothing 
but a new machine, and a standard make at 
that He has no old machine to turn in. 
The salesman is at loss, innocent and 
guileless, he does not know of the tricks of 
the trade. Suddenly he thinks of the circu 
lar letter he received a few days previously 
ffering second-hand machines at from $15 
to $35 He conceives a bright ide and 
asks his customer to wait a day or two 
[Then he gets in his deadly work 
. * . 

Hle writes or sees the individual who 
wrote him the circular, finds there ts a dit 
ference of $10, $15 or $20 between what he 
will have to pay for one of these second 
hand or rebuilt typewriters and his allow- 
ance list, and he smiles “a smile that won't 
come off.” Back to his customer he goes, 
tells him if he buys one of these machines 
for the amount stated, he can save $10, by 
trading it in on the regular allowance. The 


customer agrees, planks down the cost of 
(from which of 
salesman his rake-off 
at once traded in at 
regular allowance; the machine 
and the customer buys his machine 


second-hand machine 
course the cute 


of $5 to $10), and it is 


the 
gets 
the new 1S 
sent in, 
at $90 
* * * 


and we all 


injured? 


such a transaction as this, 

they are frequent, who 
customer makes $10, the salesman gets 
for his extra 


In 
know 
Che 
a little extra commiussion 
trouble, and the typewriter company gets 
its regular price for its machine, less its 
regular allowance. It is a nice little three 
cornered deal, which reminds me very much 
if the story of the boy and the cakes 


1S 


* * . 

\ boy went into a pastry cook’s store 
and asked the price of a certain cak« It 
was five cents. “I will have one” said the 
lad. Holding it in his hand, he suddenly 
asked, “What is the price of that other 
kind?” “Five cents,” was the reply. “Can 
[ exchange this cake for that one?” “Cer 


tainly,” was the answer. The exchange was 


made, and the boy was walking out of the 


store, when he was called back. “What’s 
the matter?” he asked. “You haven't paid 
for that cake.” “What cake?” “The one 
you have in your hand.” “Why, I ex- 
changed this one for the other ‘But you 
never paid for the other.” “Of course I 
didn’t,” was the reply. “You’ve got it, its 
there on the counter.” And he walked out 
* * * 

The point is, is the placing of a second 

hand machine with a probable customer 


or 


1s 


legitimate or otherwise? Whether it 
not must be left to the individual opinion of 


those concerned. If it is not, then comes 
the vital question, which Richard Croker 
once asked, “What are you going to do 
about it?” Further, how is it going to be 


second-hand dealer has to 
In many cases he bought 


riter 


stopped? The 
sell his machines 
them originally 
who 
spends 


from one of the typew 
had 


money 


a quantity to dispose 


and time on 


companies, 


of He 


them, 





nd has to sell tl to mak 
sends out his circulars He s the 
names and ] sses of certain \ ( 
salesmen who may, in the near future, get 
into just sucl dilemma as t s ¢ 
cited above Is he doing wrong 
ng to the y men who can he 
wot not Che opportunity offers s i 
machine to a man for cash. He s 
he is naturally ly t pleased to 1 é 
salesman mission for having b g 
him the business. It is a conditior 
trade, which it will be hard to « 
this late day 

The Yost Typewriter, the sil 
making satisfactory progress, g 
high encomiums of praise fro1 ll who 
have investigated its merits. | \ : 
Writing Machine C wi 
throughout the United States ( d 
and with their large and complet: g 
tion there is little doubt but it will receive 

splendid impetus, and soon prove 
active factor in the competition of visible 
writers 

** 4 

Another new visible writer will 
on the market soon. Matters ar gress 
ing very favorably, and we hope at rly 
date to be in position to git le 
tails 

One of the surprises ot the mont 1s 
that Mr. H. S. McCormick, s: g 
nected with the Underwood Typewriter ¢ 
and their Billing Department should have 
severed his connections We id 
that he proposes to start in New ity 
on his own account, and we wish him all 
prosperity 

x * * 

One of the oldest city managers has 
linquished his position to step higher uy 
We allude to Mr. A. T. Rose, who for many 
years has had charge of the City Depart 
ment of the Remington Typewriter C 
[The New York office is to be a branch of- 
fice, the same as all other large city inces 
in the Remington organization, Mr 
Rose is to have a well earned relie 
his all too arduous labors by the acceptance 

a fine position in the Executive Dep 
ment. Mr. Rose deserves all the good 
things in this life, and we wish I 
piness and prosperity in his new sp! 

* * * 
Che Royal ¢ are well to the fore again 
the new year with their striking ster 
lvertising \ll the elevated stat s and 
ery prominent position ge 
seems to b upied by Royal sig g 
de hue 
* * 

The ques of reproducing t g 

ith despatch and economy has pr -d 

ny inventions, but one of tl yes nd 
most econom}! that we have see s that 
iat © 1. De Laney of 504 East 79th 
street, New York City It is t 
Typewriter Matrix sheet i $1S 
sheets of ] wl cl > ‘ cert 

sition T et 1s iable it 
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vill read ust itself to the platen of ff 




















the typewrite1 One removes the ribbon 
ind writes on the sheet with the bare type, 
using just the rdinary toucl The type ry & & 
make an impression in the composition 
forming matrix, fro vhich a regular 
electro can be made by any electrotyper in 
1 few minutes. Or if desired a special com- 
positior in be pour ver the sheet, by 
iny one, al s the mposition hardens 
in a few minutes, the result is a composition 4 ; 
slab of what looks like cement or stone, and 
this can be placed i ny of the ribbon 
duplicating machines and printed from in 
the usual way 
The ease with which t vhole operation 
can be rm ut is amazing After writ- 
ing on the composition with the typewriter, 
one can tak stylus and sign one’s name, 


ind all is reproduced with the utmost fideli 


ty. Developments along this line are pro For two years our laboratory has been working to 
ceeding at very rapid rate, and the way 
the trade is going after Mr. De Laney, since 


his advertisement appeared in Office Appli product for ordinary correspondence where only one 


to develop a carbon paper which would excel any other 


ances is little short of tonishing. He has 

certainly a great thing, with immense pos to five copies are required. Our new DISTINCTIVE 
sibilities, and he wil suredly make the ’ s 

duplicator people sit up and take notice, as carbon deserves its name, and will undoubtedly com- 


mand a larger price to consumers, and command 


WITHCOMB BEATS OWN “HIGH more repeat orders than any competing carbon at any 
SCORE” RECORD. 





price. 


( R. Wit mb, wl is been recog z 
nized for a long time among specialty sales IT IS The cleanest of all carbon to handle. 
men as a “top-notcher, d who for about 


four years has been a member of the Bur IT IS The most durable sheet ever made. 

immed been ng M — ; fr pone scars IT MAKES A sharper imprint than any other carbon. 

ly successful y: 1, ecligsion in taseues IT SHOWS No smutting on the copy on ordinary erasure. 

moth 7 cs i en am " —_ it ee ee IT SHOWS Less smutting under careless erasure than any other 
i! 


salesman in Chicag carbon 


I 
ol 


IT IS Blacker than any other carbon of equal hardness. 
IT IS Particularly adapted to Elite Type machines. 
IT IS NOT a heavy manifolder 


IT IS Especially valuable to the Dealer who is willing to add 


two or three dollars to the cost of a thousand in order 


| to sell to satisfied customers at the highest retail price. 
IT WILL Carry more margin of profit than any other carbon 
of any make at any price. 


If this looks good to you, let us send you a box of 
black standard weight under our brand name or yours, 





| with our compliments and best wishes for the coming 
R. WITHCOMB | year. 


On very many occasio1 Mr. Withcomb’s 








nthlv re d had } high tower” tn 
very respect, but he holds the high- | 
est average t rd for t time he has been | 
¢ work in Chicago that | ever been made * 
1 Burroughs Addit \I hine salesman Neidich Process Company 
inv other ding 1 ne salesman { 
Mr Wit! mh ic ¢ he c ngratulate d 


ae | BURLINGTON, NEW JERSEY 
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“Right-in-Sight” 
Py 
Holders 


have a joint flexible 
arm as pliable as your 
own arm, so 
you can ad 
just copy to 
any position 












You can use them with any make of Typewriter or 
Adding Machine, or even Elliott - Fisher Billing 
Machines, at any height or any angle. Shield will 
hold Copy Books, Loose Sheets, Cards or Books 
with Stiff Covers. 

CHAS PERFE TLINE INDICATOR 

Saves Eye-Strain—Increases Efficiency 

Line Indicator, 25 Cents Extra 

The IDEAL Copy Holder for schools teaching ‘‘touch 
system" work; promotes confidence in keyboard by 
hiding it, yet does not obstruct view of work. 


Some of our dealers and agents have equipped 
whole city, county and state offices. 


DEALERS fens To tHe TRADE 
For Sale by the Leading Typewriter Manufacturers 
Combined Tool Company “jz**" 











DON’T FAIL 


‘To investigate the? 
merits of The ‘“‘Burlin’’ 
Vertical Filing Cabinet 

for Blue Prints. 


Drawings, Tracings, Plans, 
Maps, Artists Proofs, Sketches 
and large sheets of all descrip- 
tion That Should not be Rolled. 


With the “Burtin™ they are IN- 
DEXED and sled V EREICALLY 
in large maniiila POCKETS, kee 
Cabinet Closed ing them flat, clean and where you 
ean find any one in a MOMENT’S 
TIME. The “Burtin” Cabinet ts constructed AIR TIGHT, 
DUST-PROOF. The front can be raised up, forming a 
table to inspect contents, or used for light work. Fitted with 
20 manilia pockets or envelopes nung on rods with a capac- 
ity of 400 to 500 sheets. hen closed occupice but 3% 
square feet of floor space. Can be equipped withjlock or 
castors so that it can be rolled into vault If desired — 


a ae = Saves" Time, YMoney dgGrayfHairs) 7 
Used by Architects, Contractor: 
Sch 


cngineers,gArtists,gArt 
Galleries, ools, Colleges, Manu- 
facturers, Newspapers, Real 
Estate Offices, Recorder's Offices, 
Mining Companies and hundreds 


of others. Made in Soft Wood, 
uartered , ‘ 



























work. Orderfrom ocal dealer, 
or writethe manufacturer for 
catalog and prices. 


D. J. BURLINGAME 


First National Bank Bidg. 
CHICAGO. 


Cabinet Opened 
Ready for Use 
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Correspondence. ) 


(By Special 


Cedar Rapids, Iowa. 


Bender, the local Burroughs sales 
manager, made some additional records for 
sales in Cedar Rapids during the month of 
Mr. Bender has established 
precedents so often that nothing he 
surprise the members of the Bur 
roughs organization. 

* * + 


December 
new 
does can 


leaders among the Burroughs 
Company’s 
during 
local 


One of the 
\dding Machine 
throughout the country 
Eagon of the 


salesmen 
December 


was B. C Burroughs 


offices M. C. Arvidson, who represents Ce 
dar Rapids at Sioux City, was another top 
notcher 


Chattanooga, Tenn. 


Tenn., is 


W. QO. Cullen of Chattanooga, 
one of the Comtograph Company’s progres 
sive salesmen Believing that an-adding 
machine salesman cannot be too well 


knowledge of his specialty, 
two weeks in th: 
Chicago and is 
headquarters 


equipped with 
Mr. Cullen recently 
factory gt his company at 
business at his 


spent 


now doing 


with redoubled energy and hopes of suc 
cess 
Cincinnati. 
Sales Manager F. D. Wilde of the Bur 


roughs Adding Machine Company’s Cincin 
office is setting a new pace for all the 
specialty men in the Queen City Mr 
Wilde got an early start in December and 
was near the top of the list all through the 
both as sales for the Cin 
agency individual rec 


nati 


regards 
atid his own 


month, 
cinnati 
ord ; 
Detroit. 

September 14, 1908, marked the tenth an 
the death of William Seward 
Burroughs. Had he lived until January 28 
of the present year, the inventor of the add 
ing machine would have been but 51 years 


niversary of 


old, which shows. what a_ tremendous 
amount of activity was crowded into his 
comparatively brief life Mr. Burroughs 
was a bank clerk, without any mechanical 


knowledge, until he was 25 years old, when 
he left the bank at the order of his physi 
cian, who told him that he had not long to 
live, but that the life which re 
mained to him might be lengthened to some 
extent by getting away from the confine 
ment of the book keeper’s desk. Thus his 
was crowded into the brief 
years, during 


span of 


entire life work 
space oft about seventeen 
lich time he accomplished something that 
all the hosts of inventors who preceded him 


had failed to accomplish 
7 © . 


machines are 
records 


Ma- 


Burroughs 
by the machine 
Burroughs Adding 


[he following 
reported 
department of 
chine Company 
3-8542—Lost about September 1, 1907, in 
\labama 
3-22179—Last 


University of Chicago 


missing 
the 


record, March 30, 1904, at 


3-39973—-Last record, January 1, 1908, at 
Pittsburgh office. 

9-103188. 

9-88995—Disappeared from Fairview, 
vada, 1908. : - 2 

Prizes distributed to members of the Bur- 


roughs selling organization for good work 


Ne- 


during December are the finest and most 
costly ever presented to Burroughs men 
The gifts include a share of Burroughs 
stock, imported gold watches, diamond 
watch fobs, high grade leather portfolios 
and shaving sets, as well as a number of 
silver mounted umbrellas. The number of 
men who shared in this distribution was 
also the rgest ever recorded in a Bur- 
roughs contest of this kind, and the actual 
value of the prizes will run into several 
thousand dollars, it is estimated. A Christ 


nearly $4,000 was made 
and factory employes 
Che distribution mad¢ 
ne day’s salary or wages t 
had been employed fo: 


mas distribution of 
also to the 

the company 
on the basis of « 
each employe 
or mort 


was 


year 


* 


folks at the Burroughs adding n 
Detroit 
Detroit Board ot 


it plant in a body on Tues 


The 
chine factory if 
from the 


were honored by 
visit Commer 
which visited th 


day, December 15. The visitors made 
tour of inspection throughout the Bur 
roughs factory and were entertained in tl 
gymnasium, wher refreshments were 
served. Charles Wales of the Burroug 


inventions department provided the musica 
program on his big orchestrion, and Ad 
vertising Manager E. S. Lewis gave an i 
lustrated talk on the development of tl 
idding machine and the growth of the Bur 
‘ss up to the present time 





oughs busi 


« * 
The educational book, “A Better Day’s 
Work,” issued by the advertising depart 


Burroughs Adding Machine 
Company, has met with a most remarkabl: 
popular reception for a volume which 

issued primarily as an advertisement. Copies 
f the book have been mailed on request t 
ificers of some of the largest industrial 
corporations in the world, as well as t 
of office managers, clerks, book 
ther business men who hav: 


ment of the 


thousands 
keepers and 


asked for it. Twenty-five thousand copies 
f the book have already been distribut: 
and a third edition, which will be muc! 


more handsome and elaborate in form thai 


the earlier editions, is already in prepar 
tion * * 
[The Burroughs basketball associatior 


with the avowed intentio: 
basketball championship 
1908-1909 Represent itive 
that worn tl 
Burroughs colors, and an 
ule of games both at home and throughot 
the state of Michigan has been 
The team will make a trip, meeting all the 


strongest 


out this year 
snatching the 
Michigan The 


Five is the fastest has ever 
sched 


elaborate 


++ 


arranged 


and collegiate teams i: 


scnoiastic 


Michigan, and the season will wind up 
Detroit with games against Detroit Y. M 
C. A. and Detroit Athletic Club, which 


teams dispute the title to the state chan 
; cessful, the Burroughs fiv: 


pionship. If su 
never before enjoyed by 
+ 


will hold 


an honor 


any team representing a purely industrial 
organization * * * 
The sales department of the Burroughs 


was literally 


entire 


factory 
the 


machine 
throughout 


adding 


swamped month 








December, beginning with an avalanche of 
sales the first week in the month and 
steadily growing in volume, making a rec- 
ord breaking return for each remaining day 
in 1908. On December 21 a total of 1,092 
sales had been entered for the twenty-one 
days of the month, which is by far the 
largest business ever done in the first three 
weeks of any month, and sets a new record 
in Burroughs history The sales for the 
months of October, November and Decem- 
ber, comprising the last quarter of the year, 
were also far in excess of any correspond 
ing period in previous years. Coming im- 
mediately after the marked business de- 
pression of the first nine months of 1908 
this great showing at the close of the year 
is especially gratifying to all the officials of 
the company and every member of the Bur- 
roughs organization. Plans for next year 
contemplate caring for a greatly increased 
demand. This is speaking entirely of the 
domestic sales, without taking into account 
the great increase in export business due to 
taking over the foreign market 


Jar number of The Burroughs, 
the little magazine issued each month by 
the Burroughs Adding Machine Company 
in the interest of its employes, will be an 
“international number,” celebrating the ex 
pansion of the Burroughs company to cover 


the entire civilized world 

\ banquet to all the players who partici 
pated in the triumphs won by both of the 
Burroughs uniformed baseball teams on the 
diamond last summer was given in the Bur- 
roughs gymnasium Saturday evening, No 
vember 28. The hardy athletes on this oc- 
casion were the guests of the Burroughs 
baseball association. The occasion was 
graced by the presence of Factory Mana- 
ger A. J. Doughty, who acted as toastmas- 
ter, and “Wild Bill’ Donovan of the De- 
troit American League team was the guest 
f honor. In the course of a little address 
Mr. Doughty paid some hearty compliments 
to the players and predicted that next year 
would find the Burroughs folks in posses- 
sion of a completely inclosed diamond, laid 
out in a thoroughly up to date manner and 
worthy of the high class of baseball which 
is seen on the Burroughs grounds through- 
out the seas: 

* * 3 

Alvan Macauley, general manager of the 
Burroughs Adding Machine Company, has 
just returned from a long stay in Europe, 


where he has been engaged in organizing 


the foreign selling force for that company. 
The Burroughs Adding Machine Company 
recently regained control of the exclusive 


hts to the manufacture and sale of the 
hfty-eight different styles of Burroughs ma- 
hines in the eastern hemisphere, taking 


ver the English company which had held 
these rights The f business will 
ereafter bi ( the direction of a cor- 
poration known as the Burroughs Adding 


“ae ; , ; 
Machine Company, Limited, with principa 


headquarters at 65 High Holborn, London, 
W. C., a factory at Nottingham. England. 

d br h - fices the commercial 
enters ized es 


Upwards of 100 members of the Board of 
Commerce visited the plant of the Bur- 
roughs Adding Machine Company yester- 


day afternoon. They were taken to the 
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Original Features 


Double Leaves bring names and amounts 
closely together and save re-writing of names. Guide 
Numbers prevent writing balances in wrong lines by guiding 
the eye across the page. Transfer Columns permit the carry- 
ing of balances on the same line for the entire year. Folio Indicators 
assist in making quick and immediate reference to any desired account. 
Summary Sheets avoid the carrying forward or recapitulating of totals. \™, 
Check Columns obviate the crowding of amount columns with check marks. and 
sist in tocating errors in connection with “Goldman's Check System,"*the price \: 
of which’has been reduced to $5.00 to stop !mpostors and meet the popular demand. \ 
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| Has 10 Distinct Advantages 


Write for Particulars 


ez Stationers Should Write for Prices 
and Trade Discounts 
> Rockwell-Barnes Co. 
80C Baldwin Bldg. oa 
il Chicago, Ill. __< 


wines ' 
NUMBERING MACHINES 
9/18 6] s5sJal3 ws AND DATING STAMPS 
——— Of Every Description—— 
ester ACCURATE— RELIABLE— DURABLE— EFFICIENT 


. TWO LEADERS 














GOLDMAN'S 
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TRADE MARK Sold by The Stationery and Hand Stamp Dealers 
THE “ATLAS” 
NUMBERER $3.50 
6 WHEELS 
123456 
STYLE 


AUTOMATIC 
CONSECUTIVE ---DUPLICATING 
AND REPEAT 


DIAL SETTING 
ENGRAVED WHEELS 
SELF INKING 


NO SOFT 
METAL OR RUBBER 
IN ITS CONSTRUCTION 


“UTILITY” 
TU $2.50 





bossa a? 


eres Fastest, rereaee AUTOMATIC 
—— and Reliable N 0 V 2 6 1 9g 0 iat 
Computing Machine STYLE 


GOOD FOR 7 YEARS 
SELF-INKING 


Carries Automatically. Resets mechanically 


Adds, Subtracts, Multiplies, Divides, Etc. 


Time-Saving! Brain-Resting! PRINTS CLEARLY AND LEGIBLY 
No Office Complete Without It NO RUBBER 
Por particulars, agencies and discounts, address WM. A. FORCE & co., inc. 














Leipziger Str. 112 Berlin, W. 8, Germany. 





ARITHSTYLE COMPANY 5 59 Beekman St., New York and 188 Monroe St., Chicago 
_ ist 
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plant in special cars At the plant the offi- The money order department of the Osh- 


cers of the company received them and kosh, Wis., postoffice, has received a new 
they were divided into small squads and adding machine which will be fitted with 
shown all through the factory, finally finish electrical attachinent 


7 . * 


ing up in the gymnasium, where refresh 
EERLESS Carbon ments were served and souvenirs distrib- E. D. Haven, sales manager of the 
waukee office of the Burroughs, was pre- 


Paper and Ribbons uted | 
; sented at Christmas with a beautifu thirty- 


iii 





} ‘ 
: ” Stereopticon slides showed the growth of 
are “‘made in Canada | the Madness. The first Boyer machine second degree Masonic charm by the office 
| and bought by hundreds | shop, where the Burroughs adding ma selling force 
) of dealers throughout | chines were made on contrac!, was shown, Madison, Wis. 
tee Ulatend States. | and it appeared to be about the size of the An adding machine operated by 
| gymnasium in which the party was seated tricity is a new thing for Madison. One 
Pictures also were shown of the first has been installed in the statistical offi if 
| force which worked on the machines, a_ the railroad commission. The machine in 
t | very small group of men and a reproduc appearance is just like any other machine 
; HEY buy Peerless | nae <4 i ci a es age ei up tor adding figures, except that there is a 
} goods . their icin | i - ; — — easier mre ° week, wee key to be pressed, when one row of f cures 
: } Sho gures were presented to show have been set down. That operates the ma 
interest. | that it cost the company nearly $25,000 to chinery for adding, instead of the general 
| move to Detroit five years ago. method of pulling a lever by hand Phe 
| Chairman F. H. Holt of the Board of machine is used for adding the large tables 
| Commerce committee on manufactures, de of accounts of the public utility companies 
| clared that the removal of the Burroughs and the men, who operate it, say it is a de 
HEY have found company to Detroit and its subsequent de cided success The machin bou 
that Peerless goods | velopment showed what the board could do $650 
' 
are unusual_-in quality , oo Tee New York. 
and io price. } GCG. A Forster, general sales manager for ( = Staubach, formerly office manager 
| the Burroughs, is still abroad, completing for Sales Manager H. C. Peters, of the New 
|-the details of the foreign sales organization, York office of the Burroughs Adding Ma 
and is not expected to return for a month’ chine Co., made a fine showing in sales 
| or two during December, securing several times 
A’ our depot in Buffalo Dallas, Texas. the volume of sales required by the con 
Sales Manager H. E. Watkins of the lo pany. Mr. Staubach is evidently trying 
we carry as large e cal office of the Burroughs Adding Machine show the boys that the man who has spent 
his time “inside looking out” sometimes 


Company gathered all the materials for an 
unusually merry Christmas during Decem- 
ber In spite of all traditions regarding 
“dull months” in Texas, Mr. Watkins made 
December one of the biggest ever heard of 
in the Lone Star state and had secured 
sales in excess of an average month’s busi- 


1 
customers Know . ic . nac y the ' 
UR customers k | ness before December was more than half Parative inactivity, owing to the recent 
business depression in Wall street, and end- 


stock as any manufacturer 
in the United States. 


utside end ‘ 


knows a good deal about the « 


the business 
* * * 


C. C. Prest, the giant of the New York 


Burroughs organization, came to 
during December, after a period of 


that they can rely | wone 
on prompt delivery any : Kansas City. ed the month of December with a showing 
; ’ ‘ of sales that was very much like his old 
time and all the time. [The local branch of the Burrough Add time form y 
ing Machine Company, under Sales Mana . x * * 
ger L. T. Shelton, broke all records in De- H. C. Peters, manager of the New York 
cember by as toe rise ae eal rag Por an office of the Burroughs Adding Machine 
: , iverage months Dusiness Detore the th of » . | . e ecient 
HE Peerless line is the month. Mr. Shelton’s agency occupied ay hc ea om aunenngiee edenpne ; 
: : - as had a very prosperous month’s w 
complete but not the top place on this date, heading all Bur- during December The company will prob 
cumbersome. Selec- roughs en “ypndee” the world in percentage ably wind up the year with the largest 
tee bo simple; quality of “quota” secured pac business in ve ge of the com- 
, ; i many t 1s anticipated that the total sales 
unequalled; price a mayne : me the mont! will reach 2.000 . 
lati E. D. Haven, Milwaukee sales manager Hepes 
reveration. of the Burroughs, reports that December 
was the best month that the Milwaukee of C v. Prest, the popular New York sales 
fice has experienced in its history Mr. man of the Burroughs Adding Machine ¢ 
and one of the best salesmen in the enti: 


Haven believes that business prospects ne\ 
organization, has just received the appoint 





. er looked better than at the present time 
ou wish to handle = , , ihe te | ii Gains al 
F y and he is confident that 1909 will be a ban ment of manager for the whole State 
better goods at better ner year for the Burroughs in Wisconsin New Jersey on behalf of the comp 
° : Ww ) > ,] chi — ] s s »] — ) y Fic 
prices, ask for our new territory whose machines he has sold so long. Hi 
d . 2s sae fi * * * work in the past has been much appre 
escriptive price list. ‘ " ciated, and he enters upon his new duties 
(Ine of the first electrically operated dd | , t} tl} i . ° 
: on January Ist, with the good wishes of 
ing machines to make its appearance at gers lk nee , 
: ; lis brother co-workers, associates 
Madison. Wis las ; S -d in ‘ ; 
id , has been installed in t Sictiainiy: eoasianaiiia 
statistical office of the state railroad con . bs « 
} mission The machine is used for adding _ , : ys 
° : : The sales force of the New York off 
Peerless Carbon & Ribbon | the large tables of accounts of the public t} R ; Add Mact S = 
; of the surroughs dding Machine (¢ 
i | utility companies an 1e me vho operate . 
Manufacturing Co., Ltd. | y compan d nee en wi perat made Mr. C C. Prest. on the occasics 
|} if Say that 1t is a decided success ‘ ' . 
. his leaving to take up his new duties 
Richmond Street West | oar oo Reiner othe. caret 
T d New Jersey iandsome present of a solid 
oronto, Canada G. E. Soli, of the Milwaukee selling force bronze desk set It consists of sever 
of the Burroughs, is elated over the ten pieces, and will prove a beautiful and uss 
machine order which he recently placed in ful ornament to his desk in his new 
I 
: ? 


Milwaukee ion 




















The Wales Adding Machine Co. report 


that their sales during the past month has 

been exceptionally good. They have more 

than doubled their sales during the month 
> * * 

It is rumored that there are likely to be 
some changes in the management of the 
Universal Adding Machine Co. early in the 
New Year Particulars will probably be 
annoul ( in our next issue. 

Add: Co., New York, to manufacture 
adding and calculating machines; capital, 
$110,000. Incorporators: E. R. Chapel and 
L. D. Garrett Ne 84 William street; 


Robert K V all # No. 80 Wall street, all o! 
New \ 
Newark, N. J. 


United States Calculating Machine Co., 


Newark; t manufacture calculating and 
other n hines; capital, $7,000. Incorpora 
tors James M. Reilly, Walter J. Knight, 
Benjamin Meyer, Newark 

Omaha. 

The sales agency of the Comptograph 
Company in Omaha, Nebr., will be in the 
hands of E. P. Brandt, beginning with Jan 
uary, 09. Mr. Brandt’s experience in the 
adding machine line has been a varied one, 
comprising, as it does, terms with the Bur 
roughs, Pike and Standard companies, as 
well as with the Comptograph Company, 


with whi he is again about to connect 
himsel 
Pittsburgh. 

The Smoky City is getting back into its 
nd trid H. F. Happer, the local 
Burroughs man, reports a volume of busi- 
ness tor tft first half of December far in 
excess ny half month during the past 
year at half. Mr. Happer himself had 
secur: er four times his individual 

yu sales before the 19th of the 
month, with prospects of establishing some 
new individual records before the close of 


Richmond, Va. 
Final rrangements were made at th 
meeting of the Richmond branch of the 
American Banking Association last night 


for the adding machine contest which will 
take pl next Thursday night between 

picked team from this city and one fron 
Oakland, Cal. The team chosen to repre 


sent Richmond is as follows: John M. Mil- 
ler, 3d, C. H. Phillips, Warren M. Goddard, 
William S. Chalkley and A. W. Mann. A 


separat ntest will be held at the same 
time between G. H. Bates, of this city, and 
Champio1 Stuart of Oakland 3y tele 
gr ipl mmunication the two teams will be 
starte: t the same time, and each record 
will be telegraphed to the opponents as 
list of checks is completed 
Besides rranginge for the contest, tl 
Richn -hapter heard an interesting ad 
dress by Mr. George J. Seay, of Scott & 
Stringfellow, on the subject of the postal 
savings banks. He is an able speaker, and 
the subject. The advan 
ages al lisadvantages of the proposed 
syste! re fully discussed. Mr. Seay 
showed that under the plan the small post 
offices 1ld become banks for the country 
com1 , and t the funds would be 
sent to the larger offices, thus taking the | 
cal deposits from the country banks and 
sending them to the larger institutions 
San Francisco. 
While no great rush is usually expected 


business for Decen 
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Ze CO WHERE WESTONS. Lin meer = MADE 
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For Forty Years Discriminating Buyers Have ( 
Voiced Judgment in Favor of Weston’s Ledger 


and Record Papers. 


ao 
A book made of ‘‘Westons’’ for use on your |f 
desk, or for sale on your counter, will enlist you in 
‘‘Weston”’ majority. ’ Ons 
From the selection of the stock in the rag room 
through duster beater, Fourdrinier, calender and 
cutter —throughout the entire complex process of 
manufacture to its preparation for shipment — YY 
Weston product shows the influence of our 40 years (\ 
experience. 





Through their use the perpetuity of the records 
of the nation — state —- county — municipality and 
business of every kind, are assured. 


4 
Sy 





By common consent cf users and makers of 
aecount and record books—both the ‘‘old-line’’ and 
‘‘loose-leaf”’ record and ledger papers are divided’ 
into two classes 


all 
l, 


) 
Weston’s—and the Others B 


WO) 























Byron Weston Co. 


Dalton, Mass. 
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1. Will It Write Clean and Bright? 


The best imported fabric 


and colors used in the new process 


Du-Ra-Bul ribbon, guarantees unusual brilliancy and clear work 


PROGRESSIVE DEALERS 





appreciate 
trial offer which is promptly sent on 


the terms of our introductory 


request 


Che Dodge Company 


INKED RIBBONS —— CARBON PAPERS 


FACTORY AND GENERAL OFFICE 


SYRACUSE, N. Y., 





Noiseless 
Automatic Typewriter Cabinet, 


@ The only device that permits the 
instant attachment of the type- 
writer to the cabinet 


@ The only device that permits the 
instant removal of the typewriter 
[ from the cabinet. 

@ The only device that provides a 
Sanitary cushion for supporting the 
machine. 

@ The only device for attaching the 
typewriter to the cabinet, that does 
not make its sound and touch harder 
than before the attachment. 


@ The only attaching device that 
lengthens the life of the ribbons. 





Attaching ‘System 


q The only attaching device that 
counteracts abusive strain on the 
machine itself, by the tabulating 
jumps and hard throws of the car- 
riage back to begin new lines. 

@ The only attaching device that 
does not soon destroy the elasticity 
of the rubber feet 

@ The only attaching device that 


favors the conditions of good type- 
writing. 

¢ The only attaching device that is 
good enough to sell at a profit. 


q If Mr. 


Customer he 


Dealer wants to please Mr. 
sell 


should him this 


dev ice, 


TYPEWRITER ECONOMY COMPANY 


411-429 Tribune Building, New York City 

















ber, ali the agencies are fully holding their 
own, and some of them have made decided- 
ly good sales this month. 


Glass & Prudhomme, agents in this ter 
ritory for the Elliott-Fisher Company, have 
moved from their former offices to rooms 


Monadnock building Chey 
which will e1 


349-353 the 
now have three 


ot 


large rooms, 


able them to carry on the business to much 
better advantage than formerly In addi 
tion to a large salesroom, there is plenty 
of office space, and the third room is de 
voted to stock, enabling the company 


keep on hand a sufficient number of the dif 
ferent types of Elliott-Fisher machines 1 
fill out orders without delay. 


* * * 

Chas. Duguid, representing the Felt & 

farrant Manufacturing Company, has als 
made some improvements in his office 

rangements. He states that December has 


been his best month this year, and he con 
siders the outlook very favorable for 
rest of the winter 
oa 
L.. Fletcher, who formerly represent 
the Universal Adding Machine Compar 
in this territory, has turned over his busi 
ness to W. W. Cooley, manager for tl 
Burroughs, and has notified his customer 
that his business will hereafter be 
from the Burroughs office 
x * 
The San Francisco department 


Machine Company 

all through Dec« 
the local B 
a prize oft 
who attaine 


Burroughs Adding 
kept up its good work 
sman in 


be Every sale 


roughs organization has won 
the 


required per 


by salesmen 
the 


cember. 


company to 
centage of sales by Di 
San Francisco. 

the Golden Gate is still 
of orders for Burroughs 


The city by piling 


up a large volume 


Adding Machines. Sales Manager W. W 
Cooley, who has been in charge at Sat 
Francisco but a short time, made one 


Burroughs o1 


best showings in the entire 
ganization during the month of December: 
* - 7 

J. L. Cook, one of the well known met 
bers of the Burroughs Adding Machin« 
Company’s organization, joined the ranks 
of the benedicts last month, wedding Miss 
Anne Eagan, a sister of the late James 
Eagan, who was Pacific Coast sales mai 
ager for the Burroughs. The wedding 
place in this city on November 25th, and 
Mr. and Mrs. Cook spent their honeymoon 
in Santa Barbara They are now at hor 
in San Francisco, where Mr. Cook is set 
ing in his old capacity as office managet 

San Antonio, Tex. 

Three weddings in which members of 
Burroughs sales ganization were i1 
ested are reported from San Antonio, T: 

* 
At about the san time Mr. Kalkhurst 


acts as 


brother, A. E. Kalkhurst, who 


of his salesmen in the San Antonio org 
ization, marri well-known young | 
of that city 

x * 

It was also reported that V. G. Dupies 
now a salesman the Burroughs agenc 
at Des Moines, Iowa, but formerly em- 
ployed by Mr. Kalkhurst at San Antor 
had taken as his bride the sister of his 


former employer 








manager of 
tablished January 
, 


alsO a Sa 


manager of the 
( 


A BIG GROWTH. 

R. D. Aldrich, proprietor of 
Outhtter store in Sterling, Ill, deserves 
much credit for the remarkable progress he 


has made in the past two years, and shows 


what can be done when one sets his head 
to it. 

\ little less than two years ago Mr. Ald- 
rich began selling typewriters. A trifle aft 
er this he added supplies, which was fol- 


lowed up by taking on other office devices 








R. D. ALDRICH 

ind appliances. A year ago he rented space 
in an office until he bought a new printing 
plant, thus starting another industry in 
Sterling, when he combined the office sup- 
ply and 41 ting business 

The office outfitter business grew so rap- 
idly that he could no longer conduct them 
together, so on December 1, 1908, he opened 


a first class stationery and office supply 
store in a corner store room of one of the 
best business blocks in Sterling. The print- 


the A to Z 
ated in the basement of the 
and is among the best in that 


ing office, which is known as 
Printery, is loc 
same building 
territory 

Mr. Aldrich will carry complete line of 
supplies, having a large busi- 
ness built up, and as business warrants will 
add to the stationery department until his 
presence is felt all down the line. 

Unlike others, Mr. Aldrich has salesmen 
out on the territory all the time, working 
e man on the job gets 


already 


on the policy that “th 
the order.” 

CHANGES IN ROYAL ORGANIZA- 
TION. 
the branch organization of 
[Typewriter Company, which has 
past thirty 


\propos 
the Royal 


issumed big proportions in the 


days, W. E. Howard, a salesman in the Chi- 
cago office has been made manager of the 
typewriter department of H. H. West & 
Company, Milwaukee, agents for the 


it territory; P. C. Phelan, as 
sistant manager at Chicago, has been made 
the new Kansas City branch es- 
and R. D. McGuffin, 
an at Chicago, has been made 
established at 


Royal in th 


5th 
le sii 
new branch 
pened January 1 


incinnati, ¢ 
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Dealers — 
A Big Money Maker For You! 


The “PULL FASTENER” does ai] that string straps and rubber bands do—does 4 
round package and pul] —that’s all. Fast in a fiash: binds 
bing and strap form, in 38 different styles, sizes and 
prices, for every purpose. Costs less than rubber bands—lasts indefinitely, used by United 
Government, Prominent Business and Professional Men in every walk of life. 


ull-Fastener 


Mid. under U. S. Patent No. 756,496 
We are conducting az campaign in the principal business maga- 
_also mailing large quantities of advertising matter and free samples. This is 
sing us hundreds of inquiries each day. We are appointing energetic and respon- 
own throughout the country to follow 
‘te on your business paper for FREE 






















tape, 
guicker, better and easter Place a 


with a grip of steel. Made in cord, tape, wet 


ota-es 


aggressive advertising 





ble representatives in each ¢ 








» these inquirie 


” SARSLES and agency prepositl 
THE PULL FASTENER COMPANY 


315 Cox Building 
ROCHESTER, NEW YORK 


a very liberal one, 


DISINFECTS 
SWEEPS ena 
WIPES WITH, ONE 


STROKE 
leaden all dust and cut the dirt from the floor If Eastman Kodak Co., The wo own Shops, 


Westinghouse Electric Co., Allis-Chalmers, Swift & 





SEE 
THAT 
LIGHT 


[Eo 


No Mopping, No Dust 


row is 


COPPER PLATED STEEL 
RESERVOIR 








This light moistened from 


enough to 





rithout retting \ P ises ar } floo s . ~ 4 . : 7 
= eee eee dust — © 5 or Co., 6,500 School Boards, 450 Colleges and Universi- 
glossy, clean and dry. Cost is less than one dollar per ties, etc., find these profitable, there is a profit in 


year per 5,000 square feet. them for you. 

For Office, Factory and 
Store Room 

Tell us what kind of floor you have and we will send you the right 


brush for that floor express paid, on approval. 


MILWAUKEE DUSTLESS BRUSH CO., “Tiiviuxee, wis. 
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Improved Triplicate Shipping Receipt 
‘an Uniform Bill of Lading 


Standard Form Approved by the Interstate Commerce 
Commission 

Triplicate form put up in gir of 50 sets 
each, for use in detachable covers. The 
most convenient way to handle your ship- 
ments. We furnish these with R. R. print- 
ed in to your order, also name of shipper 
printed in two places at top and bottom of 
lading; or we can furnish them with R. R. 
and shipper left blank. 

Not printed Pads of 50 Sets, per Pad - $0.60 
‘“ 10 “ 500 “ ’ Me te. whe 5.00 
Printed 20% “ 1000 “ - - + + 12.00 
Cloth Detachable Covers e so! = rae 
Size 84x9 inches. 

Give name of R. R. Co., when ordering 
printed forms. 


Mather Improved General Ledger Co. 
Manifold Book Department 
WELLSVILLE NEW YORK 
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COMMERCIAL STATIONERS’ SECTION 





EVIEWING the Field of Specialties, 
Staples and other Office Supplies of 
particular interest to the Commercial 

Stationer. 








OF “OFFICE 
APPLIANCES’”’ 
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UIDING the modern Stationer in the 
sale of office appliances Showing 
how to successfully handle such and } 

other goods of the trade | 
| 








A New Era for the Stationer 


HE close of every year invari- 

ably renews the oft-asked ques- 

tion, “What have we done?” 

And equally brings out divers and sun- 

dry opinions as answers. For some 

reason, man likes to feel at least that 

he has gone forward, even though the 
cash balance is not so great. 

The stationery field is no different 
than any other line of commercial en- 
deavor. And the beginning of the new 
year 1909 affords an opportunity to 
look back and observe to what extent 
the stationer has gone forward, what 
special things foretell the trade's prob- 
able destiny. 

Certain Positive Influences. 


The first thing that impresses one 
most, and this has no special reference 
to 1908, is that the stationer has ceased 
to be a stationer. The average mind 
thinks of the stationer as one who han- 
dles pens, pencils, writing material and 
other small articles. The writer re- 
members distinctly that in a_ small 
town where he lived, ten years ago, 
everybody spoke of the leading sta- 
tioner as “Mayes Book Store.” This 
is still true the country over—even in 
the large cities. 

But the stationer to-day is much 
more than that. In point of fact, he is 
far beyond the immediate confines of 
the duties and functions of the sta- 
tioner, as people understand him; be- 
cause he has drifted into so many kin- 
dred lines for the special use of the 
office that his old province pretty near- 
ly fades away. 

This is good. A wonderfully healthy 
and important manifestation. And on 
this fact the future holds out a pros- 
pect as promising as it may well ‘be. 

The trade is harmonious. It is one 
thing to have a trade, and quite an 
other thing to have that trade harmo 
nious within itself. And all trades are 
not so. But on every hand there is 
every indication that the commercial 
stationers are at peace. 

One distinct evidence of this is that 
there is markedly little competition be- 
tween the various retail houses. Each 
has its following and tnere it ends. 
This, of course, has been true for some 
time, but the fact that it grows more 
true is the significant feature. 

There is considerable perturbation 


How the Signs of the Times Fore- 
shadow Larger Development in 
the Stationery Field. 


over maintaining a standard in prices; 
selling to consumer by the manufac- 
turer, and the like. And there is a rea 
son for all this—else men would not 
discuss it. Yet, there was no violent 
outbreak last year, and that should ap- 
pease some, 

The strongest and most positive in- 
Huence that presented itself during 
1908 was the liberal inclination of the 
commercial stationer to branch out in 
to every reasonable and _ practical 
channel that would greater develop his 
store as an office supply house—a 
number of concerns putting in depart- 
ments that make for wider serviceabil 
ity. One can readily see how the pres- 
ent-day stationer is far outside his old 
domain—and will get farther still. 

It is impossible, in considering some 
of the active agencies for good in the 
trade, to pass by the work of the na- 
tional and local associations, the  ex- 
changes of the stationer. The nation- 
al organization is only four years old, 
but the year 1908 demonstrated be 
yond any possible doubt the wisdom in 
instituting the body and the practical 
working out of its purposes. The local 
organizations have in the same period 
of four years been given an_ entirely 
new lease of life—real red corpusles 
infused into their blood, and a tremen- 
dous factor for good they are. Five 
new local associations were organized 
during the year, and in all probability 
as many more will be organized this 
year 


What It Means. 


What does all this mean? What 
good is it to have harmony, little trade 
competition, no internal dissentions, 
and a new and far-reaching growth 
along new lines? 

The man who cannot tell the destiny 
of the present-day commercial station 
er under such affirmative influences, 
fails to comprehend the signs of the 
times. 

[t is a sign of the time to have a har 
monious working of a large industry 
such as the stationery industry is—a 
wonderful sign too. It is a significant 
manifestation that a trade can exist 


where its constitutent members are 
practically free from competition and 
where every man is a free agent. 

But there are other and _ perhaps 
larger problems before the stationery 
interests that may put an entirely dit- 
ferent complexion on things in general. 
So tar, however, as the past year was 
concerned, these did not show them- 
selves. 

[If the commercial stationer is to fill 
the destiny that is rightfully his, his 
store will become, first, the central 
market for all office equipment, out 
side the large mechanical features, 
and, second, will mitigate the ques- 
tion of doing business on the small 
margin that now characterizes many 
of the stationery stores. 

It is acry among the _ stationers 
“too little profit.” “What we want,” 
said one Chicago stationer recently 
“is a fixed selling price that will enable 
us to make a good profit.” And so 
That is a trade condition the settle 
ment of which must come by discus 
sion of ways and means. 

But the stationer can, as he is doing 
to a certain extent, get away from that 
condition by taking on larger things 
avenues of trade; and thus enhance his 
sphere of usefulness to the office sup 
ply buying public 

[It means surely a new organization 
in the future—getting away from the 
circumscribed area. All signs point 
that way. A new era is unquestion 
ably opening up. 


CHANGES IN NATIONAL ASSO- 
CIATION COMMITTEES. 


The following changes have been 
made in the committees of the Na 
tional! Association of Stationers and 
Manufacturers : 

Pens and Pencils—Charles H Mant 
chairman, Will: Mann Company 529 
Market street. Philadelphia, P in p 
lohn A. Schlener, deceased 


Paper and envelopes—Frank \V\ 


irman, Thorp & Martin Company, 64 
Franklin street, Boston, Mass., in plac f 
Charles H. Mann 

Rubber stamp goods—J. Herbert Whi 

irman, Adams & White, 209 Muin street 
Buffalo, N. Y Gus. Meyer, Mever & 
Wenthe, 92 Dearborn street, Chicag [] 
R. P. Andrews, R. P. Andrews Paper C 

ny, 627 Louisiat venue, Washing 
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Educating the Retail Clerk. 


HE modern retail stationery 
store is organized for service to 
the public and profit to the store. 
And in the plan of organization it 
may safely be said that the method by 
which the public may be served most 
satisfactorily is the factor upon which 
depends the volume of profits to the 
stationer. 

However, the system of selling, or 
the knowledge of buying, are not the 
all-important factors. In modern re- 
tailing the profits are regulated more 
particularly by the medium through 
which the method or system or man- 
agement is carried out. And this me- 
dium through which the _ public is 
served is none other than the retail 
clerk. 

The retail stationery store is of value 
to the public in the respect that it 
saves the public time in obtaining an 
article; that it procures the article at 
a minimum value, and that it saves 
energy for the public in seeing, ex- 
amining and selecting an article. But 
in order that the public may receive 
this service properly there must be 
a personal factor connecting the cus- 
tomer with the product. 

This is the distinctive position of the 
retail clerk, who deals directly with the 
person who buys and uses the article. 
And a clerk who can, and does, repre- 
sent the highest service of a retail 
stationery store is truly an important 
public servant. 

If a retail clerk is not giving the 
public the service, in purchasing sup- 
plies, that should be given, then the 
managers of stationery stores should 
encourage the clerk in educating him- 
self along special lines peculiar to the 
stationery business. By education is 
not meant the committing to memory 
of any cut-and-dried set of rules, but 
the study of those things concerning 
salesmanship and stationery supplies, 
which will create a desire to serve the 
public rather than merely to be a me- 
chanical medium of exchange, or a 
“bundle tier and change grabber.” 

When any person is prompted to ap- 
pear before the public by a desire to 
learn to serve the public, then that de- 
sire to study brings about’ expert 
knowledge which in turn develops 
salesmanship and personality. 


Personality Essential. 


Personalitv in a retail clerk is the 
ll obtain the confi 


only thing that will 


dence of the public and hold it. The 
entire success of a retail stationery 
store depends on the confidence the 
public reposes in its clerks, as well as 
in its stock. So it can easily be seen 
why the educating of retail clerks 


How the Stationer Can Extend Trade 
by Greater Attention to His 
Salesmen. 


By H. F. Thomas. 


along special lines is profitable to the 
clerk, to the store and to the general 
public 

Confidence is the link which con 
nects the public with the retail sta- 
tioner, and it is only natural that the 
confidence of the public should begin 
with the retail clerk. When a custom- 
er is made to feel sure of fair treat- 
ment by a clerk’s courteous attention 
and desire to serve, it is the most nat- 
ural thing in the world for the cus- 
tomer to have absolute faith in the 
goods which the clerk is trying to sell. 

A retail clerk should be educated in 
those things which will make him or 
her an expert adviser. Advice and 
counsel from a retail clerk will cre- 
ate a desire with a customer to be al- 
ways served by the clerk who is cap- 
able of giving good advice. If a re- 
tail clerk is not able to give advice 
concerning the particular line he 
handles, the customer will be disap- 
pointed and will naturally go to the 
store where the clerk can supply the 
information desired. 

In the first place, the public demands 
expert knowledge, and in the second 
place the public is delighted with an 
inspiring personality. Expert knowl- 
edge and personality cannot be sep- 
arate traits ina sales person. They go 
together always, forming qualities 
which make a retail clerk an ideal pub- 
lic servant. 

\ thorough study of salesmanship 
and a diligent study of all the lines 
handled in a stationery store is the sur- 
est and quickest way to develop a 
knowledge and personality which will 
have a great value with the public. 

In learning how to show the merits 
of an article, and its connection with a 
customer’s needs, a clerk must study 
human nature and salesmanship to- 
gether in order to know how to handle 
a customer. 

In making a retail sale the human 
element is much stronger than the ele 
ment of exhibiting the article. There 
must be that characteristic of persona! 
interest which will affect the mind of 
the prospective customer pleasurably, 
both as a means of arousing interest 
and creating a desire to own the arti 
cle shown. In order then that the re 
tail clerk may be a profitable success 
to himself, to his employer and to the 
public it is necessary that he should 
be trained particularly in the elements 
of salesmanship, in personal develop 


ment and in a knowledge of merchan- 
dise. 

For years there has been a general 
impression that any one could sell 
goods in a retail stationery store. Buit 
modern stationers are taking a differ- 
ent view of the equipment of their 
selling force. In the larger cities the 
modern stores have special depart- 
ments for instructing new employes in 
the rules and system of the store, 
and give lectures in retail salesman- 
ship. Then the new clerks must prove 
by written examination that they are 
competent to make a sale properly be- 
fore they are placed in a department 
to servé the public. 

In some of the large stores the em- 
ployes are given lectures on how to 
differentiate between types of custom- 
ers, and the just and courteous treat- 
ment of customers. The stationers 
who are giving these lectures on the 
broader lines of salesmanship, store 
service, etc., are well satisfied that 
their methods are productive of the 
most profitable results. 

Instruction in retail salesmanship, 
and a training in the rules of the house 
also promotes a feeling of co-opera- 
tion between the retail clerks and the 
management, which in turn means bet- 
ter service to the public. 


Benefits Far-Reaching. 


The direct benefits gained by sta- 
tionery stores through educating their 
clerks in salesmanship are far reach- 
ing. In the first place the retail clerk 
acquires a broader knowledge, a higher 
intelligence and a finer personal char- 
acter. It endows the retail clerk with 
a peace of mind, self confidence, and 
the possibilities of advancement in the 
stationery business. 


[In the second place the stationery 
store derives a direct benefit in in- 
creased business. It means a smoother 
running of retail machinery by reliev- 
ing the responsibilities of the manage- 
ment and reducing the friction of serv- 
ing the public. It also means a higher 
grade of efficient service and a more 
rapidly growing business, which should 
be the highest aim of every retail sta- 
tioner. 

The third benefit gained is the 
money profits to both employer and 
the clerk. The employe receives a 
higher salary based on merit, and the 
employer is assisted financially by the 
reduction of waste of time and 
returned goods, through better organ- 
ization, and also the saving of ex- 
pense of operation through the fact 
that a smaller force of workers is 
necessary because of greater efficiency. 


Most any employer would rather 
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employ six fifteen-dollar clerks than 
twelve six-dollar clerks. Cheap help 
must naturally give inferior service, 
and it.is the clerks of this kind, lack 
ing in personality and knowledge of 
goods, that disgusts the public and 
loses its patronage. 

The greatest benefit derived 
educating retail clerks is the satisfac- 
tion and pleasure of the public. The 
buving public is directly benefited by 
intelligent by better values 
and = just merchandise, 


from 


service, 
prices in 


through the broader knowledge and 
developed personality of the sales 
force. 

There is also a vast saving in ener 


gy for the public; there is a more ap 
propriate filling of needs, and more en 
joyment and satisfaction in going to 
, the pedple are 
competent experts 


a store where sales 
known to be 
in their particular line. 

The value of a thorough education 
for retail stationery clerks in 
salesmanship is being quickly recog 
nized by modern retail 
the only method of giving the public 
the which it 
is entitled 

The time has come when stationery 
dealers should make it a point to see 
that their clerks are constantly mak 
ing a study of salesmanship as it per 
tains to their particular business. Con 
ditions are constantly changing and 
no clerk can keep up with the proces 
sion unless he gives some time to the 
study of modern salesmanship. 


and 


store 
stationers as 


satisfaction in service to 


The benefits in this matter of edu- 
cating the clerk are so many that it 


should not be neglected for one mo- 
ment. The retail stationer who does 
neglect this part of the management 
of his business is knocking off the 


profits of his store. 

It is well to remember that the em 
ployer, the clerk, and the public are 
all gainers when the clerk studies the 
things he should know to make him 
a better clerk. 


H,. J. BENEDICT & CO. REMOVAL. 


H. J. Benedict & Co. of Los Angeles an 
nounce the removal from 614 H. W. Hell- 
man building to the ground floor office 
opening off from the main corridor of the 
Severance building at Sixth and Main 
streets, with entrance at 105 West Sixth 
street 


L. & M. ALEXANDER & CO. REMOVE. 


LL. & M Alexander & Co., coast dealers 
for the L. C. Smith & Brothers machine, 
have removed to 512 Market street, where 


they are located in most commodious quar 
ters 


ON TO CHICAGO! The Chicago Business 
Show affords one opportunity of presenting 
a device or specialty to a large number of 
people at one time. This is the point and 
is the controlling influence 
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‘Chicago Stationers’ Meeting 


Chicago Stationers’ Association at Its 
Meeting Dec. 10, 1908, Elects Of- 
ficers for Ensuing Year. 


NHE Chicago Stationers’ Associa 
tion, at its last meeting of 
held in the German room of the 

Grand Pacific Hotel, wound up its bus 

iness for the vear and elected the fol 

lowing officers for the ensuing vear, 
which the same for last vear 
hey are as follows: 
President—Fletcher B. Gibbs 
Vice President—Charles A. Stevens 
secretary \lbert E. Ridd'e. 
lreasurer—L. T. Marshall. 
Executive Committee—H. 
telle, chairman, of P. F. Pettibone & 

Company; A. H. Childs, of S. D. Childs 

& Company; John B. Fay, of A. C. Mi 

Clurg & Company 

Mr. kay at first withdrew his nam: 
but on the pleadings of tl 


association again consented to serve 


were 


|) Saw 


carnest 


The Program. 


he dinner 
delightful 
given at one of its mor 
meetings and again demonstrated the 
unity of spirit and interest the mem 
another 
which the body 


ScrTy ed Was On 


; 


the local association 
=z thly 


most 


has even 


have for one and the 


foundation on 


bers 
strong 
rests 
[It was announced during the 
ing that the committee of the national 
in charge the sele 


meet 


association having 


tion ot a meeting place for the next 
annual convention had chosen Toledo, 


(Imo, the dates remaining open as vet 
Chis was presupposed from all that 
had on, but delightfullv re 
ceived by the members 

\fter all present had partaken of th: 
excellent dinner, President Fletcher 
8. Gibbs called the meeting to order 
for the business session He mac 
preliminary explanation regarding thx 
nature of membership in the associa 
tion as comprised ot three kinds ot 
executive, auxiliary and in 


gone was 


members 
dividual. 


secretary A. FE. Riddle then call 
the roll and read the minutes of the 
last meeting, which were dulv ap 


He also reported on action 
committee at 


proved. 
taken by the executive 
its last meeting, when it voted that the 
Chicago Association is to pay hereaf 
ter the dues for membership in the Na 
tional Association of auxiliary m 
bers of the local association who 
houses have factories or offices in Chi 
cago, such members to make applica 
tion through the Chicago Association 
for membership in the National Asso 
ciation. President Gibbs paid a warm 
and heartfelt tribute to the late Ed 
win Hall Keen, whose death had 
curred since the last preceding meet 


Oc- 


1 ¢ ys. 


ing of the association With the 
tire company _ standing, 


Gibbs also read a resolution expr 
ing sorrow tor the loss thus 
by the stationers’ fraternity and sym 


pathy with the family and widow 


Mr. Keen, which resolution was passe 


\ resoluti 


by a unanimous vote 
of sympathy was 


\linneapolis Stationers’ 


also heard fron 
\ssociati 
Report of Committees. 
Reports were read by Chas. A 
chairman of the Executive ¢ 


mittee; H. Fk. Sawtelle. chairman 


Vens, 


‘ 


Committe \rbitration ;: \ 
Childs, chairman of the Committee 
\lembership I. D. Rider. cha 

~ the Cor ttee on Entert: 

| stevens so Te 1d in al Dsel 
Mr. Rodig« Ss report as « 

f the Ban ‘ Committe: nw 
the suggest is made tha he 
ing banquet of the associatio 
\uditorium, Saturday, Jan 
1909, be held at the hour of ¢ 
(Jn motion this was put in 
resolution and passe 

secretar\ Riddle presented his 
nual report and in the absence 
reasurer read his report also lot 
were passe approve and file 
these reports President Gibbs ma 
some remarks in the nature of 


nual report He spoke of the 


the Chicago Association is the ban1 
-tationers’ association of thr 
and referred to the 
meetings Nhe 


the wa: y17at ] “¢] 
ie Vca®r s Closed 


from. the 


ope 1) 


H. F. Sawtell, chairman of the N 
inating Committee, placed for the 
mittee the following in nominat 

fhcers for the coming vear 

President, Fletcher B. Gibbs 


Shea-Smith 


(Charles A 


Ompans 


stevens, ol 


» VIS presid 
fT Stevens, 


loney & Company: secretary, S 
Riddle, of Riddle & Wunderle ¢ 
pany, and treasurer, L. T. Mars! 


of Marshall-Jackson Company 


Gibbs then called for 1 


floor, 


President 


. ‘ , 
Irom the and none 


inations 


ing made, a motion was made 
passed that the secretary be instru 


to cast one ballot tor the ticket 


sented by th 
(On 

bers were 
The Burr-V ae 
The Inland Stationer 
The Office Outfitter 
Chas. A. Gothier, of 

Co 
Harry B 


motion the following new m 


] 1 
elected 


CoO 


\Mahbie, 


Brooks 


Presider 
residel 


suffers 


e Nominating Committe: 
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© . . FINISHED IN 
Cle? Vertical Files) w:intieon 
GOLDEN OAK 
Patent Applied for 
MONROE MICH USA a 


Combine the advantages of more expensive files. Their simplicity of 
construction reduces the cost but does not detract from their handsome 


appearance, strength or durability. 


CHEAP—IN PRICE ONLY. 























Equipped with Lever Locking Follow Blocks 
Oxidized Drawer Pulls and Label Hold: 

Drawers operate on Roller Bearings 

Any of the Cabinets shown here can be supplied with any variety or com- 


bination of drawers best suited to your special requirements. 
This makes W#* Filing Cabinets Practical, Useful, Economical. Capabl: 





of unlimited expans! 

We can furnish seven styles of drawers. They form the most practica 
economical and up-to-date manner of filing Letters, Documents 
Catalogs, Pamphlets, Photographs, Blue 
Prints, 4x6 Cards, Checks, Vouchers, 
Policies, Briefs, 3x5 Cards, In 
voices, Paid Bills, Daily Reports 
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And then — calls 
for Transfer cases. 
Start your customers right by 
selling them Sectional Roller 








Put in an assortment of 





these Cabinets. You will 





then be in position to 









Bearing = 
Cases. The! 


y | acim 


Transfer 
Case 


supply the demand 






which is continually 





increasing owing to 








their popularity and 





our extensive adver- 





tising. 





Is the only 
One that is 
equipped with 
Roller Bearings. 

It is built Entire- 
iy of Kiln Dried Hard- 


wood (no paper, trunk 





We want to throw busi- 






ness your way. 










Write today for catalog. 











No trouble to make up an 









gidity and Strength of HF * 


order from our large assort- Showing Ri 













Cabinets. 
MBINED WEIGHT 








-nt of office 
ment of office 1135 LBS. py raw pee ES 


DRAWERS ave capacity of 
ndard Vertical Files are Dust 


co 





and _=sstation- 


ery supplies. 




















Proof, and sides are fu height vh prevents papers from 

Our ut or becoming ‘‘d eared’ on the les Drawers can- 
Discounts not be entirely drawn from the frame accidenth 

Are THE FRAME is very rigid, being fastened with glue and screws, 

Most THE SECTIONS are fastened together i mple manner, and 

Liberal n | tacked ¢ vanted. a t ‘stack”’ placed 

te ed th p comes as one Solid 






Frame Work rigid and mplete It pertect 


The 









Transfer Cases Furnished 93 UNION ST., MONROE, MICH. & 
Dark Weathered Finish * . 
Only. Fitted with Brass N. Y. Office 108 Fulton Street, 4. H. DENNY, Mer. 


Label Holders and Brass \ re All Mail to Fa 
Handles. 
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with the 


Flexible 
Ventilated 
Pen Holder 


Will never go back to the 
Old-Fashioned Stiff Kind 






holder 


perfect i 






It is pen 
Its use means no more tired fingers 
no more writer's cramp, no more 



















> 
perspiring finger 
Its flexibility i fit any 
hand and adapt { to any movee 
| F a pertect 
holding irface req ng » tension 
ot to be 
of any 
It las onger eCa there is nei- ‘ 
ther cork, rubber—+1 metal to peel 
oft 
It is made from the fine grade of 
hard rubber. finished both in plain 
black and handsome ttle browns \ 








Why the Stationers are 
featuring it 





FIRST 
Bec ause tt 5 a 
holder made 


SECOND 
















Because we have creuted a demand 
for it through the Ie:gest publicity 
campaign ever cor icted for a pen 
holde This advertising is resulting 
in an immense nur ver of inquires 
which we turn over t . the dealer near- 
est the inquirer Ir other words—we 





are sending customers to our dealers. 
THIRD 
¥ } r 


Because it affords an [attractive 
profit to the stationer 







Stationers will be fur- 
nished with a sample 
free. 


Retails for 25c each 
5 for $1.00 


Write for our special 
introduction offer. 
The dealer W ho 18 
not handling 
the pen holder 
is losing more 
than we are 










CUTTER-TOWER CO, 


BOSTON, MASS. 
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More Mimeograph Litigation 


A Statement From the 
Company. 


Chamberlain Ink 


Editors Note.—The following letter and trine Of contributory imiringement 1s log 
statement are published in full to afford the -al. just é lutary But we doubt that 
Chamberlain Ink Company opportunity to state —_ - wimred, seas “3 — sl 
its side of the case, account of which was pub wisdom < xtending it to the ordinary 
lished in our November number under the head commodities of life, used in connectio!l vit 
of “Another Mimeograph Case patented machine, because the patente 

The statement in nowise reflects the opinior as er 
of the publishers. Facts regarding the case of sells or licenses the machine upon th: 
Cortelyou et al. vs. Johnson referred to wer dition that | ne is to furnish thes 
published months ago, as were also facts in the modities. Care should be taken that the 
GBa0 Of DNK va. ents : Courts, in their efforts to protect the right 

rhere was no intent in the November articl : 

> | ) ? t > ? ric ? 
to be unfair to the Chamberlain Ink Company r patente do not invade the just right 
nor to pass upon the merits of its products oO! others, ngaged in legitimate cCupa 
Whatever may have been Judge Seasman's tion, by creating new monopolies not cov 
personal opinion concerning the patent laws as aR ees ea ; es: Te 
respecting license restriction, the fact remains red by pa its and by p sonmn Sean 
that he did grant an injunction, and his decis ible restrictions upon trade For instance, 
ion was based upon “decisions of the Superior should the patentee of a fountain pet 
Court of his district in somewhat similar cases, such a notice as we have under conside« 
what the action of higher courts may be is yet 
in te datesentned tion, be permitted to hold as an infringer 
one wko sells ink to the owner of the pen 
Cc MBERLAIN IN COMPANY 1 , : ‘ 
7 t a OS ee an ee even though he knows of the restric 
Minneapolis, Minn lo compel the dealer to make inquiries and 
rl Office Appliance Co ¢ , ants ere — we : 
Dearborn St., Chicago, Il ake the precat necessary a ee" , 
Gentlemen Replying to yours of the 12th self from being sued as an infringer w 
I 4 
inst relative to the article in your November lac oler , on ' . ’ 
issue entitied “Another Mimeograph Cas place intolerable burdens upon business 

There are several statements contained in All patents covering the basic principle 

‘ cle as . P » col 4 he court 1 ] } 
the artic] aside from the ac int of tl i! of mimeographing employing the use of ink 
proceeding, which we consider do us a great : ss , oe 
injustice and, presuming that it is your desire ve iong ago expired Che patents 
to be perfectly fair toward your patrons, w¢ which the Rotary Mimeograph is now sold 
ask that you publish in your next issue the in , : , 
closed statement of our position pertain only ) minor improvements wholly 

We have tried in our statement to adhere ulterior te main principle Assuming 
strictly to facts or matters of opinion relative * : : , Tare 
to the question at issue, realizing that it is he validity he doctrine of license re 
your province in publishing such accounts to not striction, we maintain that the Dick Ci iS 
illow text matter to appear which will, by i + Spee ly for tl feel) 226 
reason of being misleading or untruthful, injur« yoyed suc monopoly tor the tull | I 
either parties 10 such controversy such basic patents and that it wrongfully 

Such, we feel was not the case in the Novem sal ‘ 4 Re ee i (2. ts 
ber article, however, as it contained various cgceavors ») attacn restricted rignts up 
statements misleading and untruthful which we machines the basic principle of wil 
maintain are a source of injury to us wit! 2 
your readers ww comn n property 

We feel we are entitled to a hearing and aré In the 1 ent case at Milwaukee where 
confident that a study by you of all the condi ” - 4 tes , 
tions and facts touching upon the question wil _ igents we temporary enjoined om 
cause you to freely grant our request Yours selling our products to owners of the R« 
very truly tar } rt } xre Se : | 

THE CHAMBERLAIN INK CO tary Mimeograph, Judge Seaman expressed 

(Signed) Per J. B. M imself as strongly opposed to the doctrine 

The Statement f license restriction and stated that 
personal opinion, the patent laws were n¢ 


r > | HE Novembe r 


number of Office Appliance entitled 


article published in 


a | 


intended t 
yond the patented 


grant rights to patentees b 


levice and the necessary 


‘Another Mimeograph Case” con- parts thereof. Furthermore, he did not bi 
tains various statements, aside from tl lieve the doctrine would be upheld in the 
text of the court proceeding, which we highest courts He granted the injunct 
maintain are misleading and erroneous in deference to the superior court of h 

The question has not been determined in District whicl had previously supported 
the higher courts as to the validity of patentees in somewhat similar cases 
license restriction claimed to be granted In view of this encouragement we fee 
under the patents giving the A. B. Dick Co re justified in selling our products wit! 
a monopoly covering ink and other supplies ut discrimination especially as we know 
used in connection with Rotary Mimeo nd have proven that our goods ar 
graphs In support of our contention op perior to any heretofore offered 
posing such rights we offer an extract from The statement in the November: 
the opinion of Judges Coxe and Holt of th: that the increased use of the Rotary Mim- 
United States Circuit Court of Appeals for eograph has “attracted competitors, ief 
the Second Circuit in the case of Cortelyou lv ink makers. who without the ir 
et. al. vs. Charles E. Johnson Co. This handicap of expensive work of researc! 
case which was first brought before Judge development, | e been able to supply 


Ray of the Circuit Court of the United inferior quality 
States for the Southern District New so far as « 
\ k and decided by him for the compla without fot 
nt was appealed to the Court of Appeals ind have re 
nd there reversed on the grounds of the nd experi¢ 
imitation of the doctrine of contributory ur ink is 
infringement and insufficient notice Rela to that of t 
tive to the “restriction” doctrine the dé This is 1 


cision states as follows “When confined CI 

to articles, whether covered by the patent Co. 
1 not, which are made for the express pu rm] 
pose of inducing infringement and are not _ siot 
intended for apy legitimate use, the d ill 


1amberlair 


of the 
ey enti 


ink at 


‘oncerned, 


a lower price” is 


ibsolutel 


indation of fact We can prove 
peatedly proven by unprejudic« 
n users of mimeographs tl 
superior in quality and economy 
e Dick Co. make 
t merely a contention of t 
Ink Co. vs. The A. B. D 
f the people vs. what 
ve to be an unwarranted perver 
patent laws which shoul ] 
ly be overthrown 
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Loose Leaf 
Infringements 


A List of Progressive Manufacturers 
Whose Products Stand on Their Merits 


Dont BuyF rom Infringers 


@ We, the undersigned, guarantee to our customers 
that our Loose Leaves and Sectional Posts for Binders 
do not infringe upon the legal rights of others. 


? @ We therefore hereby agree to indemnify our re- 
spective customers for all loss or damage which 
they may sustain by reason of handling or using 
our Loose Leaves or Sectional Posts for Binders, 
as against any and all patents in connection with 


said sheets and sectional posts. 


@ The standing of the following firms should in 
itself, be sufficient guarantee not only of the merits 
of their goods but also of the stability of their claims. 


American Loose Leaf Mfg. Co., Chicago J. §. McDonald Company, Chicago 
Berkshire Hills Paper Co., Adams, Mass. ° H. C. Miller Company, Milwaukee 
Chicago Binder & File Co., Chicago The Richmond & Backus Co., Detroit 
C. §. & R. B. Co., Chicago Rubel Manufacturing Co., Chicago 

§. D. Childs & Company, Chicago The C. E. Sheppard Co., New York 
The Forman-Bassett-Hatch Co., Cleveland Shea Smith & Co., Chicago 

Wm. G. Johnston & Company, Pittsburg Sieber & Trussell Mfg. Co., St. Louis 
Marshall-Jackson Company, Chicago The Sam’! C. Tatum Co., Cincinnati 


The Twinlock Company, Cincinnati 











why pay enawil neon iri 
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OSCAR'WACHTEL IN AMERICA 
Oscar VW tel, who, with his br er 
Arthur, 1s a joint partner of the well k: 
f M | h Nachfolger, n 


rin 


cs 9 I I nat 
turers’ agent f Frankfort, Germany 
several I in the United Stat 
month visiting different specialty 













‘ew York, ( 9 ind Bost 
The Wa | s boueg 
Erlebach } ° 
Wallets-Folders-E:nvelopesFile Pockets ill preserve the firm 1 
MADE may be presumed yen 
The f é : lit 
1cé be re Es hy 


IN ALL 


Lf Siz ES 


“WEAR LIKE i 7-e | e 





































‘ , TE MAKE Paperoid of several 
different thicknesses, but all thick- 


nesses are of the same quality of 








Removable stock. The lighter quality is used for mail- Removable 
Card " . Card, 
2x3 in. panel. ing purposes by Banks, Trust Companies. Full Panel. 











Lawyers and others sending valuable papers 


aoe aaa by mail; also for filing small quantities of 


















i/ papers. Medium weight is used for large j 
flat wallets, and for all expanding sizes. | 
Then we make an extra heavy grade for Hl 






hardest usage. 









Paperoid Folder, 







Flat Paperoid pe om « ‘ 
Folder, Paperoid is a coined word and secured to with 1 inch 
Vertical Fil . : i 
—— us by Registered Trade Mark. ee 
ertical Filing. 










There is no other line of filing envelopes 
and wallets in the market that can compare 
favorably with ours for variety of styles and 


durability in use. 
















The accompanying cuts show a few of our 
leading styles, but we have many others, 





Paperoid Filing and can furnish anything your special busi- Paperelé Piling 
Pocket, Showing 7 ey P Pocket, Showing 
our Regular Drop Front 














ness may require, no matter how small—no 










































Expeasioa. matter how large , the goods or the quantity. 
which the establis 
We have recently more than doubled our WaneR the) il har 
. . the past y being thei ree 
capacity for manufacturing these goods, and fameme commmam Piee alan vane 
will be glad to send samples and give i ine of the American Lead Pencil Cor 
prices to any who will write for them. ii Dennison Manufacturing Cor 
i c\ well as other lines In iddit 
Combination Combuuation Pa they will s n put on othe 
_ , per- , 
st oid Filing Pocket, make their li complete 
Pocket, Closed, Open for Reference, Their sales have increased 
effects of the panic abroad. Thx 
pencil sharpener they side 
mly estal d throug G 
ALVAH BUSHNELL COMPANY their re 1908 was sple 
d tl r 
92 MARKET STREET, PHILADELPHIA, PA. Ene devic 
Concerning the selling met} 
manufacturer Mr. Wachtel said 
“Manufacturers should not sel 
exporting houses, as the broke: 
price and sel to the onsume 


t 
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one of the problems confronting the for- 
eign agent and interferes much with the 

rm establishment f agencies If the 
broker would do business legitimately there 
would not be such a kick from the agents, 


but that he does and will not do. Wher- 
ever he can sell he will. You can naturally 
imagine what effect this has on us. Not 

nly are our sales reduced, but it jeopar 
dizses tl tt specialty business abroad 


[ hope the manufacturers will cut out this 


selling through export houses or through 
brokers 
“The legitimate gents in Europe put 
heir money int the business, keep their 
edit g 1 and ar mstantly enlarging 
l 1] means a large 
expenditur nn lt the agent 1s 
be interfer with by the broker it may 
ean a lessenin g of effort by the agent 
‘The nditions generally throughout 
Europe are better than one might think. I 
have visited most of the large centers re 
ently and find them in good shape. The 
tendency t rd oftce device systems as 
you in Amer understand them its strong, 
ery strong I think that the next two 
ears will s« mplete revolution in that 
sp 
“Tee, | in the 1 rket for more dé 
es I nt as comprehensive a line as I 
g t is one reason for my visit to 
\ ; a” 


ANNUAL CONVENTION OF WEIS 
MFG. CO. 
Phe ! me together” of The Weis 


Manufacturing Company, of Monroe, Mich 
gan, whicl vas the usu convention ol 
salesmen and heads of departments yearly, 
opened December 28th and continued until 
January Ist This was the most important 
gathering salesmen and department 
heads in t history of the organization 
The Weis way of doing things was upper 
most all the ti ind the men showed the 
manner it hich they are imbued with the 
spirit 

Will T. Hughes ist representative, was 
n from Denver; L. E. Blankemeyer and 
\. H. Denny, manager of the New York 
fice, wer : mn hand They were en 
tertained b ympany at headquarters 
Business meetings and discussions over 
new lines and prospects for 1909 were gone 
into, and each and | were very enthus1 
istic over the increasing business shown by 
the reports of the oft s of the company, 

id the bright future for a large increase 
n 1909 

Mr. Blankemeyer was illed to Toledo 
luring ting and returned later, smil 
ing—reporting the arrival of two additions 
to the Weis line boy and a_ girl 
“Blankie” was heartily ngratulated 

The nev id n to factory and the new 

hinery being installed, were inspected 

The business being concluded, a sumptu 
us banquet was awaiting the hosts and 
guests at the Park Hotel. Speeches, stories 
ind experiences were exchanged 


\fter the banquet the whole party, con 
sisting of A. L. Weis, O. T. Weis, H. C 
Weis, W. C. Weis, E. J. Weis, F. N. Weis, 
W. T. Hughes, A. H. Denny, E. E. Blank 


emeyer, F. N. Morris, P. S. Rumpel, as 
well as all the heads of the different manu 
facturing departments—F. W. Ainslie, J. H 
Hackett, Chas. Behme, Leo McFall—went 
to Toledo bv trollev to attend the evening 


performan t the Valentine theater 





ye 








aN 
The Most Gom- Carbon Papers, Transfer Papers, Stamp Rib- 
——— bons, Carbon Rolls, Typewriter Ribbons, Type- 
\)) lete Line..... writer Oil, Numbering Machine Ink, ( 
Interesting Proposition to Dealers. 
J. A. HEALE & CO. 
} MANUPACTURERS oa 


The mark of quality 


94 JOHN STREET $3 NEW YORK, N.Y. 








Vp B®) ~&C 


THE COMMERCIAL INK PENCIL 

















A Practical Pen for Practical People 
Any one who uses lead pencil, steel pen or fountain pen will find in this little INK PENCIL the most satisfactory 
economical writing instrument ever used. Made of the finest quality red vulcanized rubber; point is of gen- 
Iridium Platinum, which gives a perfectly smooth, easy action, so essential to rapid writing. Nothing to get 
ged or out of order; guaranteed as to material, construction and operation. Can be cagried in any position; 
jeal for vest pocket, purse or hand-bag. Indispensable to all who write. 
A Good Proposition for Dealers. 
We manufacture a full line of Fountain Pens and Pencils for both foreign and domestic trade. 


SANFORD @ BENNETT, 51-53 Maiden Lane, New York 











The Navan Order Book 


is being introduced into every territory on the globe. The 
constant influx of orders that we are receiving proves that 


IT IS A PART OF EVERY 
SALESMAN’S OUTFIT 


One reason why salesmen will have no other when they have used this 
book is because it has 


A SELF-ADJUSTING CARBON 


This means, FIRST, NO LOSS OF TIME 
SECOND, NO SMUTTED FINGERS 
SPECIAL PROPOSITION TO DEALERS 


THE SIMPLE ACCOUNT SALESBOOK COMPANY 


FREMONT, OHIO, U. S. A. 


Sole Manufacturers, also Manufacturers of Account Systems, and Counter Pads for store use. 
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Is Your Line of 


Typewriter 
Paper 


Bringing You 
Maximum Profit? 












Leaving us out of con- 
sideration this is a 
question you should 
answer to yourself. 


There is a certain class of our customers 
and prospective customers that should use 
a paper of unquestionable character and 
quality. Do you sell these people paper 

If you do, your typewriter paper line is 
There is not only more 


at a dollar a box? 
not making the profit it should. 
money in selling high grade goods, but they are much more 


likely to satisfy your customers 


Old Aampshire Dond 


And now let us ask you a few more pertinent questions. 


7 


Is there a better known paper than Old Hampshire Bond: 
Is there a line advertised so extensively ? 
Is there a line superior in quality’ 


Is there is a line so attractively boxed? 





, 
liscount 


Is there a line offering more liberal 









A fair answer to these questions is all we ask. 


Write us and we will talk the matter over. 


Hampshire Paper Company iN 
‘ne WAC 


AION es 


» 


We are the only Paper Makers in thi 






making Bond Paper exclusively 


SOUTH HADLEY FALLS . MASSACHUSETTS 
GG. wail 
Ly 





“J va 
OR ih 




















Cc. E. SHEPPARD COMPANY GIVES 
DINNER. 

The selling force of The C. E. Sheppard 
Co. was recently tendered the annual dinner 
which this enterprising and fast growing 
house gives every year. 

The dinner was given this year at the 
handsome new residence of Mr. C. E. Shep- 
pard on Washington Heights. 

The boys were royally feasted and the 
banquet proved a highly enjoyable one. As 

fitting climax to the evening’s entertain- 
ment Mr. Sheppard took the boys for a 
spin in his big touring car and dropped 
them off at their respective elevated and 
subway stations, which owing to the large 
representation of their selling force nec :ssi 
tated several trips. 

The growth of this company has 
marvelous; starting some years ago with 
small factory the bus:ness has grown until 
now they have the largest loose leaf factory 
in the East, and a western factory in Chi- 
cago, with branch offices in Philadelphi 
and Boston. The success of this house is 
largely due to their progressive metnoas 
\n experimenting department is kept busy 
improving and designing new devices to 
meet the growing demand for the loose 
leaf system. 

There is a Sheppard device for every and 
any conceivable use to which the loose leaf 
system could be applied; the Sheppard line 
today is the most complete on the market 
It includes, the Improved Tengwall Files, 
Ledgers, Transfer Binders, Sectional Post 
Binders, Solid Post Binders, Tariff Files, 
Catalogue Binders, Price Books, etc. 

Already enjoying a large share of the 
patronage of the trade throughout the 
country, Mr. Sheppard is giving more and 
more of his attention to building up a larg: 
loose leaf department for the stationer. By 
co-operating with them in way of supplying 
advertising matter, etc., he has been able to 
assist many dealers in increasing their busi 


peen 


ness in loose leaf 


A FINE LECTURE. 

On December 14, at 6 p. m., there was 
given in one of the large office rooms of the 
L E. Waterman Company in the Wate: 
man building, Broadway and _ Cortlandt 
street, New York, an illustrated lecture on 
the subject of “Safety Devices and Indus 
trial Hygiene.” The lecture was given by 
Social Engineer Tolman, director of the 
American Museum of Safety Devices and 
Industrial Hygiene Dr. Tolman has de 
voted many years to the study of safety 
devices in many foreign countries, where 


permanent museums are established. It 
his purpose to concentrate the er 
devices, designated for the safety of all 
ple, in order that manufacturing concer: 
builders, architects and in fact all cmploy 
ers of labor can become familiarized wit] 
the greatest and simplest of devices 
tional safety [It is further the purposs 
Dr. Tolman to establish in this countr 
much needed museum for all such d 
and inventions 

The lecture was given to the officers 


employes of the L. E. Waterman Com, 
and not only was enthusiastically recei 
but was very instructive to the manu! 
ing branches in the ordinary precautions 
1 manufacturing plant 

ON TO CHICAGO! Only a few weeks 
more before the Chicago Business. Show 
pens its doors at the Coliseum 











“MODEL” LIBRARY SECTIONAL 
CASES. 

The accompanying illustration shows a 
model library arranged in the store rooms 
of the Northwestern Furniture Company, 
Milwauke for the display of Globe-Wer- 
nicke cases sectional book cases, particular- 
ly with ference to their use in the home 
library [The harmony with which these 
cases “fit” in with the popular styles of 
furniture particularly with leather seated 
and mission pieces is well illustrated in the 
cut and is only one illustration of how 
these book cases are used in thousands of 
homes 

For the benefit of its patrons the Glob« 
Wernicke Company has prepared a compr: 
booklet, embodying the plans 
for twenty-five libraries, prepared to meet 
requirements of as many differently con- 
showing the proper 


hensive little 


structed apartments, 


placing of chairs, couches, settees and wall 
arrangements and illustrating the proper 
placing of sectional book cases in order to 


secure the most pleasing results. 

excellent feature about the Globe 
Wernicke sectional book cases is that they 
lend themselves to: almost any desired ar- 
it, accommodating themselves to 
a large or small space, enabling the hous: 
owner to lady of the house to fill up just 
the spac lesired and to change the ar 
rangement with but little trouble. This 
gives many excellent ideas 
“balancing” of the furnitur: 


on tne |f ng 
of the library in order to secure harmony, 
as we $ utilize the smallest amount 


of available space where circumstances n¢ 
cessitate this. It also indicates the proper 
kind of finish to go with mahogany, mis 
sion or golden oak furniture. This is an 


essential point, for nothing irritates the ey 
of culture more than to see a room or h 
brary fitted up in a manner with a variety 
of furniture—some of one wood, others of 
another piece of Renaissance design op 
posite t 1 rts and crafts chair, etc., 

conditior hich we nd in many homes 
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which aspire to culture and refinement. 

Not only are plans laid out for the prop- 
er arrangement of furniture, but also for 
the placing of rugs, pedestals, palms, por- 
tieres, etc., and suggestions given to their 
selection with a view to harmonizing with 
the other furnishings of the room 

These little booklets should be in the 
hands of all interested in harmonious li- 
arrangement, and especially should 


br ry 
owner who 


they be of value to the hous 


is planning his library 


NEW SUIT IN POMEROY INSOLV- 
ENCY. 
lardly had the last legal rites been ad- 
nistered over the defunct firm of Pom- 
1y Brothers’ Company, manufacturers of 
ink, adjudged petition of 
Charles Taylor Pomeroy, a brother of Elt 
weed Pomeroy, head of the defunct firm, 


] 


ith the sale of all its assets, and the dis 


insolvent on 


rge of the receiver, before its succesSsor, 

Pomeroy Ink Company, born of the lit- 
gation, picked up the thread where it had 
been broken and today filed suit in Chan- 
cery Court naming Eltweed Pomeroy as 
the defendant 

Vice-Chancellor Howell yesterday grant- 
d the final order in the receivership pro- 

edings; today he granted the first order 
of the new litigation. It is directed to the 
ormer head of the insolvent concern, and 
is a rule to show cause why he should not 
be permanently restrained from selling or 

ing the formulas for the manufacture of 
nk which he had acquired during the long 

perience in the business. 


CLEVER OF PAUL B. DIVVER. 
Paul B. Divver, the popular representa 
of Mittag & Volger, sent out a very 
lever New Year’s greeting to his trade and 
riends as follows 
Here’s a hearty wish to greet you 
ndship and good fortune meet you, 
vith the best of health unite 
ike the coming new year bright.” 











PARY OF THE NORTHWESTERN FURNITURE COMPANY 


MILWAUKEE 
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BACK RESTERS 





THE McCLOUD ADJUSTABLE SPRING 
BACK OFFICE and TYPEWRITER CHAIRS 


enable you to do more work—better work 
because they make you COMFORTABLE. 








The chairs that are physiologically 
correct. Start 1909 right by buying 
the right Chair. Look for the Trade 
Mark of the ponies on the upright. 
Made in 60 styles. Write for catalog. 


THE DAVIS CHAIR CO. 


Dept. 2 'Marysville, Ohio, U. S. A. 
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Adding Machine Rolls 

















Cash Register Detail Record Rolls. 
Rapid Roller Copying Tissue. 
Time Clock Rolls 

| elephone Rolls 


Write for Our Prices to Dealers 





BENJAMIN E. BUCHANAN 


1023, 1025, 1027 Race Street 
PHILADELPHIA, PA. 




















132 OFFICE APPLIANCES 








That Seal Stands for Quality 


“Ideal’’ quality means excellence in every minute detail of 
manufacture. This ‘‘Ideal’’ quality is insisted upon in all 


Carter’s Ideal 
Typewriter Ribbons and Carbon Papers 


Ideal Ribbons are most durable, of a non-fading color and put 
up in a way to attract the best trade. They give clear sharp 
copies and do not fill the type. 

Ideal Carbons are of different kinds to fit the varying needs of 
all classes of work. But every sheet of carbon, of whatever kind, 
is of ‘‘Ideal’’ quality. 


THE CARTER’S INK CO. 


BOSTON NEW YORK CHICAGO 


vouy | The HANDY Memorandum Desk Calendar 


1 5 The Most Complete and Practical Memorandum Pad Ever Offered to the Trade! 


It is handy because in its daily manipulation all the user has to do is to 
JANUARY 















turn over a new leaf. It has a larger surface for memorandums than any 
other calendar. There is no tearing off the leaf with memorandum on and 
throwing it away, but memorandums made in January can be preserved 
until December. On the main calendar page is the day of the week 
and day of the month, flanked by calendars of the preceding and 
succeeding months. It is mounted on a neat nickel-plated stand 
with rubbers on feet to prevent scratching the desk. Size of 
sheet, 3x 4 inches 


A. A. WEEKS MFG. DEPT. 


Mfrs. of Stationers’ Hardware and Glassware 
Ot A. A. WEEKS-HOSKINS CO. 354 Broadway, NEW YORK 

















“CAPITOL” ctxss Inkstand Sets 


Rita... $250 Salted 


“The Capitol is the Highest Achievement in the Making of An Inkstand” 


CUSHMAN & DENISON MPG. CO.,, 240-242 West 23rd Street, New York 








MON. SIDNEY HEBERT OF FRANCE. 
Monsieur Sidney Hebert of Paris 
France, one of the largest office supply 


dealers of Europe, is an enterprising man 
of varied capacities 

A few years ago he purchased the rights 
patents and plant of the Lambert type 
writer and by persistent advertising 
selling schemes he introduced the machi 


—————— 











| MONSIEUR SIDNEY HEBERT | 





to all parts of his country. Later 

Kenasicaa office farnitere. the \I 
typewriter, the Wales adding ma 
is now in the market for duplicating 


chines and other devices to round 
line and make it foremost in the repub 
France 

He recently visited the United St 


search of an American organizer 
ness methods and succeeded in closing 
Guy Humphrey of New York, wl 
been made general manager of |! 
prises 


NEW YORK STATIONERS MEET. 
The New York Association of Stations 
held its regular monthly meeting in th 
sociation rooms at 309 Broadway on 
afternoon of Dec. 16. There was some 
tle delay in getting a quorum, as only 
teen firms were represented. whereas fiftee: 
were necessary. But while President Gerry 
was calling the attention of the member: 
present to the condition of affairs. the 
teenth man put in an appearance 
abling the meeting to go on 
In the absence of H. W Rogers N 
Hanau acted as secretary pro tem., and 
meeting was then called to order J 
minutes of the last meeting were read 
several matters. brought up for discussi 
The committees on by-laws report 
progress, and the entertainment committe: 
made a report on the arrangements now ir 
order for the dinner at the Astor Hotel 
January 13. Although 200 tickets have 
ready been sold, the larger part of t 
have gone to people not directly connected 
with the association. Mr. Hanau said 
it is advisable for members to make appli 
cation at once, and not wait until the last 
moment, to arrange for their seats, 
wise the best ones will be soon taken 





ON TO CHICAGO! As a publicity 


osition, if for no other reason, the 
Chicago business show will be all the 
ufacturer could desir¢ It opens Febru 


27 and closes March 6. One week of busi 


ness exhibiti 














A NEW “PUNCH” PAPER FASTENER. 

An ingenious device in the form of a 
paper fastener, designed along the lines of 
the ordinary conductor’s punch, but equip 
ped with a little contrivance on its busi- 
ness end which perforates and fastens the 
sheets, one or a dozen, instantly and effect- 
ively has just been put on the market by 
the Gregory Mfg. Co., of Milwaukee, Wis., 
which firm has acquired the manufattur 
ing and selling rights for this device from 
G. P. Skinner 

The advantages claimed for this little in 
vention is that it saves the time ordinarily 
taken in attaching the metal clip, does the 
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/ufacturing Co. 
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work as thoroughly as a metal clip and in 
a neat manner. Two little paper flaps are 
thrown back by the action of the punch 
in such a manner as to fasten securely the 
sheets to be joined, regardless whether the 
paper is thick or thin or whether the sheets 
number one or a doze1 

This device is especially recommended 
for attacl papers which are to go by 
mail where the ordinary clip or metal de- 
vice is liable to perforate the paper en- 
velope or tear the check or letter. It also 
decreases tl weight of the enclosure and 
in the case of several enclosures avoids 
that lumpin« which makes handling in- 
: Its simplicity of construction 





makes it impossible to put it out of order 

and the manufacturers describe it as fool 

proof. It is always ready for service. 
Documents and other papers fastened by 


this device are easily and instantly sepa- 
rated by simply folding back the little flaps, 
a valuable idea where papers are only at 
tached temporarily In attaching papers, 
for filing, its advantages are also 
manifest as where duplicate sheets of the 
reply are attached to the correspondent’s 


letter, as this can be done in a second’s 
time, instead of the « way of pasting or 
attaching by clips 

A score or more of letters can be fas- 
tened in a few seconds by this device. It 


should be f especial value, too, in attach- 
hecks to letters of 


ing invoices to letters, 
enclosure, expense and way bills and bills 
f lading and in a hundred ways where the 


lip has heretofore done duty 


J. H. HOBBS CONVALESCENT. 


J Hobbs, with Dearborn Paper 
Company, Chicago, who has been seriously 
ill with typhoid fever for the past two 


convalescent and th« 
tertained that he 


t his desk 


months, is reported as 


soon will again 
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Loose Leaf Records 


That Tel 


BUYING 
Purchase Requisitions 
Receiving Blanks 
Accounts Payable 
Invoice Filing 


SELLING 
Single and Manifold 
Orders 
Order Register 


Billing and Charging 
UNIT-DAILY-CONDENSED 
MONTHLY STATEMENT 


Recapitulation 
Distribution 


Accounts Receivable 
Ledger 


DEL 


| the Story 


INVENTORY 


Buyers Stock Record 
Perpetual Stock Record 


Recording Inventory 
System 


FINANCIAL 


Cash & Journal 

Cash & Bank Account 
Cash Received & Paid 
Check Register 

Pay Roll 

Minute Book 
Corporation Record 


Private Ledger 
Trial Balance 
General Ledger 


IVERY 


Uniform Bill of Lading 
City Delivery Receipts 


Every Commercial House net 
item Every Office Appliance dea 


ds these records and every one is a stock 
ler should understand and sell them. 


WRITE FOR OUR AGENCY PLAN 


Branches: 
NEW YORK 
CHICAGO 
BOSTON 
LONDON 


430 Main Street 


The Jaintock Company, 


MANUFACTURERS 


Cincinnati, Ohio 


CATALOG L MAILED ON REQUEST 
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Some Facts About Fountain Pens. 


“HE writer has invented several 
improvements on Fountain and 
Stylographic Pens and_ has 

given them a life’s study. His inven- 
tions have all been successful, inas- 
much as all fountain pens made under 
his patents have been a success all 
over the world. 

A Fountain Pen is now regarded 
everywhere by progressive’ people as 
the most convenient writing instru- 
ment there is. A high grade Fountain 
Pen must contain the best material 
that can be procured in its construc 
tion. 

The gold pen should be 14 Karat 
Gold, Iridium pointed, which is a guar 
antee against corrosive inks. The vul 
canized rubber parts of a Fountain Pen 
should be made only of the best Para 
rubber so that all the joints and screw 
parts may be durable ‘This is one of 
the most important features in a Foun- 


tain Pen ‘The Feed bar should be so 
constructed that the pen will operate 
without jarring or shaking. The ink 


should flow freely and not too fast. 
When a Fountain Pen becomes very 
nearly empty, and there are but two or 
three drops of ink left in the reservoir, 
the air pressure becomes so great that 
it is practically impossible to control 
the ink. The pen then requires refill 
ing. There are some feed bars, which 
the inventors claim, control the ink 
perfectly, but when the pen becomes 
almost empty they operate the same 
way. 
Pertinent Features. 

There are some features of a Foun 
tain Pen that must be carefully ob 
served in the course of construction 
in order to make it as nearly perfect as 
possible. The writer has manufactured 
Fountain Pens for twenty-nine years 
and his experience has taught him that 
a Fountain Pen can only be operated 
successfully by holding a certain quan 
tity of ink. Therefore, no matter how 
large a pen may look, it will not work 
right unless it has the proper ink ca 
pacity, which must be controlled by 
the vacuum retained in the reservoir. 

\nother important feature is that 
the user should be careful in the se 
lection of his ink. Copying ink of any 
kind should never be used. No analine 
inks other than red should be used and 
that only when necessary. Violet or 
green inks contain coloring matter 
which will eventually be a hindrance 
to the flow of the pen. 

The sale of Fountain Pens depends 
much upon the dealer having a sales- 
man who understands how to demon- 
strate the operation and correct care 
of a Fountain Pen to the purchaser. 
The great difficulty is, that when a per- 
son buys a Fountain Pen, the salesman 


A Little Review of Interest to The 
Trade. 


By D. W. Beaumel 


will hand the purchaser a pen filled 
with ink ready to write. Should the 
pen suit the purchaser he pays for it 
and puts it in his pocket until the ink 
Then the troubles of the 
consumer begin. In the first place, he 
does not know how to fill it, because 
the salesman did not show him when 
he made the purchase. He does not 
know the directions for use are in the 
box Che salesman did not call this 
fact to his attention. He then tries to 
fill the pen the best way he knows how, 
with the result that the pen does not 
operate as well as when he purchased 
it. The result is frequent complaints. 
\ll dealers should instruct their sales- 
men to show customers how to fill and 


is all used 





\V BEAUMEL 


care fora Fountain Pen. If this is done 
their sales will be increased and their 


complaints decreased 


Keeping the Stock. 


Che dealer should be careful about 
how the stock of Fountain Pens is 


kept lhe pens should not be filled 
with ink when placed in a tray or show 
cast (he best way to keep them is 


to have them dry, and when a sales 
man has a customer let him dip the 
pen into the ink and then trv the pen 
When the selection is made, fill the r 
servoir with good clean ink, and the 
purchaser may then be instructed as to 
how the pen should be filled and cared 
for. If dealers, who carry a stock of 
Fountain Pens follow these instruc 
tions, they will avoid a great deal of 
trouble especially when the goods are 
manufactured by a reliable concern 


Salesmen should be told never to re 

move the Gold’ Pen from the holder, 
which is very often done to suit the 
customer. There are very few sales 
men that can do this without injuring 
the Gold Pen and getting it out of set 
thus making it useless. Many pens are 
sold by firms that assemble the differ 
ent parts, and have them put together 
by inexperienced young men and 
women who have never been trained 
as to how to adjust a pen, so that the 
flow of ink is properly controlle 

ften a dealer orders a stock of pens 
that are too uniform in grade of point 
and flexibility. There should always 
be an assortment, medium, fine, coarse 
and stub, in every stock of Fountain 
Pens, so that the customer can make a 
satisfactory selection. 

The material of which the pen 
made is a very important consideration 
for the dealer. There are a great nun 
ber of pens sold today which are made 
of inferior material, and look nearly as 


well as a first class article. In this 
Way the deale rs are deceived by the 
low price and favorable appearance of 
these goods [t is therefore very ul 
vent that the dealer should buv his 


stock from a reliable and trustworthy 
manufacturer, and not from one of 
many who “term” themselves manu 
facturers, and who sell Fountain Pens 
that are made to sell only, and 


write 


D. W. BEAUMI 


PHILADELPHIA STATIONERS DINE 


Che member the Philadelphia S 
" Associatior ime together 
the M urers’ Clul 
1d dit 1 proves 
It f the gest st 
pletely ry I 12 
sox tion r held P t 
memb ‘ pres 
nné its« ughly n é j 
discuss! took pla 
is being served and afterward, were int 
esting and ver beneficial. The 1 ting 
showed the strength of the Philadelphi 
Association its ind of association work 
the Quaker Cit 
The <« ppointec 
meeting, « f W. H. |] s. ] 
Jaisohn and R \ltemus t 
ons on f John S 
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g. They somely gros 
book fe \ \ t 
ommitt S direct W 
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EATON, CRANE & PIKE’S CHICAGO 


OFFICE. 
\n eg v office and sales 
e Eaton, ¢ & Pike Company 
opened in the eyworth Building, N 42 
Madison s rite 405 
18 




















SHAW-WALKER TRANSFER CASES. 

The Shaw-Walker Company of Muske- 
gon, Michigan, are putting out a new 
Transfer Case. The sectional idea is fully 
carried out. Heretofore it was necessary 
for the trade to carry in stock Transfer 
Case Sections with and without permanent 
tops. Now all cases are made alike and 
where tops are required they can be fur- 





SHAW-WALKER TRANSFER CASE 


nished separately as shown in cut. The 
case has been improved in other ways. The 
Shaw-Walker Company are furnishing the 
trade with a very striking four-page mailing 
circular in two colors. They also have a 
clever treatise on the different methods of 
transferring which is landing a lot of busi 





ness The Shaw-Walker Company were 
TOP OF CASE 


1 


the first to manufacture the non-warping, 
binder-bound panel Transfer Case. They 
were also the originators of the “Pull Out” 
case. Each year they have put something 
new in the way of Transfer Cases on the 
market. The above cut shows their latest 
product. Their proposition to the trade is 
pulling an enormous business. It pays to 
set the style in Transfer Cases 


NEW BLOCKING FOR “SOLIDHED” 
THUMB TACKS. 

The Hawkes-Jackson Company has adopt 
ed a new style of blocking “Solidhed” 
thumb tacks. They have previously been 
put up on a plain wooden block with a dark 
green paper on top. In the ordinary hand 
ling it was found that the paper soon be- 
came torn and spoiled the appearance. 

The new way consists of coloring the 
whole block and stamping the name “Solid- 
hed” where it will be in plain view of the 
purchaser. A bright green color has been 
adopted, making a very attractive appear 
ance and a thoroughly distinctive style of 
“Solidhed” packing. 

These blocks when shown in the “Solid- 
hed” assortments make an _ exceptionally 
attractive display. 

The Hawkes-Jackson Company is offer- 
ing to the trade a new idea in a special 
monogram tack that can be used for mark 
ing umbrellas, golf sticks and innumerabl« 
things 

\ crest or monogram or any special im 
print can be placed on a tack 


MITTAG & VOLGER’S NEW CATA- 


LOGUE. 
Mittag & Volger have just issued a new 
catalogue, which is the most elaborate and 


minute detail catalogue ever issued. 
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Wwe Manufacture EVERYTHING in the SHIPPING 

TAG and LABEL Line, in any quantity,"at prices 
the lowest considering quality ir goods have been on the 
market for 20 years and are no experiment. 


Just pliable enough 
without being soft— 
Just stiff enough 
without being brittle— 
the perfect flexibility— 


That’s What Makes 


Counting House 
Paper Fasteners 


different from the other kind. Made with round 
and flat heads; sizes, 1 to 4 inches, and packed 
in round brass boxes of 100 each, ten boxes to 

a carton Full size—actual count. 





| 
2 


a 
- 
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Dealers should get our catalog, which shows 
the complete line of THOMAS Speciaities. 
Liberal Trade Discount. 


Thomas Stationery Mfg. Co. 
Springfield, Ohio 
New York Office: 537 Pearl Street 
Chicago Ofice: 
515 Baltimore Bldg. 














~ser JOSEPH SPIERO -*=. 














wens = FOREIGN FREIGHT CONTRACTOR cms, 
noTTEnOAR GENERA L FORWARDING Setininieate 
PROSTKEN wre; - 

“aor 1? Battery Place, New York ‘susie 








Makes a specialty of handling export traffic. Quotes lowest through rates to and 


from any place of the globe. Excellent accomodations for shipping to any 


’ 


interior European point. Guarantees quick dispatch and excellent service. 
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Store Sy stems of Today 


HAT 


store systems is something of con 


might be properly term 


paratively modern origin It 
true certain methods were employed ev 
by the very progenitors of business fo 
keeping a record of the exchange ft differ 
ent commodities, but all of these methods 
were crude and primitive in their incep 
tion and character \ complete exposition 
of the causes which led up to the develop 


ment of these antiquated methods into mod 


ern store systems would embrac« 


and we will, therefore, only g@ in tl 


article a brief description of this evoluti 
in accounting 

In the early history of civic society th 
need for some prescribed method for keep 
ing a record of mercantile transactions was 
hardly apparent, in view of the fact that 
money at that time consisted chiefly of 
articles of merchandise of fixed or tangibl 
value and the transactions usually repré 
sented an even exchange. Competition was 
also of littl Signincance, and, as there was 
plenty for all, there was little incentive o1 


occasion for any one to employ unfait 
means or unscrupulous tactics for self-ag 
grandizement 

With the growth of population, the fires 


of competition 
in business and 
gradually less prominent \ 
tant influence in 
from 


date methods for keeping a 


were kindled and the laxity 
became 
most impor 
the transition 


methods to 


routine methods 
promoting 


these antiquated up-to 
busi- 
through the 


those were 


record of 


ness transactions was wrought 


example of the failures of who 
Chrough neces 
that if h 
efforts 


business 


careless and unsystemati 
sity the 
would reap 


merchant began to realize 
the full 


and thus conserve the 


truition of his 


true aim of 
he must profit by example and save throug! 
the brought failure to 


avenues which 


less fortunate brother 
It was in this chaotic state of affairs that 
the Pass Book and Day Book and Ledger 


seeds 


born and the 


system wer 


were so 











SCENE WITH DAY BOOK AND LEDGER 
which have later ripened into more moder 
and practical store systems The Pass 
Book, when it was first conceived, seemed 
to have effectually solved the perplexing 
problem that had been confronting the r: 
tail merchant, and it was a good system 
while credit business was in its infancy. but 
as credit began to be recognized mor 
generally as a convenience and as the vol 
ume of it gradually increased, it no longer 


volumes, 


A Review of the Evolution in Modern Store 


Systems. 
By | Metze 
| the purpose satisfactori . 
devised It finally was quite gen 
led that this method absorbed t 
or t merchant's time in checking 
unt 5 to have them eere 








LEROY METZGAR 
the Pass Book and that there vere ft 
many unprofitable disputes over accou 
It w found to be not only wrong in 
practical sense to meet thr xigencies 
t se times, but it was also wrong theor 
y as with it the customer instead 


erchant kept the books 
Finding a Substitute. 


\ ppy substitute for this syste 
rradually become obsolete 
in the Day Book and Ledger. It 
delight and was thought for so1 til 
b Imost perfection itself, so far as kee 
erned It was the best that 
ha o wich it ia Tite re ‘ 
merchants thought so much of it It w 
( ipital cle i ind it set dl its pu 
post idmir ibly ror time, but st 
end of business began to expand, thi | 
point f the system became 1 
When credit business was less extens 
merchant could spare the time delegate 
task to some trusted clerk of posting 
the a unts from Day Book to Journa 
Ledger. but s his business increase: 
time became too valuable to spare for thi 
class of work during the day and it 
t re necessary for him t pprop t 
is time nights and Sundays to this 1 
vy but arduous task 
Is it any wonder that in his desperati 
e began to long for some simpler and 1 ( 
p ti method It was only 1 ] 
he s ld, t only in order to mak 
eas r himself in the savin vork., | 


~ t¢ fe ns 1 stake 
unts, f ding, tore p 

t< It Ss I t t ? 
vhen his s were not all 1 

( t¢ s I t ~ pp 

t ‘ t int r \ 

IK SOUT ‘ I S 
lit juest custome 

I tt his ACC int 
ould ha bill ready for hin 
quired but eflection’ on his 
see that this system discouraged pr 


mittances nd 1 5 g place 
upon bad ints \ k 
throug] é ( 
coupled with t general acknow 
that this system did not offer 
safeguard against forgotten charge 
put men t thinking and spe 
me pla u d ( ! 
ses ( ) Book and Leds 
\ resu systems é 
to take its Wi! n 
tems have te great amot 
work nec he day bo 
lore the \ beet ul b pre 
merchant su tly gainst sses 
is the paral! eas why y 1 
. Cl tod \ Ss WwW re of 
the old sys 
Phe itn s s e ft 
cle ré 1 11 t espe t vith + 
the individu I k systen nd the 
longe iny ~ 1 for merchants 
t the old Nhe d [t 1s by 
ry ti ( mbuinat 
es is tt he is a possib 
é s be F ( ding thi 
bi sily vill make 
hy eT yl} t} 
given, n | the s 
] ‘ { . 1 bool 
The Individual System. 
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DEALERS 


Here is an opportunity for 
you to secure the agency for 
an office device for which there 
is a growing demand, does ex- 
actly what is claimed for it, 
has stood the severest tests 
in work and wear, makes more 
actual money for the user in 
saving of cost than any other 
device, and is a money-maker 
for the dealer as successful 
dealers can testify 





Automatic 
Circular Letter 
Folding senauenata 


For office use Little 


writer. Handsome 


rth an a type- 
rfectly made 


No ‘ meee rad t matcsen Can be 
moved man to art stand, table or 
desk. Saves help, s] time and money 
Eliminates trouble nd inconveniences 
of hand folding Sheets are fed auto 
maticall' Speed is « ht times faster 
than experts can fold by hand. Cost of 
folding ne-tenth t hand fold- 
ing. At riginal cost 


in two mont! or | Can be operated 
by h 


WE OFFER TWO STYLES 
OF prenenews FOLDERS 


They f I ¢ e1 pr ‘inted cir- 
cular nd office fort in sizes from 
1’’x 5”’ to 10’ x 16"’, accomm lating al l 
office standard siz nd1 tap all sti nd- 
ard fold 


You Want the Agency— 
Write us for Catalog 
and Agency Proposition. 


MANUFACTURED BY 


. 
A. B. Dick Company 
Chicago New York 
European Representative 


JI. A. NONES 
Broomhill, Woodside Lane, Woodside Park, N. 
LONDON. ENGLAND 
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the irts, we view It In different lig 
‘ gnize modern store systems simply 
ne of the many grand products tur 
ut in this era of commercialisn 
ELECTION OF TRUSTEES 
he following trustees were elected 
ry Stationers’ Board of Trade at its 
nual meeting January 5 in New York 
James C Aikir gold pens Aikir Lam be 
Company 
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Thomas P. Bacon, publisher, J. B. Lippincott 
‘ompany 


Cc. Bainbridge, manufacturing statior 
Chas. 7 Bainbridge’s Sons 
Carl M. Bernegau, drawing materials, Ke 
& Esser Company 
Vn I Boo 1 J b kk ks, I I & 
Pe e ( npar 
arles A. |] irdt, pul | P. Dutt 
& ) 
Eber iF Ti | | 
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7 ker ¢ 1% 
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NEW CASH REGISTER FOR CARS. 
f Pitt ld ' 


Street Railw Comp 
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Rattle Snake 


CARBON PAPER is 
something new. It is 
the best manifolding 
Carbon on the market 
Every one interested 
in carbon paper 
should write for 
sample. 


Rainbow 


(Standard Weight) 
is the 
LONGEST LASTING 


We also have a new 


proposition to make to 
responsible dealers. 
Write today. 





op saesgearenccrnenc  o— o 


meres: 
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Retail Store Books 


ERY few retail merchants keep books 
by double entry, because they are 
familiar with no compact system 
which involves little labor, hence they use 
the single entry system, which is often very 
incomplete 

A complete set of retail books in the sim 
plest form of double entry may be kept with 
the same amount of time and effort as is 
usually demanded by single entry 

The books necessary for this 
could consist of a day or counter book, in 
which all charge entries for goods sold are 
made, a cash book for cash received, and 
paid out, ledger in which the entries ar 
posted, and an account and bili cover, and a 
transfer post binder, all loose leaf. 

The counter or day book may be a loose 
leaf cover holding a sheet 12x6 inches with 
The cash book may be the 
holding a sheet 12x9, or 


system 


journal ruling 
same style cover, 
larger if desired 
\ sheet of this size would have 44 hori 
zontal lines to accommodate 44 different en 
tries, three columns [The debit side of 
cash, or sheet for receipts may be white 
The credit side or payments, may be tinted 
Fellow, blue or some other color. The 
column for cash received “Customers” is for 
“Mds« Cash 


for all cash sales, “Sundries” for 


all payments by customers 
Received,” 
all other receipts 

The columns on the tinted sheets, or pay 
ments are Mdse. for all cash purchases of 






By F. W. Risque. 
(Taken from “Loose Leaf Books and Sys 
tem for General Business,’ by Mr. Ris 
que Copyrighted and all rights re 


served 


goods, “| xpense’ for all such entries as 
wages, rents, light, fuel, stable expense, etc 


Sundries” tor all other payments. 


The receipts from customers are entered 
on the cash book as paid. The amounts, 
being placed in the customer’s column, are 
each posted in the ledger. The footing of 
this column will show at any time the 
amount paid to that date on open accounts 
by customers. The total at the end of th: 
month is the amount customers have paid 
during the month 

All cash sales as made (or if a cash reg 

ister is used, the total amount shown by 
cash register at night), or the total amount 
received in cash for goods sold over the 
counter, is entered in the column headed 
Mdse.” The total of this column at the 
end of the month is posted to the credit of 
Mdse. in the ledger, being the cash sales 
for the month. 

\ll other receipts are entered in the sun- 
dry column and each amount posted to the 
ledger account There need be few ac 
ounts, as the personal account of the pro 
prietor or partners and a few other such 
These are posted direct from cash 
The payments take a like 


credits 
bor *k to ledger 


prising dealers 


| A New Post Binder 


Slotted, with a simple locking device on an 
entire new principle. 


device ever used on a post 


-binder 
of two |! 


simple mechanical devi 


This locking device consists 
position by : . 
drops them into a wedge-shaped slot ir 
“ball 
A reverse movement of the slide inst: 


TiTyY » : he ] ry > + + 
ime opens the siot so that cover can 


raising same over the posts 


[he exposed metal parts are heavily 
most attractive binder 

Packed six in a heavy, white cloth-st 

Every binder fully guaranteed 


Kansas City, 


SOONER OR LATER 


You will show it in your stock. The other enter- 


Unquestionably the simplest, neatest, easiest working, 


| elutch,”’ the most secure and reliable clutch known. 


They are bound in heavy drab duck with round leather corners 


A large number of stock sizes always on! 
Sample to the trade upon application 


IRVING-PITT MFG. CO. 


course The cash purchases of Mdsé¢ 
entered in the Mdse. column 

All expenses such as rent, wages, 
stable expense ets as paid, are charg 


and the amounts placed in this Exper! 
end of the month the tot 


column. At 
is posted to t lebit of expense account 
the ledge r 


Of course assume that all expense 


can be, and mptly paid as accru 


( 


otherwise there is need of journ: 


for unpaid expense at end of month 


The amounts paid proprietors, partner 
to merchants goods bought on acc 
1 for any other purpose (than merchandis« 
bought for r expenses), are enté 
in the sundries umn 

At the end of the month the total of 
three columns f cash received, less 
balance on hand at beginning of the n t 
being the net receipts, is-posted in tl 


ledger to debit of cash 

The total of the three columns cash 
out is posted in the ledger to credit of c 
[he difference between the total of the tv 
sides of the cash book (or the cash ba 


ance), is carried forward to first of n« 


month in cash book as balance to st 
with. 

In the counter or day book are charg 
the items as bought on credit by t 
customer 

Bills or order slips are made out fr 
these sheets, the counter book check 
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st secure locking 






1ardened steel balls or rollers so held in 
e that a movement of the button slide 


1jthe steel carrier plate, thus forming a 






intly releases the « 
be withdrawn wit 


itch and at the same 


hout the necessity of 






plated and highly hed, making a 






yed box, with green label 





land. Special t orde 
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show that they have been made, and the | 
order handed to packer or delivery man for 
filling. From these orders the goods are 
set out and packed and the orders are taken | 
by the driver with the goods and delivered. | 

As the sheets of the counter book are 
filled and checked they are removed from 
the cover and placed in transfer cover for 
use of bookkeeper in entering. 

Thus, the counter book need never be 
away from its accustomed place except a 
few moments at the end of the day to finish 
up the day’s work. 

The account and bill file is to hold the 
bills and a carbon copy. Under each bill | 
is a fold of black paper, or the bill and sec- | 
ond sheet may be separate, and as the bill | 
is written a piece of carbon paper is in- 
serted and a facsimile or carbon impression 
is made on the blank sheet. When finished 
at end of month the bill is torn at the per- 
foration ready to mail and the under sheet 
is retained as a record of the month’s ac- 
count. 

This cover is provided with indexed 
leaves A to Z or finer if desired, and as a 
bill is headed it is placed in proper subdi- 
vision—all the A’s together just before in- 













| Sell 
Carbon Paper 


That Brings Trade 


Good Carbon Paper is a trade-aid. 
It brings buyers who become regular 
customers for other office supplies. 


Carbon Paper and 
Typewriter Ribbon 


are good foundations on 
which to build new business. 
, They give satisfaction. 











**The Pink 


of Perfection’ 


We also make these other brands of paper suitable for every class of trade: 


Aurora—Maple Leaf—Clover— Diamond—Thin-OS@™™™ 


Our Typewriter Ribbons are manufactured by us from the best — 
grade nainsook--they come in all colors, to fit any machine. They B 
are positively non-filling—have strictly indelible colors—and give 2 

a sharp, even letter all the time. We are the only manufacturers ; 
of carbon paper and ribbons that sell neither to the con- 

suiner or catalog houses. 

Write us today. We co-operate with the dealer. 


Miller - Bryant- Pierce Company 


Main Office and Factory: AURORA, ILL. 


dex tab “A,” etc. 

At the first of the month when the book- 
keeper receives the day-book sheets from 
the counter, he places a carbon sheet under 
a blank bill-head, which he heads with 
name of customer and enters up the first 
item and files this bill and extra sheet in 
proper place in the Account Bill Cover, ac- 
cording to alphabet, and so on until all the 
bills are entered up for the day. The next 
day he continues and if he has additional 
items for customers who bought the day be- 







fore, these items are added to the proper ! 
bill, and so on. | — 
, ° . ° | 
[Thus you see the bookkeeper is making | 
out itemized bills and adding charges daily, | ~ 
to those already in the Account and Bill | ou Wil ave 
Cover as they appear on the day book, and 
at the end of the month, since the bill has 
already been made out, he foots each bill nh Fist Cpenies, 
plainly | [very business man and bookkeeper should know that but one 
: - Cc a 5 0 e key (Yale) is needed to lock and unlock, and open and close the 
] 7 viding mechanism of the Mann Yale Loose Leaf Ledger —no 


: aces one or more blank pages « 
He pla e -« I re blank pages Tt an be inserted or removed without the Yale Key. 












The Only 
Ledger That Protects 
























the day book in his transfer cover, heads pte Mase Yale Lodger éts the severest covvien of say business, 
\ ; teing equipped with a Yale Lock givestothe leaves secur 
this page with the month, etc., for the re- ound book, andthe ‘* Mann’’ is the only ledger permitted by patent 
ihe “tet f | to use a Yale Tumbler Lock —it is the only ledger that protects. 
capitulation of sales. You should be able to get a Mann Yale Ledger from your 
1 , ' ; . . stationer; but if he does not have it, you had better com- 
He then makes the following entries | J] municate direct with us. Those at all interested in the 
cay } } +} total fenm ¢ti Bill ; 1 Ac | ™* } subject of “ loose leaf'* ought to read our copyrighted book- 
whici ire ( 11S ) 1€ Hil and AC- | let * The Interchangeable Leaf Ledger."’ It is 
ay full of information and is free. Send for copy, 
coun | giving your business. 
Sundries—Dr. to Merchandise......$130.30 | | e er as t e William Mann Company, 527 Market St., Phila. 
In ( purchased in 
r) a $70.20 Style of Advertisement 
“ 5 pure 1 in ult of our advertising aid ought t in position to give your customer what 
l) mhes 60.10 ue SCeas Sats ' : ” 
Every stationer should be able to furnish ‘“‘the only ledger that protects,” and 
mtC., €l thereby add to his good name the reputation of the Yale Lock 
Chis is ist of tot 1mounts bought by You have to carry a line of the better grade loose leaf binders, so why not let it 
ch customer. He posts each of these to be Mann’s? Youcan then give your customers something exclusive in addition to 
, ; 2 - F he hect—the Yale « niter oF taateen 
tals in his ledger. The grand total of these the best—the Yale security of leave 
umounts is the sum of his credit sales. The ‘‘Mann”’ is a ledger that always pleases a customer; it has back of it sixty years’ reputation as a 
Hy J ‘ h bill if hi gh grade manufacturer; it has all the good points that a loose leaf ledger should have and many entirely 
e then takes each bill, and from his | §} ts own. 
ledger adds the balance. which was due the The Mann Loose Leaf Ledger r only such users as seek good returns for their cash. It is not a 
oe ee ee : ‘ cheap ledger; but is made to wear we it will not be forever on the way to the repair shop— it is built for 
Ist of the month and still unpaid, to each ervice 
account, and credits cash paid. The bal Write 2 ice and be equ j ake advantage of our publicity in your behalf. 
ances or totals of each bill should then : euye 
en-atih ae takes A Es SE \ William Mann Company 
by each customer respectively The bills 
ire then ready for mailing. The carbon | Makers of Loose Leaf Devices, Blank 
copies are placed on the transfer post Books, Copying Books and Papers Cc 
binder 1 phabetic rder, tor reterence ‘ * 
desired. The post binder should hold 529 Market Street Philadelphia 














2,000 sheets. The itemized bill and the car- 
bon for tl les are made out at one writ- 
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I OWN A 


Typewriter Ribbon 


and 


Carbon Paper Plant 


equipped with the most mod 














ern machinery. My capacity 
is larger than my output. I! 
will contract with any large 
buyer, or with several smaller 
buyers of these goods, to sell 
the same slightly above cost, 
providing an agreement is en- 
take a 
month. I 


tered into to certain 


amount each have 
been making ribbons and car- 
bons for ten years, and know 


the business thoroughly. 


In answering please state the 
amount of goods you can use 
monthly, and I will 
ately take the matter up with 
you. 


immedi- 


ADDRESS 


Mr. Ribbon Carbon 


Care Office Appliances 
303 Dearborn Street CHICAGO 








Chichester 
Typewriter 
Chairs 


are 
Favorites 
with the 


DEALER 


because 
they please 
the 


Consumer 


They 
pleaso the 
Consumer 
because 


BACK” 


If you sell Typewriter Chairs get our Caialog. Shows 
our Full Line of Patent Adjustable Back Chairs. 


Chichester Bros. Chair Co. 
207 Canal Street. New York 





“THEY FIT THE 














\“ 
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inh, ind as both are exactly ilike t 
no danger of missing a charg 
Should the reta‘ler buy goods o1 
open account he should get the bil 


ether and enter up on his loos 


ter or dav book sheet, crediting 
ber, of whom he buys, the amount 
bill ind ch ree the total to Meds W 
tl bill paid he charges tl bl 
the cash book in sundry column 
p bills for goods bought will show 
credits du iobbers 
ystem the ledger is 
nd customers accounts 
tries ich montl 
g sold ( credit 
The post b s the carbon shee 
which the accounts are itemize 
Should a customer need a duplicate bi 
or dispute his account, you could turn 
the post binder for the month in questio1 
it is easy to find the carbon of 
it f that months for that custome 
rb ! pie fil a ] bet 


STONE & BARRINGER CO.’S SHOW. 
November lt 
detailed story of the 


ot Othe \pp 


& 6b 
exhibition held 


In the number 


stone 


nger Company’s business 


2) l 13 to 17, at Charlotte, N. ¢ " 
pointing out the enterprise of this 
rn in arranging so creditable an ex! 
bition This month there are shown some 
views of the exhibits which were tastily and 
prettily arranged 





SHOWING SIMPLEX ENVELOPE SEALER 


its kind held i 


and attracted 


is the first of 


that section of the country 


wide and tavorable attention The under 


standing is that it will be repeated this 


\mong the exhibits were the following 


The Fox Typewriter Company, which 





GLOBE-WERNICKE CO 


DISPLAY OF 


E. C. Underwood, assist 


< ) ) y 
l oe 4 


int s 


es manager 





SKS 


roP | 


DISPLAYING OFFICE APPLIANCES 
Duplicating xm 3 ) ( 
pany, New \ 
lypewritet ly] ( 
Grand Rapids 
Flat opening k b N 
B. Company, Mass 
Business n yst 
Carbs p 
\\ bste Cor ? 
wa ( 4 ibi ( = 
; 1, , 
S e) b _ ( ( 
ry 2 
ANNIVERSARY SOUVENIRS. 
The S. T. Smith Company of N« 
kn 
~ ip ~ 
ivers 
it to the t ry g 
steadily until 
k vn almos \ ‘ 
S d, al 1 
¥ needs 











| 
| 
| 
| 
| 








VENTILATED FLEXIBLE PEN 
at regime 


We s ' erewith an illustration of tl 
flexible ventilated pen Ider made by the 
Cutter-Tower Company of 184 Summer 
street } t Mass This pen holder is 

m hard rubber =n the 
9 the older be 
( ffords good 
9 Same tin 
¢ ‘ g qualities make 
Q t r all wl 
NiCr ae 
g ibbe the upper part 
i bsorption of per 
nivation , sth. presents a ce 
S gers at 
y bout by 
g er that 
1 ipts itself 
nv hat I s 10t too res 
ot ea el 
ENTILATED PEN HOLDER 
{ ill write 
1s its resilient surface bviates the painful 
mp in t hands nd ngers caused by 
he contint us t wooden hold 
1 gat isuré It is made 
plain black or handsomely 
ed s brow? \ special intro 
ductory pri is being 1 dk by the manu 
turers 1 stationers The utility and 
ofa llent qualities {f this pen hold 
1 it to be a stapl 
} 
Sw CARBON PAPER. 

For st S. T. Smith Con 
pany, 11 Rar ten street, New York, has 
been favorably known in the trade, so that 
innounce! nt tar ‘ specialty by the 
company is always greeted with interest 
It will ha ready for the market by the 

Ww yea! new 1 hine glazed carbon pa 
per, to be | v1 s “Diamond K.” It is 
stated that the new product cannot bs 

ia lity, durability and hard fin 
isl T¢ ll b non-smutting in every sens¢ 

Prices and discount can be 
| S. T. Smith Con 


e vear of excellent business 


IMPORTANT EUROPEAN CHANGE. 


Tr} Sup] .< mpany, of New 
York. has mad most important chang 
J H. Hedberg, as 
European representat vith headquarters 
in Zurich. Switzerland Mr. Hedberg is. by 
See his former business experience 
ble t f the Continental languages 
| his special positior 
This 1 s that Manifold Supplies 
ee het rth push their special 
is in tl European markets 


MEL MUNDELL IN CHICAGO. 


m 
P i fe J sent at ne t 
if 
i iz & \ ge 
re S ‘ nfident w 
M ’ P Divver wet t 
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its the two points that make it 














‘superior’’ 


They gave it the name. They double its efficiency and do what no other paper 
; fastener does—-hold the papers together secure and straight so they 
can’t pivot. 


} ‘¢ 4 99 3 ; 

The ‘‘superior’’ is unique 
There is no other as effective. No other that has won such popularity in 80 
short a time.lt is the leader of the front rank both with trade and public. None 
of the old fashioned fasteners can equai if 


The two points and the two point receivers 


hold the sheets like a vice. They can't move around. Any one who uses 


them once will not go back to the old kind. 


Dealers everywhere are having big success with the “superior”. 





Write for { 
samples | 
and 
prices. 
\ 
A 
ZA 
oe 








A demonstration 


Fasten some papers with only one point of the “Superior”. Then fasten them 
with two points. You will get an appreciation of the difference between the 





\ ‘ Supenor™ anu the old fashioned kind 


\ THE SUPERIOR MFG. CO., Sidney, O., U.S.A. 














PETERSON’S DESK COMPANION 


For Roll Top Desks 

Placed under pigeon holes of roll top desks. Clears the desk of ink- 
wells, pen trays, ete., and provides a proper and convenient place for 
desk necessities. Two inkwells on a pivot, swing beneath cabinet, 
sealing them from dust and evaporation. Four tubes backed with 






orks are adjustable to any length of pep or pencil. Drawer with seven 
mpar ents for clips, stamps, etc. 
Al rnament to any desk. Occuples no valuable space and gives 


desk room. 


FOREIGN DEALERS!!! 


ce can be sold In any country. No special conditions required 
nd agente we have appointed are meeting with great success. 
We have a very Interesting proposition for the foreign dealer and know 
t ) will find the Companion a valuable addition to your line. 


WRITE US FOR COMPLETE INFORMATION. 


SCOFIELD & COMPANY,~ - 152 Nassau St., New York 








see Reto ae i 


ih ae 


PS. 


—— ~ wren 


eae 


=< tee 


<n seeneimeenaent janet an ene sine 
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 somtater ae nks, Blacks and Colors 
Eternal Writing Ink 
at ao ing Ink 
4 Taurine Mucilage 
Photo Mounter Paste 
Drawing Board and Library Mucilage 
Office Paste 


Liquid Paste 
\ Vegetable Glue, etc., etc. 


Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter supplied to the 
Trade. 


Consumers, emancipate yourselves from the use of corrosive and ill- 
smelling inks and adhesives and adopt the Higgins Inks and 
Adhesives. They will be a revelation to you. 


AT DEALERS GENERALLY 














Originators and Manufacturers 
CHAS. M. HIGGINS & COo., Refined Inks Ae Adhonon 
Main Office and Factory, Brooklyn, N. Y., U.S.A. New York—Chicago—London 


“COMPLETUS’CABINETSmeNoEQUL] EYELETS 


DEALERS _ winding it the BIG- ya 
EST SELLER on = 7 i T 
- 53 | 23 

48 























G 
WRITE TODAY in setieh. 















Just 
ee P=7\ Pull out 
+ 5 the 
Slide We can furnish absolutely anything 
and it's all ready. you want in 


Sunn Camet | | Eyelets, Escutcheons, Washers, Etc. 


Hudson Cabinet LET US QUOTE YOU 
> a THE BARRETT BINDERY COMPANY 
i. ¥ 3h 181 Monroe Street, . CHICAGO 














‘Gterling 
Non-Filling Typewriter Ribbons 


Manufactured by The Wational Chemical Co. 
41 WEST 116TH ST., New YORK 





Why not handle the product of 15 Years’ 
Experience, The "STERLING" TYPEWRITER 
RIBBON, without competitor as to quality or 


price? 


F Gterling . 
Non-Filling Typewriter Ribbons 


Manutactured by The Rational Chemical Co. 
41 WEST 116TH ST., New YORK 














PENG PENCIL 
Se 





(By Special Correspondence. ) 
Brooklyn. 

Dennis Parrington, a gold pen manufa 
turer, died December 3 at his home, 403 
Second street, of pneumonia. He was bor 
in Ireland in 1839, and was a member 
the Jewelers’ League, the Church of St. Au 
gustine and the Holy Name Society H 
leaves a widow and six children 

Chicago. 

Edwin Hale Keen, western manager 
Eberhard Faber & Co., pencil firm, and for 
twenty-five years a resident of Kenwood 
passed away last month at Mercy hospital 
after a few days’ illness from pneumonia 
Mr. Keen was born in Philadelphia in 1838 
and came to Chicago in 1856, going into the 
book business with his brother, William B 
Keen, at 148 Lake street. He later was as 


sociated with the firm of Keen, Cook & Ci 
He was a veteran of the civil war and 
thirty second de gree Mason He is Sur 


vived by his wife, Mrs. Ida E. Keen 
Clay City, Ind. 
Mrs. Lena Wilson, living near Brazil, has 
performed the remarkable feat of writing 
sentence of eight words 1,716 times 


postal card, one side only. The sentenc: 
contains thirty-nine letters, seven of whi 
ire capitals. The number of words 

card is 13,728 and the number of letters 
66,924. The writing was done with tl 
dinary steel pen. Under a lens of strong 


magnifying power every word was readabl 
Chester, N. Y. 

J. Board has invented an ingenious pet 
When the pen is used, the ink will feed t 
its point, and when not being used, the flow 
will be shut off. In other words, the flex 
ing movement of the point is utilized 
stimulate the feeding action; but the 
struction is such as to enable the pen to b: 
carried in the pocket even in an inverted 
position without leakage from the reser\ 

Minneapolis. 

After January 1, 1909, Minnesota will not 
have to import her pens. The Houston Pen 
Company, backed by Tracy, Minn., business 
men, has just been incorporated for $50,000 
and will manufacture this article. D. H 
Evans is president, O. J. Rea vice president, 
E. B. Johnson secretary and H. J. Pattridge 
treasurer of this concern. 

* . * 

Northwestern Stamp and Stencil Cor 
pany; capital, $10,000; incorporators, A. E 
and J. L. Crowell of St. Paul and H. and M 
H. Breckgren of Minneapolis 

Mexico City, Mex. 

Arthur Bowles, traveling for 
pencil and graphite house, has returned 
from a trip to Guadalajara 

Milwaukee. 
(By Special Correspondent 

Milwaukee has been given the opportu: 
ty of viewing a fountain pen factory 
small scale of late The Parker Fountain 
Pen Company of Janesville, Wis., has 
moved one of its machines from its plant t 
the window of the A. Spiegel Drug Cor 
pany, Milwaukee, and has placed Charles 
Stevens in charge. The purpose is to show 
the people how the different rubber sections 
of a fountain pen are made. L. A. Miller, 
traveling salesman of the company, is ex- 




















and the different 
steps in the process and the exhibit is at- 
tracting much attention. Milwaukee was 
selected as the first place for the exhibition, 
while later all of the larger cities of the 
country will be visited. 


machinery 


plaining the 


< * * 

The factory of the Parker Fountain Pen 
Company was established at Janesville in 
1890 by George S. Parker, who is now pres- 
ident of the company 

a 

George S. Parker, president of the Parker 
Fountain Pen Company at Janesville, Wis., 
is among the Wisconsin representatives on 
the board of directors of the American Au- 
tomobile Association. 

New Britain, Conn. 

A plan is being discussed for the reorgan- 
ization of the Munro-Eastwood Company, 
which manufactures steel pens. 

There is some doubt as to whether the 
proposed scheme of reorganization will be 
consummated, but if it is, the company will 
its capital stock to $50,000. It is 
The par value 


increase 
now capitalized for $25,000. 


of the stock is $25. 

The company plans enlargement in the 
near future, it is said. The company is now 
doing a big business and supplies with pens 
some of the largest concerns in the country, 
among them being a large New York life 
insurance company and some of the gov- 


ernment offices in Washington. 
Making pens is an exceedingly delicate 
operation, likened often to watch making, 


and requires great skill. William Munro, 
the president of the company, has built up 
the business to such proportions that New 
jritain promises to be almost as well 
known for its pen output as for its hard- 
ware 

Wilmington, Del. 

At the Tenth and Market streets store of 
Millard F. Davis an interesting demonstra 
tion of the utility of the Conklin self filling 
fountain pen is being made by automatons 
The demonstration is attracting much at- 
tention and many persons stop to see the 
little figures at work in the Tenth street 
vind 


WwW. S TUTTLE MAKES CHANGE. 


W. S. Tuttle, for se years past with 
Thayer & ") ckson Stationery Company, 
Chicag \. C. McClurg & Company, Chi 

go; Westcott-Jewell Company, and in 
business for himself as a manufacturer’s 
igent, is made rrangements to act as 
gene sman and traveling representa 
ive for 1 \m« Manufacturing Con 
cern, of Jamestown, N. Y.; Wescott-Jewell 
Company, Seneca Falls, N. Y.; The Stand 

d Cray Manufacturing Company, Dan 
vers, Mass., and the Seneca Falls Rule and 


alis, N. Y 


Block Company, of Seneca F 


GREETINGS FROM HONOLULU. 


The Of Supply Company of Honolulu 
sends greetings from across the sea in the 
form of a most beautiful calendar with a 
picture native Hawaiian home in col- 


I 
a splendid idea of that dis- 
mpany the calendar 


rs, which gives 
tant isl Cards ac 


The American Multigraph Sales Com- 


pany has established an office in the Du- 
luth Savings Bank building, with J]. F. Pe- 
terson 


as local manager 
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ECONOMY 


The dollars and cents wasted in excess postage 
cannot be estimated where a postal scale is not used 
or where one is used that is not reliable. 

It is a question of ECONOMY. The Pelouze Pos- 

tal Scale will soon pay for itself in stamps saved. 

They are made in several styles especially adapted 
for the large business house, office, store and home. 

They not only give the cost of postage in cents on 
all classes of mail matter, but also give exact weight 
by 4 ounces 





Capacity There is no economy in a cheap postal scale. CAPACITY 
National, - 4 Ibs Those that sell for less are worth less. Mail & Exp., 16 Ibs. 
Union, - - 24 Ibs. Inquire of your Stationer or Hardware Dealer. Comment, 63 Ws. 
Columbian, 2 Ibs : F U.8., - = 4@ Ibs. 
mee 5 3 8 If your dealer cannot supply you we prepay ex- Victor, - 1} Ibs. 
i (Crescent, 1 Ib pressage on receipt of price 


Send for new catalog of Postal Scales. 


Pelouze Scale & Manufacturing Co., 403-413 Ohio St., Chicago 








Best 
and 
Cheapest 







Made of Finest Quality German Sliver 

Can be Instantly Attached te any Grade of Paper or Cards 
Have proven wonderfully successful in nearly every 

A country on the Globe. especially the 

Brabs to Write on, with Celluloid Windows or Shields 


folded over the blanks to protect the writing from becom- 
ing soiled. Their superiority in meeting this long felt want 
is apparent to everv user and they are pronounced by all as 


The Best, and Most Durable Adjustable Tabs Made 
Very little extra trouble in inserting the inscriptions, but when done, they 
are there to stay and wear for years. Also made with Plain Cards or with 


Various Printed Characters with Celluloid Adhered Over the Printing 


They look like Polished Inlaid Ivory and wear like Iron. It is inpasstnte to soll 
them permanently; one rub will make them as bright and clean as new, th 
handled with greasy fingers. Made with a TIGH TGRIP FOR BOOKS or wi 

a MILD GRIP FOR CARD SYSTEMS so they can be slipped on without shift- 
ing the bands or scratching the cards. If you will try a few you want more. 


Lowest Prices to Consumer; Best margin to Dealers. 







6 SIZES 








CHICAGO BUSINESS SYSTEM CO., C, 100 E. Van Buren St., Chicago. 











The HI-LO Attachment 


Supplies 
an 
Extra Desk 
without 
using 
floor space 


A 
Space Saver 
for Crowded 

Offices 










DEALERS and AGENTS 
Send for Terms and Descriptive Booklet 








The “Hi-Lo” Attachment finds favor 
with a class of trade which you cannot 
reach with the usual style of stand-up 
bookkeepers desk. 


The “‘Hi-Lo”’ Attachment operates“easily and instantly without disturbing contents 
offregular desk. 

When not in use‘it disappears “like an upper berth in a Pullman.” 

It is attached without using bolts, screws or nails. 

Matches any finish and js firm and solid as any desk bed. 

A small booklet describes the “‘Hi-Lo” in detail. Send for it. 


‘‘HI-LO”’’ DESK CO., 156 Nassau St., New York 
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Favorable Decision on Window Dressing 


Stationers May Now Go Ahead, So Says 


144 


. repor > CO eo ent throug t usu channels I 
HE final report of the committee on Post Office Department. ment the he ha 
window dressing of the Stationers : proposed to be at aah. ean anene 
Board of Trade of New York, which prizes dependent upon chance within the meat Re spe tfulls 'G. VON I MEY] 
has had the matter under consideration /"% ©f the lottery act. Immediately the guess Postmaster Ge! 
ns ntest, so-called, took the place of the old 


with the Post Office Department at Wash type of lottery, and the number of such schen 
ery soon ran into the thousands, millions of BANQUET TO WILLIAM SMITH 


ington, and which has elicited more than jolt , 
, dollars in money and property being disposed 
casual interest, has been made and the com- in this manner. In addition to their vicious \ testimor inner was give \ 
mittee discharged. The report of the com- "4 a gy — a ——_ , these Smith on D r 3 at Cafe Raul 
. “ > sc hve es openec de 1e door o traus ind ‘ , 
mittee, together with a detailed letter from their fraudulent operation in many instances York, by hi ss friends and ass 
the Post Office Department covering the resulted in severe losses to thousands of pet in the Boost f New York It 
. sons The evil had grown to such proportions ‘ 
points, which may be of interest to sta and its demoralizing influence had become s recognitiol services to tl 
tioners generally, is given as follows apparent that the necessity of steps for theit or his n efforts 
- suppression was recognized Certain judi l ‘ 
; decisions recently rendered impressed this d¢ relations al ng stationers 
Report of the Committee. partment that the early construction of the lot Willian P. Christopher pres 
ters \ as oneous ance Suggestec hi f : . ’ 
New York, N. Y., Dec. 4, 1908 eer we foronere” ane Sees See © speeches were made by Theodor: 
Mr. H. C. Bainbridge, President, Stationers General for review In an opinion dated Ni P . ee eee 
Board of Trade, 97 Nassau Street, New York vember 28. 1904. Attorney General Moody r perry, presic [ the Natl i \SS 
Dear Sir Your committee desire to here hand versed the opinion of his prede« essor and d tion of Stationers nd Manufacturers 
you their final report on their investigation in rneasing contests t& » for . ) he lottery Overt as \f , : "Sa Ly ‘ 
connection with Matters Pertaining to Window a . Ee at dn canoe at A h a fully tto Wittp lies ra J alee ity; J ; 
Dressing Contests not being Acceptable in the supported by the authorities (Public Clearing Roge rs, secretary r tne Nation il \ss 
United States Mails. , : : House v. Coyne, 194 U. S. 497; People v. Lavin tion ot Stati ! nd Manufacturer VW 
Following our last report to the trustees of 71 N. E. 573: Stevens v. The Cincinnati Times ‘ 
your Board, we considered it advisable to enlist Stat Company, 73 N. E.. 1058). this department m J. Kenne: president of the St 
the services of the Manufacturers’ Association took ip the ‘tank of excluding from the mails Stationers’ Clial ET ame ( Bainbt 
of Brooklyn. The matter was laid before Mr all publications and other matter advertising ot an aw oe = = 
J. T. Holle, their secretary, who considered the relating in any manne! to such contents his esident =) ers’ B rd I 
matter carefully and referred us to the chair work was carried on so vigorously that schemes ( rles ~~ 
man of their postoffice committee, Mr. R. W ail + in el ‘" acter have heen thoroug! ly sup aenieag pet 
Bainbridge, who was to have visited Postmaster aimed théanaiient tha eoumtry. Im the report tioners’ Association of New Y orl 
General Meyer on the same day We there- + Postmast . mene Cartatveu tor the 4 ur S rT Gr } P 
fore placed in Mr. Bainbridge’s hands a brief of cena it aaa ail — ; oa: ' said 
the entire situation, in addition to a draft of a "(ihe guamceutem of ‘guessing contests’ unde: Club 
contemplated new Window Dressing Contest ar ? R chon Pe —s the act of . ‘tember 19. 1890. add ViENT 
ranged as this committee understood the r¢ the sunnlemental act of ee » “1895. as it : auc 
quirements of the law As a result Mr. Baltr sorne “ye cae Was attorney Genera! iT ‘- pd ia Clive (ys s 
bridge received from Postmaster General G ion é ted Tneiatines an 1904 oe eis ( ( , 
Von L. Meyer the letter handed to you attached rr Gated 4 oY er « been Sonor ea elery 
(marked No. 1), the summary of which is that 2 et = t sides ~4 ‘i. yep ere saked sh a l’Italies 
the ruling holds as it has in the past, but it will oem: a men ee r se a ender! nuke 
be noted that our ideas of a Window Dressing CROSS WETS GUSTS OF prizes For the Dest Ban ai 
Contest in the future are referred to, in the ENS Hest Sug**StIoN, or the best essay. Thus R t Squab Chick 
aforesaid letter, as undoubtedly meeting wit! — = 2 pes name for a projected publicatior S d 
the approval of the department as mailable, if eS ee Se =o large money priz 2g 
presented through the regular channels We vee Ms offered Wass subordinate prizes for \ tan Ice ¢ 
therefore submitted the following (marked No names next in order of merit; but to be eligible ff 
2) to Assistant Postmaster Mulker of the New o enter the ‘competition’ an annual subscrip I 
York postoffice, who, in turn, finally communi tion must be entered for a publication at the 1] +] \ 1) 
cated with us as attached letter (marked No. 3) price, say, of $2, or a share of stock of a cor ouiaticdeon.. uet, Wi mr. ' 
regarding this arrangement poration o—" hased, say, at $1 or $ Lie topher. as te ter, stated that t 5 
It will therefore be seen that the present sug prizes could, of course be aw irded to any of Pris . os. 7 
gestions of this committee for Window Dressing the ‘competitors’ according to the taste or st dint cr given { ) ° 
Contests of the future, with one exception—as to whim of the offerer, so that in all essentials members by tl National Ass 
date for termination—are approved by the d the scheme was a lotte ry or guessing contest Cons ? ‘ ae a ‘ 
partment as mailable, which will, in turn, un rhe real object was Plainly not to obtain the ora d Bi 
doubtedly serve to guide manufacturers in their most suitable name, but a large sum of mon: took in electir New York n 
arrangement of such contests in consideration of the promise to eturn we 
It is the suggestion of this committee that a part of it in the form of prizes to some of the esidency ganizatior , 
vote of thanks be extended to Secretary Hoile persons by whom paid The publication, whict introduced May Wittpenn whi 
and Chairman R. W. Bainbridge for their kind every competitor was entitled to receive for bot af 
interest in the behalf of this committee and one year, may have had some value, if ever my 
board actually issued, but the share of stock was 
Respectfully submitted by the committee usually worthless. The postal lottery statutes . . — 
; ' F P SRYMOUR- ” ‘ contemplate not only lotteries, but also gift BENJAMIN F. POWERS MARRIES. 
Chairman enterprises and ‘similar schemes offering prizes Reniamin | , n Power Mat 
ARTHUR P. JACKSON, dependent upon lot or chance,’ and the Post Bey rare bee 7 
Cc, Cc. DAVIS office Department holds schemes of the char thie Smith Pret t ype writer € Ni] ny t 
acter here outlined to come within that defini Detroit. was united in marr; ‘ ' 
Letter From Department. tion, if for the privilege of competing for th« ne t-tgabiage yen : wiarteies: --Albeg :; 
Office of the Postmaster General prizes a valuable consideration is required Edna K hel 1 t Detroit, Wed: 
Washington, D. C.. The policy thus outlined by my predecess vr lanuary 6} \1 D> ote'ta- ane of 
November 10. 1908 seems to have been consistently followed to ’ : ! ' 
Mr. R. W. Bainbridge. Manufacturers’ Associa- the present time and is now well establis ed Crans in tne : or the omit Pren J 
tion of New York, Brooklyn, New York The reversing of that policy would be the tak Company and vork * the Gs Dp 
Sir—Your communication of October 20th up- ing of a long step backward and would subject , _ Aimee ; =p 
on the subject of “Window Dressing Contests” the public again to widespread fraud and im ranch of the I s been a splendid 
has been received. The inclosures with your position practiced under the guise of prize The happy uy left or honeyr 
letter consist of a copy of a letter from the competitions. It is undoubtedly true that many ‘ , 
chairman:of the Stationers’ Board of Trade to of these enterprises are conducted in good trip tor New Yorl nd eastern cities aft 
the postmaster at New York, dated September faith and in connection with legitimate busi hie -eremony\ od their returt 
21, a copy of the reply of the postmaster, dated ness operations, but the vast majority of them Sol a . ‘ 
September 25, a communication received by you are designed to victimize the public and usua tne Angus partments, in Detroit 
from the L. E. Waterman Company, dated 0 os that end Of — t! . 7 wher 
tober 28, and two advertisements of window esta DUS nec must apply alike to a schemes ™ 
dressing contests of the Waterman Company comprehended within its terms, and regardless THE GIDDINGS COPY HOLDER. 
It may be stated at the outset that the scheme of the object for which designed; for it would ry idAtea a 
now proposed by the Waterman Company seems be wholly contrary to legal principles to at a Ea rIGGINs y  BENDENES nu 
to overcome the objections raised by the former tempt to discriminate between those schemes bv the Gidding r pov Holder M 
-enterprise of that company, and if the sam whi were inaugurated in good fait! ind ' Company. boro Til 
had been submitted to this department through those designed for purposes of fraud Ir id - oes: ‘ ; Pte 
the postmaster at New York according to the vance f their operation, even if su ver l t nd s t 
usual course, no doubt the postmaster would practicable The window dressing contests, so Von nr r ] . 
have been instructed to treat matter relating to called ure identica in principle wit t! oltre ; 
the same as mailable echemes discussed in the annual report of 1 siogal S 
The attitude of the Postoffice Department in predecessor from w h the above quotatior Ss | ‘ | j 1 ¢} 
reference to window display contests will be made ind it would be impossible to for Pd - : 
better understood when reasons for it are iny valid rule which would forbid the latter r the perat i indicator of 
known Upon the passage of the act of Septem- without applying alike to the former ; nacated _ , +1 . . 
ber 19, 1890, forbidding the conduct through the The inconvenience suffered by business cor Ss op ) S c S 
mails of lotteries and similar enterprises for the cerns is so small in comparison with the benefit I t the bott tl ler the s 
distribution of prizes by lot or chance. there was derived by the public from the applicatior f , a . ‘ Ts — 4: ' 
inaugurated by a Western newspaper a contest t s rule that this department feels constra ] yp rg ‘ 
in which prizes were offered to those of its to adhere to it strictly and in all cases De ( J Sire 
subscribers who submitted the nearest correct As stated in the beginning of this letter 1] Tl raduated that 
guesses or estimates as to the total number f however, the modified enterprise of the Water - : , ; 5 3 
votes that would be cast for the candidates for man Company seems not to infringe the ruls (ter r wor! I S 
a state office It was held by the Attorney Gen question and no doubt matter relating to t + ratailce far 47 +1 
eral in an opinion dated October 31, 1890, that would be treated 1 lable if the questior f , 
this scheme was not in enterprise offering its ma bility vere submitted to s dk - unt ft d 
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’°09-MODEL “DE LUXE”-’09 | 


C. S. & R. B. 
| 
| 


LOOSE LEAF LEDGER 


NOT A LESSON | 
in ledger construction i 








but i 
, DEMONSTRATION 
of ledger perfection. 
The Book You Have Waited For, Lo, These Many Years 











Plain Facts About This Mechanism 


Drawn Steel Ends 
Stand any bumps. 


- ” Heavy Riding Plates 
< Insure expansion ina 
Upet ind flat straight line. 
] 5 Tubing 


Long Male Tubes 
Prevent all buckling. 


All Joints Hand Riveted. 





What does all this mean? — Strength—Reliability—-Durability 
We have kept this book under cover until it embodies all we have learned about ledgers 


in years of experience as manufacturers 





What would YOU expect in BUYING? THAT IS WHAT you should have to SELL 
A strong, durable device 
One which can be made to fit any sheet. 
Ability to suit various post diameters or centers 


| 


Full hundred per cent expansion 


Flat opening covers and flat writing surface 


Best russia and corduroy binding 


Loose Leaf Devices of Every Description 
C. S. & R. B. CO., Inc., Chicago, Ill, U.S. A. 


’°09-MODEL “DE LUXE”-’09 




















(By Special Correspondence.) 


Boston. 
E. W. Pike now represents the W. H. 
Bundy Time Recording Company in the 


New England States. Mr. Pike has had an 
extensive experience in this line of business. 
His offices are No. 30-38 Summer’ street, 
Boston, Mass 
Chicago. 
International Time Recording 
of New York; capital in Illinois, $2,500 


7 + * 


Company 


The following publication notice was is- 
sued by a local referee in bankruptcy 

Notice of first meeting of creditors, in 
the District Court of the United States for 
the Northern District of Illinois. In the 
matter of J. H. Wilson Company, Bankrupt. 
In Bankruptcy. No. 16065 

To the Creditors of J. 
pany, a corporation, of 
County of Cook and District 
Bankrupt 

Notice is Hereby Given, That on the 22d 
day of December, A. D. 1908, the said J. 
H. Wilson Company was duly adjudicated 
bankrupt; and that the first meeting of its 


H. Wilson Com 
Chicago, in the 
aforesaid. a 
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creditors will be held at Room 437 Monad- 
neck Block, in Chicago, Illinois, on the 8th 
day of January, A. D. 1909, at 9:30 o’clock 
in the forenoon, at which time the said 
creditors may attend, prove their claims, 
appoint a trustee, examine the bankrupt, 
and transact such other business as may 
properly come before said meeting. 

FRANK L. WEAN, 

Referee in Bankruptcy. 

Chicago, December 29th, 1908. 
Endicott, N. Y. 

[he International Time Recording Com- 
pany of Endicott has brought suit against 
the W. H. Bundy Company for an alleged 
infringement of patent rights in the United 
States Court at Utica 

Germantown, Pa. 

Watchman’s Time-Register—G. W. El 
lis has invented a watchman’s time-register 
With this recorder it will be impossible to 
register except at such time as a pin is in 
engagement with the switch arm, which oc 
curs once every two hours, and is not of 
long duration, and it will be equally impos 
sible to register unless such station has 
been visited. Since all the mechanism may 
be inclosed, no tampering with the record 
is possible, and a glance at the numbers ap 
pearing through the slit will show at once, 
whether the trips have been made, and if 
not, on what days trips are omitted 

Manchester, Conn. 

S. P. Thrasher, assignor to Thrasher 

Clock Co., Manchester, time-indicating d« 


vice 


The Eureka Bath and Cloth 


constitutes a perfectly sanitary system of letter press copies. The composition 
in the bath assures even distribution of moisture to the cloth, at the same time 


New York City. 


A convention of the Eastern Sales Man- 
agers of the W. H. Bundy Recording Com- 
pany was held at their New York office on 
December 29th and an aggressive campaign 
was outlined for the forthcoming year. 
President G. Osgood Andrews stated it was 
the intention of the company to further ex 
tend its rapidly increasing business upor 
broad and general lines. 

San Francisco. 
(By Special Correspondent.) 
Thomas, of th 
representing 


Thomas 
the Dey 


Frederick \ 
Scales Company, 
Time Register Company and the Syracus: 
Time Recorder Company, returned about 
two weeks ago from his tour of 
in the south, after a thorough examuinati 
of the situation He 
business in Los Angeles, 
vorably impressed with the outlook in that 
section of the Coast. Locally, he looks for 
a large volume of business in the spring 
though he does not expect any 
before that time 


ROYAL WINNERS DINE. 


The prize winners of the Boston bran 


inspectio 


some good 


cl sed 


and is very 


great rus! 


of the Royal Typewriter Company wer« 
dined at Cafe Bova on December 10. The 
dinner was sumptuous in every detail and 
marked an heroic struggle on the part of 


that organization 

This same branch recently put in twenty 
five Royals in the headquarters of the 
Christian Science, the order being 
by W 


H. Sh inna} 





: ae 
SQOSOAAE 
~~ 


precluding bad odor, mustiness or mildew. The patent chemical surface cloth 
with non-raveling edge affords clean, clear-cut copies. There are more Eureka 
Baths in use than all others combined. The wire net in the composition makes 
them unbreakable. They are furnished in all sizes from correspondence to 
way bill. Sold through the dealers Write for Eureka Booklet. 
THE EUREKA BLOTTER BATH CO., CHICAGO, ILL., U.S. A. 

6215-17-19 Wentworth Avenue 



























The Best Seller We Have Ever Offered. 


“ZENITH” Stenographers’ Note Book 


Costs no more than the ordinary note book. The leaves can be turned 

. , ; . : . . o i 
easily and can’t flop back. Every inch of writing surface can be used. 
No copy-holder is required—the book stands upright on its covers. 


| 


) Leaves Always Perfectly Flat. 
| No Bulging or Curving Pages. 
Complete outfit includes covers, rings 2nd twelve sets of leaves for refilling. The paper is adapted | 

Made in two sizes, 44x8 in., and 54xS8} in. 
Write for terms to the trade. 


American Business Supplies Company 
Boston, Massachusetts 


Saves Time. Nerves, Money 





for pen or pencil. Price, $1.00. 





147E Congress Street 
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Convenient size and easy 
to handle 


SS 








































innate 
EES ft 
_ Globe -Wervicke 
= =A 


Fitness 


Is a terse but applicable term describing Globe“Wernicke 
‘‘Elastic’”’ Filing Cabinets in Wood and Steel. 

They fit small offices. 

They fit large offices. 

They fit all climates—hot or cold —dry or wet. 

They fit any size of commercial paper used in business 
from a calling card to an insurance policy. 

They fit arbitrary measurements set by doors, windows, 
radiators, partitions, etc. 

They fit the customer with a small purse. 


They fit the liberal customer. 

They fit the man who wants steel. 

They fit:the man who prefers wood. 

They fit the man who wants steel to match wood fin- 
ishes in oak and mahogany. 

They fit the standard of a sanitary inspector. 

They will fit a man’s requirements now or twenty 
years from now. 

They fit the dealer because they fit the needs of the 
greatest proportion of his trade 


Catalogue and agency terms on application. 


She Globe2Wernicke Co. 


CINCINNATI. . 





















— 


Greatest Variety of Filing Devices 





Fits position of Doors 
and Windows 


within limited space 











me. 


ros 


mere rere ems 


dean = 
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Verner meyer yn men penn fprmnen omen fyronen frm 


Forty-Two Sears’ of Serwice 





ORTY-TWO years is a long time to giv lather about twenty-eight years ago and is , 
to any vocation, no matter what it 1s nor the present Weeks of the concern Frank 
where it 1s [his is the length of tim as most everyone calls him, has been tl 
which the A. A. Weeks Manufacturing D« hustler of the concern, working hard t 
partment has been tn business—the period bring the business up to its present stand g 
devoted to the trade rad \s a customer from Texas remarked 
4. A. Weeks started the business in 1867 frank was always working, yet had tim 
to greet a person with a smile and a pleas 


rd Mi Weeks has alwavs bee 
interested im th: National Associati 





is served on several of the committ: 
In 1903, at the death of his father, the busi 
ness was incorporated under the title A. A 
Weeks Mfg. Co., and in 1906 was mere 
to the A. A. Weeks-Hoskins Co., but still 
| ls its manufacturing title as a depart 
1 { 
In 1890 R. H. Baxter joined the concert 
salesman, and by hard work and pers: 
verance built up a trade which proves 
opularity, for there is hardly a secti 
U.S. which does not know “Billy” B 
: 
: 
JAMES S. FREED CHARLES H. NUMAN | 
| 
in John street, New York He was what entering Mr. Weeks’ employ as errand b | 
is commonly termed an “old timer”; which He is also buyer and assistant masace: 
is all right as a colloquialism but not other the department 
wise. For he was lively and quite up-to Mer. Geo. Brecht is another who besan 
date in all things lo be sure he believed erram®- bow and by heed wock bas cleen | 
in conservatism but that was nothing more he elty calesman for Beachivn sad i 
than caution. Caution made his business, York City below Canal street. | 
as it kept in from the shoals of disaster Mr las oe 1, who covers New |] 
many a time But withal he was a fai: ; 
| 





FRANK A. WEEKS 


Rube Baxter His territory 
embraces Canada, Cleveland, Toledo, | 
troit, Chicago, St. Louis, Indianapolis, Cin 
cinnati, Pittsburg, Washington, Philadel 
phia, Boston, Providence and part of New 
York City. In February, 1906, E. F. Perry 





was engaged as southern salesman and has 
won many friends in his territory He 
started in the stationery business in 1890 
as a salesman for the Neostyle Company, 
“RUBE” BAXTER ind sold duplicating devices until 1907, E. T. PERRY 
when he started booming the “Gardner” 
and square man in all things, both to the inkstand and traveled the entire United sey and above Car street, New \ 
customer and to himself. The business States and Canada His present territory n ol ime salesman, having sold eg 
grew very rapidly, and Mr. Weeks was is the South from Baltimore to San An years le car vith Mr. Weeks in 1905 
soon forced to move to larger quarters, tonio, Mexico, New York state and part of ind soon proved was able to mak 
taking the three upper floors at 11 Gold New England ustomers his ft 
Street and later the whole building His C. H. Numan, who now has the western It is also t speak word of 1 
death occurred in 1903 and was deeply re territory from Kansas City to San Fran for Mr. Ernest Brock, who died in 1907 
gretted by all in the trads, so great was the cisco and also the middle west territory. ind Mr. E. H. Shuman, who died in 1908 


respect in which he was held started in the business as salesman for Chey were both good salesmen 


Frank A. Weeks. his son. joined his Emry Davis, and is known principally as an friends in the trade were manv 
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THE SIGNOTYPE PRESS. 


New Machine for Printing Signs, Price 


Cards, Etc. 


\ splendid new ma another exampl« 
f An genius h is designed for 
the rapid and artistic printing of all kinds 
f window signs, price tickets, tags and 1 
fact nearly every purpose for which th 
marking brush was rmerly used has Jus! 
been placed on the market under the title 
the “Si p I loubtless soon be 
in use e s and stores r 
quiring work of this kind 

In addition to the signotype, the company 
which manufactures this machine, which is 
intended more for t bulletin field, has de 
signed and placed on t market the signo 
type press, smaller d cheaper machin 
These 1 S ened in two styles 
nd $50 up, each machin 
equipped r use and mplete in every de 
tail TI genotype press is quite unique 





netrict : It is easy t 
yperate and possible for any person of in 
elligence nt artist: igns with it after 

few 1 The machine 
prints every variety of card for window and 
s g as s illustrations and 

lor schemes, enabling any one to produc: 

‘ g le di iy signs, 

Here’s a1 hine that will doubtless soon 
bh il g SK which dealers 
vould d ve to get further information 
bout Ss eX s agency where no 
repres is been ppointed The ma 

in on exhibit at the National 
Business Show, where dealers can see it in 
yperation \n advertisement of the device 
ippe 1 ontl ’ wsue of Office Ap 
pli ade by the American Sign 
ty ( 1007 Dearborn build 

Chi 


O. E. PELTZER NOW WITH STROM- 
BERG & ALLEN COMPANY. 


OM. E. Pelt or e past six years with 
i 4 Mil Comp Milwaukee, has 
ga é Stromberg & Al 
len Company Chicag ind will hav 
ey mp | Se leaf depart 

\ P z formerly with 
Strombere & Allen Company, and now r« 
turns t p thei se leaf depart 
ment nd wi ke it ctor in the mar 
is tted up with all th 

ces for making 

er is a strong 

ubt will accon 

plish all |] s set out mmplisl 


THE AUTO TYPEWRITER. 


es cé all 
slow 
’ \\ lon't they 
, ' ik at tl 














The one-piece 
celluloid tip 





solves the problem. 


Guides 
required. 
samples and prices. 





furnished 
Made up in any size or arrangement of tabs. 


| ees: 


A Strong Tip on 
Guide Cards 











The ordinary card index guide, while sufficiently 
strong for moderate usage, 1s, in a great many 
instances, unsatisfactory where a permanent index is required. The 


Celluloid Tipped Guide 


The tabs are protected by celluloid in one 
piece, cemented over the tab, and extending well into the body of 
the guide, giving strength and protection where needed. 
with any classification 
Write for 


plain. or printed 


STANDARD INDEX CARD COMPANY, 701-709 Arch Street, Philadeiphia, Pa. 














Redor Black Vulcan ink Pencils 


Two Sizes 44 and 5} Inches. 


Send for 
Catalocue 
and 
Discounts 


The ONLY perfect, non leakable ink pencils at a moderate price. 





J.M. ULLRICH & CO. “°S/P 100 Pii2 AnD POCNTAIN PENS. New York, N. Y. 
(E 


‘ablished 1884.) 





AGENTS WANTED 


135 Greenwich Street, (Thames Butiding.) 





SECURE AS 


THE DESK 
[TSLLF 


MEILINK’S ,SWiNGING 





is the only stand with a 

positive locking device 

igidity is its superior quality. 
1 your knees. 


in be locked solidly in any position. 
}y a quarter turn of a large thumb-screw 


No strain 


, 


the stand is positively locked in any 


position 
) knee-rest or braces needed. 


writing machine can be operated on 
it with the same speed as it were on top 


of a desk 


in be used on either side of a desk. 


the needed desk-room for refer- 
typewriter, etc. 


nve 


ence books, card boxes, 


‘ops enameled steel, golden oak or mahog- 


iny finish; your option. Sie, 


inches 


14x18 


‘he rods and hinges are finished in nickel, 


»xidize copper or black enamel. 


hese stands are perfect in finish and con- 


truction. 


Oxidize Copper Finish - 
Nickel-plated Finish . 
Enameled, three coats, polished 


Dealers 


ood profit 


We have a special line of 
safes that are sold by the 
Best Office Supply Dealers 

Get our complete cata- 


MEILINK MANUFACTURING CO, 
TOLEDO, OHIO, U. S. A.; 
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(By Special Correspondente.) 


Beatrice, Neb. 

N. Macken of Lincoln, who recently pur- 
chased the Beatrice Book and Stationery 
Company, is in the city in charge of the 
store. Mr. Macken comes to Beatrice high- 
ly recommended. He was at one time coun- 
ty treasurer of Polk county and is highly es- 
teemed by all who know him. He will 
move his family to this city as soon as he 
purchases a home. 


Boston. 


Fred Mayhew Smith, who 
known in the stationery business in this 
city, died at his home, 23 Myrtle street, Ja- 
maica Plain, December 12. Mr. Smith, who 
was 55 years of age, was a member of the 
firm of Hill, Smith & Co., stationers, on 
Milk street. The funeral services were 
held in St. John’s Episcopal church Decem- 
ber 14. 


was well 


* * * 
Schiff Bros., inc.; stationers; capital, 
$4,000. President, Samuel Schiff; treasurer, 


Rose Schiff; clerk, Herman Schiff; No. 


171 Harvard avenue, Allston 
Brooklyn. 
William Noble Dickinson, a 
stationer of Manhattan, and well known in 
the trade, died December 6 at his home, 
316 Warren street. He was born at Cincin- 
nati, O., in 1839, fought in the civil war as a 
member of the Twenty-second regiment, N 
Y. V., and had lived in Brooklyn since the 
His wife was a Miss Mary E. Cole- 
He leaves three sons and a daughter 


wholesale 


war. 
man 
* * * 

Charles Baker, who had been for years in 
the stationery business on Myrtle avenue, 
first near Skillman street, and before he re- 
tired three years ago at Marcy avenue, died 
on December 21 at his residence, 265 East 
Thirty-first street, Flatbush. He was well 
known in the Twenty-first ward, where he 
had long resided. He was 53 years old and 
is survived by his widow, four sons and a 
daughter. The funeral services were held 
in the Roman Catholic Church of St. J-- 
rome, Nostrand avenue, and the interment 
was made in Holy Cross Cemetery 

Chicago. 

Preston Pond, vice president of the Den 
nison Manufacturing Company, was in Chi 
cago last month supervising the company’s 
new Chicago offices in Randolph street 

* * 7 

The Collins & Goldman Company has 
added a complete line of typewriter sup- 
plies to its already fine stock. 

* + * 

John B. Fay, vice president of A. C. Mc- 
Clurg & Co., will leave this month on his 
usual trip to Europe for the purpose of 
making purchases for his house. 

* * * 
“Uncle George” Olney arrived in Chicago 


the 10th on his regular trip. He reports 
things humming for Irving-Pitt. 
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The Frank W. Black Company of 334 
Dearborn has just published a new sta- 
tionery catalogue that is very handsome. 

* . * 

Charles A. Stevens of Stevens, Maloney 
& Co. spent Christmas with his family at 
Allegan, Mich. 

* « * 

Frank O’Donnell, city salesman for Ste- 
vens, Maloney & Co., and Miss Keifer of 
Chicago were married Christmas day. 

* . * 

The annual banquet of the local associa 
tion will be the most elaborate of any yet 
held. It will take place on the 16th. 

7 * * 

Ogden McClurg of A. C. McClurg & Co. 
was one of the delegates appointed by the 
Chicago Association of Commerce to at- 
tend the recent National Rivers and Har 


bors Congress held at Washington. 
* * * 


Sam Mayer, Chicago manager for the 
Joseph Dixon Crucible Company, spent the 
holidays in San Francisco. 

* * * 

J. F. Hobbs of the Dearborn Paper Com- 
pany is convalescent from an attack of ty- 
prostrated him two 


phoid fever which 


months ago. 
7 7 * 

The Burr-Vanek Company has been in- 
corporated for $10,000; general stationery, 
printing, engraving and binding business; 
L. L. Burr, Arthur J. Lloyd, John J. Vack 

en 


Calkins-Chocol Engraving Company, 
$2,500; art, photograph, engraving and sta- 
tionery business; Timothy E. Calkins, H. J. 
Chocol, C. P Molthrop. 

+ - . 


Columbus, Ohio. 

The Columbus Lithograph Company, 
which is now located in West First avenue, 
has removed its plant to its new factory in 
East Fifth avenue 

The new plant is two 
brick and conciete, and has a ground plan 
of 214 by 17 feet. There are hundreds of 
windows on all sides of the building, and it 
is said to be one of the best lighted struc 
tures in the city. The lithograph depart 
ment will occupy a part of the new building, 
while the envelope manufacturing depart 
ment will be greatly enlarged 

When the new plant is in full operation 
the envelope department will have a ca 
pacity of 3,000,000 envelopes a day, and so 
far the company has not been able to make 
the envelopes as rapidly as it can sell them 
Recently Samuel J. Murray of Cincinnati 
member of the board of di- 
rectors of the company. Mr. Murray is one 
of the best known men in the country in 
the printing and lithographing trade, being 
vice president of the United States Playing 
Card Company and also of the United 
States Printing Company 

Faribault, Minn. 
C. Oscar Olin recently celebrated the 
first anniversary of his engaging in the 
book and stationery business in this city. 
His first year has been very successful. He 
has been attentive to business, accommo- 
dating, and few stores in Faribault are 
more popular today than Mr. Olin’s, and if 
effort to please will do it his business will 
continue to grow. 
Indianapolis. 

Paul H. Krauss has bought the lease for 

the North Pennsylvania street room occu- 


stories high, of 


1 
was elected a 


pied by the Iliff Stationery Company and 
will move to the new location March 1. The 
building now occupied by Mr. Krauss was 


time 


bought by Dickson & Talbott some 
will 


ago. The Iliff Stationery Company 
move to the room formerly occupied by the 
Federal Arms Company in the Vajen block, 
in North Pennsylvania street. 

Mt. Vernon, N. Y. 

St. Regis Stationery Company, Mt. Ver- 
non, has been incorporated to do a business 
as stationer and printer; capital, $3,000. In 
corporators: Ralph P. Champney, Fitch- 
burg, Mass.; William Schwartz, No. 60 East 
119th street; Julia Jackson, No. 140 West 
112th street, both of New York. 

Minneapolis. 

J. F. Clark, the popular young member of 
the Minneapolis Paper Company of Minne 
apolis, was a popular figure among the sta 
tionery trade in Chicago, where he stopped 
off while on his way to New York and 
other eastern cities to the market. Mr 
Clark is one of the rising men of the north- 
west—genial, energetic, industrious and one 
who makes good. 

Milwaukee. 
(By Special Correspondent.) 

Kk. A. Bouer & Co., wholesale paper deal- 
ers at 175-185 Hanover street, Milwaukee, 
have been awarded the contract by the Wis- 
consin printing commissioner for furnishing 
all of the paper required for the issuance of 
the state blue book at $14,320. The con- 
tract included 2,800 reams extra size and 
super-calendered book paper, 50x38 inches, 


weighing 100 pounds to the ream of 500 
sheets each; 300 reams laid book, 25x38, 
eighty pounds to the ream of 500 sheets 
each; 200 reams laid book, 22x32, sixty 
pounds to the ream of 500 sheets each; 200 
reams laid book, 28x41, 100 pounds to the 


ream of 500 sheets each 

ttuck, the millionaire 
manufacturer of Neenah, Wis., was married 
on December 29 to Miss Ruth Harwood of 


\ppleton, Wis., daughter of Frank J. Har 


Frank F. Sh 


paper 


wood, president of the Appleton Woolen 
Mills Company. Mr. Shattuck is a member 
the Kimberly-Clark company and is said 


o be the wealthiest young man in eastern 
Wisconsin The bride is a graduate 
Lawrence College and is a member of the 
\lpha Gamma Phi sorority 


* 


\ magnificent new club house erect 
Neenah, Wis., by the Kimberly-Clark c 
pany for its employes has just been dedi 

ted. The building is “L” shaped, tw 
stories high, with a frontag: on the rive: 
122 feet. Some f the features of the 
large gymnasium for the use 
men and women, soc 


structure are a 
of employes, both 


structed that it can be transformed into 
iuditorium seating 600 people; pool, billiard 
and card rooms, reading and_ receptior 


rooms 
New York City. 

The Orrin C. Lawrence Company scl 

issignment of the Orrin C. Law 


ules in the ; 
rence Company, manufacturer of stationery 
and envelopes, at 3C7 Pearl street, show lia- 
bilities $12,334, nominal assets $12,011 and 


actual assets $6,063 
cessary requisites for polite 


The 


many n¢ 


correspondence and every article needed t 
complete the furnishing of the writing tabl: 
are shown in most attractive styles and as- 
stationery 


sortments at the art store of 














Dempsey & Carroll, in Twenty-third street. 
This old established firm has made a 
specialty of high class engraving for many 
years, and designs and executes mono- 
grams, initials, coats of arms and crests for 
social correspondence in the most approved 
forms. Their spacious counters exhibit 
every convenience for the writing table, 
presented in attractive designs in both 
metal and leather, including every writing 
requisite for the traveler and tourist. 

The showing of favors for the popular 
card games are most original, dainty and in- 
teresting. Menu cards, luncheon favors, or 
<lers of dance, etc., are also shown in great 
variety. There is a specially selected as- 
sortment of fine writing papers appropriate- 
ly boxed for holiday gift making. 

William E. Smith of Jersey City, presi 
dent of the Robert Davis Association of 
Hudson county, was the guest of honor at a 
dinner given last month in Raub’s cafe in 
Fulton street. The dinner was announced 
is a test monial to the Hon. Bill Smith by 
the National Association of Stationers and 
Manufacturers and was decidedly not a 
vindication dinner but a “coincidence.” 

Another coincidence was that Eugene 
McLaughlin, an employe of the finance de- 
partment, had something to say about 
“nights of shame.” After a little prelude 
ibout the habit of giving those we love tes- 
timonials of esteem in the shape of dinner 
Mr. McLaughlin, who is an old Tammany 
ite, said 

“There can be no such thing as a ‘night 
of shame’ in the city of New York when we 
the friends we love.” 


+ +} + } 
et together to honor 
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The whole spirit of the dinner to Mr 
Smith, given in no uncertain manner, was 
voiced by President Theodore L. C. Gerry 
of the association when he said 

“The man we have with us tonight is a 
good man.” 

Mayor Wittpenn of Jersey City, a close 
friend of Smith, who was with him on part 
of the Pennsylvania trip, paid a tribute to 
Smith and then one to himself. 

“T am glad there are politicians in Jersey 
City who know now that I say what I mean 
and mean what I say.” 

Mr. Smith closed the list of speakers aft- 
er having been presented with a book con- 
taining the autographs of those present. 
He thanked his friends for the good things 
they had said about him and said he was 
still doing business at the same old place. 
His business is to sell fountain pens, and 
he’s good at it. 


* * * 


Ralph Randolph Adams (inc.), Manhat- 
tan. Printer, publisher, stationer, etc.; capi- 
tal, $25,000. Incorporators: W. A. Mayon, 
J. S. Keith, B. F. Andrews, New York city 

Newburyport, Mass. 

George H. Pearson, the well known State 
street book seller and stationer, had the 
misfortune to fall in his store this morning 
and fracture his wrist 

Mr. Pearson was on a step ladder behind 
the counter and in descending made a mis- 
step and fell heavily upon his side. He will 
be somewhat incapacitated by the accident. 
Coming at this time in the midst of holiday 
trade it is peculiarly unfortunate and the 
heartfelt sympathy of all friends will be ex- 
tended to him 
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Oklahoma City, Okla. 

W. F. Beale, secretary of the Oklahoma 
Engraving and Printing Company, is now 
located with the Exline Company of Dal- 
las. He severed his connection January 1. 

ttsburg. 

The jury in the case of A. Baron Holmes, 
the East End stationer, charged with for- 
gery, last month returned a verdict of not 
guilty and placed the costs on W. L. Robin- 
son, secretary-treasurer of the Holmes 
company, who instituted the legal proceed- 
ings against Holmes. 

When the court opened Attorney Rody 
P. Marshall, Holmes’ attorney, called him 
to the stand, and Attorney William D. 
Grimes, for the prosecution, cross exam- 
ined the defendant at great length, but did 
not materially change his direct testimony. 

Robinson alleged Holmes borrowed 
money from Miss Caroline de Frabitis, pay- 
ing back the loans with two checks purport- 
ing to be signed by Robinson. Robinson 
denied knowledge of the checks. 

Holmes testified that he paid some bills 
out of his own money and that Robinson 
would give his checks on the company’s ac- 
count in return payment. Holmes testified 
he had invested $2,300 in the company and 
was the owner of twenty-three shares of 
stock. 

Plainfield, N. J. 

The Semple-Green Company, stationer, 
printer, lithographer, etc.; capital, $25,000. 
Incorporators: W. S. Semple, Plainfield; M. 
C. Green, New York city; W. Greaves, Ar- 
verne, L. I., N. Y. 

St. Louis. 

Plans are under way for the erection of a 

modern commercial building on Locust 





TATUM PROFIT WINNERS FOR DEALERS 








THE “LITTLE GIANT” TANK 


GEM DESK CALENDAR 








THE “NEW JUNIOR” TANK 





THE LITTLE GIANT 
COPYING TANK 


The Little Giant is the highest stand- 
ard copying tank made. The rubber rolls 
are of special stock, the sheet steel frame 
and heavy metal uprights being richly fur- 
nished in wine color with nickle plated trin 
mings and gold striping. The extensivé 
sale of the Little Giant makes it the most 
popular copying device on the market 
Sold by all stationers. Retails for $9.00 
Excellent copying cloths for use on th 
Little Giant, 72c dozen 


GEM DESK CALENDAR 


The Gem Desk Calendar serves the pur- 
pose of a complete card index Calendar 
of past, present and future n I 
page 

Old memoranda preserved, the pages 
being turned over each day—not torn off. 

Has twice the writing surface and ox 
cupies less space than any other. Re 


ils complete $1.00 


THE NEW JUNIOR 
COPYING TANK 


A dependable, satisfactory tank, made 
to sell for lower price than The Little 
Giant. Finished in black enamel with 
gold striping and nickel-plated trimmings. 
Fastens to desk or table with wood screws. 


Retails $7.50. 


Copying cloths for the New Junwor— 
72c per dozen. 








THE SAM’L C. TATUM CO., 


3306 COLERAIN AVE., 
New Yerk Office, 185 Fulton St. 


Cincinnati, Ohio 
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street, just west of the John L. Boland 
Book and Stationery Company’s building at 
the northwest corner of Sixteenth street 
The lot has a frontage of 89 feet on Locust 


by a depth of 135 feet through to St 
Charles street. It is owned by the Seven 
teenth Street Realty Company, in which 


George W. Brown, president of the Brown 
Shoe Company, is the principal stockhold 


er, and which is officered by employes or 


the Brown Shoe Company. The Seven 
teenth Street company erected the Boland 
building, a seven story structure, 115x135 
feet, and sold it last spring to Julius S. 


Walsh, Jr., for $350,000 
The building now in contemplation is to 
copy the Boland building in 


and will be seven stories high, it is under 


architecture, 


stood. It will be fire proof and modern in 
all details and will cost about $200,000 
The Seventeenth Street Realty Company 
executed a deed of trust on the site of the 
new building and on the northeast corner of 
Seventeenth and Locust streets, 55x135 feet, 


for $85,000 for five years at 5 per cent, to G 
H. Dudley, trustee. The E. K. Love Realty 
Company made the loan, and the money, it 
is understood, is to be applied on the pro 
posed improvement The Seventeenth 


Street Realty Company and other auxiliary 


companies of the Brown Shoe Company 
have done a great deal in developing th 
new wholesale section 
San Francisco. 
(By Special Correspondent.) 
While the local stationery houses are giv 
ing most of their attention at this time to 


holiday goods, the office supply business is 
keeping up decidedly well, and the houses 
which handle these lines exclusively 
closing the year in fine style. In addition to 
the regular lines there is now a he 
mand for diaries, etc 
trade all around is much better than at 
time last year. 


are 


avy de 
the 
this 


calendars, and 


* « * 


Cunningham, Curtiss & Welch 
that their business this year has been 35 per 
cent better than last year. 

* > 7 

Mr. Kahn of McNutt, Kahn & Co., made 
a trip to Honolulu early this month and 
closed a fine lot of business with the deal 
ers in the islands 

Trinidad, Colo. 

The Learned Book and Art Store has the 
finest stationery and book store, combined 
with a curio store, in this city. They han 
dle a large line of goods and recently added 
extensively to their stock. Their enterprise 
will speak for itself in continued and _ in- 
creased business 


estimate 


Winnipeg 
The Gordon-Radford Company, 
bought out Newson & Gilbert's Winnipeg 
branch months ago, is adding 
new lines. This is a progressive firm that is 
getting a slice of the best business in the 


which 


some some 


stationery line 


INVENTS INK HOLDERS. 


Eugene Franchere, accountant for the 
Richmond and Wellington hotels, of 
Northampton, Mass., has invented and had 
made a suitable and convenient arrange 
ment for furnishing ink for the different 
rooms in the hotels He got his idea of 
the need for some sucli thing by the con 


stant requests from guests for ink and blot 


ters. 
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Death of E. 


Mr 
publi 


article Kee! 


late for 


following on 


death was received too atio1 


in the December number of this magazin: 

Kdwin Hall Keen, late manager. of the 
( icag houss ot Eberhard Faber dies 
suddenly at the Mercy Hospital, Chicag 
( Monday, December 7th 

Mr. Keen left his office on Tuesday, D« 
ember Ist, at noon, not feeling well Hi 
mily doctor was called in on TI sday 
nd on Friday the disease was pronounce: 

be pneumonia \s he continued to grow 
rapidly worse and was suffering a er 
deal of pain, a consultation of physici 

is called on Sunday, when it was 
mined that in addition to pneumonia, Mr 
Keen was suffering from an attack of ap 
pendicitis He was removed from his resi 
dence, No. 4555 Ellis avenue, to the Mercy 
Hospital Sunday night, when an operation 





fi ippendicitis was immediately per 
formed He was conscious following the 
operation until Monday morning at 9 
o'clock, when he began to fail He died at 
3 o'clock P. M. Monday 

Che funeral was held at his late resi 
dence, No. 4555 Ellis avenue, Chicago, on 
Thursday afternoon at 2 o'clock. The ser 
vices were in charge of the Rev. John R 
Crosser of the Kenwood Evangelical 
Churel 

The following gentlemen acted as pall 
bearers 

John B. Fay 

H. F. Sawtell 

Charles B. Van fiirk 

Tappen Halsey 

John B. Nellegar 

Edw. G. Shumway 

Che services were attended by the 
wing gentlemen as a committee repr 
senting t Chicago Stationers’ Associa 
tion 

Fl B. Gibbs, from Shea Smith & 
Cc 

Tohn B. Fay, frot \.C. McClure & ( 

H | Sawte t 1 P I Pettibone NX 
C 

John H. Amberg m Cameron, Amberg 
& ( 

Charles A Stevens. from Stevens, M 


H. Keen. 
T. Willard, from Th 


O e Mars 
son Comp y 

1. W. ( rom S. D. Childs & ( 

=. aa. oe n Geo. E. Cole & 

M. D. Ri 1 M. D. Rider & ( 

. W. Met k, from The We 
News Cor { \ 

R. L. Br m Mabie, Todd & ¢ 

( J ot y nd | \ I t 
Stromberg & ( 

4. W. W G. Walter St 
er | S o¢ rol Chicaeg 
Eberhard Fal 

Chas. S | from Ds is 
( 

H. B. Br dent agent of 
Shaw Blank ( 

Mr. Keen s were interr« 

ods Cen ry, Chicago. 

Edwin H Ke was born P! 
phia in 1838, | cestors bei ul 
the earliest s that city He 
to Chicago in 1856, and later went i 
book store s brother, William B. | 
the m being Kk & Le t 148 
treet 

Upon the br g out of the Ci \ 
he left with tl t Ops on that m« 
ible Sunday n in 186] ( 
nd was cont d with the Quart: 
ter’s departn being closely ss 
vith General Gr 

He was taken prisoner at Holly Sp 
nd witnesséd t battles of Fort Don 

Corinth e running of the 
ries by the gunboats at Vicksburg 

At the battl Fort Donelson, alt] 

tt required so by the posit 

upied, he s ed a musket and 
wit! the 7th t f Illinois | 
who were a s distance from the ( 
federate batteri the Saturday iiter! 
prior to the surrender 

In 1863, he t rmy and enters 
partnership wi brother in é 
W. B. Keen, ¢ ke & Co., 113 i 
State street, hat was then kr: 
Bookseller’s Row 

In 1878, he ed to New York 
became identified with the pencil S 
Eberhard Faber position which he 
tained for thirty years, coming to Chi 

manage the Western branch of 
house He was resident of Kenwood 
25 years and fheer in the Kenw 
Evangelical. Churcl 

He was a gentleman of the strictes 
egrity and of extreme modesty, being 
oved by those wl knew him best 

He was a mem! f Apollo C 

y No. 1, Knights Templ 

In 1874 he irried Miss ‘da Ed 

survives hu 

\t a meeting € go Statior 
\ss tion held December 10th, 1908 

wing res t s relative t the d 
f Edwin H K were nat 
pted 

Where — AZ ed d ste 

te and 
EDWI) ALL KEEN 
S issed ; tivities w . 
S many he was 
1 d _ ‘ 
fe racte 1 so much; and 

Whereas Ff S ces id every 
luties of life terest was intens 

sy marked 1 his friendship sinc 

‘ e be it 


Ww 
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Reputation 


with yeur customers depends on what class 
of goods you sell them. Many times they 
ask your advice. If you want to show that 
you know your business you can’t refuse, yet 
it’s dangerous to give it unless you know that the 
quality will back up your words. That’s one satis- 
faction in advising (even unasked) the purchase of 


Sieber 2 Trussell 
Loose Leaf Books 


When you sell these sterling articles, you can go 
home and forget worry because you know that the 
next time anything “loose-leafed’’ from a memo to 
a ledger is wanted by that concern, your store is 


going to make the sale 


Send for our Catalog of 
Loose-Leaf Books---Free 
SIEBER & TRUSSELL MFG. CO. 
4001 Laclede Avenue 


St. Louis, Mo. 
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DE LANEY’S TYPEWRITER MATRIX 
SHEETS. 

Away over on the east side, close to the 
river on 79th street, in New York, and con- 
siderably removed from the usual avenues 
of business we found C. C. H. De Laney. 
There was little to indicate anything other 
than the usual New York flat, but a little 
investigation showed us that after all, in 
spite of the surroundings, Mr. De Laney 
was there with the goods. 

There are very few business men, who 
have not wished from time to time for some 
quick and ready means of reproducing type- 
writing or handwriting, and after experi- 
menting with all the apparatus in the mar- 
ket, have thrown up their hands in meek de- 
spair and made tracks for the printer. Mr. 
De Laney believes that he has solved the 
long sought for problem. We certainly co- 
incide with him in the view that he is on 
the right track, and even now has some- 
thing that is worthy of the most serious 
consideration and investigation. 

For years Mr. De Laney has been ex- 
perimenting, and has at length evolved 
something at once interesting, practical and 
thorough. His method is shortly this. He 
takes sheets of ordinary paper, and coats 
them with a composition, by a secret proc- 
ess, which makes them thick, yet retaining 
almost all the flexibility of the ordinary 
sheet. The composition is of a light grey 
color, smooth to the touch, and of such a 
consistency when written on with a stylus 
or sharp pencil, that the point readily cuts 
into it, thus forming a matrix. The com- 
position may be placed upon the sheets of 
any thickness according to the purpose for 
which they are desired to be used. For or- 
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dinary writing it is thin. For writing short- 
hand outlines, thinner still. For drawing 
purposes of the requisite thickness, anc so 
on. The texture of the sheet that interests 
us most, however, is that for typewriting 
purposes. This is sufficiently thick to give 
complete flexibility for passing around the 
platen without cracking, and to permit the 
bare type to sink into it without even show- 
ing the type marks on the back of he 
sheet. 

The composition sheet is placed in the 
typewriter of any make in the usual way. 
The ribbon is removed, and one operates 
the machine with the same touch as usual. 
No extra force of blow is required. The 
type inbed themselves (as it were) in the 
composition, and form a matrix. The sheet 
is removed, and if an ordinary electro or 
printers block is required, it is sent to an 
electrotyper, who places the sheet over a 
hot pipe to dry it thoroughly, and then 
takes a casting from it in the usual way. 
As many as three electros can be made 
from one sheet. The electros are of course 
used in the ordinary way, and the printing 
therefrom whether used in an ordinary 
press, or any of the popular reproducing 
methods are sharp, clear, and as fine as can 
possibly be desired. The cost is infinites 
mal. If the electro is desired for a round 
cylinder for use on rotary machines, it can 
be cast round, and there you are 

It might, however, in many places not be 
convenient to send the matrix to an electro 
typer’s. Mr. De Laney has provided for 
such an emergency. He has ready for use 
an adjustable casting frame. The matrix is 
made in the usual way, and is fitted into 
the frame. Into this frame is poured a 


composition, which sets hard (like cement) 
in from 3 to 10 minutes as may be desired. 
The mass is removed from the frame, set 
into a printing press, a “writer press,” or 
any apparatus of that kind, and thousands 
of copies can be run off either with the 
printing direct from the stone, or with the 
intervention of a ribbon. The resultant 
product is all that could be desired, and 
the cost again is small. 

Further developments along this line will 
shortly result in the production of copper 
or zinc plates all ready for printing from, 
but we are not yet in a position to detail 
this process. Suffice it to say that the plan 
is possible, and will be very thorough, com- 
plete and economical. 

There is a gigantic future before Mr. De 
Laney with this process, and hundreds of 
dealers, manufacturers and others are be- 
sieging him with offers of all kinds. Al 
ready he is swamped with orders, and with 
such a meritorious invention, the possibili 
ties of which at present are almost beyond 
the scope of the ordinary mind, we are cer 
tain we shall hear considerably more of Mr 
De Laney, and his wonderful matrix paper 
We wish him every success. 

F. M. SMITH DEAD. 

F. M. Smith, of the Boston firm of Hil 
Smith & Company, passed away December 
12, at his home in Jamaica Plain. He was 
aged 55 and for the past thirty-seven years 
had been an active figure in stationery ci: 
cles. His funeral was held from St. John 
Episcopal Church 

About 10,000 gross of pens are produced 
from a ton of steel 











Something New 


Lockarch 
Shannon Files 


N this new Lockarch 
construction we have 
made the only important 
improvement possible to 
the Genuine SHANNON 
Arch File in more than 
twenty years! 








The old-style Arches are frequently “ sprung ’’ 
y weight of papers—thus 





EW FOLDER, No. 420, 

freely furnished dealers 
for distribution, illustrates and 
prices the complete “‘ Y and E”’ 
Shannon line. 


YAWMAN «0 Frese Mrc.@. 


Time Saving ‘cs Filing Systems 
Executive Offices: 
ROCHESTER, N. Y. 


BRANCHES: Boston, New York, Phila- 
delphia, Washington, Cleveland, Pitts- 
burg, Chicago, St. Louis, San Francisco, 
Los Angeles ; The Office Specialty Mfg. 
Co. Limit’ d, Toronto-Ottawa-Montreal- 
Winnipeg- Vancouver. 





WEIGHT and strain of 
papers simply can- 

not pull these arches 

away from the posts. 


& 


Take advantage of the 
wide publicity we are 
going to give this im- 
provement by ordering 
Genuine Shannon Files 
NOW. 


No amount of strain can break the grip of 
the Lockarch 
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PRESIDENT GERRY ON THE STA- 
TIONERY SITUATION. 
Concerning the general situation in the 
stationery trade and what its problems are 
President Theo. L. C. Gerry of the Na- 
tional Stationers’ Association recently said: 


Every year brings fresh problems to all 
branches of business. Some are easily 
brushed aside, others are more stubborn 
and not so easy of solution For some 
years past stationers have not taken par- 
ticular notice of the problems that con- 
fronted them and time has served to make 
them so intricate that more than ordinary 


effort is now necessary to separate and 
solve them. 

But no matter how many problems there 
may be or what difficulties of solution they 
present there is always one that is more 
difficult than the others and that one is the 
key to the solution of all. 

Association for the improvement of trade, 
for the betterment of conditions, for the 
fostering of friendly feeling, for the inspir- 
ing of men to create all of these things can 
never succeed without the spirit of justness. 

It is often hard and sometimes impossi- 
ble to make one appreciate that his bone of 


contention is also the other fellow’s. Every 


controversy has two sides, neither one of 
which may be right, for, as some one has 
said, “more than likely the truth is in the 
middle.” 

The problem for nineteen hundred and 
nine, while not, strictly speaking, the sta- 
tioners’ alone, is nevertheless the greatest 
they have to solve, and it may be true that 
this is an every year problem, is that of 
bringing about a condition of mutual rec- 


aims to consideration. 
branch of the stationery 
nufacturer or dealer, 


ognition of cl 
No particular 
business, whether m 


should set itself above another branch and 
make unjust demands or practice unjust 
methods, and on the other hand no de 
mands or practices should be considered 


unjust unless so proven and the proof when 


presented should be beyond dispute. Arbi 
trary measures are not popular; that was 
demonstrated in ’76, more than a hundred 
years ago, bas it is still in fashion. Reason 
is the dominant power today and its appli 
cation is the only sure way to the success 


ful solution of a problem. 


A MODEL OFFICE EXHIBITION. 


Among the many fine exhibits of the 
Buffalo Industrial Exhibition, given under 
the auspices of the Manufacturers’ Club of 


Buffalo December 14 to 19, was the exhibit 
of office appliances in the form of a model 
office which was fitted up under the super 
vision of W. C. Shepard, manager of th 
L. C. Smith Typewriter Company. It was 
the object of great admiration as well as in- 
public This office 
the show. 


e 


structive to the visiting 
was in actual use during 


THE AMERICAN EXPORT SYNDI- 

CATE. 
ompany bearing the above title has 
been organized to open up in London and 
Berlin ae show places of exclusive- 
ured products. It is 
trade exhi- 


nanufact 
impany 


ly America 


strictly a promote 


bitions. The first show opens in London 
March 1 and Berlin April 1. The company 
has the indorsement of the Department of 


ind Lab 


Commer 


a 








on the 
correct. 


Cold Rolled 8t 


PRECISION POSTAL SCALE 
Capacity, 4ibs. by 40oz Price $2.50 


Why the TRINER Postal Scales 


are the Only Positively Accurate and Set- 
entifically Perfect Automatic Scales made. 
BECAUSE—They do not show any varia- 
tion, no matter where the article is placed 


piatform, they register always 


They are constructed entirely of the best 
absolutely no castings 
to break in transportation, and are hand- 
some in design and finish. 

Sold by all Leading Stationers. 


If yours cannot supply you, we 
will prepay the Expreas charges, 


TRINER SCALE & MFG. CO, 


1255-57-59 West 2ist St., CHICAGO, ILL. 


eel; 





IDEAL POSTAL SCALE 
Capacity, 2 Ibs. by $0. Price $1.50 











Combines all the good features of the other ACME 


binders. 


Simply constructed, with few parts, it is not likely 
Has automatic action, ‘always 


to get out of order. 
ready for use. 


pay roll envelopes, 
ments, etc. 


Leading Jobbers Sell the ACME BINDERS. 
Illustrated List Furnished Dealers ‘on Request. 


ACME STAPLE C0., Ltd., 500. 12th St, Philadelphia, Pa. 





Drives a broad, flat staple. 
thinnest and penetrates the thickest paper. 
venient for filing letters, binding vouchers, fastening 
packing statements, legal docu- 


THE 
ACME 
No. 
BINDER 


Increases in popularity 
with every day’s use. 


Holds the 


Very con- 








tan 


~ A 


81, 179 jairacks No. 3so far sold thanks to 
tr ade Fixed Pacts Pioneer patent pap 
} nrack, 2 parts only, useful apart or united 
ntly ser parated for changing sp rings or washing At 
icke eq cous acious ~ gone 10us yunces 
ss, strong, en juring pleasing, much tor the money 





JAMES ADAIR, Pittsburg, Pa. 


the 


er 





u 
solid 


— 
u 





Safety Fountain Pen 
and Pencil Holder 
Fits any Pocket 
Nelle eee ne 
Abete Oe ee 


Preserves Pencil Points 
For Sale By All Jobbers 











Send 15c postage for sample. 


The Valley City Novelty Co. 


Grand Rapids, Mich. 














STERLING MACAZINE ERASERS 


are a German Silver Shel! containing a thin flat 
Eraser Which is fed forward as it becomes worn, 
it is always sharp and clean, it will not cramp 
the fingers, can be used asa line finder on note 
book or manuscript, and has other desirable 
features. We have a proposition for Stationers 
and Dealers, jet us tell you about it 


CREAHAN MFG. COMPANY, Pittsburg, Pa. 








MERIT SELLS THIS ARTICLE 
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A Business Getter 
For You 


THE STATIONER 
























John Dibert, formerly of Johnstown, 
Without a Peer ith his residence now in Hollidaysburg 
Mr. Dibert is an energetic young man and 
FAULTLESS CURRENT LEDGER there 1s sth ubt but that he will make 
success of the usiness 
With a fixture case of COLD ROLLED STEEL Chicago. 
' : : e , Che Bocl mpany, $10,000, manufa 
A few of its points. The fixture case is made entirely of cold rolled steel consequently ail ;o ’ o ha <3 won ge oe esac 


No Bulkier Than Necessary Light in Weight Neat in Appearance 1 E. Bockfinger. W. M. Gelderman. S. 1 
The exposed metal parts are brightly Nickel Plated, with a Lasting Polish. Taylor 
The mechanism is concealed by the top or covering plates ‘hn Protected from any 

Accumulation of Dust which might interfere with the operation. The fixture is JJ | Wholesale Typewriter Company, $1,000; 

















































































made in accordance with our usual style of construction; the Simplest and Most Sub- es ig ge ag, Rg mer a 
musiness: ( * ire onn ») Clancy, , 
stantial in use. [tis to Your Interest to take up the sale of The Faultless . acs; G Wire, ney 
[ti ° . ~. Ty Zon ° 
Ledger a “Business Getter” in every sense of the word, with its manifold Advan- Los Angeles, Cal 
: : ’ s Ang , , 
tages and Talking Points. Wie cameet to sancence that o death } 
STATIONERS White for copy of ¢ atalog ‘ ‘p” listing this | edger and the most complete and up-to date line occurred in tl familly oO! H J Benedict 
of Loose Lesf Devices and Supplies on the market } H. J. Benedict & Co., well known t 
quipment mer nd now representing 
MANUFACTURERS If in position to do your own binding, Cometous Adding Machine Compan 
write for copy of Price List “E,” now in preparation, covering ac \\ = - Se ae 7 \ “thea "¢ 
metal parts of our devices, and place yourself in position to manu- : — vee ere — —_—— a= 
facture and furnish to your customers the best in Loose Leaf goods Old Town, Me. 
with the natural resulting benefits to you oe Che How Company, ‘ ‘Nd Town: type 
i writer supplies ipital, $50,000, President 
Stationers Loose Leaf Supply Co. 3 G. H. Richardson; treasurer and clerk, P. ( 
“Sells to the Trade Only” ty Cunningham, bot] f Old Town 
Factory and Main Office: CHICAGO, ILL. NEW YORK CITY ax South Bend. Ind 
MILWAUKEE, WIS. 140 Dearborn St. 203 Broadway The Faultless Binder is also made with ry T 4 ’ si 
: P , 1 lock, ho by cut, c s mpioyes ot! ri¢ ypewriter Shop i 
Manufac urers of Everything Known in Loose Leaf Devices. eneeated Gp = easmumeted’ Vale stvke bev, spec dp ~ P . 1 4 
being absolutely secure against tampering new business entet pris ocated at 119 West 
Jefferson street re hard at work today 
ranging for the formal opening ol the stor 
FROM THOUSANDS OF TESTIMONIALS | |. oy:.rrow. Most of the stock of typewrit 
WE OFFER THE ONE BELOW: i Ged iiaelien< tes cae ae der alls 
Patented DEAR SI CONE PEER ‘ > Is OVO lk a, a ig Ss p 
November cea rhe Stamp ment arri 19 this mo ing 
EITHER WAY vember Ene Etim || ment arriving this morning. | 
! ' * which you sold The company wv indle a full lin 
# us some time ' , | ’ 
. agohave given ii Supplies I mnxtures, itiona t 
> $ us perfect satis- lit f i —- B \ | —et Seiad 
Good Enough 7 . faction and we ne Of writing 1 1<S 4 Attic, BS 
- find them a _— y , ; ic lictr ; Te tor t 1 
for Regular - ver great convenience is ub manager, 1 ict agent for ev 
° : well as a considerable sav- ve nac Le nd the concern ill make 
Cabinet : neh AA a he ver machine, ind n wi nake 
Cheap Enough sponges for this work and spec ialtv of t t 1 chine Other mak 
for Transfer - these were quickly worn out 1} ] ied +1 led 
ste -< and were rather expensiv be handled se nd handed 
“ile in the long run. We can un ’ . “a yet , . . 
File hesitatingly recom mend W. S. Garr tichmond, Va., is pr 
. = your Stamp Moistener to be dent of he “Amnat : ; rte of 
Substantial — clean and economical! rth : : y, § Gaert i W 
Paneled Sides, Very truly yours, SEARS. ROEBUCK & Co., PergE. Lennox. bash, Ind., secretary and B. A. Tuttle, Fort 
a Price 75 cents delivered, Liberal Discount to the Trade, \\ ' ' 
Back and Write for Special Dealer's Agency Proposition Wayne, Ind., treasurer and genera mar 
Front PEERLESS MOISTENER CO., 431 Claremont Ave.,Chicago ver Che capit t is ven as. $2.000 
! 
Hard Wood = = Sterling, tll. 
Throughout, RIBBONS D. R. Aldrich pened his new store 
neat Golden and CARBON PAPER the Galt house b } Mir Aldrich. who i 
Finish Contracted supplies in large or small quantities extensively engaged in the sale of all kit 
self . PLAIN and DECORATED BOXES a ee eee nd fixtur WN} 
Se renpperting HAVE YOUR OWN IMPRINT BOXES he huildine fos ‘eaeualed by the Gal 
rawers Wi - tne ulding rormeriy occupied Dy the Wal 
eeige e SNELLING & SON, “*3%/equrers 0 al ‘rh ie , tat 
* : ‘ bank, which has been handsom« rede¢ 
SO. BROOKLYN, N. Y. ' ' ’ | 
Follower j orated and arrange giving 11 imp! 
Blocks room for the dis f his stock and fi» 
Equipped at tures 
Slight = Mr. Aldrich has purchased all the ne 
Additional : furniture for the store and now has on 
Charge => - = the handsomest | s of business in nort! 
ONLY $10 0' FOR 4 DRAWER —— : — ern Illinois. Especially noticeable are thre 
. LETTER SIZE _ i on oe = : [> meer alent tenes of the tntest desien mand 
Capacity 20,000 Letters / AS ILLUSTRATED — . att atin ~ Cc , , ; , a. ae 
ss _ entirely Of glass, ft niv cases otf t - 
im tne city 
A MINIATURE STORE ROOM Mr. Aldrich | stocked the stor 
el ods ods Co THE SURPRISE STATIONERY HOLDER special reference to retail trade. He c 
Imperial 15 Im. long, S$ In. wide, 7 In. high, weight 10 Ibs 1 general line of off uppli f “1 
Seven (7) ft. shelf surface. Holds 1.2950 sheets of paper, box s ~se ' ce suppites, rancy}y 
perial [Mele FILING AND lor postage stamps and penells 75 envelopes. embossed stationery, business phonograp! 
Sheets Sheets Sheets ! < y usin nonograph 
Sacxbon soureano 7 loose [EAF DEVICES g es tybartner 150 Letter Size 150 Regular Bill adding machines, sectional book cases 
150 Legal Blank 1” }-Letter Size 150 3-Regular Bill "1 , * : 
CHICAGO 150 Long Bill 150 $-Letter Size 150 $-Regular Bill nd desks of all kinds, and also has the ex 
“ Send for New Illustrated Cata Big Profit for Dealers. Quartered Oak. Retails $3.50 loses » fae th; - F ot. ‘ : 
strat Catalogue 5S. S. CROOKS MFG. CO., 667 Holly Ave., St. Paul, Minn. } .* lusive agence y tor this part of the state 1! 
the latest filing system. In addition to thes: 





























As Good as At Better than Many 


JOHN ALLEN & co. 


478-480 Pearl Street, NEW YORK. 
Manufacturers of 


Carbon Paper 


Typewriter, pen, Pencil and Full 
Carbon. 

Guaranteed Non-Smut. 

Long-lasting, Clean Writings. 


— — 


For all makes of machires. Will give best 


iee ary insure sath ~ ction te users 
Write For Samples 
and Prices. 








BOOK-KEEPERS 


CUT OUT — bag _— ANCE of Personal Ax 


counts, t Balance Proof. It s 
me w, and } have not seen it Ww rite us an d we will 
dy that will make you SIT t P 


AND T AKE NOTICE. 
MILLER & HAM, Chattanooga, Tenn. 

















Stationers Specialties 
@ S & B quality and the largest 
variet le with the single pur- 


| us rs’ entire satis 
faction, insures continuous business 
q S & B Stationers oper ialties are 
produced inthe largest plant in the 
f n of note 
ther ‘‘ used 


More New Goods 
To Come 


The Black Lithographic Co. 


WALTER H. FURLONG, Gen’! Mgr. 
Main Office and Factory 
914 Walnut St., Philadelphia, Pa. 


Western Office: 209 State St., Chicago 
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\ dri he a y i 
f gh cl Ww | 
larger than \ ng in tl 
itside rr 4 hicago, P< I nd Rock 
Topeka, Kan. 
The Wilson Office Supply Company 
Sixt] eet, is now eng i 
vill be the n t cor ! 
ypewrite ar ad g l 
1 of the country. T1 nlarg 
been 1 le necessary | 


tly increasing repair business, and whet 
completed the company will bi 


bout four times more work t 
present Littic 
Winnipeg. 
Mr. McCracken has been _ transterred 
the Office Specialty Company’s To 
Winnipeg, where he is n 
Ir. Hamly, the late manager, ha 
1S] imself Ice 
& gg al et I 
on 1 we ave " 
play of Mor typewr! 
2 pi gisters, wi rp € 
l equip! 


— OF mw ane F. C. YOUNG 
rd | { Yo ung president I Phe Jo 


Dixon ¢ uci Company, and a lead 
nancier of the company, passed away 
I ( hi y \ \ 
y ills eC 
+] y 
Ve tal 
ff 
I \ ipp ‘ 
h D Crucible ¢ vhen 
be lved idn 
‘ i Ore s ( id, 
f his unusu bus! and 
I ty, busi eoreg 
| e¢ la payll t in 
I e he ( th 
\ t { inc 
ippointed, b ‘ 
it ilike 
hy. ' 
ny, cl ni 
1es its kind 
pen br LD 
. ) ~~ 
| nt p | 
sited 1 
Cen 
| Mi f 
| S R ) 
| \f 
) i] 1] { 
7 les 


ARRANGEMENTS MADE FOR NEW 
YORK DINNER. 
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IMPROVED 


PROUDFIT 


LOOSE LEAF DEVICES 


NO POSTS 
UNLIMITED meets 





BOOK OPEN READY FOR USE 
Notice Flat Opening and Spring Back 


Te 


lear E 


FACTORY AND MAIN OFFICE: 
8 and 10 Lyon St., Grand Rapids, Mich., U.S.A. 
BRANCHES: 
New York City. Washington, D. C. 
AGENCIES: 
In All the Principal Cities of the World. 








2 . 
«EN a) a 
END %y x BEST 








camieniae % * a 
“THE BEST LINE” | 


OF 


TYPEWRITER 
CARBON PAPERS 


‘“‘and we can prove it.” 








Sold at the lowest possible 
prices, quality considered 

















(Incorporated) 
MANUFACTURERS FOR THE TRADE 
OFFICE: FACTORY: 


96 John Street 180-182 Centre St. 
NEW YORK, N. Y. 
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DUPLICATING 


vue : 
(By Special Correspondence.) 


Cincinnati. 
(By Special Correspondent.) 

H. T. Boulden, district sales manager of 
the Multigraph Sales Company, was a visi- 
tor in Cincinnati on December 29. 

« * * 

Norman Selby, local manager of the Mul- 

tigraph Sales Company, was recently on the 


sick list, but has completely recovered 
7 . . 











The Writerpress Company has opened a 


new local office in Cincinnati 


* * . 
F. H. Walker, formerly with the Multi- 
graph Sales Company in Louisville, Ky., 


has become associated with the Wales Add- 
ing Machine Company 

Chicago. 
Letter Machine Company, 
manufacturing and mer- 
Chritton, A. U., 


Automatic 
$100,000; general 
cantile business; G. A 
Thorien, R. A. Raymond 

New York City. 

Typograph Duplicating Machine Com- 
pany; manufacture typograph duplicating 
machines, typewriters, office supplies, etc.; 
capital, $25,000. Incorporators H. M 
Browne, F. W. Mills, E. J. Forhan, New 
York city 

San Francisco. 
(By Special Correspondent.) 

Isaac Upham & Co still having a 
good inquiry for the Rotary Neostyle in the 
city, though the country business has fallen 
off a little in the last few weeks, the sales 
men being in for the holidays. Mr. Baxter, 
who represents the Neostyle in the outside 
territory, came in from the south about two 
weeks ago. He states that the country 
business this fall has been much better than 


are 


usual. 


F. C. Metcalf is sales manager for 
the Pacific division of the American Multi 
graph Sales Company, with central offices 


now 


at San Francisco and Seattle, Wash. The 
San Francisco office has been moved from 
Polk street to a modern office building at 
the corner of Bush and Kearny streets, 
where it is much more convenient. O. C. 
Haney has been given charge of the com 
pany’s business at Los Angeles, and a new 
office has been opened at Reno, Nev., un 
der the management of O. P. Judd. All the 
branches are making good, and the San 
Francisco force is doing some fine work 
\ll the salesmen are now making strenuous 


efforts to keep the prize cup, which was 
won last year 
Winnipeg. 
H. C. Bower of the American Multigraph 
Sales Company was in Winnipeg for 


short time in December and sold several 
multigraphs to local business houses.: 


* * * 


Baker has been appointed west 
for the Gammeter multi 


P. J. F 


ern sales agent 


graph gaker has always made good in th: 
selling game and the future sales of the 
multigraph in western Canada will doubt 


less show a decided increase. 


JV Vee 
Copying Machine 
News 


Weft fntennel prnsenmel prof} 


Cincinnati. 


The W. B. Carpenter Company has be 
come the local sales agent of the Rone: 
copier The company is enthusiastically 
pushing its sale 

Chicago. 

[The Roneo Sales Company is being 
formed in Chicago to take care of the busi 
ness of the Roneo copying machine in that 
city 

J. 7 Whitehead, the representatiy\ 
the Roneo company, has already covered 


the country so far west as Chicago, 


during the past month has placed the ag 


cies for the machine in Cleveland, Colum- 
bus, Cincinnati, Louisville, Toronto 1 
Detroit. He is spending the holidays t 


his family at Manhattan, Kan 

















“A” Arch File. 


One of Our Several! Styles 


The “SPIRO” All Steel 


Fill A Long Felt Want 


} 


London, England. 
Lon- 


The Roneo Company, Limited, of 
don has increased its capital to £175,000 


This company has also taken additional 
branch offices 29 Queen Victoria street 
and 35 Moorgate street, London 
New York. 
John S. Gram is a new man with the 


Roneo company and is looking after agency 


work He is covering Rochester, Buffal 


nd other cities Mr. Gram was formerly 
with the Neostyle company, for whi 
did similar work 
Paris, France. 
The Compagnie Francais du Roneo 
just taken an additional brancl fice 


Paris at 28 Rue Vivienne 


Toronto Canada. 


The Roneo Company, Limited, has just 
been formed in Toronto. H. R. Wood 
manager of the new concern. It takes ove 


the entire dominion of Canada and intet 
ippoint agents in every important city 
Vienna, Austria. 
The Roneo A. G. has been formed to tak« 
re of the R » business in Austria 
Hungary I May is director « 


business 


STAMP VENDING MACHINE. 


Selling postag tamps by the 

ending machine is possibility f D 
Moines Sucl machine, not on 

res of different kinds are offers 
the approval of the postal authorities 
Washingtor Che machine will und 
edly be an ini tion and conve 
but one difhculty to be overcome is 

keeping the 1 hine f n 

g spurious ins If the experience 
street car | ¢ c nrt< Tr re 
the wooden nickels and plugge: S 

ed by t { 1 exchange 
would justify s pi 
against tl vi 

turn f Bu é g 

I 1 being - 

said ba 

ves t ] S Ss 

iding n stamps 


Arch Files 
[Board Clip 


This fact was demonstrated conclusively at the Business Show 
where we received orders ‘from hundreds of business men who 


told us they had been looking a long time for durable, 


reliable 


board filing devices suited to modern business methods. <A 


demonstration of the “SPIRO” 


line convinced them all! 


No up to date office man will bother with old style wood-board 
files after having examined the “SPIRO” ALL STEEL filing devices 
and it is certainly to the interest of every wide-awake stationer to show this line to his customers 


For Full Particulars and Trade Prices Address, Sales Dept 


SPIRO MANUFACTURING CO., 101 East 13ist Street, New York City. 
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ANNOUNCEMENT 


q After thirty-five years of continuous and successful leadership in the manufacture of high-grade office 
stationery, selling direct to the consumer, we announce that after January 1, 1909, we will place our line 
ho are accustomed to sell to the better class of 


with dealers of re putation with well organized sales forces, w 










onsumers 
@ We offer especially a complete line of Loose-Leaf Binders (including the Gravity-Lock Binder), which in 
excell tion, in strength, durability and simplicity, are positively unexcelled. 







xcellence of material and constru 

@ We offer also an extensive line of stock manifold books (duplicating letter books, salesmen’s order books, 
gram books, scale books, uniform bill of lading books, etc.), carbon papers and letter press copying 
ld loose-leaf goods made to special ordet 





oks, besides certain manifol: 





¢ We will make arrangements wit! inguirers to have one of our representatives call upon them, or will place 


. . : . : 
ronnctian } ‘ . ha + P7440 ‘ : . 
VPlLOpt 1OTL DeETOTE nem t Out l€ malls 















@ Below we give a few of the good selling points of 


THE GRAVITY-LOCK BINDER 


(The Binder that Won 498 Orders Out of 500 Competitions) 




















1 Leave in be ret ed or inserted in one-tenth the time 
1 to de n any other binder 






It yperati ithout a key, yet I é c irely locke 









It is the lightest automatic binder made , : R 
It sav ) ti per cent of time lost in opening and closing 


vith keys 










lt ntains k parts than any other automatic binder binders op 








Its working parts are encased in tubular posts and are free 
from dirt and crit It contains no ratchets, serew rods, cranks, bands, thongs or 
other intricate mechanism. 
It locks and unlocks automatically at a1 point between 
; att 1 +. 
maximum and minimum capac : , ' , : ; 
, The edges are protected by heavy rawhide guards, which 






lue noise, prevent damage to desk and prolong life 






It is flat opening; the roll of leaves s mmon to Loose-Leaf 







It unlike the rew and key binder nd doe not strair 
king parts through over leverag \ ght pressure on the back releases the lock, opening the 
binder to its full capacity. A pressure on the front 
1 be unlocked and ex panded it the p e you wish t er over the xk secures the binder so that the sheets 
nove or insert the sheet at one operatior ire held together with the power of a vise 





J. S. McDONALD COMPANY 
Manifold and Loose-Leaf Stationers 

605 IRVING PARK BOULEVARD 

CHICAGO 
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\nd changes coting, office railing and woode! 
NEWS Georgia—Hartwell, Hartwell Furniture may be shipped with bank, stor 
: Co., succeed Williams-Harper Furniture (¢ office furniture in mixed carloads 
Georgia—La Grang Pharr Bros. & Milwaukee. 


Childs Co.. succeed Pharr Bros., B 
Indiana—Bedford, J. D. Martin, sucs 


E. S. Furguson, B 





(By Special Correspondence.) Kentucky—Winchester, Wn W. | 


é succeeds Hall & Ecton, B 
Cotumbes, Ohic. Grand Rapids, Mich. 


S 


(By Sp Correspondent 
\ most I g display of G 
nicke sectio1 ses has been attracting 
end of attention at the establishment 
Northwes { Company, 27 


Zanesville Fil Company, Zanesville, ha Valley City Desk Company, addit braries b ranged ! 

been incorporated for $10,000 one-story factory building, brick, Butt nished nm ex¢ ent ide g 

Cincinnati. worth avenue, between: River avenu to wl 1" done in an 5 

The Globe-Wernicke Co. announces the Straight street, $1,950 Che Globe-W ke cases hav bh 

following agency ippointments ind nged i mbinations 

changes Articles of incorporation have bee decorative es of th S 

‘ Georgia—Cuthbert, Gunn & Shaffer, B by the Sterling Desk Company, whicl splayed dv ig I 
Georgia—Savannah, H. L. Girtman, B ceeds the Dolphin Desk Company pany has b o1 g way I it 
Georgia—Valdosta, Southern Stationery pitalization is placed at $25,000, ittle book ry pl S : 

& Printing Co., B. | $12,000 has been subscribed Those int ent t cperienced by N 
Idaho—St. Anthony. Chase Furniture Co ested are Don A. Cawthra, who 1s the n ster! | e Company du 9 

B iger, $4,650; Lee Hoffmaster, $2,500; SI holiday p fact business was 
lowa—Estherville, Henry W. Mahlum, B by T. Parmenter, $1,000; Henry S. Jordan better with t mpany. Many Milw 
Maryland—Cambridge, Le Compte & $4,350 The company will manufactur: people seemed 1 nd solution 

Harper, B. I school, office and other furnitur: ( istmas p the purchase 
Montana—Butte, B. F. Calkins, S Houston, Texas. stantial pi irniture the 
New Mexico—Carlsbad, Carlsbad Furni At tl hearing of the Texas railro nd library 

ture Co., B commission on December & the foll ¢ 


Ohio—Franklin, Brough Furniture Co proposed amendments to Texas classi! 
B tion No. 1 will be considered 


Two Manitovw . Wis., met 


he officers of t new United States | 


Ohio— Mechanicsburg, red Owen, B Bank, store, saloon and ofhce furnitut ture Company, the new $100,000 c 
Oklahoma—Ardmore, A. C. Young, B carload, consisting of mirrors, bottle ses, cently incorporated and backed by 
Oklahoma—Lawton, J. L. Reed, B chairs, counters, counter fittings, desks, bination of the rgest furniture mat 
Pennsylvania—Towanda, Smith Bros., B rails, refrigerators, tables and work boards turers of the country. Joseph Schneide: 
Texas—Brady, Satterwhite & Martin, B Minimum weight 12,000 pounds, 3 cents Manitowoe is president, and Normar 
Texas—Burnett, J]. H. Stapp, B Note—Door, window and bar screens, Larson is treasurer President Schnei 
Texas—Hamilton, F. C. Williams, B partitions, prescription cases, patent medi reports that ten of the largest cities of 
Texas—Haskell, Boyd Furniture Co., B cine cases, show cases (must not exceed thi United States will be the scene of the op 
Washington—Goldendale, Wm. P. Flan lineal feet, the length of wall space as indi itions of thi mpany which will establis 
ary, B cated by shelving base), wall cases, wains retail stores in Chicago, New York, Phi 










Tracing Cloth 


Is absolutely independent of any combination and is 
therefore standard in price and uniformly 


high in quality. 


_ “Tec” cloth is made from the finest woven fabric and 
is very evenly coated, and will be appreciated by every 
draftsman to whom high quality is of first consider- 
ation. It is unexcelled in erasing qualities, is very 


transparent, has good weight, and is absolutely free 


from pinholes. ‘Tec’? Tracing Cloth is also fur- 
nished in flat sheets of anv size Edges carefully 
trimmed. We make a specialty of printing 


tracing cloth sheets with your title, border, 
Specifications, etc., guaranteeing our work 
Superior to any on the market 


Made in 24-yard rol 30 inches—36 inches—42 


\ inches iS inchs 54 inches wide 





Write jor Prices and Discounts 





\, Technical Supply Co. 


40 E. 14th Street 
NEW YORK 

















































































delphia, Pittsburg, ( innati, Detroit at 


l report that 1 plant of the Amer 
in S Seating Company was to be 
Raci Junction, Wis., 
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Frank Bayer 
Company 


22 North William Street, 


NEW YORK CITY 








MANUFACTURERS OF 


INKED RIBBONS 





of every 


description 








The manufacturing, 
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discounts to the trade. 


72 West Broadway 








that is best in a typewriter cover. Get our prices and 


TYPEWRITER SPECIALTY CO., Inc, 


TO STATIONERS 
who handle Typewrit- 
ers or Supplies we want 
to send a sample of our 
RRub-beRR Type- 
writer Cover. For all 
Machines. Also for 
Adding Machines, Cash 
Registers, etc. RRub- 
beRR stands for all 


They will please you. 


New York 
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(By Special Correspondence.) 


Brooklyn. 

The American Bank Note Company will 
move its plant to Hunt’s Point, in the 
Bronx, and spend $2,000,000 in improve- 
ments. Work for 2,500 more men will be 
provided when the plant is completed 

Cambridge, Mass. 

The Carter Ink Company 
manufacturing concerns interested in secur- 
ing the location of railroad tracks east of 
the Grand Junction railroad have aban- 
doned all hope of getting their location on 
Ninth, Binney and Potter streets, and at 
a meeting of the board of aldermen this lo- 
cation, which had once been granted, was 
revoked. At the same time the committee 
on highways has taken action in favor of 
granting a location for tracks along Ninth, 
Potter, Monroe and Second streets. After 
passing the board of aldermen this location 
will have to be approved by the county 
commissioners and the railroad commis- 
sion. Once it is definitely adopted, several 
new factories are likely to spring up, in- 
cluding one which the Carter Ink Company 
proposes to erect if the railroad is assured 


Chicago. 


Attractograph Company, capital stock de 
creased from $50,000 to $40,000 


« . « 


and other 


Adams Letter Folding Machine Company, 
181 La Salle street, Chicago; to manufac- 
ture letter folding machines; capital, 
$100,000. Incorporators: William W. De 
Wees, John H. Adams, S. Baldwin 

Cleveland. 

Ideal Envelope Sealer Company, 321 
Frankfort avenue, $10,000; by H. E. Gres 
ham, J. C. McLeland, Gertrude C. McLe 
land, Charles L. Strong, Charles H. Fair 
banks. 

Des Moines, Iowa 

The growth of the wholesale business in 
Edison phonographs and Victor talking ma 
chines in Iowa was evidenced when the 
Harger & Blish Company amended its arti- 
cles of incorporation and increased its capi 
tal stock from $75,000 to $125,000. 

The corporation operates one of the 
largest wholesale institutions in Dubuque, 
but is still in its infancy in Des Moines, 
having established a house here last Sep 
tember on the sixth floor of the Garver 
building. jut the growth of the business 
since the company’s advent into the com 
mercial circles of Des Moines has been so 
rapid that it was found 
crease the capital stock 

The company occupies the entire sixth 
floor and carries a full line of phonographs 
and talking machines and all the necessary 
supplies. The manager of the Des Moines 
house stated this morning that the excellent 
railroad facilities here had such a 
boost to the wholesale business in the state 
that the company expected within the next 
year to have a fully equipped jobbing house 
which would equal the parent store in Du- 
buque. 


necessary to in- 


given 
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Dover, Del. 

Articles of incorporation were filed here 
last month for the Russ Manufacturing 
Company of Oil City, Pa., to manufacture 
gelatines, glue and other similar substances. 
Incorporators: Donald E. Russ, Wallace A. 
Russ, Edwin W. Russ, all of Oil City, Pa. 
Capital stock, $100,000. 

Havana, Cuba. 

J. V. Y. Diaz has a new device which is 
clever. The invention relates to improve- 
ments in typewriters or other machines 
having a plurality of keys adapted to be 
manually operated, and the object of the in- 
vention is to provide means for locating 
and defining the keyboard by other than 
the sense of direct sight, whereby the op- 
erator instinctively retains the hands in the 
proper position in respect to the keyboard 
while reading copy and operating the ma- 
chine simultaneously 


New York City. 


National Copying Bath Company, to 
manufacture office fixtures and furniture; 
capital, $10,000. Incorporators: C. W. Jean, 


96 Fulton street; Willard P. Jessup and Jay 
E. Whiting, 7 Nassau street, all of New 
York 

* o 

Williams Ink and Polish Company; capi 

tal, $5,000. Directors: Joseph V. Williams 
and Frank Clyde Williams, 397 Crescent 
street, Brooklyn; Charles J. Moss, 42 State 
street, East Orange, N. J. 

* * 
and Packing 
manufacture 


Counting 
Portland; 


Automatic Coin 
Machine Company, 


machines of all kinds; capital, $100,000; 
president, P. E. Coyle, Brookline, Mass 
treasurer, L. L. Hight, Portland. 

* * * 


William Noble Dickinson, who introduced 
the envelope making machine for the retail 
trade in this country, and who was well 
known in the stationery business, died of 
paralysis last month at his home, 316 War 
ren street, Brooklyn. He was born in Cin 
cinnati, Ohio, June 7, 1839, and came to 
New York when a young man. He served 
in the civil war as a member of the Twenty 
second regiment of New York 

After the war he organized the 
William Noble Dickinson & Co., manufac 
turers and importers of stationers’ supplies 
For eleven years he with 
Tiffany & Co He retired ago 
He is survived by two sons and one daug! 


firm of 


was associated 


two years 
ter 
Newark, N. J. 

The final order in the insolvency proceed 
ings of Pomeroy Bros. Company of this 
city, manufacturer of ink, signed las 
month by Vice Chancellor Howell 

Che order directs that $400 of the assets, 
in reserve to meet the possible ad 
on the appeal of the Cum 
Company of Bridgeton, a 
creditor, from the ruling of the receiver, 
Frank Benjamin, be paid over to the credi- 
tors, less a few minor expenses incidental 
to the receivership. This order winds up 
litigation, involving the 
sale, under the hammer of the 

Bros Company, brought by 


Pomeroy of 55 Broad street. 


was 


held in 
verse decision 


berland Glass 


the long receiver 
ship and 
Pomeroy 
Charles T 


brother of Eltwood Pomeroy, head of th: 
insolvent concern 
Pittsburg. 
\ phonograph record will be one of thi 


star witnesses in the trial of C. A. Rum- 
stay, agent for a talking machine company, 


was held on f assault 


who a charg: 


When the assault was committed on Mrs 
Hinds the screams of the woman were 
faithfully recorded on a blank record, which 
had been placed in the machine to repro- 
duce a piano solo which Mrs. Ella Ritte: 
house, a friend, was playing. 

The music suddenly ceased, and the sen- 
sitive film recorded cries for help and wails 
of pain instead 

Richmond, Ind. 

Postmaster J. A. Spekenheir announces 
he has perfected a patent envelope that 
to prove a great boon to the 

revolutionize the manufac 

He has spent months at 
, and will be content wit! 
remuneration in the event 


expected 
service and may 
ture of envelopes 
work on the id: 
out any financial 
proves the 


his patent success predicted for 


if 


EMIL A. TREFZGER JOINS UNDER- 


WOOD. 

One of the surprises of the past month 1s 
that Emil Trefzger, the typewriter opera 
tor who ran Miss Rose Fritz such a close 
second in the ist typewriter contest at 
Madison Square Garden, New York, in O: 
tober, has joined the staff of the Under 
wood company Mr. Trefzger, whose pi 
ture we herewith produce, is a native 
Peoria, IIl., rst learned typewriting 


ind the Gregg system of shorthan 
Browne's Business College in that city. H 


both 


speed in 


de V eloped ore 
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LOOSE LEAF” 





y Special Correspondence.) 


Los Angeles, Cal. 


F. H. Crump, Los Angeles, Cal., has in 
vented a binder, the object of which is to 
provide means for binding loose leaves hav 
ing perforations in their edges instead of 
the usual slotted openings, and for holding 
the binders in proper spaced relation in re 
spect to each other and for permitting th« 
either of the binders without 
disturbing the other, the leaves being in- 
serted by moving longitudinally on the 
posts instead of perpendicularly thereto. 


removal of 


Milwaukee, Wis. 


An excellent business is reported by the 


H. G. Razall company of Milwaukee.. This 
enterprising firm is giving its cus 
tomers factory prices on all _ blank 
books, loose leaf devices, printing, litho 


The well known house was 
Razall in 1873, the 
East Water street 
necessitated the 
four story building at 
386 East Water street, but even this step 
was not sufficient and in 1907 the firm se- 
cured a large manufacturing plant of four 
stories at 587-599 Pierce and 300 to 308 
Seventh avenue, and greatly increased its 
facilities for handling the heavy trade which 
has been met with 


graphing, etc. 
established by H. G 
first location being on 
Increasing business soon 
occupation of a large 


American Brand 
“ARBONS KEEP 
WORLD MOVING 


RIBBONS AND (| 
BUSINESS 
Recognized ey 

Cameo Brand Ribbons 
competition. The cl 
on the m 


erywhere as the best 


arket. 





and Carbons defy 
1eapest GOOD brand 


New York. 

A new manifolding sales check has been 
invented by F. Thomas of New York. The 
invention has in view the provision of a 
sales check for hotel and restaurant use by 
which it will be impossible, without the 
same being detected, for the waiter to ren- 
der the patron a bill for any other amount 
than that specified by the other slip or slips 
turned in to the checker or cashier, als» to 


keep the check in a clean and sanitary con- 
dition. 
St. Louis, Mo. 
E. W. Risque, secretary and treasurer of 


the Sieber & Trussell Company, returned 
last month from a tour of Europe in the in- 
terests of his house. Mr. Risque reports 

European conditions to be improving in 
the matter of the adoption of American 
ideas in loose leaf. 





REBUILT TYPEWRITER CO. HAS 
SMALL FIRE. 

A small fire, started by the 
a gasoline can coming into contact 
hot stove called the fire department to the 
factory of the Rebuilt Typewriter Company 
at 67 Lake street Wednesday, January 6, 
the blaze being extinguished in short time 
with but little damage. The 


fumes from 
with 


small loss oc 


curring was due more to water than to fire, 
the actual fire loss not exceeding several 
hundred dollars. 

While the disturbance caused by the fire 


a day or two in getting 
again the company 
begun to 


resulted in a delay of 
matters back in order 
with characteristic energy® had 
straighten things out within an hour after 
he blaze, and had its stock in order again 
within a few days after the fire The Re 


THE 


} f } 


Send for printed Copy f addre 
before the convention oO! the 
ontains valuable information 
ribbor P 


{ ago Agent Cons lated Ribbon 





| If your selling proposition is open to fur- 
ther development, I would like to give you 
my plan of work and have you look it over, 











The plan is new—as new as anything can be 
which has been proven good. It is particularly 
adaptable to Stationery and Office Equipment 
lines, both manufacturing and retailing; and 
I may rightly claim that it is successful. 









I would like to talk with you about your 
goods and methods of selling them. The 
matter would be discussed as personal treat- 
ment of the conditions surrounding your busi- 
ness. The ideas that might be suggested to 
you depend upon the character of your line, 
the merits of your argument and the field that 
may be covered. I think you will be im- 
pressed with the safety, economy and reason- 
able assurance of success in my methods. 



















Write to me now while the opportunities 
for increasing business are increasing. 


K. B. CLARKE 


Advertising Manager 
45 Pine Street, - - = New York 





















HOW TO AVOID TROUBLE 


AND MEET COMPLAINTS REGARDING RIBBONS & CARBONS 


& Carbon Co. 


built Company, however, will take advan- 
tage of the occasion to enlarge its shop 
rooms while making repairs, so as to be 
able to accommodate the rapidly increasing 


volume of business. Mr. Simpson reports 


prospects never better and feels sure the 
year 1909 will be a record breaker in the 
sale of machines. 








given by Mr. H. B. Vannote, Dec. 31, 1908s 


National Commercial Teacher's Federation. It 
relative to manufacturing, selecting and testing 


H. M. Storms Company 
11-13 Vandewater St. 


Three Minutes Walk from City Hall) 


New York 


185 Dearborn St., Chicago 








164 





OFFICE APPLIANCES 








HEALTH Versus WEALTH 


-A GOOD BUSINESS MAN 





UGENE CHRISTIAN recently contrib- 
uted an article to a popular magazine, 
and his ending ran something like this 
There was a man who made a fortune 
But he Died! 
The World called him great, 
But it Lied! 
You are probably wondering “What has 
this to do with me?” 
To explain, I will assume that you, read 
er, are a married man, have children and 
that one of your boys is over-ambitious to 


be a noted painter Although you are 
pleased to observe his ambition, you also 
observe that he is using the “brush and 
easel” too much, and realize he is ovet 
doing himself 

Knowing this, you recall the good, old 


axiom—“All work and no play makes Jack 
a dull boy.” So you explain to your son 
that he must devote some of his time to 
other things,—exercise, fresh air, associa 
tion with other young people, and the like 

BUT 

Mr. Business Man, do you heed the ad 
vice given your own son? Do you dance, 
sing, kick and play some of the time? 

John D. Rockefeller said: 

“I know of nothing more despicable and 
pathetic than a man who devotes all the 
waking hours of the day to making money 
for money's sake.” 

Mr Rockefeller is rich, SO very rich 
that a word from him starts the wheels of 
finance revolving at a terrific speed; yet, 
Mr. Rockefeller probably spends less time 
in his office than you, Mr. Merchant, spend 
with your family! 

Overstated ? 

I think not. The average business man 
is so wrapped up in his business for the 
purpose of making money that he arises in 
the morning and after hurriedly eating 
breakfast, goes at once to his business, 
where with the exception of a few minutes 
for noon luncheon his one and only topic is 


When closing time comes off he goes 
Where to exercise, dance, sing kick 
play 

Vo! Listen! 

\fter leaving “the store” he goes hon 
to eat, and, incidentally, to think no exet 
ise, 1 diversion, no association with the 
reat authors; no music, no poetry; no play, 

fur just business! 

If a friend comes in to visit during tl 

ning he go mut, the conversatior 

lly runs to business, also 

If he has an ill, or any of the symptoms 
tf warnings that nature gives him that 
usiness 18 going to be his master if he 
‘doesn’t watch out,” probably his physician 
is called, and medicine is prescribed 

But, as time goes on, the symptoms be 
come more numerous, more painful Che 
physician is called more often, and tl 
business man swallows the drugs with an 
increasing regularity; until finally the phy 
sician prescribes what ts needed,—exercis: 


fun, dancing, singing and playing! 

Now, is such a person a good business 
man? 

Was President Roberts, who, arose from 


the ranks of a car wheel moulder to the 
Presidency of the Pennsylvania Railroad, 
and died at the age of fifty—was he a 
good business man? Were Messrs. Field 
Lozier, Vice President Hobart, and hun 
dreds of others, measured on the sam 
scale, good business men? 

Would you, Mr. Merchant, rather hold a 
bank book with a balance of a thousand 
dollars and be in good health at sixty than 

journ in a sanatorium with a million at 
your call, but broken down in health at 
forty? 

Mr. Christian was justified in saving the 


world lied The general laws of health and 


hygiene are not properly understood 

Educate your children by living up to 
this axiom 

“All work and no play makes Jack a dull 
boy !” 

Exercise, dance, sing and kick 


WALKER’S 
VERTICAL CABINETS 





ATTRACT ATTENTION 
INVITE PURCHASE 
DEVELOP SALES 











Any Dealer 


business! te a good business man! will be interest- 
d ir vertical 
files is saleable 
as t] se described 






(An Inspiration From Dave E. Block, A dvertising Manager, Gill's, Portland, Ore.) 


















Construction 




































Appearance 
O uarter-sawed oak 


fronts, paneled oak sides 






It Removes Ink Type 
writing and Print No Liquid 
No knife. Made like a Pencil. Con 
tains no Acid or Chemical of any kind 

Enables user to take out a comma or period 
Made pointed; erases without injuring ruling in books 


The most convenient and practi- 





cal eraser made 


i 
The Stenographer Who Once Uses 2, 3 and 4-drawer 
letter i-drawer 
cap and 5-drawer bill 
ERASO-INK ERASER Retail | sist. Solid or with der 
eee ~ [Se tachable sides, permit- 
would never be*without it. It is different ting lateral extension 
from anything else for the purpose. 2 for 25¢ | sigheny Homes 
| 






and finished backs. Solid 
oxidized brass trimmings. 




















Write Convenient to carry ip the pocket. Always ready for use 
Will not »otain the paper § It can be sharpened when blunt . Features 
For Does not get soiled or discolored on the end, like a rubber eraser | Extensi mn slides on draw- 
ers. All drawers and slides 


fitted with rubber buffers. 
Mechani perfect — will 
not warp or bind 


Dealership Proposition 


W rite 


SUGGESTION—Use it dry, rub quickly with 
away and smooth erased spot with finger nail 


M. C. OLSON MFG. CO., IS6S N. Fairfield Avenue, Chicago, Ill., U. S. A. 
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THE MAGAZINE OF OFFICE EQUIPMENT 
THREE MONTHS’ TRIAL SUBSCRIPTION 25CENTS : 


a circular motion Blow nap 


















will interest you jor i. 


DAVID D. WALKER CO. 


Manufacturers to the Trade Only 


79 Lake Street, Chicago, Ill., U. S. A. 


































Catalogue Binders a Specialty. 





219 Drexel Bidg., PHILADELPHIA 


Chicago Binder and FileCo. 


Manufacturers to the Trade of the 


BEST LOOSE LEAF BINDERS ON THE MARKET 


Highest Discounts. 
133 South Clinton Street, CHICAGO, ILL. 











Write for Catalogue. 
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pecia! 


to meet ‘special requirements. 


provision has been made by the publishers « APPLIANCES to afford variot 


as wil] promote their interests, i. e.: Securing new agencies for profitable specialties, 


In this connection we cal! attention to our INFORMATION BUREAYV which is 
the above enumeration is ita suggestion The magazi ne 
desis gns and « ipment that well repaysa careful perusa 


THE OFFICE APPLIANCE CO,, 303 Dearborn St., Chicago, Ill, 


tself affords 144 pages of ahead 


FREE TO SUBSCRIBERS 


1s departments devoted to co-operation with our subscribers in such 
Broadening their line of equipment and supplies. Finding the manufacturers of itents 


ubscrit 


' ers without charge, in furnishing any assistance of which 
le information, news, special articles, escriptions of inventions, new 
The Subscription price is but $1.50 per Annum—Start with the Next Issue. 
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Acme Staple Co. 

Adair, James 
Addressograph Co. 

Allen John & Co. 

Am. Bus. Supplies Co 

Am. Multigraph Sales Co 
Am. Writing Machine Co 
Ames & Filstead 

Amer. Embossing Co. 
American Export Syndicate 
American Typewriter Co 
Arithstyle Co. 

Automatic Pencil Sharpener Co. 


B 
Barrett Bindery Co. 
Bayer Frank Co. 
Beaumel, D. W. Co. 
Berger Mfg. Co. 
Black Lithographic Co 
Blasier, M. E. 
Blickensderfer Mfg. Co 
Buchanan, B. E. 
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Burroughs Adding Mach. Co 
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Carters Ink Co 
Chicago Binder & File Co 
Chicago Business System Co 
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Chichester Bros. Chair Co 
Clarke, K. B 
Columbia Rib. & Carb. Mfg. Co 
Combination Loose-Leaf 
Combined Tool Co. 
Couffield Co Mu. i. 
Craig Co Woodson L 
Creahan Mfg. Co. 
Crooks Mfg. Co., S. S 
Crown Ribbon & Carbon Co 
Cushman & Dennison Mfg. Co 
Cutter-Tower Co. 
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Dalton Adding Machine Co 
Davis Chair Co., The 
Delaney, C. C. H 
Dexter, C H. ng Sons 


Dodge, The Co 
Dornette & Bro. Co., The 
Dudley, The Mfg. Co 

4 
Edison Bus. Phonograph Co 
Elliott Addressing Machine Co 
Elliott-Fisher Co 
Emerson Typewriter Co The 
Epstein, S 
Eureka Blotter Bath Co 

Fe 
Feige Desk Co 
Force, W. A. & Co., Inc 
Fowler-Manson-Sherman Cycle Mfg. Co 
Fox Typewriter Co 


Typewriter Ex. 
Giddings Copy Holder Co. 
Globe-Wernicke Co. 
Gregory Mfg. Co 


Hampshire Paper Co. 
Hawkins-Wilson Co. 
Heale J. A. Co. 


Hilo Desk Co. 


Book Mailing Corner 


Imperial Methods Co. 
Indeliba Mfg. Co. 


. Carbon Paper 
Iirving-Pitt Mfg. Co. 


K 
Keystone Carbon Paper Mfg 


Lineograph Co 


London Needle Co. 


Improved General 
Manifold Supplies Co. 


McDonald, J. S. Co. 


Meyer & Wenthe 


*-Bryant-Pierce Co 
Miller & Ham 


Mittineague Paper 


Morton Mfg. Co. 
Monarch Typewriter Co. 


Trade Show Co 
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Peerless Carbon Paper 


Rebuilt Typewriter 
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Siggers,. BH. Ge... occvesvccesscnzssnsssaenesiene 90 
Simple Account Sales Book Co...........+... 129 
Simplex Wile. OO... 0. cn50000088ne ete PFPA 
Smith, L. C. & Bros. Typewriter SRR, 76 
Smith, G. TF, GOs rvcsccceccevsesecesusan sense 
Smith Premier Typewriter Co............++6. 5 
Snelling G COs. sicasesonoe vn medis ie caren 156 
St. Louis Typewriter Ex. ..........s++. -» 05 
Standard Folding Typewriter Sales Co.. 
Standard index Card Co. ......-sssccoees 122.949 
Stationers Loose Leaf Supply Co......... .»- 156 
Storms Goi, 1. We. wccccccckshunessuceveuen .. 163 
Superior. Re. COs sie odcs tetcnvinneabnhion .141 
Spire Mba. GO. ..0cccsvcvieseberditnesaloue 158 
Splerd, GOB. oes sccecsecsseciseoed vests 135 
T 
Tatum Coe., TRO Gam. Co. aocscccadsiseesvers 151 
Technical. Bumey Geo. o'..scctsinercuncs scatman 160 
Thomas Stationery Mfg. Co. .......e.ceeeeee 135 
Thorp G@ REAPER Gis 66o.0kn0s cabees utesteeun 94 
Triner Qcale G Wig. OOo. ceccisvccvecsedhhaams 155 
Twinleek GOs. Feb csne 00. ¢00¥in vukes bese 133 
Typewriter Boonomy Co. ....ccccccscecessece 120 
Typewriter Emporium ...........00eeeee0 -. 82 
Typewriter Inspection Co. ........cceceeceees 101 
Typewriter Speciaity CO. ..wccecocsvecsccsecs 161 
U 
Uirieh @& Ge. bs. Mois casicenssvucsitntets cecaseene 149 
Underwood, Wi. Gy .0cvssstueencwiureaca cae 107 
Underwood Typewriter Co. .....-..cecceees 9-14 
Union Ribbon @ Carbon Co.............0005- 100 
Universal Business Inst., Inc..............645 107 
U. S. Typewriter Ribbon Mfg. Co............ 83 
Vv 
Valley City Novelty Ce... ....c.cccencsivctute 155 
Victor Typewrlter GO... ccccvccsesesascutetane 75 
Ww 
Wagemaker Co., Ltdi..sscccccctadsiecesteces 91 
Waldron, JOWM CO. coccsccccccccvctestsccssns 87 
Walker, David ©: G@eiscccecccccettcessccees . 164 
Woebeter, ©. &, GOricstinesisaséss stern 6 
Weeks Mfe. Dept. A. Ase csiedsssevsncavenm 132 
Weis, The Mfg. OR so vn bv a0 che ad ere 125 
Weston By Coe ciccecccvicct voccdhuncdeque 119 
Wholesale Typewriter Co.............3eeeeees 3 
Wreiterpress Ce., TRO .ocscccosccssavienetser mr 
Y 
Vawman @& Gre. ..ccccccecctesssa eign 85-154 





OFFICE APPLIANCES 


























“QUALITY IS THE TRUE 
TEST OF CHEAPNESS” 


q All our Papers are of “Quality.” 

@ No order too small for our consideration. 
@ Large ones executed just as promptly. 

@ Let us send you a complete sample book. 


JOHN F. SARLE, 58 John St., New York 











NOTE—“Want” advertisements are received 
for this department at 2 cents a word for light 
faced type and 3 cents a word for heavy faced. 
Minimum charge of 50 cents. Only legitimate 
advertisements received, and those relating to 
trade necessities. 





_ HELP WANTED. 


WANTED—A thoroughly competent commer- 
cial stationery store salesman capable of assist- 
ing in buying, also two traveling salesmen. 
References required. M. L. Bath Co., Ltd., 
Shreveport, La 


WANTED—The address of Jack 
formerly Underwood repairman at 
Ky., and Chicago. Address R. B. Gates, 
Blidg., Nashville, Tenn. 


WANTED—A salesman calling on the sta- 
tionery and kindred trades in any or all of 
the following states: Missouri, Michigan, Indi- 
ana, Wisconsin, Iowa, Illinois, to carry side 
lines; pocket samples. Box 41, Office Appliances. 
WANTED—First-class executive superin- 
tendent thoroughly familiar with modern type- 
writer tools and economical manufacturing, 
able to put $5,000 upward in the best business 
opportunity of modern times. Address Rus. 41, 
care Office Appliances, Chicago. 


WANT ED—Purchasing agent, thoroughly ex- 
perienced in typewriter, adding machine and 
similar lines is open for good position. Can 
furnish excellent references. Knows every 
branch of the business. Has ability to organize 
a buying department that can be made an econ- 
omy. nows the markets and has close touch 
with all sources of supply. Address Box 1, Of- 
fice Appliances, Chicago. 


WANTED—Traveling salesmen, stenographers 
and bookkeepers to represent us on the side by 
securing orders direct or secretly, giving us in- 
formation as to how much the boss is paying for 
his stationery. Under either ¢ondition a liberal 

roposition will be made you. Your location is 














Newman. 
Louisville. 
11 Cole 








mmaterial. Our line is most extensive and 
covers all des. Our prices are beyond the 
reach of all competitors. Hannon & Co., 42nd 


and Princeton Ave., Chicago. 








WANTED—Good concern in New Mexico 
wants an all round office man (stenographer 
and bookkeeper) who can handle office supplies 
of all kinds. A man with some knowledge of 
newspapers preferred. Good growing prospects. 
Fine place for the right man. Address New 
Mexico, care Office Appliances, Plymouth Bldg., 
Chicago 

WANTED—Salesmen who are calling office 
trade to carry as side line one of the best office 


specialties on the market, carry sample _ in 
pocket Easy seller, large commission. Ad- 
dress Thomas-Hager Mfg. So., Pittsburgh, Pa. 


SITUATIONS WANTED. 


SITUATION WANTED—By office supply and 
stationery salesman with 15 years’ experience. 
Knows loose leaf business thoroughly. Ac- 
quainted with advantages and disadvantages of 
different makes and can SELL them. Tastee 
work preferred. Age 35, married. Healthy, has 
lost no time in ten years. Best references. Ad- 
dress Utah, care Office Appliances, Chicago. 


SUPERINTENDENT at present having en- 

tire charge of a medium size factory would 
consider a proposition from a similar concern 
manufacturing typewriters, adding machines, 
duplicating machines, office appliances, etc. Ad- 
vertiser is a high grade practical man and 
thoroughly understands the application of mod- 
ern methods to the management and organiza- 
tion of a factory. Highest references. Box 100, 
care Office Appliances. 
SITUATION WANTED—Typewriter man of 
many years’ experience, the last few of which 
have been in a managerial capacity, is open for 
engagement. Has had experience in establish- 
ing agencies and looking after dealers through- 
out the United States and foreign countries. 
Any firm desiring the services of a thoroughly 
capable, conscientious, result producer can get a 
personal interview and references by addressing 
H. B., care of Office Appliances, 508 Tribune 
Bidg., New York. 


BUSINESS OPPORTUNITIES, 





BUSINESS OPPORTUNITY—I have a patent 
improved spring lock loose sheet binder dif- 
ferent from anything in the market. It has 
features that commend at once. I want a part- 
ner with a small amount of capital to manufac- 
ture. There is a big profit in sight. The de- 
mand is already created. care 
Office Appliances, Chicago. 


Address Binder, 








‘ie EN FOR SALE. 


FOR SALE—Established typewriter and office 
appliance store doing paying business in grow 
ing lowa town. Excellent opportunity for young 
man with small capital. Good reason for 





sell 


ing. Address lowa, care Office Appliances 
FOR SALE—A small stationery store in the 
heart of Chicago. Splendid opportunity fo: 


young man who wants to go in business. Ad- 
dress Box 50, care Office Appliances, 303 Dear- 
born St., Chicago. 

FOR SALE—An automatic printing press in 
first-class condition. Original price $165. Will 
sell at a bargain. Address Printing Press, care 
Office Appliances, Chicago. 

FOR SALE—An established shorthand schoo! 
in Baltimore, Md., is offered for $3,500. Month- 
ly receipts over $250. Good reasons for selling 
Address P. O. Box 255, Baltimore, Md. 


MISCELLANEOUS. 


WANTED—Large up-to-date Winnipeg sta 
tionery house wants ‘exclusive agencies” 
throughout Manitoba, Saskatchewan and Alber 
ta, for different office appliances. Address 
Prairie City, care Office Appliances, Chicago 


STENOGRAPHERS, read “The Stenograph 


er.”’ One year $1.00. Sample copy and “Child's 
Dream of Star,’’ ten cents. Special six months 
trial 40 cents The Stenographer Co., Phila 


delphia, Pa. 


WANT TO BUY—Second hand multigraphs 


the “rough 


and Underwood typewriters, in 
E. E. Bushnell, 148 Bush St., San Francisc« 
Cal. 

MULTIGRAPH WANTED—State lowest 
price. Will pay spot cash. F. C. Russell, P. O 
Box 2904, Boston, Mass. 

LETTERHEADS, envelopes, cards, state 
ments, etc. 500—$1.25—delivered anywhere 
Fine paper, elegant printing. Samples _ free 
Hannon Co., 42d and Princeton Ave., Chicag« 


MULLTIGRAPH WANTED— State lowest 
price. Will pay spot cash. F. C. Russell, P. O. 
Box 2904, Boston, Mass. 

BUSINESS BOOK FREE—Tells how you car 
secure the actual working plans, the money 
making systems, schemes and short cuts of 112 
great, big, business men—to increase your salary 








to boost your profits. Book is free. Why not 
write now? SYSTEM, Dept. 228, 151-153 Wa 
bash Ave., Chicago 














“RED RAVEN” ee ee ee AN AMERICAN 
= i hin raven stvL0 ~ — | 2a FLUID PENCIL 


Registered 


STYLO 


— MADE IN —_ 





No duty on it. 
The “RED RAVEN s made in Red and Black and All-Black Rubber. Only IRIDIUM-PLATINUM POINTS USED 
THE 
“GRAPHIC” 
STYLO 


Patented 


SUPERIOR 
for RULING 
and 
MANIFOLD 
WORK 





The “GRAPHIC” is kept clean by the action of the Plunger Attached to Needle. No Clogging. 


GOLD PEN 
No. 3 





Full Chased Barrel, Gold Mounted: Black, Taper or Gold Mounted Cap. 


A 
POPULAR 
PEN 






: No.3 =< ad al Ay} 


Chased, Plain Black Cap, Gold Mounting; Chased Barre!, Chased Cap, Gold Mounting 


Made with Gold or Sterling Silver Wounting, No. 3 or No. 6 Holders and Pens 


“RIVAL” FOUNTAIN PENS HAVE NO SUPERIOR 


CATALOG, ILLUSTRATING ALL STYLES AND GIVING PRICES AND DISCOUNTS WILL BE SENT TO DEALERS ON REQUEST 
WE GUARANTEE EVERY PEN AND OUR PRICES ARE RIGHT. 


D.W. BEAUMEL & CoO., °fis23" 37 Ann Street, New York 


a“ 


FILIGREE“ «a 

















Everywhere Sates write 
tor OUI dealers 8) ce) ere) 


tion on Sectionets ie); 






What Sectionets are S; 
Indispensable in any 
Business—Large or Small 


If Your Business is Small If Your Business is Large 


What we do for Sectionet 
Dealers. The many Aids 
Free 


gest GHAW-WALKER 23 


MICHIGAN 























A $100 Typewriter 
for 17 Cents a Day! 


Please read the headline over agau Chen it tremendou ont nee vill 

An Oliver Typewriter—the standard ible writer—the $100 machine the 1 t ghiy pe 
ted typewriter on the market , r 1? f 
The typewriter whose conquest of the commer! rld is 
tter of busine histor, ’ Pa 


Pantie Walenen’'"The Locomotive Base’-— “The At 
n ¢ Space [he Automat Tabulator The Disap- 
ring Indicator The Adjustable Paper Fit Phe 


tific Condensed Ke vboar 


Yours For 17 Cents a Day! 





We announced this new eel the 
ulse ot the ] opl o1 I ps 17 
tsaday. TI the 1 al 
Phe result has beet uc] i deluge rt appli 
chines that we are imply istounded ad 
The demand comes from people of all classe l ages, a 
ccupations. 
The majority of inquiries | come from people of known 
financial standing who wet ittracted by the novelty of the proposition Al 1mpre r lemon- 


stration of the immense popularity of the Oliver typewrite1 
A startling confirmation of our belief that the Era of , Unive 


A Quarter of a Million People are Making Money 
with the Oliver Typewriter— The 
Standard Visible Writer 


ginners soon get in the expert kari he mplicity nd strength of t () 

you learn. Let the machine pay the 1? ce) I or family ust It becoming anetet 

da\ and all above that ctor in the e training of vour . P Ay 
Wherever you are, ther rk to be done lucator ; makes 


and money to be made by using the Olive Phe 
business world is calling for Oliver peratot Th 
te riTyT) | +] den na 


There are not enough 


—————in_ 
‘ t it it i e 
Their salaries are considerably a e those of 
manv classes of worker Hundreds are in bu OLIVE! 
ness for themsel ve is pu tenographers 11 


hotel ind exclusive clul Pha receive mui 
carbon copy ypewri er 
Pretty.eood pay jor ye ' / ; 
The average price for etters 1 lhe Standard 
10 cents eacl and 5 cent for each carbor copy 
This serves to show the money-making po Qjur new r n¢ p! n put the Ol] 
bilities as an Oliver operator threshold of every home in Amet Will you 


Vistble Write 


“An Oliver Typewriter in Every Home!” Sam Hie ites 
Phat is our battle cry today We have mad Write for further details of our « fer and 


the Ohver supreme 1) used 1 absolutely i free cop’ yf the new 0) er cat \d 


THE OLIVER TYPEWRITER CO., Oliver Typewriter Building, CF}CAGO 











